
 
 
 
 
 
 
 
 

 
 

January 4, 2010 
 
Dear CTDA Distributor: 
 
Hiring and keeping good employees is essential to the profitability of your business, especially in today’s economy. To 
achieve that goal, you must consider your overall employee compensation plan—not just your pay scales, but your 
benefits program as well—in comparison to other firms in distribution. 
 
How does your firm’s employee compensation package stack up in the industry? To help you evaluate your situation, 
CTDA is co‐sponsoring the 2010 Employee Compensation Study conducted by the Profit Planning Group. Approximately 
2,500 firms in over 35 distribution lines of trade will be participating. 
 
The value of this survey is threefold: 

• The results help you determine where your compensation plan stands not only within the industry but also 
compared to other companies in distribution. 

 
• The data helps CTDA respond to legislative proposals regarding government‐mandated health and leave 
benefits for employees. 

 
• The information helps companies that must prove their compensation is “reasonable” within the constraints of 
the Internal Revenue Code. 

 
To guarantee complete confidentiality of your company’s data, all responses will be sent directly to and compiled by 
Profit Planning Group, an outside organization that specializes in survey research. Only the aggregate results of the 
survey will be released. 
 
To ensure a comprehensive report we need your participation. Attached is the 2010 Employee Compensation 
questionnaire. Be sure to send in your completed survey by March 1, 2010 directly to the Profit Planning Group. Please 
send payment for your participation directly to the Ceramic Tile Distributors Association. 
 
Thank you for your participation in this important study. It will provide you with valuable information that could result in 
increasing your company’s profitability. 
 

Sincerely, 

 

Richard W. Church II 

Executive Director 

Ceramic Tile Distributors Association 
Building C, Suite 312 
800 Roosevelt Road 
Glen Ellyn, IL 60137 

Phone:  (630) 545‐9415 
Fax:  (630) 790‐3095

www.ctdahome.org 



Winning the Compensation
and Benefits Battle

2010 Employee Compensation Study
Co-sponsored by CTDA

One of the major challenges facing business owners is in providing a fair and adequate compensation
and benefits package for employees. I f the package is insufficient, the company cannot attract and
keep qualified personnel. If the package is too generous, profit tends to suffer.
In tr ying to esta blish a s ound co mpensation sy stem, managers are continually looking f or
benchmarks. That is, they want to know how much other companies are paying for certain positions.
They al so w ant to k now w hat f ringe ben efit packag es ar e being offered. Suc h benchmarking is
essential for the two key types of employees and requires two different types of analysis.

� Executive Compensation—For top management posi tions, s uch benchmarking i s o ften
national in scope. In attempting to attract a top CFO, for example, the firm may compete with a
large number of distribution firms across the entire United States.

� Employee Compensation—In terms of operating employees, the relevant market is always
local. Comparisons for truck drivers, w arehouse employees an d sal es r epresentatives i n a
particular geographic area are much more useful than are national averages.

Even though compensation benchmarks are critical, developing such benchmarks has always been a
very difficult undertaking in distribution. Typical compensation surveys almost always f ocus on one
particular l ine of tr ade. As a r esult, th ey tend to have very small sample sizes. The resulting
information is fragmentary, at best.
The 2010 Employee Compensation Study el iminates these problems. CTDA has j oined together
with more than 35 other di stribution organizations i n sp onsoring th e l argest cr oss-industry
compensation survey ever conducted. It is anticipated that approximately 2,500 firms will take part.
With such a large-scale study, CTDA distributors will receive a wealth of information.

The Power of a Cross-Industry Study
Volume I of the final report will focus on the data collected for CTDA distributors as a group. That is,
firms can compare their compensation levels and benefit programs to other CTDA distributors. This
ability to compare to similar firms in your industry is of significant value.
With t he c ombination of over 35 di stribution g roups, t hough, a much more pow erful an alysis is
possible. Volume II aggregates the results o f th e e ntire sa mple w hich ena bles an i n-depth
examination of the data by both geographic area and firm sales size.

� Geographic Area—The competition f or the maj ority of employee talent is local. The survey
will allow precise analysis down to specific regions, states and even local metro areas, such as
Atlanta or Denver. It will be possible to know what distributors of all kinds are paying for various
employee positions at a local level.

