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Abstract 

This paper formulates a novel test to assess whether, and to what extent, firms might be 
using low-price guarantees to discourage rivals from cutting prices. The test is based on a 
comparison of paired observations of advertised prices set by competing firms at the same point 
in time on similar items, where one price is set by a firm that has a low-price guarantee and 
t.he ot.her by a. firm t.ha.t. does not have a gua.ra.ntee. Using dat.a on ret.ail t.ire prices, we find 
that the majority of paired observations involving tirllls that have price-matching guarantees 
arc conHistcnt with what onc would expect if firms Were using thcm to discourage rivaL- from 
culling prices, whereas the majority o[ paired observaLions involving firms that have price­
beating guarantees are not. This suggests that price-matching and price-beating guarantees 
may be serving different purposes. The evidence also suggests that guarantees that apply to 
advertised prices only should be distinguished from guarantees that apply to actual selling prices. 
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1 Introduction. 

Retailers often advertise that they will not be undersold. Some firms promise to match any lower 

price ofl.'ered by a competitor on a similar item (price-matching guarantee), while others promise 

to beat any competitor's lower price on the same item by some percentage of the difference (price­

beating; g;uarantee). ExampleR of companies offering; these 1!,11arantP.t'"~ include Tire Kingdom, Sta­

ples, Circuit City, Tesco and Sears, and the scope of the coverage ranges from tires and office 

products on the one haJld to electronics, grocery items, and general merchandise on the other. 

Although low-price guarantees are popular among retailers, and consumers may say they like 

them, it is not obvious that consumers are better off with low-price guarantees than they would be 

without them. On the one hand, if a firm promises to match or beat any lower price, and its rival 

has a lower price, consumers can ask that the lower price be matched or beaten. All else equal, 

this makes consumers who are aware of the firm's low-price guarantee weakly better off1 On the 

other hand, if a firm has a low-price guarantee, its rival may have less to gain from lowering its 

price thaH if the finn did Hot have a guarautee (becauoe if asked the firm would be COlllluitted to 

matching or beating the price), and so one would not expect the rival's prices to be the same in 

the two states of the world. To the extent that low-price guarantees alter firms' incentives and 

discourage price-cutting, consumers may be worse off with low-price guarantees than v;ithout. 

In this paper we formulate a test to assess whether, and to what extent, finus might be usiug 

low-price guarantees to discourage rivals from cutting prices. The test is based on a comparison 

of paired observations of advertised prices set by competing firms at the same point in time on 

oirnilar items (same make and model number), where olle price is set by a firm that has a low-price 

guarantee and the other by a firm that does not have a guanmtee. There are two possible outcomes. 

Either the firm that does not have a low-price guarantee has a higher advertised price than the 

1 Consumers are strictly better off if they buy from the firm and request that the rival's price be matched or beaten. 
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firm with the low-price guarantee, or it has a weakly lower advertised price. In the latter case, 

we cannot rule out the possibility that the rival's low-price guarantee is inhibiting the firm from 

having an even lower price, and so we say that the observation is consistent with what one would 

expect if the firm with the low-price guarantee were using it to discourage price-cutting by its rival. 

However, in the former case, when the finn that does not have a low-price guarantee has a higher 

price, the gain to the firm from decreilliing its price by a small aIllount is unaffected by its rival'" 

low-price guarantee all else equal. In this case, we say that the observation is not consistent with 

what one would expect if low-price guarantees were being used to discourage price-cutting (the 

rival's low-price guarantee is not keeping the finn's price higher than it would otherwise be). 

Using data on tire prices advertised in Sunday newspapers, we pair price quotes on comparable 

items (same tire make and model number) in the same city on the same day, where one price quote 

comes from a firm that has a low-price guarantee and the other price quote comes from a firm 

that does not. If there is no relationship between low-price guarantees and advertised prices, we 

would expect that, when prices differ, the assignment of which finn has the higher price in each 

paired observation to be random. However, this hypothesis can be rejected at the 5% significance 

level for the sample of all low-price guarantees, the sample of price-matching guarantees only, 

and the sample of price-beating guarantees only. Surprisingly, given that there is a relationship, 

the evidence suggests that whether firms with low-price guarantees tend to have higher or lower 

prices than their competitors without low-price guarantees depends on the particular type of low­

price guarantee being considered. The majority of paired observations involving price-matching 

guarantees are consistent with what one would expect if they were being used to discourage price­

cutting, whereas the majority of paired observations involving price-beating guarantees are not. 

Our results imply that in paired observations involving price-matching guarantees, the firms 

with the prictHLHttchillg b'llaralltee" telld to have weakly higher advertised prices thall the finns 

2 



32 

with no guarantees, whereas in paired observations involving price-beating guarantees, the opposite 

is true. The finns with the pric~beating guarantees tend to have strictly lower advertised prices 

than their rivals. These results are surprising because they suggest that price-matching and price­

beating guarantees might be serving different purposes in practice. The results are also surprising 

because one might have thought that, if anything, pric~beating guarantees would be more effective 

at discouraging rivcUs from cutting prices than price-matching guan\lltees, not less effective. 

The data also sUggf'Bts that there is a differf'nce between low-price gllilIantees that apply to firms' 

selling prices and low-price guarantees that apply to firms' advertised prices. We find that low-price 

guarantees that apply to firms' selling prices (whether of the pric~matching or price-beating kind) 

are more likely to be consistent with their use as a device to discourage price-cutting than low-price 

guarantees that apply only to advertised prices. Moreover, within the sample of paired observations 

in which the low-price guarantee applies to advertised prices only, the difference between price­

matching and price-beating guarantees is insignificant. These results support the claims made in 

recent theoretical studies (Edlin, 1997; Kaplan, 2000) which suggest that the key distinction in 

determining whether low-price guarantees may be facilitating higher prices is knowing whether the 

low-price guarantees apply to advertised prices only or whether they also apply to selling prices. 

The rest of the paper is organized as follows. Section 2 provides an overview of related literature. 

Section 3 proposes a test to assess whether low-price guarantees might be discouraging price-cutting. 

Section 4 applies the test to paired observations of prices on similar items advertised by retailers 

on the same day and ill the same newspaper. \Ve focus 011 the differences betweell price-Illatcliillg 

and price-beating guarantees, and between advertised and selling prices. Section 5 concludes. 

2 Overview of related literature 

Since our purpose is to assess the empirical relevance of the common view that low-price guarantees 

are used to discourage price-cutting, we focus on the strand of literature that was started by Hay 
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(1982) and Salop (1986). In the simplest version of their story, two firms sell a homogeneous 

product to fully informed consumers and there are no hassle costs. In the absence of price-matching 

guarantees, Bertrand competition leads to marginal-cost pricing for the usual reasons. However, 

with price-matchillg guarauteell, there exbts all equilibrium ill which each firm adopts a price-

matching guarantee and charges the monopoly price. Monopoly prices are supportable because 

neither firm has an incentive to undercut the other since each is committed to matching the lowest 

price.2 This result has been extended to n firms (Doyle, 1988) and price-beating guarantees (Dixit 

and :'\ alebnff, l!JDl). It has been shown to be robnst to whetheI the guarantees and prices are ('ho.~en 

simultaneouslyar sequentially (Chen, 1995), and to whether the firms' products are homogeneous 

or differentiated (Logan and Lutter, 1989). Its robustness to hassle costs has been considered by 

Hviid aud Shaffer (1999). Alld it has beell applied to imp0l'taut issues l'elatiug to product variety 

(Zhang, 1995), free entry (Edlin and Emch, 1999), and entry deterrence (Arbatskaya, 2001). 

