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Case Study
Performance Sports Company led by the founder Katie Perkins focuses on supplying sports equipment. The company has employed about 16 employees with a fixed hourly compensation that varies according to employment levels. Following tremendous growth, Performance sports is seeking to secure a purchasing agent to assist with complex supplies. The company aims to get a person with not less than 6years of experience. In search of more knowledge, Katie Perkins has learned that a competitive company pays employees according to their performance and is interested in exploring how the compensation program works. The research on the new trend may be a solution to customer representatives' complaints of underpayment.

Factors to Consider when setting the wage of Purchasing Agent

A company should establish a wage rate that is both satisfactory to an employee and considerate of the company's returns. Performance Sports should consider the company's internal equity before arising at a wage rate of the purchasing agent as it helps rank the agent at an appropriate level of pay (DeCenzo et al., 2016). As mentioned in the case, the purchasing agent will be holding a managerial position; hence, their wage may be set regarding other managerial positions in the company. The market price is another factor to consider when selecting the wage rate as the offers in other competitive companies may make it difficult to secure an experienced agent if Performance Sports Company does not offer a competitive wage (DeCenzo et al., 2016). Thus, Performance Sports can rely on available market statistics and friendly consultations to determine what other companies offer for the same positions. Governments have also been involved in setting the minimum wage for specific positions; hence it would be wise for performance sports to understand any regulations that may affect their decisions. The company can use a company lawyer's assistance or, better still, appoint someone to research such rules.

Pros and Cons of Pay- for- Performance in Performance Sports Company

A pay-for-performance compensation program pays employees based on their performance and accomplishment of set targets. Following recent complaints of underpayment by customer representatives, the performance Sports company can motivate her employees by paying them according to work done. Financial motivation has proved to improve a company's performance as employees work harder to get higher compensation (Al Mamun & Hasan, 2017). Notably, performance sports Companies may benefit from a pay-for-performance strategy through the retention of experienced employees. The compensation strategy ensures that the employees feel valued and their work is pretty appreciated, making it difficult for employees to be poached by other companies (Al Mamun & Hasan, 2017). It is important to note that the pay-for-performance may be considered unfair to those with low performance; hence thorough consultation should be made to ensure such employees are still minimum wage level to avoid legal measures. Notably, very high targets may demotivate employees when they become too difficult to achieve.

Recommended Pay Plan for Customer Representatives

Based on the case, some customer representatives are not happy with their pay as it does not reflect the massive revenue they bring to the company. I would recommend that Performance Sports adapts a pay-for-performance plan as it has proved to motivate sales persons hence bringing huge returns in organizations (Fatima, 2017). However, to avoid inequity of pay-for-performance plan, the company can have a unique way of translating its revenue to wages by dividing the profits equally to employees when profit targets are met or exceeded.

In summation, research has shown the excellent impact compensation programs carry in recruiting and retaining employees in companies. In my opinion, Performance Sports Company lags in incorporating compensation plans that are considered highly competitive today. Therefore, the company should do more research on compensation plans such as pay-for-performance and Benefits plans to satisfy their employees and attract experienced job seekers.
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