
LPA 2026 Compensation and Benefits Survey (please use to guide your online response) 
A. Staffing  

1. Which positions do you have in your company? (check all that apply; please click information button for more detail)  
Executive  
❑ President/CEO/Owner 
❑ COO 
❑ CTO/Chief Scientific Officer 
❑ Chief Commercial Officer 
❑ Chief Revenue Officer 
❑ Vice President/General Manager 
❑ CFO or Controller 
Sales 
❑ Vice President of Sales  
❑ Director/Manager of Sales/National Sales Manager  
❑ National Account Manager 
❑ Key/Strategic Account Manager 
❑ Business Development Manager 
❑ International Sales Manager  
❑ Regional/Area Sales Manager  
❑ Sales Operations/Revenue Operations Manager 
❑ Channel Development/Management 
❑ Field Manager/Senior Sales Representative  
❑ Account Executive 
❑ Intermediate Sales Representative  
❑ Associate Sales Representative 
❑ SDR/BDR (lead qualification) 
❑ Inside Sales Manager 
❑ Inside Sales Representative 
Marketing  
❑ Vice President of Marketing 
❑ Director of Marketing 
❑ Senior/Product Manager 
❑ Associate Product Manager 
❑ Marketing Manager  
❑ Marketing Communications/Advertising Manager 
❑ Life Science Marketing/Product Manager 
❑ Director/Manager of Distributor Relations/Programs 
❑ Digital/Social Media Marketing Manager 
❑ Digital/Social Media Marketing Coordinator/Specialist

Engineering/Technical  
❑ R&D/Engineering VP or Director 
❑ Senior R&D Scientist 
❑ R&D Scientist 
❑ Mechanical Engineer 
❑ Electrical Engineer 
❑ Software/Firmware Engineer 
❑ Manufacturing/Process Engineer 
❑ Technical Product Specialist  
❑ Field Application Scientist 
Customer Service 
❑ Customer Service Manager 
❑ Senior Customer Service Representative 
❑ Associate Customer Service Representative  
Service/Repair 
❑ National Repair Service Manager 
❑ Regional Service Manager 
❑ Service Technician  
Administrative/Operations 
❑ Technology/IT VP/Director 
❑ Technology/IT Manager/Specialist 
❑ Purchasing Manager/Director 
❑ Purchasing/Supply Chain Specialist 
❑ Accounting Director 
❑ Manager/Director of Quality Control/Assurance  
❑ Production/Operations Manager/Director  
❑ Human Resources Director/Manager 
❑ Executive Assistant 
Other 
❑ Analyst/Business Intelligence 
❑ Policy/Regulatory/Govt Relations 

 

Other positions:   
 

2. Please tell us the following about your company:  
In what state/province or country outside the US is your company headquartered?  ...   
In what other states/provinces or countries do you have substantial numbers of staff?   
 
How many total FTE staff* work in your company:  ........................................................   
Convert PT employees to FT as 35 hours/week=1 FTE. 
How many vacant positions do you currently have? .......................................................   
What was your turnover rate as of August 2026?  

(proportion of staff present August 2025 no longer on staff)  .....................................   % 
 
What was your average across the board increase in salary/wages over the past year*?   % 
  * please use a decimal as appropriate.   



B. Compensation & Staff Profile  
1. For each position, please indicate their average annual salary and average bonus.  

Total staff in position  Annual Salary/Wages earned* Total compensation** 
Position 1  .....  ................. $ _________ ........................... $   [if checked in A1] 
* Salary: base compensation paid to staff, excluding incentive compensation, commission/bonus or profit sharing. 
**Total compensation: Include salary/wages, commissions, stock options, hiring bonus, other cash payments in past 12 months. 

 
1a. Sales positions: bonus compensation [if checked in A1] 

 Target total cash Base/variable split* Quota Percent attainment Total Bonus/Commission** 
Position 1 .......... $ ________    $     % $   
 
Amount of annual bonus and commissions most recently received for work done in the past 12 months. Exclude salary, hiring 

bonuses, and stock options. 
 
1b. Equity of senior management positions. [list positions checked in A1] 

Which executive positions received stock options or an equity stake in the past 12 months? (check all that apply) 
❑ President/CEO/Owner 
❑ COO 
❑ CTO / Chief Scientific Officer 
❑ Chief Commercial Officer 
❑ Chief Revenue Officer 
❑ Vice President/General Manager 
❑ CFO/Controller 

❑ Vice President of Sales  
❑ Director/Manager of Sales/National Sales Manager  
❑ Vice President of Marketing 
❑ Director of Marketing 
❑ R&D/Engineering VP or Director 
❑ Technology/IT VP/Director 

 
1c: What was the value of stock options or value of other equity stakes granted in the past 12 months by position? 