More recently, a debate has arisen over whether price-beating guarantees are more or less 

effective than price-matching guarantees in discouraging price-cutting when consumers are fully 

informed. Sargent (1993) argues that price-beating guarantees will be more effective because they 

have the potential to deliver more severe plmishment .. Corts (1995) and Hviid and Shaffer (1994) 

disagree. Corts posits a model with homogeneous firms and shows that the way to undercut a 

rival's price is, paradoxically, to adopt a price-beating guarantee and advertise a higher price. The 

difference in posted prices then causes the firm's guarantee to be invoked, resulting in a lower 

effective price to consumers. Hviid and Shaffer allow for differentiated firms and also find that 

low-price guarantees do not discourage price-cutting when price-beating guarantees are feasible. 

Thus, Carts (1995) and Hviid and Shaffer (1994) argue that Hay and Salop's insight is not robust. 

However, subsequent literature has shown that the Carts and Hviid and Shaffer results implicitly 

20ther branches of the literature look at the use of low-price guarantees as a means of price discrimination (Png 
and Hirshleifer, 1987; Carts, 1997; and Chen et aI, 2001), and as a signal of low-prices (Jain and Srivastava, 2000; 
and Moorthy and Winter, 2004). We will discuss our results in the context of these other models in section 4. 
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assume that low-price guarantees apply to advertised prices and not to selling prices. For example, 

the finn that adopts the price-beating guarantee and raises its advertised price in Corts' model can 

ollly achieve a lower effective price provided its lival'" 10w-plice 6'1larautee b 1I0t activated, which 

is the case only if its rival's low-price guarantee is limited to advertised prices. As Edlin (1997) 

and Kaplan (2000) argue, the ability of low-price guarantees (price-matching and price-beating) to 

support supracompetitive prices is restored if the guarantees apply to actual selling prices. 

The err.pirical evidence on low-price l!;llaranteeR iR thin. Part of the problem iR that it is difficult 

to construct the counterfactual 'what would each finn's price be if no firm had a low-price guar-

antee.' Hess and Gerstner (1991) come the closest to this ideal, as they have data OIl prices before 

and after a local supermarket adopted a price-matching policy.3 They show that price-matching 

guarantees result in greater conformity in prices and slightly higher market-average prices for prod-

ucts included in the guarantee, relative to those not included in the guarantee. It is unknown to 

what extent these findings reflect the specific institutional features of the market they study4 

Arbatskaya et al (1999) conduct a cross-sectional study (across multiple markets) to analyze 

the effects of low-price guarantees on the retail tire prices of a particular tire, P185/75R14. They 

find that while a tire retailer's own price-matching or price-beating guarantee has no significant 

effect on the retailer's advertised tire price, an increase in the percentage of firms in the same 

market that offer low-price guarantees does tend to raise the firm's advertised tire price. Their 

data consists of price quotes from all firms that advertised a price on tire P185/75R14 in a Sunday 

llewspaper ill certaiu select citiet; over a llluiti-week period, whether or llot the firms offered a 

low-price gllariu1tee and whether or not other firms in t.he same market. did or did not advert.ise a 

30ne of the supermarkets in their study had a price-matching guarantee throughout the period of study, which 
complicates the interpretation of their results. For example, it may be that most of the price-raising effects of low-price 
guaranLees uccur when the firsl finn auopts a guarauLee, and thal subsequent adoption raises prices vets lilLle_ 

4The supermarkets studied by Hess and Gerstner matched the prices of the low-price supermarket, Food Lion, 
by automatically lowering the shelf prices of their products. They also regularly published extensive price lists for 
the products included under their guarantees (over 9,000 items). These factors may have helped facilitate price 
cuonlil1aLiuli. LeLweeu linns irrespective of Lhe low-price gUarautees, III lIlUSl oLher illdusLries, though: Linns du 110t 
publish extensive price lists, and they match or beat lower prices selectively-only for consumers who ask for refunds. 
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price on the same tire. Thus, they are unable to compare relative prices on identical items between 

firms that have low-price guarantees and finns in the same market that do not, nor does their data 

allow them to distinguish between low-price guarantees that apply to advertised prices only and 

low-price guarantees that apply to actual selling prices, which are key features of our analysis. 

Arbatskaya et al (2004) document the incidence and variety of low-price guarantees and suggest 

that there me important uifferences in the language of price-matching and plice-beating guarantees 

with respect to the number of restrictions imposed and how much search consumers are allowed, 

e.g., whether consumers are allowed a grace period of 30 days or more to request a refund. The 

results in this paper support the view that these guarantees may be serving different purposes, but 

we differ in that we have data on prices and can directly test for price differences between firms. 

3 Theory 

VV'e begin with a well-known stylized fact. In many retail markets, one can find firms that have 

low-price gllarante.es and firms that do not. This is the case, for example, among U.S. firms selling 

tires. Theory has offered a variety of reasons to explain why these asymmetric outcomes may arise.5 

What has gone unnoticed, however, is the following testable implication. In a comparison of prices 

on silllih\!· items betweelJ a finn that has a low-price guarantee auu one that uoes Hot, the finn with 

the guarantee must have weakly higher prices if its guarantee is to discourage price-cutting. 

We use this insight to formulate an indirect test to assess whether a firm's low-price guarantee 

may be discouraging its rival from cutting prices (henceforth we will call this effect pairwise jacili-

tation). The test is ba.>eu 011 priees adverti"ed by the finll and its rival. Defore providillg a fOrlJlal 

definition of pairwise facilitation, we disCHS:; the concept informally. Consider the following two 

scenarios that can arise when one firm has a low-price guarantee and the other does not. In the 

5 ASYIIJlUeLric uuLcOllles in whiclL only SUllIe linus have luw-prke guaruuLees arise ill Logan and LuLler; 19~9: CorLs, 
1997: Hviid and Shaffer, 1999; Jain and Srivastava, 2000; Chen et ai, 2001; and lVloorthy and Winter, 2004. 
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first situation, the firm with the low-price guarantee posts a price of $65 and the firm without a 

low-price guarantee posts a price of $60. In the second situation, the prices are reversed. What can 

we conclude about the ability of the low-price guarantee to discourage price-cutting in each case? 

If the price of the finn that uoe~ Hot have a low-price b'llarantee i~ $GU allu it~ rival'~ price i~ $G5, 

then we cannot say for sure whether the firm that was pricing at $60 would have preferred to price 

at $59 were it not for its rival's guarantee. It may be, for example, that the number of consumers 

who would stop buying from the firm and invoke the rival's guarantee is increasing in the difference 

between the two firms' prices. To illl1';trat.e an ext.reme case, snppose the hassle (W;ts of asking the 

rival to match or beat the firm's price is $5 for all conSlUners. Then no one would be willing to 

invoke the rival's guarantee when the price difference is $5 but they would be willing to invoke the 

rival's gU<lralltee if the price uitfereuce were more th<ln $5. Ou the other hanu, if the finn's price i~ 

$6;) and its rival's price is $60, then wp dpfinitdy know that. thp firm is not. constrained in c.ntting 

price. Indeed, the firm would be able to cut its price by as much as $5 before it would even have to 

worry about its rival's low-price guarantee being invoked. In this case, we can reject any hypothesis 

which asserts that the rival's low-price guarantee is discouraging the firm from cutting its price. 

Wp can illnst.rate these point, in Fip;ure 1, which depicts the be$t.-response flmctiollR of firms 

competing simultaneously in prices. Let point N denote the Bertrand-Nash equilibrium. Then, if 

neither firm has a low-price guarantee, equilibrhnn prices are (pi", pr) in a static non-cooperative 

price game. Without low-price guarantees, theory suggests that each firm has an incentive to reduce 

its price in the shaded region between the firms' best-response nmctions. However, when one firm 

has a low-price guarantee, theory suggests that some of these points may be sustainable, depending 

on market asymmetries, the hassle costs of requesting refunds, and which firm has the higher price. 

