Rewards Direct By Maritz Suggested Rule Structures
	       The Rule

	The Structure

	
      When To Use



	Dollar/unit one
	Points on every unit/every $ (or on every “x” units or dollars)
	(
Drive overall volume

(
High ticket items

(
Pay out early, consistently 



	Incremental
	Points only for over a set % of objective or a level of performance
	(
Protects budget/self-funding

(
Focus on increased performance



	Up to and Over
	One payout per “x” units up to base level or objective; increased payout over base level or objective
	(
Drive overall volume

(
Protects budget

(
Encourages increase



	Hit & Win
	Achieve objective or performance level, win points.  Can configure performance thresholds and will earn at the highest qualifying threshold.
	(
Focus on objective

(
Individual controls own destiny

(
Guarantee minimum performance



	Threshold
	Must achieve a minimum level (at or over amount or % of objective); Can add thresholds and earn more points at higher performance levels
	(
Guarantee minimum level of performance
· Drives higher performance for payout


	Management Override
	% of earnings for managers based on their direct reports’ earnings

Must be direct reporting relationship
	(
Encourage management participation, sponsorship

(
Means to measure management performance



	Top Performer
	(
Competitive structure

(
Rewards only fixed number or percent of top performers Rewards only fixed number or percent of top performers based on total or incremental performance against objective or performance level
	(
Protects budgets (closed-end)

(
Rewards and recognizes the best performers


	Discretionary Points
	Manager determines who earns
	(
Flexibility

(
Empower distribution

(
Allows reward for behavior not easily measured




