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Survey Report
2006 PEO Critical Issue Survey

Date: Jul 11, 2006
Report Range: Responses up to and including Jul 11, 2006

How long has your PEO/HRO/ASO been in business?
COUNT: 112 of 112 (100.0%)

Percent
One to Three Years
Four to Nine Years
Ten to Fifteen Years
Sixteen to Twenty

6 (5.4%)
36 (32.1%)
43 (38.4%)
14 (12.5%)
Years

More than Twenty! 12 (10.7%)

Years
Start-up - No Clients [I 1 (0.9%)
Yet

Which of the following best describes your PEO?
COUNT: 112 of 112 (100.0%)

Percent

Pure Play Public PEO || 0 (0%)
PEO Division of Public| | 5 (4.5%)
Company
Pure Play Private PEO 86 (76.8%)
PEO Division of a 14 (12.5%)
Private Company
Other . 7 (6.3%)

Which answer best describes your Services Delivered?
COUNT: 112 of 112 (100.0%)

Full Service HR _ 36 (32.1%) Percent
Provider (proactive HR,
100% client benefits
participation required,
no ASO clients...)
Custom Provider| | 70 (62.5%)
(clients choose from
multiple levels of
service: unbundled
benefits, ASO...)
Just providing Payroll & . 5 (4.5%)
Workers' Comp.
Only providing ASO |] 1 (0.9%)
(non co-employment)
Services

Of the answers below, which BEST DESCRIBES your Client Mix?
COUNT: 112 of 112 (100.0%)

Percent

100% Blue CoIIarI 1 (0.9%)
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80% Blue Collar, 20% :| 27 (24.1%)

White Collar

50-50 50 (44.6%)
80% White Collar, 20% 31 (27.7%)

Blue Collar
100% White Collar! 3 (2.7%)

Ballpark, what size is your PEO?
COUNT: 112 of 112 (100.0%)

Percent

0-500 WSE

501-1000 WSE
1001-2000 WSE
2001-3000 WSE
3001-5000 WSE
5001-10,000 WSE
10,001-30,000 WSE
More than 30,000 WSE

10 (8.9%)
18 (16.1%)
23 (20.5%)

13 (11.6%)
17 (15.2%)
17 (15.2%)

12 (10.7%)

2 (1.8%)

How many full-time internal (W-2) sales representatives do you currently have? (excluding owners)
COUNT: 112 of 112 (100.0%)

1-3
4-6

55 (49.1%) Percent

15 (13.4%)

7-10 7 (6.3%)
11-15 6 (5.4%)
16-25 1 3 (2.7%)
25-50(| 2 (1.8%)
51-75 |l 3 (2.7%)
more than 75| 0 (0%)

0- we use brokers /IC 5 (4.5%)

only
0- owner does the- 16 (14.3%)

selling

What is the average base pay of your sales reps? (excluding sales management)
COUNT: 112 of 112 (100.0%)

Percent
$1-$25k
$26k-$35k
$36k-$50k
$51k-75k
more than 75k

N/A - no internal sales
reps

8 (7.1%)

25 (22.3%)
27 (24.1%)
27 (24.1%)

3 (2.7%)

| 22 (19.6%)

How do you calculate commission?
COUNT: 112 of 112 (100.0%)

Percent

Administrative Fee Only _ 64 (57.1%)
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If you answered "Administrative Fee", what is the 1st year percentage?
COUNT: 80 of 112 ( 71.4%)

Gross Profit 19 (17%)
% of Controllable 4 (3.6%)

Revenue

% of Gross Payroll 13 (11.6%)
Other 12 (10.7%)

1-5%

6-10%

11-15%
16-20%
21-25%
26-30%
31-40%
41-50%

More than 50%
N/A

5 (6.3%) Percent

10 (12.5%) Z

17 (21.3%)
Percent

20 (25%)

If you pay commission by Gross Profit or Controllable Revenue, which of the factors below are used in

your calculation? Check all that apply
COUNT: 84 of 112 ( 75.0%)

12 (15%)

0 (0%)
0 (0%)
0 (0%)
0 (0%)
16 (20%)

Is this commission on-going?
COUNT: 103 of 112 ( 92.0%)

35 (34%)
Yes- but the % drops 38 (36.9%)

after the 1st year
No - 1st year 17 (16.5%)
commission only

N/A:I 13 (12.6%)

Percent

Administrative Fee
Unemployment Margin
Workers' Comp Margin

Health Insurance
Other
N/A

33 (26.2%)
16 (12.7%)

18 (14.3%)

4 (3.2%)

6 (4.8%)

| 49 (38.9%)

If you pay commission by Gross Profit or Controllable Revenue, what is your typical commission?
COUNT: 84 of 112 ( 75.0%)

Percent
0.50-1.0% 4 (4.8%)

1.1-2.0% | 0 (0%)
2.0-3.0% Il 2 (2.4%)
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3.1-5% (| 2 (2.4%)
51-7% | 1 (1.2%)
7.1-10% 6 (7.1%)
More than 10% 13 (15.5%)
N/A | 56 (66.7%)

If you pay commission as a percentage of payroll, what is the average %?
COUNT: 79 of 112 ( 70.5%)

Percent

0- 0.50% |l 4 (5.1%)
0.51-0.75% | | 4 (5.1%)
0.76-1.0% 5 (6.3%)
1.1-1.50%( 0 (0%)
1.51-2% | 1 (1.3%)
more than 2% (| 1 (1.3%)

N/A 64 (81%)

Do you think sales commission should be residual or front loaded?
COUNT: 108 of 112 ( 96.4%)

Percent

‘e

Which core benefits do you provide sales representatives? Check all that apply.
COUNT: 109 of 112 ( 97.3%)

Residual - paid out over
the life of the client

Residual - paid out over :l 33 (30.6%)

3 years

Front end loaded - paid _ 24 (22.2%)

out in the first year

51 (47.2%)

Percent
Medical - EE only 76 (20%)
Medical - Full Family 33 (8.7%)
Dental 65 (17.1%)

Vision
STD
LTD

Life
None 15 (3.9%)

51 (13.4%)
27 (7.1%)
46 (12.1%)

67 (17.6%)

Which additional benefits do you provide sales representatives? Check all that apply.