In particular, theory suggests that supracompetitive prices can only be sustained if the firm with 

the low-price guarantee has a weakly higher price than the finn without a low-price guarantee. To 
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see this, suppose to the contrary that there exists an equilibrium with supracompetitive prices 

in which only firm 1 has a low-price guarantee and firm l's price is lower than firm 2's price, as 

depicted by the point (ih,P2) in the shaded region between the firms' best-response flmctiolL'; and 

above the 45° line (P2 > PI). We want to know if such a point is sustainable. The answer is no 

because with P2 > B R2 (iiI), firm 2 would find it profitable to reduce its price while still maintaining 

its price above that of firm 1 so as not to activate firm l's low-price guarantee. This contradicts the 

supposition that prices (Pl,P2) are mutual best-responses for the firms and form an equilibrium. 

These arguments are formalized in the next subsection for markets with an arbitrary number 

of firms. We propose the following test for pairwise facilitation; if a firm's low-price guarantee is 

to discourage price-cutting by its rival, then the finn must be advertising a weakly higher price. 
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3.1 Preliminaries 

In order to formally define pairwise facilitation in an oligopolistic market, it is helpful to introduce 

some notation. Let I = {I, ... , n} denote the set of n 2: 2 firms in a market. For i E I, let 

Pi E [0,(0) denote firm i's advertised price, and let gi E {PMa,PBa,PMs,PBS ,0} denote its 

low-price guarantee policy, where P Ma means that firm i has adopted a price-matching guarantee 

that applies to its rivals' advertised prices only, PBa means that firm i has promised to beat a 

rival's lower advertised price by some percentage of the difference, P MB means that firm i has 

adopted a price-matching guarantee that applies to its rivals' selling prices, PBS means that firm i 

has promised to beat a rival's lower selling price by some percentage of the difference, and 0 means 

that firm i has chosen not to have a guarantee.6 Denote as the 'low-price guarantee-price game', a 

game ill which finns choose their advertised prices ami low-price b'Ual'autee policies simultaueously.7 

Since our purpose is to examine whether low-price guarantees might be discouraging price-

cutting, we follow the Hay-Salop line of literature and assume that all consumers are fully informed 

about all prices and low-price guarantees and, for now, that conSUmers incur no hassle costs when 

requesting refunds.8 Thus, each firm "'ill have at most one selling price.9 When it exists, we can 

write firm i's selling price as a function of the advertised prices and low-price guarantee policies 

of all firms in the market, Si = Si(P,g) E [0, (0), where P is the vector of advertised prices and 

9 is the vector of low-price guarantee policies. For example, if firm i does not have a low-price 

guarantee, its selling price is equal to its advertised price, Si = Pi. If firm i promises to match any 

advertised price, its selling price is equal to the minimum of all advertised prices in the market, 

Si = min(pl, ... , Pn), and if firm i promises to beat any lower advertised price by >. times the 

6We restrict attention to the four types of low-price guarantees found in our data. For a more extensive charac­
terization of the various types of low-price guarantees that one finds in practice, see Arbatskaya e\ al (2004). 

7 Our results also extend to a game in which low-price guarantees and prices are chosen sequentially. 
8Hvliri ann ShRffe.r (1999) intrnrince a moriAl in which t.he p.xlstenr:e of has • .:;le ('.()st.s, even if thf':Y are arhitntrily 

small, can Initigate (and in some cases, eliminate) the ability of low-price guarantees to discourage price cutting. 
9With uninfonned conbUl11er~ and hassle co~t.sJ we would have to keep track of lTIultiple selling prices for each firm. 
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diffprmcp, then Si = min(Pl, ···,Pn) - ),(Pi - min(pl, "',Pn)).l0 In eac.h case, we have Si .:::: Pi. 

Writing the expression for Si is more complicated when firm i's low-price guarantee applies to its 

rivals' selling prices, and some restrictions must then be placed on ), to ensure that all selling prices 

converge in equilibrium, but given these restrictions, it can once again be shown that Si .:::: Pi. 

The profit fnnction of firm j depend" on the Relling prkeR of all firmR: 

We assume thilJ IIj is twke continnonsly differentiable and concave, We also aliliume that selling 

prices are strategic complements, fPlI~~:'a~;,sn) :2: 0, i =I j, and that the set of profit-maximizing 

prices for firm j, for any vector of rival prices, P_j, and low-price guarantees, g, is non-empty: 

BRj(p_j, g) := arg max IIj(Sl(p, g), .. " Sn(P, g)). (1) 
Pi 

Finally, we assume that firm j's best response is unique if it does not have a low-price guarantee. 

Given these assumptions on IIj and BRj(p_j,g), we can define pairwise facilitation as follows: 

Definition: Consider an equilibrium (P*, g') to the low-price guarantee-price game in which firm 

i has a low-price guarantee and firm j does not, i,j E I. Let g*i = (gj, ... , gi = 0, ... , g~) for all 

i =I j, Then, we say that firm i's low-price guarantee facilitates firm j's price in this equilibrium if 

(2) 

fu other words, firm i's low-price guarantee facilitates firm j's price in an equilibrium (p*, gO) if in 

the absence of firm i's guarantee firm j would want to lower its advertised price, holding all other 

advertised prices and low-plice guarantees fixed. \Ve refer to this situation as pairwise facilitation. 

3.2 Test for Pairwise Facilitation 

Having defined pairwise facilitation, we can now formulate a test for it based on observations of 

prices and low-price guarantees chosen by pairs of firms. Consider two competing firms selling a 

lOFor examp!c, if firm i has a guarantee in which it promises to beat any lower price by 50%, then), = ,5. 
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similar item, one with a low-price guarantee (firm i) and the. other without (fum j). What should 

be true about the relationship between advertised prices Pi and Pj? On the one hand, if there is 

no relationship between low-price guarantees and advertised prices, then we would expect Pi to be 

higher or lower than Pj with etjual probability. On the other haud, if finn~ are usiug low-price 

guarantees to discourage price cutting, then we would expect firm i's guarantee to be facilitating 

firm j's price, which by the following proposition, implies that firm i's price must be weakly higher. 

Proposition 1: Consider an equilibrium (p', g*) to the low-price guarantee-price game in which 

finn i has a low-price h'Uaral1tee aud finn j does not. If finn i's low-price guarantee is facilitating 

firm j's price then firm i must be advertising a weakly higher price, pi 2: Pj, i =1= j E I. 

Proof. See Appendix A. 

We can sketch the intuition for the proof of Proposition 1 as follows. If firm j had the strictly 

higher advertised price in equilibrium, so that pj > pi, then we would be able to conclude immedi­

ately that firm j does not have the lowest selling price in the market, and therefore that all other 

firms' selling prices are independent of firm j's advertised price in the neighborhood of pj. This is 

important because when it is combined with the observation that, for fixed advertised prices, the 

existence of firm i's low-price guarantee can only (weakly) reduce all selling prices in the market 

and the assumption that selling prices are strategic complements, it follows that firm j would not 

choose to lower its advertised price in the absence of finn i's adoption of a low-price guarantee. 

Dnt this mntradkts t.he snpposit.ion that firm i's low-prke ~larantee facilit.ates finn j's price. 

Note that the condition in Proposition 1 is necessary but not sufficient for firm i's low-price 

guarantee to facilitate finn j's price. That is, it is possible that pi 2: pj holds in equilibrium and 

yet at the same time finn i's low-price guClnmtee does Hot facilitate finn j's price. To see this most 

dearly, consider the case of two firms which produce a homogeneous product at a constant margin;;l 

cost c. Then, there exists an equilibrium in which finn i has a low-price guarantee and pj = pi = c, 
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and yet, given pi; firm j would have no incentive to change its price even in the absence of firm 

i's low-price guarantee. In this case we have an example in which the condition in Proposition 1 is 

satisfied but firm i's low-price guarantee is not facilitating firm j's price. Thus, Proposition 1 and 

the test for pairwise facilitation that is based on it (see below) should be interpreted with some 

caution. When we say that the evidence is con.~istent with what one would expect if firm i were 

using its guarantee to discourage price-cutting by firm j, we mean that we cannot rule it out. 

