New/Used Sales Staff Salary + Commissions Pay Plan

[bookmark: _GoBack]Salary
$300/Week
New Retail Units Sold 
1-2 Units: $200/Unit
3-5 Units: $250/Unit
6-8 Units: $400/Unit
9-11 Units: $450/Unit
12+ Units: $600/Unit
Used Retail Units Sold
$100 minimum commission paid on all retail units
1-7 Units: 15% Commission on Gross, Less the $600 Pack
8-10 Units: 17% Commission on Gross, Less the $600 Pack
11-14 Units: 20% Commission on Gross, Less the $600 Pack
15-17 Units: 22% Commission on Gross, Less the $600 Pack
18+ Units: 25% Commission on Gross, Less the $600 Pack
Split Commissions
When a customer asks for a sales associate, who is off duty and/or absent from the dealership and a fellow sales associate waits on that customer the following holds true.  If the sales associate waiting on the customer helps the customer select a vehicle, demonstrates the vehicle, gets an affirmative on the deal from both the customer and the company, writes up the complete order, turns the customer over to the business manager, he/she earns 50% of the commission on the deal when the unit is delivered.  The off duty and/or absent sales associate earns 50% of the commission when the unit is delivered.  The off duty and/or absent sales associate receives credit on the Performance Board, in the Mark of Excellence Program, and any special spiffs from Chevrolet.  

Volume Bonus (New & Used Combined)
 12-15 units: $450 Bonus
16+ Units: $700 Bonus
Fast Start Bonus:
$500 Cash Bonus if 5 Vehicles out by 10th of Month, Paid at Friday meeting immediately following the 10th of the month (Any Combination of New and Used)
6 Unit Qualifier, Leader of the Board: $600 Cash Bonus, Paid at Friday meeting immediately following the 10th of the month (Any Combination of New and Used)
Group Bonus: If 25 or more  New/Used Retail Units Delivered by the 10th of the Month, by the top 3 Salespeople, $1000 Cash Bonus is shared amongst the top 3 Salespeople (50%/30%/20%). Bonus is paid at Friday Meeting immediately following the 10th of the month.
Sales Associate of the Month
Sales Associate Position at end of month on Board
	1st: $500 Bonus 
	2nd: $300 Bonus 
	3rd: $200 Bonus 
Top Of Class Bonus
Highest Total Gross Achieved Front and Back End Combined: $500 Bonus
F&I Service Contracts Sold Bonus
$100 Cash Bonus for each service contract over 5 sales, paid at Friday Sales Meeting
Service Department Bonus
$300 Bonus if >75% of New Sold customers have 1st appointment set by sales associate
CSI Bonus
$300 if Index Blended Metric CSI score exceeds that of the Region
New Units
Sales Associate must turn all fleet customers and governmental agencies over to fleet dept.  All special bid vehicles will be turned over to fleet sales for bidding and delivery, no commission or count on performance board will be given.  Management may amend or make changes to fleet policy at any time and all decisions are final.
 A sales associate selling a new vehicle to an employee may sell any in stock or special ordered new vehicle at $100 below factory invoice or Dealership Employee Price whichever applies.  The sales associate earns a new minimum commission and receives the count on the performance board.

Used Units
Wholesalers that arrive at dealership to purchase units will be turned over to management
Management deals (dissatisfied customers, pass trough’s, or any other customer satisfaction issue) where the customer returns the vehicle and purchases another vehicle, result in no commission paid and no count on the board.
A sales associate selling a dealership employee a pre-owned vehicle that has been in inventory over 30 days will sell the vehicle at $500 dollars over total cost, which is the ACV plus the actual reconditioning expenses and other costs.  The sales associate receives a minimum commission and the count on the performance board.
Vehicle Purchase By Sales Associate
Sales Associate and family members living in the same household receive the employee discount when purchasing a vehicle. No commission is paid or count earned on the performance board on these vehicle sales.
Work Schedules
Sales Associate work a schedule as determined by the general sales manager.  Weekly time sheets must be completed by the sales associate, approved by management, and turned into the payroll department by Monday of each week.
Pay
Sale associates are paid on a monthly basis by 3:00 PM on the 3th working day, not counting Saturdays, of the following month.  The total of all commissions, spiffs, bonuses, and other earnings earned for the month or the $1700.00 salary whichever is greater will be paid on the monthly check.  The salary will be adjusted for any scheduled workdays not worked.  A $500.00 draw against commission will be paid on or about the 15th of each month.