[list positions in B1b] $ ________________ 
 

2. Please describe each of the staffed positions in your company, including their work experience, gender, and common 
education level. If you have multiple staff in a position, please report their average years of experience, which gender(s) 
they are, and their most common level of education.  

Average years Gender* Most common education level 
 of experience  Male Female  (use drop down menu) 

Position 1   ❑     ❑   etc.  
*note: you can check both male and female if applicable to your staff in those positions. 
 
EDUCATION LEVELS:  
PhD, MD or other terminal degree 
MS, MA or other Master’s degree equivalent 

BS, BA, or other Bachelor’s degree equivalent 
Associate degree or High School diploma 

 
2a. How does your company determine commissions on distributor sales? 
   

 
3. Employee profile  

How many of your total staff are: 
Male ............................................    
Female .........................................    
Total by gender:  [autosum] 
 

Total staff by race/ethnicity 
African-American/Black .............   
Asian/Asian-American ................   
Caucasian/White ........................   
Hispanic/Latino ..........................   
Middle Eastern ...........................   
Native American or Hawaiian ....   
Other ..........................................   
Total by race/ethnicity:  [autosum] 

  



C. HR Performance 
1. How difficult has it been to staff vacant positions in the past year? 
❑ Extremely difficult  ❑ Very difficult ❑ Somewhat difficult ❑ Somewhat easy ❑ Very easy  

 
1a. Which positions have been the most challenging for your company to staff in the past year? [if C1.1-3 list A1 positions] 
❑ Top executive position (President/CEO)  
❑ C-suite positions (COO, CTO, CSO, CCO, CRO, CFO) 
❑ Finance/accounting management (VP, Directors, Managers) 
❑ Top sales management positions (VP and Directors) 
❑ Other sales management (Account, Area, Business Development Managers) 
❑ Inside sales (Managers and Representatives) 
❑ Other sales (Regional, Business Development, Key Account Executives and Representatives) 
❑ Top marketing positions (VP and Directors) 
❑ Other marketing management (Senior Manager, Managers, Product Managers) 
❑ Digital/Social Media staff 
❑ Marketing communications/advertising positions (Coordinators, Specialists) 
❑ Top engineering/technical positions (VP or Director) 
❑ Engineers (Mechanical, Electrical, Software/Firmware, Manufacturing/Process) 
❑ Other R&D/science positions (Scientists, Senior Scientists, Technical Specialists)  
❑ Customer Service Management 
❑ Customer Service positions (Representatives, Associate, Senior) 
❑ Service/Repair (Managers and Technicians) 
❑ Technology/IT (VP, Directors, Managers, Specialists) 
❑ Purchasing/Supply Chain positions 
❑ QC/QA positions 
❑ Human Resources positions  
❑ Administrative staff (Executive Assistants, AAs, Receptionists) 
❑ Analysts/BI staff 
❑ Policy/Regulatory/Government Relations  
 

1b. Which positions have been the least challenging for your company to staff in the past year? [if C1.4-5 list A1 positions]] 
❑ Top executive position (President/CEO)  
❑ C-suite positions (COO, CTO, CSO, CCO, CRO, CFO) 
❑ Finance/accounting management (VP, Directors, Managers) 
❑ Top sales management positions (VP and Directors) 
❑ Other sales management (Account, Area, Business Development Managers) 
❑ Inside sales (Managers and Representatives) 
❑ Other sales (Regional, Business Development, Key Account Executives and Representatives) 
❑ Top marketing positions (VP and Directors) 
❑ Other marketing management (Senior Manager, Managers, Product Managers) 
❑ Digital/Social Media staff 
❑ Marketing communications/advertising positions (Coordinators, Specialists) 
❑ Top engineering/technical positions (VP or Director) 
❑ Engineers (Mechanical, Electrical, Software/Firmware, Manufacturing/Process) 
❑ Other R&D/science positions (Scientists, Senior Scientists, Technical Specialists)  
❑ Customer Service Management 
❑ Customer Service positions (Representatives, Associate, Senior) 
❑ Service/Repair (Managers and Technicians) 
❑ Technology/IT (VP, Directors, Managers, Specialists) 
❑ Purchasing/Supply Chain positions 
❑ QC/QA positions 
❑ Human Resources positions  
❑ Administrative staff (Executive Assistants, AAs, Receptionists) 
❑ Analysts/BI staff 
❑ Policy/Regulatory/Government Relations  
 
  



2. What has your company done to improve employee recruitment over the past several years? (check all that apply) 
  
 

3. What has your company done to improve employee recruitment over the past several years? (check all that apply) 
  
 

4. How has your total staff changed over the past several years? (Please define “sharply” as more than 15% and “somewhat” as 
between 3% and 15% more or less.) 