Test for Pairwise Facilitation: An observation is not consistent with pairwise facilitation if the 

firm with a low-price guarantee advertises a lower price than the firm without a guarantee. An 

observation is consistent with pairwise facilitation in the sense that we cannot rule it out if the firm 

with a low-price guarantee advertises a weakly higher price than the firm without a guarantee. 

The test for pairwise facilitation is a direct application of Proposition 1. Thus, we can reject 

the notion of pairwise facilitation if the firm with a low-price guarantee advertises a lower price 

than the firm without a gnarantee. HowewI, we know from the disCllRRioll above that the converse 

is not necessarily true. If the firm with a low-price guarantee instead advertises a weakly higher 

price than the firm without a guarantee, then pairwise facilitation mayor may not be satisfied. 

The test is simple and yet it can be used in a wide variety of environments. Notice that the 

statement in Proposition 1 holds regardless of the number of firms in the market and whether or 

not there are asymmetries. Therefore, to apply the test for pairwise facilitation we do not need to 

have information on the number, cost, or demand characteristics of the firms in the market.11 

This is an important point because in the environment that we consider- the retail tire market-

firms are typically not homogeneous. There are reasons to believe that prices will differ across firms 

even in the absence of low-price guarantees and that consumers may have strong preferences over 

where to shop. Consider, for instance, two sellers: (a) National Tire and Battery (NTB), a seller 

"We have assumed that consumers can costlessly invoke low-price guarantees. If they must incur a hassle cost, 
h > 0, to obtain a refund, then pi > pj must be sat.isfied if firm (s low-price guarantee is to facilitate firm j's price. 
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with a wide national network; and (b) Barney's Tires, a local single-store seller. Now consider an 

identical Goodyear tire being sold by both. Setting aside any strategic considerations, a priori it 

is difficult to say whether NTB's price will be higher or lower. First, NTB is buying thousands 

of tires from Goodyear and they would potentially be in a position to sell for less due to volume 

discounts they get from Goodyear while purchasing tires. Second, NTB offers many more services 

at their stores and a nationwide warranty for replacement and repair. Due to these additional 

aspects, NTB's price could be higher. The net effect, of course, is far from clear. :V[oreover, due to 

NTB's additional services, the composite of the 'product plus services' will not in general be the 

same and so many consumers may not view these two tire shops as strong substitutes. Think of 

a person exclusively stays in town versus a sales representative who travels a lot. The latter may 

well prefer to shop at NTB over Barney's due to its wide geographic (nationwide) service area. 

While all of these observations are important and relate to the underlying cost and demand 

asymmetries that may be present in the industry, our analysis takes this as a starting point and asks 

whether the adoption of a low-price guarantee, whether by NTB or Barney'S, might be facilitating 

the other's prices over and above what would exist in the absence of the guarantee, holding all 

other advertised prices and low-price guarantee choices constant. If it turns out that Barney's, 

for example, has both a low-price guarantee and lower prices than NTB, then the answer is no. 

Barney'S low-price guarantee cannot be said to be discouraging NTB from price-cutting. If, on the 

other hand, Barney's has higher prices than NTB, then we must be more cautious in our conclusion 

but we cannot rule out the possibility that price-cutting on the part of NTB is being discouraged. 

4 Evidence from Retail Tire prices 

Our data comes from advertisements placed by automobile tire dealers in sixty-one Sunday news­

papers dated between September 29 and December 8, 1996. The newspapers were back issues of 
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unsold stock at a national retail chain and represented twenty-seven different cities in the United 

States.12 We chose to study the U.S. tire market because: (1) tire dealers advertise frequently in 

the U.S. Sunday newspapers: all but three newspapers had at least one ad from a tire dealer, and 

all but seven had two or more ads; (2) each advertisement typically contains a large number of price 

quotes on different makes and models; (3) the model numbers on tires are standardized, allowing 

for price comparisons and ensuring the applicability of low-price guarantees; (4) low-price guaran-

tee;; are frequently adopted in this market and thpir featnrf'S vary acrORR firmR, which enablpB UR to 

study how the characteristics of low-price guarantees affect the incidence of pairwise facilitation. 

We collected information about tire prices from the ads placed by all tire dealers who advertised 

in our Sunday newspapers, whether or not a low-price guarantee was offered by the advertising firm. 

We found a total of two-hundred and thirteen tire ads, of which ninety eight contained a low-price 

guarantee. In the event a firm had a low-price guarantee, we also gathered information about the 

actual wording of the guarantee, classifying it as either price-matching or price-beating. 

An example of a price-matching guarantee is "We have the lowest prices in town~guaranteed" 

and "We won't be undersold." We classified these as price-matching because the firm makes no 

promise to beat a rival's lower price. Other firms do make this promise. An example of a price-

beating guarantee is the advertisement from Just Tires, Baltimore Sun, September 29, 1996: 

Find a lower advertised price in your local newspaper on any tires you purchased 

frOIn us within 30 days of purchase, awl we'll refund 125% of the differerwe. 

Over 60 percent of the low-price guarantees in the tire ads are of the price-beating kind (60/98), 

and almost all of these promise to beat by some percentage of the difference ill prices. III the above 

guarantee, .lust Tires promiiieii to beat any competitor's lowpr pric.e by 2:,)% of the difference in 

prices. We also have low-price guarantees in which the price-beating percentages are 10% and 50%. 

12To verify that the twenty-seven newspapers were representative of the top fifty U,S. Sunday newspapers, We 
applied the t-test for equal means to the 1906 circulation figures as reported in thc Wall Street Journal Almanac. 
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Edlin (1997) and Kaplan (2000) suggest that whether a firm's guarantee applies only to ad-

vertised prices or also to selling prices is important. The low-price guarantee above is an example 

of the former because it explicitly states that the guarantee only applies to advertised prices. In 

contrast, Tires Plus' low-price guarantee "150% Best Price Guarantee---We'll Meet or Beat any 

Tire Price" is an example of a guarantee that applies to the rival's best deal, or selling price. 

Although the majority of low-price guarantees are easily classified as one or the other, in some 

cases, the guarantees are ambiguously worded, neither explicitly referring to the rival's advertised 

price nor making it clear that the guarantee applies to the rival's best deal. The claim "We won't 

be undersold' is a classic example. This type of guarantee accounts for almost 37 percent of our 

total (36/98). In all, 80 percent of the price-beating guarantees are based on advertised prices 

(48/60), while the majority of the price-matching guarantees are ambiguously worded (26/38). 

As mentioned above, in addition to the actual tire prices, retailers may vary in other charges 

associated with putting on new tires, as well as in services like mounting, warranties, lifetime 

rotation, and balancing, making the composite of the 'product plus services' value difficult to 

ascertain. However, while this value may be relevant for consumers in determining where to shop, 

it iR not typically m~eded for determinin?; whether a firm'R low-price ?;llarantee applies, because 

firms' low-price guarantees typically apply only to the cost of the actual tires, as long as the price 

quote is legitimate and the tires are comparable. Thus, to ensure the applicability of a firm's 

guarantee, we discarded price observations unless they came from competing firms advertising the 

same model make and number (e.g., Goodyear tires, P185/75R14) on the same date in the same 

city awl newspaper. Formally, we define a 'tire match' observatioll to be a pair of price quotes OIl 

the same tire make and model from two competing tire dealers advertising in the same city on the 

same date and in the sanle newspaper. We included all such pairs in the data. l3 'When one firm 

13The empirical tests that we employ assume that observations are independent random draws. The assumption 
could be violated because ill some cases we collected multiple observations on prices for a pair of tire dealers and we 
included all possible tire matches when more than two tire dealers advertised the same tire in the same newspaper 
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in the tire-match offers a low-price guarantee and the other does not, we denoted the case as 'No 

LPG - LPG.' We have one-hundred and forty-three 'No LPG - LPG' tire matches in our data. 