� Firm Sales Size—With the comprehensive sample, 22 or more sales size breaks are possible,
from under $1 million to over $1 billion. This allows firms to look at the compensation practices
of variously sized firms to determine at what point specific benefit programs become affordable.



The availability of such a large sample size broken out into so many specific sub-categories provides
managers with an e normous amount of data for decision making. For example, f irms thinking about
opening an additional branch in a new geographic region will have precise payroll information at hand
for the target geographic area.
Likewise, firms of any given sales size will have an idea of the extent to which specific fringe benefits
are provided by similarly sized firms. They will also have information on what sales volume level must
be attained before certain fringe benefits become realistic additions to the  company's compensation
package.

Types of Information Provided
Both Volume I a nd Volume II of t he report w ill include tw o types o f data—compensation levels by
position and fringe benefits. Each section contains a wide range of information for the typical CTDA
distributor.

� Compensation—The c ompensation da ta w ill b e b roken out i nto th ree components by
position—base sal ary, bon us a nd total co mpensation. In addition, t he r ange of common
experience for total compensation will also be provided. The positions to be covered include:
•  Executives—those w ith ti tles suc h as c hief executive officer, chief f inancial officer, chief

marketing officer and the like.
•  Operating Employees—includes such positions as of fice manag er, pu rchasing a gent,

warehouse employee and warehouse supervisor.
•  Sales Employees—including both inside and outside sales reps.
•  Branch Managers

� Fringe Benefit Programs—This s ection w ill review the benefit p rograms p rovided by
distributors. Topics of interest will include:
•  Health Care Plans
•  Retirement Income Plans
•  Paid Time Off & Vacation Policies

As me ntioned e arlier, a ll of t his info rmation w ill b e a vailable at the  na tional le vel a s w ell a s by
geographic location and sales size of firm. The 2010 report provides an unprecedented opportunity to
fully understand labor markets and  i s available only through the combined efforts o f more than 35
different distribution organizations.

Schedule
Employee Compensation questionnaires will be emailed to CTDA dis tributors in early January. Since
all firms in the U nited S tates are r equired t o r eport e mployee financial i nformation t o t he federal
government by  the end of January, almost all o f the information required for  the survey should be
readily at hand.
The co mpleted sur veys ar e due by  the f irst o f March. T his should give every firm ample ti me to
respond to the questionnaire. All i nformation col lected i n t he s urvey i s absol utely con fidential. N o
member of the CTDA staff will have access to any firm’s survey data. All questionnaires are returned
directly to Profit Planning Group, the research company conducting the study.
The final report, including Volumes I and II, should be in the hands of CTDA by May 2010. Since it will
cover the 2009 calendar year, the information will be extremely current as well as timely.



2010
Employee

Compensation Study
How does your compensation package stack

up against other distributors?

Are your employees overpaid or underpaid?
How about the management team?

What benefits do other firms provide?

Get the answers by participating in this CTDA
sponsored study.

If you’re like most distribution firms, you’re running lean these days with just enough
personnel to get by.  Hiring and keeping good employees is essential to the profitability
of your business, especially in today’s economy.
When it comes to hiring employees, you must consider your overall employee
compensation plan–not just your wage scales, but your benefits package as well–in
comparison to others in distribution.  Furthermore, you’re not just competing for the best
employees with other CTDA distributors, you’re also up against all the distributors in
your area.

The 2010 Employee Compensation Study will provide a detailed view of
compensation and benefit programs based on approximately 2,000 distributors from
over 30 distribution organizations.  This large, diverse sample will provide a wide range
of compensation information for your specific industry and also for distribution in general
with 20 sales volume categories, over 100 geographic areas and 50 metro markets.

Participating firms will receive a wealth of information covering topics such as:
•  Executive Compensation
•  Employee Compensation
•  Sales Commission Plans
•  Inside/Counter Sales Policies

•  Benefit Programs
   Health Care
   Retirement
   Vacation and Time Off

Schedule
Questionnaires will be distributed to all CTDA distributors in early January. They are
due back by March 1st. Survey results will be available in May.

Don’t miss this opportunity to receive the most comprehensive compensation
data available in distribution!

Health
Benefits

Sales Policies

Bonuses

Salaries

Retirement
Programs