 ❑ Increased sharply    ❑ Increased somewhat   ❑ Stayed about the same   ❑ Decreased somewhat   ❑ Decreased sharply 

 
D. Benefits 

1. Which of the following benefits does your company generally offer to full-time staff? (check all that apply) 
Insurance  
❑ Health insurance 
❑ Dental insurance  
❑ Vision insurance  
❑ Life insurance  
❑ Health Care Reimbursement Account 
❑ Dependent Care Reimbursement Account 
❑ Health Savings Account (HSA) 
❑ Short Term Disability 
❑ Long Term Disability 
Financial  
❑ Tax-Deferred Savings Plan (401(k)) 
❑ Savings or Thrift Plan (other than 401(k)) 
❑ Profit Sharing Plan (other than retirement) 
❑ Stock Purchase Plan 
❑ Employee Stock Ownership Plan (ESOP) 
❑ Stock Options 
❑ Defined Benefit Pension 
❑ Defined Contribution (Profit Sharing) 

❑ Supplemental Executive Retirement Plan 
❑ Simplified Employee Pension (SEP or SEP/IRA) 
❑ Retirement profit sharing 
Other Benefits 
❑ Flexible Benefits/Cafeteria Plan 
❑ Gym/health club reimbursement 
❑ Education Reimbursement Program 
❑ Bereavement Leave (Paid) 
❑ Jury Duty (Paid) 
❑ Wellness Programs (smoking cessation, etc.) 
❑ Company-Sponsored Credit Union 
❑ Job Sharing Program 
❑ Laptop Computer 
❑ Flexible Working Hours 
❑ Employee Assistance Program 
❑ Telecommuting 
❑ Professional Development Reimbursement 

 
2. Please tell us more about your benefits. (check all that apply) 
❑ Our mix of benefits offered has changed during the past 18 months 
❑ Employees pay a portion of the premium for the main medical insurance we offer [if D1.2] 
❑ Our company has a per diem program 
❑ Employees are reimbursed for automobile expenses 
❑ Our company gives employees a car allowance (specific amount for a set time period) 
❑ We permit personal use of company owned or leased cars 
❑ Employees are charged for personal use of company cars 
 

2a. Automobiles used for company business are generally: (select one) [if D2.6] 
❑ Company owned ❑ Company leased ❑ Employee owned ❑ Employee leased 
 

2b. What does your company’s per diem program cover? (check all that apply) 
❑ Lodging ❑ Meals ❑ Other (describe)   

 
2c. What format(s) and features does your company use for employee health insurance? (check all that apply) [if D1.2] 
❑ Corporate Health Indemnity Plan 
❑ Health Maintenance Organization (HMO) 
❑ Preferred Provider Organization (PPO) 
❑ Point of Service (POS) 

❑ Pharmacy 
❑ Premium Conversion (pre-tax) 
❑ Hospice Care 

❑ Other features (describe)   
 

  



2d. Which forms of life insurance do you offer employees? (check all that apply) [if D1.5] 
❑ Basic group life 
❑ Dependent group life 
❑ Supplemental life 
❑ Retiree group life 

❑ Business travel accident 
❑ Accidental Death & Dismemberment (AD&D) 
❑ Voluntary AD&D 

 
3. Which other benefits does your company provide to each level of management? (check all that apply for each category) 

 Executive  Management Sales 
Signing bonus ....................................................... ❑ ❑ ❑ 
Deferred compensation  ...................................... ❑ ❑ ❑ 
Employment contracts  ........................................ ❑ ❑ ❑ 
Severance pay ...................................................... ❑ ❑ ❑ 
Directors/Officers liability insurance  ................... ❑ ❑ ❑ 
Personal legal service  .......................................... ❑ ❑ ❑ 
Financial counseling/tax service  ......................... ❑ ❑ ❑ 
Mobile phone  ...................................................... ❑ ❑ ❑ 
Special parking  .................................................... ❑ ❑ ❑ 
First class air travel  .............................................. ❑ ❑ ❑ 
Moving and relocation expenses  ........................ ❑ ❑ ❑ 
Country club fees  ................................................ ❑ ❑ ❑ 
 

3a. What percentage of the premium do employees pay for their insurance coverage? (excluding spouse/dependent coverage)  
 