4.1 Testing for Randomness 

A good place to start in analyzing the data is to see whether low-price guarantees have any direc-

tional effect on advertised prices, or whether, when tire prices differ, the assignment of which firm 

has the higher price in each tire match is random. For example, if low-price guarantees are not 

a.qRociated with MvertiRed prices in any way, t.hen we wonld expect a firm with a strictly higher 

price in a No LPG - LPG tire match to be as likely to have a low-price guarantee as not. That is, 

we would expect the LPG firm to be as likely as the non LPG firm to have the higher price, 

Hypothesis 1 (HI: Randomness). When tire prices differ in a No LPG - LPG tire-match, 

the finn with a low-price guaralltee has the same probability as its lival of havillg the higher price. 

To test for randomness, we employ a Fisher sign test. The test has a number of advantages over 

other statistical methods, It is non-parametric - it does not rely on any distributional assumptions 

- and the population from which each pair of observations is drawn does not have to be the same 

for it to be valid, This is important since in our data tire matches are gathered in different markets 

and for different tires, The sign test is an exact test and it can be applied in small samples 14 

To apply tbe test to our data we look at the sigll of the differeuce betweell the prices of tlle two 

firms for each pair of price obRervations, The ~ero valnes for price differences (i.e" equal prices) are 

discarded and the sample size is redefined accordingly, The sign statistic is the number of positive 

price differences, i.e" the number of cases where the finn with the low-price guarantee (LPG firm) 

has a higher price than the firm without a low-price guarantee (no-LPG firm), A large test statistic 

snggp,stR that an LPG finn is morp, likdy to have a higher prkp, than a no-LPG firm, while a smail 

on the same date. We also implicitly assume that two tire dealers advertising in the same newspaper are competitors 
when one of them has a low-price guarantee, This may he justified hy the fact that the advertisements are in the 
same newspaper, and the guarantee itself links the two firms since they must account for each other's price. 

l4See Hollander aJld Wolfe (1999) for further details on the Fisher sign test, 
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Table 1. Testing for Randomness 

Low-Price Guarantee Type Alternative Hypotheses 
Hla: 1T =I 0.5 Hlb: 1f > 0.5 HIe: 1f < 0.5 

All LPGs 0.025' 0.012' 
Price-Matching LPG 0.029' 0.014* 
Price-Beating LPG 0.000" 0.000*' 

* denotes sigmficance at a 5 percent level; ** denotes significance at a 1 percent level. 

test statistic indicates that an LPG firm is more likely to have a lower price. For a sufficiently large 

or small signed rank statistic we can reject the two-sided null hypothesis Hl. 

The null hypothesis can be stated as follows: The probability of a positive (rather than negative) 

price difference uetween the price~ of the LPG and no-LPG finn~ i~ 0.5: 

HI: 1T == Pr (PLPG ~ PnoLPG > OIPLPG =I PnoLPG) = 0.5. 

Table 1, which reports the p-values for the test of the null hypothesis HI against the alternatives 

Hla, HI b, and Hlc, shows that the sign test allows us to reject the null hypothesis in favor of the 

two-sided alternative Hla: 1f =I 0.5 for the population of all No LPG - LPG tire matches, the 

population of price-matching guarantees only, and the population of price-beating guarantees only. 

The p-values for the first two populations are smaller than 5 percent and the p-value for the third 

population is smaller than 1 percent. Thus, we find that in all three populations, the probability 

of a positive price difference is not equal to the probability of a negative price difference. 

Surprisingly, whether the LPG firm is more likely to have a higher or lower price than the 

no-LPG firm depends on the type of low-price guarantee it has. One-sided sign tests reveal that for 

tire-matches with price-matching guarantees, the LPG firm is more likely to have a higher price, 

while the opposite is true for tire-matches with price-beating guarantees. In particular, the sign 

test allows us to reject the null hypothesis HI in favor of the one-sided alternative Hlb: 1f > 0.5 

for the popUlation of price-matching guarantees, and it allows us to reject the null hypothesis HI 

in favor of the one-sided alternative HIe: 1f < 0.5 for the population of price-beating guarantees. 
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The p-value for the Upper-Tail test is less than 5 percent. The p-value for the Lower-Tail test is 

less than 1 percent. Given that different one-sided alternatives are favored, these results suggest 

that price-lIlatchillg ami price-beatillg l,'Uarallteel> iliay be ~ervillg Jitter-eut pUl'pU>el> in practice. 

4.2 Testing for Pairwise Facilitation 

The Hay (1982) and Salop (1986) view of low-price guarantees is that they are adopted to discourage 

price-cutting. However, most of the literature fails to distinguish between price-matching and price­

beating guarantees and between guarantees that apply to rivals' advertised prices and those that 

apply to rivals' selling prices. Table 1 suggests that this lack of distinction may not be innocuous 

with respect to the type of LPG, and recent theoretical claims by Edlin (1997) and Kaplan (2000) 

suggest that whether the guarantees apply to advertised or selling prices will also be important. 

In this subsection, we apply the test of pairwise facilitation to our sample of tire-matches. We 

say that an observation is consistent with pairwise facilitation (in the sense that we cannot rule it 

out) if the price of the LPG firnl is wealdy higher than the price of the no-LPG firm, and it is not 

consistent with pairwise facilitation if the price of the LPG firm is strictly lower than the price of 

the no-LPG finn. Table 2 presents the raw data with the ambiguously worded LPGs and LPGs 

that apply to rivals' selling prices lumped together in the category 'Not Advertised-Price LPG.' As 

we will show in Appendix B, our qualitative results are broadly similar if the ambiguously worded 

LPGs are instead lumped together with LPGs that apply only to rivals' advertised prices. 

Table 2 shows that a firm with a price-matching guarantee has the weakly higher price in 75 

pBn,pnt of thp caRPS in which it is comparp<1 with a firm that <10P$ not havp an LPG, whprpil$ a firm 

with a price-beating guarantee has the wealdy higher price in only 40.4 percent of the cases. In the 

second set of rows, we see that low-price guarantees that apply to advertised prices are consistent 

with pairwise facilitation in 31.65 percent of the cases, whereas low-price guarantees that are not 

restricted to advertised prices are consistent with pairwise facilitation in 75 percent of the cases. In 
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Table 2. Incidence of Pairwise Facilitation. 

! No LPG - LPG Type Consistency with Number of 
I Pairwise Facilitation Tire Matches 

No LPG - Price-Matching LPG 75.00% 44 
No LPG - Price-Beating LPG 40.40% 99 
No LPG - Advertised-Price LPG 31.65% 79 
No LPG - Not Advertised-Price LPG 75.00% 64 
No LPG - Advertised-Price PM 25.00% 8 
No LPG - Not Advertised-Price PM 86.11% 36 
No LPG - Advertised-Price PB 32.39% 71 
No LPG - Not Advertised-Price PB 60.71% 28 

the third set of rows, consistency with pairwise facilitation ranges from a low of 25 percent in the 

population of price-matching guarantees that apply to advertised prices to a high of 86.11 percent 

in the population of price-matching guarantees that are not restricted to advertised prices. 

If an observation is equally likely to be consistent or not with pairwise facilitation, then we 

would expect to observe consistency in 50 percent of the cases. We formalize this as follows. 