Vacation
Vacation is earned and paid on the following basis.  The amount paid is based on the salesperson’s prior year earnings.
Sales associate must take five consecutive working days of vacation each year.  After taking 5 vacation days off, a sales associate may request the company pay out any remaining vacation.  The sales associate’s employment date is used to compute the vacation anniversary date and vacation earned.  
	YEARS WORKED
	DAYS EARNED

	Less than 1
	0

	After 1
	5

	After 2 – Thru 10
	10

	After 11
	15

	After 20 
	20

	After 31
	25



Sick Leave
Sick leave benefits begin to accrue after two full months of employment at the rate of ½ day per month.  Sales associates are paid $85.00 per day sick leave based on the assigned work schedule and the monthly salary.  Any unused sick leave may be carried over to the next calendar year.  Sick leave is paid for your illness, the illness of an immediate family member, funeral leave, or severe weather absence.
Sales Associate of the Month and Year Ranking
Sales Associate Ranking Points
	Delivered Units
	Points
	
	90 Day Average Improvement  Bonus*
	Bonus Points

	New Vehicle
	2
	
	Exceed Current 90 Day Average by  1
	1

	Used Vehicle
	1
	
	Exceed Current 90 Day Average by  2
	2

	BONUS 
	Bonus Points
	
	Exceed Current 90 Day Average by  3
	3

	Lease
	2
	
	Exceed Current 90 Day Average by  4
	4

	Finance
	1
	
	Exceed Current 90 Day Average by  5
	5

	Service Contract
	1
	
	
	

	Used Overage List/Heat Sheet
	1
	
	
	



A minimum of 10 units will be used for bonus point opportunities. Sales Associate of the year would be the individual with the most points as generated above. In order to receive following bonuses the salesperson must be employed at Ryan Chevrolet on date of payment.


Sales Associate of the Month Honors
1. The honor of being Number One with your picture and nameplate displayed on a plaque in the showroom for recognition.
2. A special parking space near the showroom designated as “Sales Associate of the Month” space for the month following declaration as Salesperson of the Month.
3. Salesperson of the Month will have a post on Ryan Chevrolet Facebook page as well as star in the next months’ commercial.
Sales Associate of the Year Honors
1. The honor of being Number One with picture and nameplate displayed on a plaque in the showroom for recognition.
2. One ad placed in the local newspaper with your picture declaring you “Sales Associate of the Year”.
3. Sales Associate of the Year earns a $1000.00 bonus, $500.00 bonus for 2nd place, and $250.00 bonus for 3rd place.

Procedures
In order to achieve satisfactory sales and gross profit goals salesperson should follow these procedures:
1. Daily plan for prospecting and follow up using the current customer relations management software.
2. Review daily plan with sales management.
3. Perform additional follow up as required by management for maintaining the customer retention program.
4. Ask sales management for assistance in working deals.
5. Obtain sales management approval on all deals.
6. Maintain 100% proper turnover of all customers to sales manager or F&I department before customer leaves the dealership.
7. Sales managers must exit all prospects and customers.
8. Accompany customer on all demo drives prior to appraisal of customer vehicle.
9. Obtain management permission before releasing any unit to the customer prior to the actual delivery.
10. Appraisals are good for 1 week but management may reappraise a unit at any time.
11. Perform other sales duties as requested by management.
12. A unit is considered delivered the day it is physically delivered to the customer and is paid for.



Ryan Chevrolet expects each sales associate to be successful. In order to be a successful sales associate, you are required to deliver a minimum of 40 units every 4 months.  In addition, each sales associate must adhere to the Procedures and follow the Ryan Chevrolet Sales Associate Guide.  Failure to attain or maintain this level or adhere to Procedures or follow the Guide may result in a sales associate review by the General Sales Manager, General Manager, or Dealer.  This review may result in disciplinary action up to and including termination of employment.

Sales associate acknowledges and agrees that this pay plan does not in any way create a contractual relationship between the employee and Ryan Chevrolet.  This is an employment at will relationship.  Ryan Chevrolet may change this Pay Plan and or the Sales Associate Guide on a monthly basis or as required by market conditions.  Dealer Operator has the final decision authority on any questions, problems, or disagreements regarding the Pay Plan or Salesperson Guide.
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