Health insurance ........................   % [if D1.2] 
Dental insurance  .......................   % [if D1.3] 
Vision insurance  ........................   % [if D1.4] 
Life insurance  ............................   % [if D1.5] 
Disability insurance ....................   % [if D1.9-10] 

 
3b. Which of the following benefits have changed over the past five years? (check all that apply) 

 Eliminated Added 
Medical insurance .................. ❑ ❑  
Dental insurance .................... ❑ ❑  
401K match  ........................... ❑ ❑  
Pension plan  .......................... ❑ ❑  
Auto reimbursement .............. ❑ ❑  
Term life insurance ................. ❑ ❑  
Flexible work/telecommuting ❑ ❑  
Please describe other changes:   
 

3c. In what ways have you changed the cost of these benefits to employees? 
Increased Cost to Employee Decreased Cost to Employee 

Medical insurance .................. ❑ ❑ [if D1.2] 
Dental insurance .................... ❑ ❑ [if D1.3] 
Vision insurance ..................... ❑ ❑ [if D1.4] 
Life insurance ......................... ❑ ❑ [if D1.5] 
 

4. Do you have a PTO system? That is, a combined allowance for vacation and sick leave for full time employees? 
❑ Yes ❑No 
 

5. How many annual hours of leave/paid time off are provided to full-time employees based on their years of service? 
Minimum: 1 years of service 
Vacation hours.....................   [if D4.2] 
Sick leave .............................   [if D4.2] 
Paid time off hours ..............   [if D4.1] 
Personal leave hours ...........   
Paid family leave .................   
Total leave all types  [autosum] 

Maximum: highest tier of service 
Vacation hours ....................   [if D4.2] 
Sick leave .............................   [if D4.2] 
Paid time off hours ..............   [if D4.1] 
Personal leave hours ...........   
Paid family leave .................   
Total leave all types  [autosum] 



6. How many days of paid holidays are offered to full-time employees each year?   
 
7. How many years of tenure at your company are required to be offered the maximum level of time off?   
 
8. Which of these apply to your vacation practices? 
 Yes / No / Unsure 

Vacation time can be carried over from one year to the next ❑ ❑ ❑ 
Pay can be given in lieu of unused vacation time  ❑ ❑ ❑ 
 

E. Company Profile All responses are confidential, for the purposes of segmenting the final results.  

1. What is your 2025 total annual sales volume? 
❑ Less than $10 million ❑ $10-$49 million ❑ $50-$249 million ❑ $250 million or more 
 

2. Does your company sell primarily to the durable or non-durable goods market? (select one) 
❑ Durable goods 
❑ Non-durable goods 

 
3. Which best describes your company’s primary focus?  
❑ Yes, primarily a distributor 
❑ No, primarily a manufacturer 
 

Thank you for participating in the 2026 LPA Compensation & Benefits Survey 
 

  



Position Descriptions  
Not all positions need to be reported. List individuals only once at their highest level of responsibility. 
 

• Vice President/General Manager– Highest level executive responsible for all sales and marketing functions and is an 
officer of the company and/or designated a Vice President. Another applicable title may be Vice President of Sales and 
Marketing. 
 
Sales 

• Vice President of Sales– Highest level executive responsible for all sales functions (but not for marketing functions). 
Must be an officer of the company and/or designated a Vice President. 

• Director of Sales/National Sales Manager– Top manager responsible for all sales functions with all sales managers of the 
company. Is not designated a Vice President, but may have management authority beyond domestic field sales. 

• International Sales Manager– Responsible for all non-U.S. sales of company products. Selects international agents and 
distributors. May have responsibility for international customer service and/or international field sales activities. 
(Companies without a person dedicated to international sales may disregard this position.) 

• Regional/Area Sales Manager– Responsible for the domestic sales of company products in a major geographic unit 
reporting to the Director of Sales/National Sales Manager with one or more levels of supervisory managers reporting. 
Responsible for recruitment, selection and training of area field and/or office personnel. 

• Field Manager/Senior Sales Representative– Highest level experienced sales representative responsible for the domestic 
sales of company products in a specific district with sales representatives. May have intermittent supervisory or training 
responsibilities and may or may not also actually sell to select accounts. 

• Intermediate Sales Representative– Experienced sales representative having broad knowledge of company’s products 
and services and is responsible for an assigned territory. Required to secure new accounts and maintain sales with 
established customers. Has little or no supervisory or training responsibilities. 

• Associate Sales Representative– Beginning level sales representative with little or no previous experience in field sales. 
Responsible for all sales into a specific territory that is generally not as critical as those covered by more senior 
representatives. 
 
