‘Incentivisation

“A process by which a provider is motivated to achieve extra value added services over those specified originally and which are of material benefit to the user. These should be attainable against pre-defined criteria. The

process should benefit both parties” (CIPS, 2006).

Employee Incentivisation

How do I increase my workplace

productivity?

Jeffway Electrical have a 18 month
contract with Newport City Homes
to rewire 500 houses. Each week
NCH adds another 10 to that list.

Incentivisation
Checklist

Profit Sharing Scheme

X Target Cash Bonus Scheme

Freebies—Free sport /
cinema tickets etc.

Downtime—company nights
out

Recognition—Employee
of the month

- Flexible Working Hours

12 months pass and Jeffway have completed
658 out of 1020. As NCH had not specified
the additional properties in the contract.
Not all of the rewires will be completed on

time.

Profit Sharing Scheme— Many companies offer a profit sharing scheme, this scheme is based on provid-
ing additional payments to staff based on the companies profitability. This gives the employee the in-
centive to work harder in order to make more money for the company and themselves.

Target Cash Bonus— This form of incentivisation works on the idea of setting a target for employees to
reach. Should the employee reach or supersede their target they are eligible for an additional payment
of money or another form of gift.

Freebies— This form of incentivisation works under the impression that if an employee preforms well
they are entitled to “Freebies”. The term freebies can mean a number of things and is based around
knowing what your target audience may want. Many companies offer a number of discount vouchers
for food & drink or even money off your weekly food bill. Some offer all expense paid nights out drinking
with your collogues, it offers excellent social opportunities outside of the workplace and can help build
better relationships.

Recognition— Sometimes employees will be satisfied by being recognized for their achievements.
Sometimes a “Great job on your performance the past few weeks ” and a gift certificate can go a long
way in making employees feel appreciated and often helps motivate them to work harder in order to
earn more recognition.
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NCH offers Jeffway an incentive, knowing
the management staff are big fans of the
Ospreys rugby team they offer season tick-
ets for home games with a £25,000 bonus
incentive payable to the company should
the work be completer on time.

Jeffway agree to the incentive under the
condition that should the work not be com-
pleted on time they will endure the agreed

weekly charges as a consequence.

With another contract nearing its end
Jeffway utilize their manpower and increase
the number of properties rewired each
week. All works were completed 8 working
days early and the incentives were paid as

agreed.

Contract Incentivisation

We could offer them a time—cost in-

Our funding will be cut if we do not meet the

new deadline. The contractor is 3 weeks be- centive, we pay them extra if they can

bring their program up to date.

hind schedule. What can we do to motivate
them?

What would they want aside from

money? Have they got kids? Private We could ask them to sacrifice on

healthcare? Do they follow sport? quality in order to save time and

money. Pain and gain.

Time - Cost incentive— This form of incentivisation allows for the contractor to be allocated an additional sum of money for
them to achieve their targets. Often applied with the consequence that if the work is not completed on time then the con-
tractor with incur charges (often weekly) until the project is complete.

Pain & Gain— This form of incentivisation guidelines a form of sacrifice (Often on quality or material) in order to allow works
to be completed quicker. This form of incentivisation is not looked upon favorably by most clients as they will often not re-
ceive the same quality of building as expected throughout the design stage. Any pain and gain incentivization must still ad-

here to the guidelines set out in the approved government documents.

Phycological Incentive— A phycological incentive is only useful if you know your target audience. The idea of phycological
incentives is that you make an offer that would please the other person. For example if the audience had young children
then you may offer free childcare over the summer holidays. Another example could be sports related, its widely known that
many in the construction industry enjoy sports over the weekend. An incentive they may be interested in could be sport tick-

ets.

All incentivisation agreements will often have an agreed consequence should the contractor not meet their targets.
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