Hypothesis 2 (H2: Pairwise Facilitation). The pair of tire prices in a No LPG - LPG 

tire-match are as likely to be consistent with pairwise facilitation as not. 

To test for pairwise facilitation, we employ the same sign test as before, assigning a positive 

number to tire matches that are consistent with pairwise facilitation and a negative number to tire 

matches that are not consistent with pairwise facilitation. The null hypothesis to be tested is 

H2 : if == Pr (PLPG - PnoLPG 2: 0) = 0.5. 

Table 3, which reports the p-values for the test of the null hypothesis H2 against the alternatives 

H2a, H2b, and H2c, shows that the sign test allows us to reject the null hypothesis H2 in favor of 

the two-sided alternative H2a: if of 0.5 for the population of price-matching guarantees only, the 

population of low-price guarantees that apply only to rivals' advertised prices, and the population 

of low-price guarantees that are not restricted to rivals' advertised prices. More importantly, Table 

3 shows that for the tire-matches with price-matching guarante!'$, the LPG firm is more likely to 
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Table 3. Testing for Pairwise Facilitation. 

Low-Price Guarantee Type Alternative Hypotheses 
H2a: 1T i= 0.5 H2b: 1T > 0.5 H2c: 1T < 0.5 

Price Matching LPG 0.001'* 0.001*' 
Price-Beating LPG 0.070 0.035* 
Advertised-Price LPG 0.001*' 0.001 .* 
Not Advertised-Price LPG 0.000*' 0.000'* 
Advertised-Price PM 0.289 0.145 
Not Advertised-Price PM 0.000" 0.000'* 
Advertised-Price PB 0.004" 0.002*' 
Not Advertised-Price PB 0.185 0.092 

* denotes significance at a 5 percent level; ** denotes significance at a 1 percent level. 

have the weakly higher price, whereas the opposite is true for the tire-matches with price-beating 

guarantees. In particular, the sign test allows us to reject the null hypothesis H2 in favor of the 

one-sided alternative H2b: if > 0.5 for the population of price-matching guarantees, and it allows us 

to reject the null hypothesis H2 in favor of the one-sided alternative H2c: if < 0.5 for the population 

of price-beating guarantees. The p-value for the Upper-Tail test is less than 1 percent. The p-value 

for the Lower-Tail test is less than 5 percent. Simply put: price-matching guarantees are consistent 

with pairwise facilitation in a majority of the cases whereas price-beating guarantees are not. 

The one-sided tests also provide confirming evidence for the importance of matching or beating 

advertised prices versus matching or beating selling prices in determining whether the majority of 

paired observations involving firms that have low-price gnarantees are mnsistent with what one 

would expect if firms were using them to discourage rivals from cutting prices. These tests reveal 

that for tire-matches with LPGs that apply only to advertised prices, the LPG firm is less likely to 

have the weakly higher price, while the opposite is true for tire-matches with LPGs that are not 

restricted to advertised prices. In particular, the sign test allows us to reject the null hypothesis 

H2 in favor of the respective one-sided alternatives for both populations at the 1 percent level. 

Overall, the empirical evidence supports the view that price-matching gnarantees differ from 
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price-beating guarantees in purpose; that observations with price-matching guarantees are more 

likely to be consistent with pairwise facilitation than observations with price-beating guarantees 

(indeed, the majority of observations with price-beating guarantees are not consistent with dis­

couraging price-cutting); that it matters whether low-price guarantees are based only on advertised 

prices or also on selling prices; and that observations with guarantees that are based only on ad­

vertised prices are less likely to be consistent with pairwise facilitation. Importantly, the data 

does not support the view that price-matching and price-beating guarantees are primarily being 

adopted to discourage price-cutting. Most price-beating guarantees do not seem to be adopted to 

discourage price-cutting, and even when we are unable to reject the hypothesis that the majority 

of observations with price-matching guarantees are consistent with discouraging price-cutting, the 

observed low-price guarantee-price patterns could alternatively be explained by the use of low-price 

guarantees to implement effective price discrimination, not necessarily to facilitate higher prices 

(for models of low-price guarantees in which price-discrimination is the primary motive, see Corts, 

1997; and Chen et al, 2001). As both of these rationales for low-price guarantee adoption im­

ply higher advertised prices for the firm with the low-price guarantee, the empirical assessment 

of prices consistent ','lith pairwise facilitation does not allow us to discriminate between the two 

theories. However, we can be confident that when pairwise-facilitation is not supported in the data, 

the low-price guarantee cannot be said to be discouraging price-cutting. One would then have to 

appeal to the literature that considers the use of low-price guarantees as a way to signal low prices 

to explain these observations (see Jain and Srivastava, 2000; and Moorthy and Winter, 2004). 

5 Conclusion 

There are many approaches that one can use to assess whether, and to what extent, the use 

of low-price guarantees ill practice is or is !lot consistellt with finns using them to discourage 

prke-cutting. One approach iR to compare the average prkes of firmR with low-prke gnaranteeR 

21 



51 

in a market to those of firms without low-price guarantees in the same market. However, this 

approach is problematic because it implicitly assumes that absolute plice differences matter in 

facilitating higher prices, and moreover it is prone to selection bias, which may arise due to an 

association between low-price guarantee adoption and unobserved product heterogeneities. For 

example, if low-price guarantees are adopted by finns that sell product lines with more higher-end 

tires, then higher average price, at low-plice guarantee £inllS cannot be fully attributed. to the 

low-priC-e gHarantee policies. :\or is snch a comparison valid lmless one can bt' snre that the firms' 

p.r:oduct lines overlap. For example, most guarantees only apply to tires of the same make and 

model, which makes comparing Goodyear tires to Firestone tires problematic. Even if the product 

lines and proportions sold of each item are identical between firms, a comparison of the average 

priCtcs of firms with and withont low-priCf~ gnarante!"", may still be misleading if there are ontliers 

in some of the prices, e.g., a firm may have a lower price on 99 of 100 products but if the price 

difference on the last product is sufficielltly large, it may well have the higher average price. 

A second approach is to compare the average price (across all markets) on a particular item set 

by firms with low-price guarantees to the average price (across all markets) on the same item set 

by firms with no low-price guarantees (e.g. Arbatskaya, 1999). Unforttmately, this approach is also 

problematic and its interpretation can be misleading. Suppose, for exanlple, that for a particular 

product there are four firms with low-price guarantees and prices of 50, 40, 30, and 80, respectively, 

and three firms with no guarantees and prices of 51, 41, and 31. ill this case the average price of 

the finllS with low-price guarantees is dearly higher thau the average price of the finns without 

guarantees. But, without lllore information, we would not be able to say anything about pairwise 

facilitation. Indeed, the data is consistent with the absence of any pairwise facilitation. Suppose 

the prices (50, 51) come from market 1, prices (40,41) come from market 2, prices (30,31) come 

from market 3, and the price 80 comes from market 4. Then the data is inconsistent with pairwise 
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facilitation in markets 1, 2, and 3, and there is simply no basis for comparison in market 4. 

Our approach avoids these criticisms by ensuring that the markets in which the firms compete 

are the same, making sure that the products to be compared are the same, and looking only at 

relative, not absolute, prices. To this end, we collected paired observations on prices for same mal(e 

and model automobile tires which were advertised by tire dealers in the same market at the same 

point in time in the same Sunday newspaper. We then checked whether, and to what extent, the 

necessary condition for pairwise facilitation was met. The intuition behind the test for pairwise 

facilitation is as follows: if firms are using low-price guarantees to discourage price-cutting, then a 

firm with a guarantee should be advertising a weakly higher- price than a firm without a guarantee. 