Marketing 

• Vice President of Marketing– Highest level executive responsible for all marketing functions (but not for sales functions) 
with all marketing managers reporting. Must be an officer of the company and/or be designated a Vice President. 

• Director of Marketing– Highest level manager responsible for all marketing functions. Is not designated a Vice President, 
but may have management authority beyond product management (e.g., may have advertising managers reporting). 

• Product Manager– Experienced manager responsible for marketing and promoting sales for assigned products or 
product lines. Plans, develops, coordinates and/or directs marketing programs within an area of specialization. 

• Associate Product Manager– Beginning level product manager responsible for coordinating and executing marketing 
programs within an area of specialization. Little or no marketing management experience and generally little or no 
supervisory responsibility. 

• Marketing Communications/Advertising Manager– Responsible for coordinating and executing all marketing 
communications, including ad placement, literature production, direct mail, press releases, etc. May also be responsible 
for public relations, trade show coordination, etc. Generally, with one or no levels of supervisory management reporting. 

• Director/Manager of Distributor Relations/Programs– Highest level manager responsible for managing the total 
distributor relationship. This is an experienced manager, considered a member of the top sales/marketing management 
team. 

• Email and Social Media Marketing Manager– Responsible for managing the development of Email and Social Media 
Marketing Plans. The individual will be responsible for implementing Social Media Strategy, developing brand awareness, 
persona, generating inbound traffic and encouraging product adoption. 

• Email and Social Media Marketing Coordinator– Assist in the development 
 
  



Customer Service 

• Customer Service Manager– Responsible for all customer service functions, including order entry and management, 
quotation management, custom inquiries, etc. May or may not have one or more levels of supervisory personnel 
reporting. May or may not be responsible for managing technical services. 

• Senior Customer Service Representative– Senior level representative with broad knowledge of the company’s products. 
Responsible for communicating regularly with customers to facilitate orders, answer product questions, etc. Other 
applicable title may be Technical Service Representative. 

• Associate Customer Service Representative– Beginning level representative primarily responsible for order entry and 
order management. Limited knowledge of company’s products and limited interface with key customers. 
 
Service/Repair 

• National Repair Service Manager– Responsible for all repairs and servicing of all products for the company. Has 
responsibility for budget, revenue and an organization, including supervisory personnel. At least one level of supervisory 
personnel reporting. 

• Regional Service Manager– Responsible for all repairs and servicing within a geographic area or for specific product lines 
reporting to the National Repair/Service Manager. Performs little or no repair work personally. Typical titles include 
District Service Manager, Branch Service Manager and Area Service Manager. Non-supervisory personnel reporting. 

• Service Technician– Primary function is to solve technical and special service problems at customer installations and/or 
at company offices. Makes repairs when necessary. Instructs customer personnel on the installation, operation and 
maintenance of company products. 
 
Life Science 

• Director of Life Science– Marketing/Product Managers direct reports. Has MS or Ph.D. in Life Science. Knowledgeable of 
the technology used in Life Science applications for the biopharmaceutical industry. Has an ability to understand the 
business, not just the science. 

• Life Science Marketing/Product Manager– Has Life Science degree, knowledge in Genomics, Proteomics and 
Bioinfomatics. 

• Life Science Sale Specialist– Has Life Science degree. Has ability to communicate on a technical level about the 
application support to the end-user scientists. Trains sales organizations and identifies new Life Science customers. 
 
Other 

• Purchasing Manager/Director– Responsible for the overall direction and coordination of those functions related to 
purchases of goods and services. This involves raw material purchases, as well as the procurement of component parts, 
equipment, maintenance supplies, etc. 

• Production/Operations Manager/Director– Responsible for the coordination and planning of production activities of the 
manufacturing plant, directs work of the production departments directly or through subordinates. Authorizes the 
staffing of production and schedules production flow. 

• Manager/Director of Quality Control/Assurance– Responsible for the planning and organization of quality assurance 
functions. Establishes quality policies and procedures. Maintains the quality system and counsels and assists in the 
execution of these duties. 

• National Account Manager– Responsible for managing all activities and programs for national (key) accounts. Programs 
may include sales coverage, cost reduction initiatives, various value-added activities, etc. This person is considered a key 
member of the management team. 

• Telemarketing Staff– Responsible for initiating telephone contact with customers. Activities may include lead 
qualification, telephone surveys, lead follow-up, etc. May or may not perform telesales functions. 

• Technical Product Specialist– Responsible for providing customers and internal personnel with technical and product 
information. Information may include product features and benefits, comparisons to competition, applications 
information and more. May or may not spend some time in the field in a sales support role. 

 