COUNT: 109 of 112 ( 97.3%)

Auto 6 (2.2%) Percent
Auto Allowance 43 (15.5%)
Mileage 46 (16.5%)
Reimbursement
Cell Phone | 76 (27.3%)
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Expense Account less ; 42 (15.1%)

than $500 per month
Expense Account more |:| 13 (4.7%)
than $500 per month

Tuition Reimbursement 19 (6.8%)
Other 19 (6.8%)
None 14 (5%)

>

How many new lives does a typical 1st year sales representative add?
COUNT: 112 of 112 (100.0%)

15 (13.4%) Percent
21 (18.8%)
22 (19.6%)
15 (13.4%)

11 (9.8%)

0-50

51-100
101-150
151-200
201-250
251-300
301-400
401-500

more than 500
N/A

4 (3.6%)
1 (0.9%)
1 (0.9%)
0 (0%)

22 (19.6%)

How many new lives does a typical 3rd year sales representative add?
COUNT: 110 of 112 ( 98.2%)

0-50
51-100
101-150
151-200
201-250
251-300

1 (0.9%) Percent

7 (6.4%) ’

10 (9.1%)

11 (10%)

17 (15.5%)
16 (14.5%)

301-400 10 (9.1%)
401-500 3 (2.7%)
more than 500 7 (6.4%)

N/A 28 (25.5%)

What is your stance on ASO/BPO?
COUNT: 110 of 112 ( 98.2%)

We only provide PEO _ 38 (34.5%)

services
We are keeping our PEO, 10 (9.1%)
but focusing on ASO :l
(non-coemployment)

Doing both 44 (40%)
Trying to figure out ASO 18 (16.4%)

and if it's right for our
market

Eliminating PEO, headingl 0 (0%)
to 100% ASO

Percent

<

Which payroll software do you use?
COUNT: 104 of 112 ( 92.9%)

Accountix 6 (5.8%) Percent
HR Pyramid (Davison, | 29 (27.9%)

ScorPEOQ)

PayPlus 17 (16.3%)
Summit 11 (10.6%)
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Which contact management software does your company use?
COUNT: 111 of 112 ( 99.1%)

Thinkware (Darwin)
SLS

UltiPro

Lawson

PeopleSoft

Other

17 (16.3%)
1 (1%)

3 (2.9%)

0 (0%)
1 (1%)

19 (18.3%)

21 (18.9%) Percent

22 (19.8%)
Goldmine
Maximizer [ | 1 (0.9%)

14 (12.6%) '
salesforce.com 10 (9%)
salesnet.com [ 0 (0%)
Outlook 22 (19.8%) ‘

None
ACT!

In-house - custom 11 (9.9%)
Other 10 (9%)

What is your current annual budget for marketing & lead generation?
COUNT: 109 of 112 ( 97.3%)

Percent

None

1-5k

5k-10k
11k-20k
21k-50k

more than 50k

11 (10.1%)
19 (17.4%)
19 (17.4%)
21 (19.3%)
13 (11.9%)

26 (23.9%)

Looking back, what has been the most successful source of generating clients, other than the obvious -

referrals?
COUNT: 109 of 112 ( 97.3%)

Seminars - providing - 6 (5.5%) Percent
educational seminars for

prospects
Trade Shows 7 (6.4%)
Internal Telemarketing 12 (11%)
Outsourced 6 (5.5%)
Telemarketing
Direct Mail 9 (8.3%) 4

Association Endorsement 17 (15.6%)
Webinars
Walk-in cold call

Web Marketing - Google
Ads, Directory Listing on
NAPEO etc...

None - just referrals _ 36 (33%)

What % of your sales in 2005 were generated via sources outside of internal sales staff? (Brokers,

Independent Contractors, Insurance Agencies...)
COUNT: 110 of 112 ( 98.2%)

1 (0.9%)
11 (10.1%)
4 (3.7%)
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Percent

None

1-5%

6-10%

11-30%
31-50%
51-75%

More than 75%

28 (25.5%)

17 (15.5%)
24 (21.8%)
18 (16.4%) o
13 (11.8%)
5 (4.5%) ‘

5 (4.5%)

Check the option below that BEST DESCRIBES your role in PEO.
COUNT: 112 of 112 (100.0%)

Majority Equity Owner _ 61 (54.5%) Percent

of a PEO (own 50% or @

more)

Minority Equity Owner 23 (20.5%)
of a PEO (own less :l
than 50%)

PEO Executive (no 20 (17.9%)
equity position) -
Operations Personnel 4 (3.6%)
Sales |i| 2 (1.8%)

Vendor serving PEOs || 2 (1.8%)
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