We found that the empirical evidence supports the view that firms may be adopting price­

matching gnarantef's for differf'nt rf'Clsons than pricf'-bf'ating gllarantf'I'$; observations with pricf'­

matching guarantees were more likely to be consistent with pairwise facilitation than observations 

with price-beating guarantees. Indeed, in the majority of cases, we found that observations involving 

price-beating guarantees were not consistent with firms using them to discourage price cutting. We 

have also found that whether the guarantees are based on advertised prices or selling prices matters; 

observations with guarantees that are based on advertised prices are less likely to be consistent 

with pairwise facilitation. Importantly, the data does not support the view that price-matching 

and price-beating guarantees are primarily being adopted by firms to discourage price-cutting. 

Our empirical findings should be interpreted as suggesting that in many cases a firm's low­

price guarantee cannot be said to be discouraging price-cutting (the data violates our necessary 

mndition). In other Cil.'ies, however, om findings snggf'st only that the f'vidl'no~ is consistent with 

pairwise facilitation. In this sense the interpretation of our findings is not symmetric. In the cases 

where the evidence is consistent with pairwise facilitation, one would need to obtain some further 

empirical evidence (for example, one could collect prices before and after low-price guarantees were 
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adopted) before one could definitively assert that low-price guarantees were facilitating prices. 

Lastly, our results suggest that the focus of the recent literature (Edlin, 1997; Kaplan, 2000; 

Arbatskaya et aI, 2004) on the pmticulars of low-price guarantees is well-justified. We have found 

that it matters whether the low-price guarantee is price-matching or price-beating, and whether it 

is based on advertised or selling prices. It is our hope that future work will further the study of 

the interactions between these low-price guarantee features and their effects on market prices. 
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Appendix A 

Proposition 1: Consider an equilibrium (p*, g*) to the low-price guarantee-price game with n 

firms in which firm i has a low-price guarantee and firm j does not. If firm i's low-price guarantee 

is facilitating firm j's price then firm i must be advertising a weakly higher price, pi 2 Pj, i -I j E I. 

Proof. Consider an equilibrium (P*, g*) in which firm i has a low-price guarantee and firm j does 

not. Using (1) and (2), firm i's low-price guarantee facilitates firm j's price if and only if 

g*i = (gl' ... , gi = 0, ... , g~)). Thus, we need to show that (A.l) implies pi 2 Pj, i -I j E I. 

Suppose to the contrary that firm i's low-prke ~uari\Iltee is fa{'.ilitll.tin~ firm j's price but in the 

equilibrium pj > Pi- Let s' = (si(pj), ... , s~(pj)) denote the vector of equilibrium selling prices. 

Then, since firm i has a low-price guarantee and firm j does not, it must be that sj (pj) = pj > 

pi 2 si(pj)· It follows that for any k -I j, k E I, firm k's selling price is independent of firm j's 

advertised price, and hence also of firm j's selling price, in the neighborhood of Pj. To see this 

note that if firm k does not have a low-price guarantee then si,(Pj) = pr" which is independent of 

Pj, and if firm k does have a low-price guarantee then it is committed to matching or beating the 

lowest advertised or selling price in the market, neither of which belong to firm j when firm j is 

pricing in the neighborhood of pj. Moreover, this independence of firm k'8 selling price to firm j's 

advertised price around pj holds even if firm i does not have a guarantee. Thus, we have that 

(A.2) 

Using (A.2) and the definition of Pj, we can totally differentiate llj to obtain 

(A.3) 
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Using (A.2), (A.3), and the definition of Pj, and noting that sj/(pj) ~ s;;'(Pj) for any k i' j, 

k E I (because, for fixed advertised prices, the existence of firm i's low-price guarantee can only 

(weakly) reduce all ~ellil1g prices ill the 11l11.rket), we call totally differelltiate IIj to obtain 

(A.4) 

where the inequality follows because selling prices are assumed to be strategic complements. 

It follows that, under the supposition that pj > pi, firm j would not choose to lower its 

advertised price in the absence of firm i's adoption of a low-price guarantee. More formally, (A.4) 

implies that arg maxpj IIj (sji(pj), ... , s~i(pj)) ~ Pj, which contradicts (A.I). Hence, our supposition 

that pj > pi cannot be true when firm i's low-price guarantee is facilitating firm j's price. Q.E.D. 
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Appendix B 

Table AI. Incidence of Pairwise Facilitation. 

No LPG - LPG Type Consistency with Number of 
Pairwise Collusion Tire Matches 

No LPG - Selling-Price LPG 100.00% 24 
No LPG - Not Selling-Price LPG 41.18% 119 
No LPG - Selling-Price PM 100.00% 7 
No LPG - Not Selling-Price PM 70.27% 37 
No LPG - Selling-Price PB 100.00% 17 
No LPG - Not Selling-Price PB 28.05% 82 

Table A2. Testing for Pairwise Facilitation. 

Low-Price Guarantee Type Alternative Hypotheses 
H2a: 1r i= 0.5 H2b: 1r > 0.5 H2c: 1r < 0.5 

Selling-Price LPG 0.000" 0.000** 
Not Selling-Price LPG 0.066 0.033' 
Selling-Price PM 0.016' 0.008** 
Not Selling-Price PM 0.020' 0.010*' 
Selling-Price PB 0.000*' 0.000** 
Not Selling-Price PB O.OOO*' 0.000** 

* denote,; significalJce at a 5 percent level; ** delJotes sil,,:uificance at a 1 perceut level. 

Table Al presents the raw data with the ambiguously worded LPGs and LPGs that apply only 

to a rival's advertised price lumped together in the category 'Not Selling-Price LPG.' It shows 

that in paired observations in which the firm's guarantee is based on selling prices, the firm with 

the guarantee has the weakly higher price in every case, whereas in paired observations in which 

t.he firm's ~llarant",e is not based on sellin~ pricf'.5, the firm with ~larant.ee has t.he weakly hi~her 

price in only 41.18 percent of the cases. In the second set of rows, consistency with pairwise 

facilitation ranges from a low of 28.05 percent when the guarantee promises to beat only a rival's 

lower advertised price to a high of 100 percent in both populations of selling-price guarantees. 

The difference between low-price guarantees that are based on selling prices and low-price 

guarantees that are not based on selling prices is striking and significant. Observations involving 
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the former, whether they are of the price-matching or price-beating kind, are always consistent in 

our sample with pairwise facilitation, whereas the majority of the observations involving the latter 

are not. Table A2, which reports the p-values for the test of the null hypothesis H2 against the 

alternatives H2a, H2b, and H2c, confirms these findings with evidence from the sign test. 
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'4. Mcngill1lhnrkilll peran perc"",.:, 1.\: .' 

ko III J)L~ Il;-;~l:·d Ina l1"lj L'!11 ... l n. 

