


REED

SPECIALIST

salary survey 2009

a guide to UK salaries

Part of Reed Specialist Recruitment




o
-
O

O
@

=

The annual Reed Specialist Salary Survey provides a comprehensive review
of market-led salaries for job roles across PA & Secretarial, Office support,
Contact Centre, Sales, and Marketing throughout the United Kingdom.

The survey data has been derived from reed.co.uk - Europe’s largest jobsite

- and via hundreds of local and national employers. The survey results are
presented by region and industrial group, providing HR professionals and line
managers with reliable data to assist the recruitment process. All figures quoted
are for basic salaries and do not include allowances, bonuses or benefits.

This year, the survey aims to provide a clearer distinction between the company
perspective and the employees preferences and reassuringly despite the
uncertain economic climate 31% of respondents intend to match their 2008
recruitment budgets in 2009.

Thank you to everyone who took part in completing this survey.

For further assistance with your temporary, permanent or contract recruitment
needs, please contact your local Reed Specialist office.

www.reedglobal.com
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Client Response

What are the 3 biggest challenges your
organisation faces over the next 12 months?
What are the most important 3 attributes

you look for in employees? Abllity to buy on credit

Ability to supply on credit
Ability to communicate effectively (spoken) Changes in legislation - UK only
Ability to communicate effectively (written) Changes in legislation - Internationally
Ability to lead a team Changes in social trends
Ability to manage resources effectively Competitors who offer
Ability to multi-task different products/services
Ability to problem solve Sgggcettggesry;eos?gf;slmg price Keeping up with the latest technology
Ability 10 resolve issues Competitors who offer similar products/services Lower demand for your products/services
Ability to self-motivate that have a higher perceived value/quality Lower market value of your
Ability to work in a team Ensuring staff have adequate training products/services
Analytical skills Service driven Environmental factors Recruiting high quality staff
Innovation Strong commercial awareness Higher production costs Retaining staff
Knowledge of particular systems/techniques Target/sales driven Higher supplier costs Other

Candidate Response

What 3 factors do you feel are the most important to candidates seeking a new role? How long do you think the typical recruitment process should take from
responding to a job advert to job offer?
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Career development Job security Higher salary
progression
Looking forward, are you being more specific in the skills you expect potential employees to have? Would you consider a reduction in salary in return for greater job security?
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Candidate Response

Are you considering moving organisations in the next 12 months? Do you feel you are adequately paid for your role?

VES NO) VES NO)
S% %

What was the main reason for moving jobs? What three factors would be most important to you when seeking a new role?
- . .
O Redundancy 24.4% Career development/progression 15.8% Private Healthcare
'(4% Other 21.4% 25 days + holidays 11.9% Maternity/paternity pay
C]L) Higher salary 12.8% Higher salary 11.5% Other
C Lack of appreciation Job security 11.2%
D) More responsibility Job location
o promotion prospects .3% exibility of working hours 4%
E N ti t 5.3% Flexibility of working h 7.4%
CGC') Poor management Bonus potential/performance
Promotion opportunity related pay
od Gap year/sabbatical Working environment
C_f) Poor company culture Learning/training opportunities
§ Wanted to work part-time Fulfilment of personal goals
(D Pressure of work Company pension scheme
4 Non-salaried incentives Paid overtime
(- Personal relationship with
©) manager/team
E Size/reputation of company
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Client Response Candidate Response

What are the top 3 benefits your What are the top 3 benefits your

company currently offers employees? company currently offers employees?

25 days + holidays Other 25 days + holidays Other (@)
Bonus scheme Paid overtime Bonus scheme Paid overtime E
Company car/car allowance Private health care Company car/car allowance Private health care g
Contributory pension Range of corporate discounts Contributory pension Range of corporate discounts CE
Final salary pension Season ticket loan Final salary pension Season ticket loan —
Flexible working Share scheme Flexible working Share scheme oJ
Free parking Sick pay Free parking Sick pay €
Gym membership Subsidised creche/childcare Gym membership Subsidised creche/childcare 4—
Individual performance related pay Time off in lieu Individual performance related pay Time off in lieu GC')
Maternity/paternity pay Training and development plans Maternity/paternity pay Training and development plans [O)
Non-contributory pension Non-contributory pension o
Do you believe your employees are satisfied with the benefits your company currently offers? Are you satisfied with the training your company currently offers?
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Annual salary ranges rounded up to the nearest £'000

Charity Distribution Finance Manufacturing Public Sector Retail Services

Min = Ave Ave Min = Ave Min = Ave Ave = Max

Ave Ave
OFFICE SUPPORT AND SECRETARIAL -_-_-_-_-_--

Office Manager

Administrator 14 17 19 14 17 18 14 17 20 14 16 18 14 17 19 14 17 19 14 17 20
Data Entry/VDU Op 14 16 18 14 16 18 12 14 17 14 15 17 14 1ks) 16 14 16 18 15 16 18
Receptionist 14 16 18 14 16 18 14 16 19 14 15 16 14 15 16 14 17 18 14 15 17
Office Support 15 16

-—-—-—-—-—--

Call Centre Manager

Call Centre Team Lea 18 21 23 19 21 22 18 22 25 17 20 22 18 22 26 18 22 26 18 20 23
Outbound Operator 14 17 18 15 17 19 8 15 18 15 17 19 18 19 20 14 16 18 14 18 19
Inbound Operator 14 16 18 14 14 14 16 18
Secretary

-_-_-_-_-_-_--

Marketing Manager

Marketing Executive 25 28 30 22 27 30 22 26 30 20 24 30 24 26 28 22 24 26 22 25 28

Marketing Assistant 16 18 22 16 19 20 16 18 20 16 18 20 14 16 18 20
-—-—-—-— —-—--

Sales Manager

Sales Executive 22 24 28 22 25 29 20 24 30 22 26 30 18 26 28 20 24 34 22 28 32



Annual salary ranges rounded up to the nearest £'000

East East London North North Northern Scotland South South Wales West Yorkshire &
Anglia Midlands East West Ireland East West Midlands Humberside

(exc London)

Min Ave Max Min Ave Max Min Ave Max Min Ave Max Min Ave Max Min Ave Max Min Ave Max Min Ave Max Min Ave Max Min Ave Max Min Ave Max Min Ave Max

l-l-l-l-l-l-l-l-l-l-l-

Office Manager 26 28 22 26 28 20 30 22 22 26

Administrator 14118 20 14 16 18 16/20 22 16 18 20 14 14 /16 14 16 18 14 16 18 16 /18 20 14 16 18 14 16 18 14 16 18 14 14 16

Data Entry 14 /16 18 14 16 18 16,18 20 14 15 16 14 16 18 14 16 18 14 16 18 14 16 18 14 16 18 16 18 20 14 16 18 14 16 18

Receptionist 14114 16 14 16 18 16 18 20 14 16 18 14 14 16 14 14 16 14 14 16 14 16 18 14 16 18 14 16 18 14 16 18 14 16 18

Office Support 16 18 18 16 16 14

T N1 N B A I I I

Call Centre Manager 24128 32 24 28 32 26 28 36 22 28 30 26 28 29 20 22 24 24 28 32 28 32 35 24 28 32 22 26 28 20 26 28 24 28 30

Call Centre Team Leader 18 1 20 22 14 /22 24 24 26 30 18 20 22 18 20 22 16 18 22 16 18 20 18 20 22 18 20 22 18 20 22 14 18 20 14 18 22 6

Outbound Operator 1418 22 14 16 18 18 /18 24 14 16 18 14 16 18 14 16 18 14 16 18 16 18 20 14 16 18 14 16 18 14 16 18 14 18 20 8

Inbound Operator 14116 |18 14|16 |18 | 18|18 |24 |14 |16 |18 14 |16 |18 |14 |16 |18 [14 |16 |18 15|17 |18 | [14|15|16 14|15 |16 14 |16 |17 | 14|16 | 18 C

_l-l-l-l-l-l-l-l-l-l-l-l- e)
17 | 19| 21 [ 23|25 |27 | 26|28 |45 14|16 |17 17 /23 18 20 22 18 21 17| 25|27 | 14|23 |27 (18|20 |21 |17 |27 |31 | 17|19 21 E\

Secretary 17| 23 | 15| 17 18 27 38 15 | 17 1923 1415 19 22 14 16 C_(g

e T T T T T .

Marketing Manager 32|36|38| 28|36|40 [32|38|46 26|28 |30 3034|138  26|28|30 | 26|28|30 30|36|40 | 32|36|38 26|30 |36  36|38|42 32|36|38

Marketing Executive 22 126 28 22 26 28 22 26 28 24 26 28 24 26 28 20 22 24 22 24 26 24 26 28 26 28 30 22 22 24 24 26 28 24 26 28

Marketing Assistant 16 18 22 16 18 22 18 20 24 16 18 20 14 16 18 16 18 22 16 18 20 14 16 20 14 16 18 16 18 20 18 20 22 16 18 20

o T LT e ———

Account Manager/Director 25 17 21 25 22

Retail Manager 17|25 27 [ 17|21 |23 25|38 |60 18|21 |25 16|20|24 18|21 |25 17|21 |25 |[14|23|27 | 17|23 |31 [17 |21 |25 17|21 |24 | 15|27 | 31

Sales Manager 25132|40| 29|34 |38 [26|40 |65 25|34 |39 2429|333  26|30|34 | 28|36|38 33|38|42 29|32|40 30|34 |38 33|35|39  24|30]|40

Sales Executive 20122 28 2123 |29 18|24 34 20|23 27 20|22 26 18|22 25 17 21|25 23,2730 19|25 /31 20|23 26 24|27 30 15 21|24