~:In llOnl1~;. bL'l'da.sarkall pengukurari, 
-'n'_';':;t d;1:1 c~~ra pl)n1h:l.\'ar~n bonus. 
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5. l\1cnjel~1~kan bng~il11nna P('ffT1I,';lL.l.U1 ;';'l\~, i>;'IL;;;·'I.si '1:an;\jl'nH'!1 digu:lakan dalam 
p0rLlsnhilanjasa d:11l {~:'~~'1:1:;'d>;.'., '!, \'.: :'.1.1,'11 ": ('!",'.:;d: \'lba, 

G. Menggunnknn ciu.l, pendck:1t:1~-' -,;'11:1.<{ p0r1iLl.>1:1 p('n.'l~-1h~Ulr:' ;'u1:1li~is l~p~!a.ngan dan 
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~ V1 Pengenda.l1an Manajermln 

IPENaAJ~l 
rCIfi<aS dan ~ 
s ~ manajemen, 

J'iUO kompensasl 
nMadaJah~, 

\ dan pt'CI6eQ;Jr 'j)'OSedu r 
.roe~~ 
~~, 

Iah suallJ pembayaran 

All penanasll<ln' 
P~ 
.a~ kalyawan, seperti 
1, kaanggocaan ~ suatv 
JQ&I&n,lSuransi jiwa, 
\ i<asMatan, like( untuk 
larT bayaran-bayaran 
1 IaMya 01$'\ ~an, 

Dua bagian pcrtama dari bab i;li mcmpcrhatikan komI ·cnsasi manajcmen, SU?tu 
topik lanjutan dari pcngcndalinn manajcmen mab 18 linn Bab 19), BagJan 
yang ked\la beljabn ~claligknh lcbihjauh, mchhat pnda penlblnn pe~usahaan 
sccara kcseluruhan, l<L'dua topik lerscbul lcluh I11CIHlI'lk pCl'hutlBn yang 
signitikan dulnl\1'tahu 11-\ahull tcrukhir, bcrsnmaan dl!ll"an pcmcgnngsahum 
dan investor mclihal sec,lra dl,knt pada kinerja pl'rlloahann-pcrusnhaan dan 
manajcr-lnanajl'1'1l1Cl't .. ka. 

BAGIAN SATU : KOMpENSASI MANAJEMEN 
--------------------------

Merckrut, memotivu~i, mcmbcrikan penghnrgann, dnn mcmpcrtahankan 
manajer-manajcr ynng ei'l:klifbcrsifut kritis untuk kubcrhusilan pcrusahaan 
sceara kescluruhnn, PC'rencnnaan kompensasi manajcmen yang efektif 
mcrupakan S\lutu bal;iaL yang penting dan integral duri penentuan ,suatu 
keunggulan kOlllpdi lif st I ate),:" \i,1ll merupakan sualu perhatian yang pcnting 

, dan akuntan manaj'('l:\~n, 

JENIS-JENIS KOMPENSAS! :,L'i,NAJEMEN 

P~canaall kom.p~~~1.'1l1ajcmel1 adalahkcbijakan-'kebijakan dan 
prosed ur-prosed ur \l not II k --!l1£!11 be rL~,-a.!:~ompcnsasi kep'l(j a manajel'-mana)er,1 
Kompcnsasi mcnc:ikup s,',tu a~au lebih dari hal-hal oerikut : gaji, bonus, 
tunjangan, atau lamb,dl"'" Jleng~la,;ilan, Gaji uuulah SlliltU pcmbaYllran tetap, 
semen~ra suatu bonus (Ld",'~i"i<.:U1 p3da pcncap:::Jan tlljll:ll1-lujuan kinerja untuk 
periode tL'r~cb\lt. C~~:':~'-"~:~';_ctunj311gan, ULUli t.'.,.t.',_b_~'1,~!1 ponghasilan 
mencakup lunjangan-tlllljallgan-khlli;-us ba-Ifnzm:yawan, seperti bepergian, 
kCllnggotaan dalam s\utllidub kebugaran, asurnnsijiw:l, lunjangan keschatan, 
tikct untuk hibur'l1l, d,lll bayul'an-oayaran Lambailun l"innyaoleh pCl'usahaan, 
KompC'nsasi dap,l'. diba,\':ll'k'lIl S'laL ini (biusanyu l1lt'l'lIpakan suatu jumlah 
t allllila n ~'an).! d i b"." 'I rI, 'lJ\ ,;"t in Jl bul:lll) a tau d it 11 ngi'ul I k, 111 l<c tnlmn-tuhun yon!.: 
nlc\1l d:1Llllg. (~:I.I~ d:ll1 IlIllj:lllgnll }linHnll,\':I diill'ri\clll s;lnl. illi, SC'I11(,111.1I1":I 

bOr1l.1s·ounus bisa diO;t,v:lrkan ~aat ini atau (jilan~gllld.;.'IIl, Wtda'UplIll bcruguill 
rCllcuna ditell111kan (I:'tlalll pl'uktilwya, 

; t!tfllba.I1.F ~~ii --- --ItlID.JUJitiUtJtl3- - -
ho.nllfll ~~n ren Is It Wor(f1 It? 

CA~Cl(al) NJ 
! I ValUing a firm is a c0'nplcx las, Consider Intel, the manufacturer cl processors for personal 

computers, which elil enU) :'"5 0 share price of $73 (January i 9Sa 1 Some would say Ihat 
s,nce the firm's earn::1S5 ',a." c:ro,'n Cillliice the rate of the Slill1(I"I:1 & Poor's(iOO stock 'index 
,nlMe last five y~ars, In121', slc,:k IS ul1dervalued at a price/earnings lalio 0118, Others note that 
:~:el's stock price has :""", ;:'~c;"f II, ",ent ye3rs, and il properly fi~ilecls the value of the firm, 

0: IS Intel overpriced or underpriced? Selanjuillya slla,~,'l simak di haia.71an 1015 

--------,-- ------
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n"h 20 K,mp,,,.w; '!,co"."",." <1m, Po";,";,, '"h"cl"p r'+'h'~ 
enggunaan Bonus,yang ,Lcbih Luas dilripilda GiI]i (i1SM ; Durilcpll I I 

31am suatu usaha untuk men(iurangi biaya·biaya operasi IC:J~, ~':''''s:''v ~ ,'rusa~aan sedang 
engurangl tunjangan pensilJn dan medis untuk karyawiln·k"'y<lWDI1 '!ell'"l ak!,t dHn slJ(j"h 
!nsiun, Mereka juga sedang mcncaricara untuk mengura!1;1 S:r,;":U: g" c:asar, yang !e,'utarna 
erupakan biaya tetap, Jika seorang karyawan diberikan suaL, cEr:'n;",,,an, penrngkatan ilU 
enjadi suatu ketetapan da1 harus dibayarkan sel12p [::~L'~ "pc;a di~ur.a:~an un!Jk 
emperhitungkan pensun ~aryawan dan tunjangan,tunj2;",g"n ;ii' V,"'! c'l',,!3'~CI' ~!2h 
rusahaan, jadl secara e'ekU' rncningkalkan jumlah bia~a [0':1,0 

Perusahaan'perusahaan chpal secara efekUf menC'Jri1,,;i [13,'J ;0:2;) d ;ngan r",snjaga 
naikan~kenaiknn gajl dasar :;ampui pildn welL; mirit1iu~, SC:::GJ: :a~bahan, perusahaan' 
rusahaan sedang berjuang lI"llik meningkalkan eiISiOr,S G,lr :)12(\,:·k":,,s ~ar,a".an cada 
'bagaiLngkal: dengan menO;"lJkan ~cr.,",c3r8r :,lee,'. :,,',', 'c' ~'C"10"a:3n 
'duklivilas yang serupa, 

Sebagai conloh, Duracel CIJrP, rnomO!ivasi karyill'lilfl den":: ·"'c:"~c'J.an :;;::,8:; p}~an 
nbedah sahClm pada karY;]\'·';Hl /ulf.tif11!} dan pnr1·tirne K,::, :l\'dn t"'c:){"1('ocl1ar mrrTii!i.~,1 
lit! kepnelingan yang bes,lr d:li,lrn bagl1imana perU,.,;r,rUf1!' "',:.n:,.1 rj,lil sr;af2,~, rie"I\Jan 
1i mernbuat kenaikan·ken:ll~,"1 (ken~ikan dalamllJrga Sill'," "",,'::',, ~>]:1I ;,,~:, ,.:13Cl,:1 

9 nyata atas kinerja", menur,,: Gary Fox, seorang mar';"J!?: C:'",e 
;isi lain, adalah suatu tuga" )';lng rumit dan sull! unlllK 1101:"u"1 :'::;',.0"1';'9',,,: v,l;: C,',:l 

}ncanaan insenli' yang se,,,:,1. I rlscnlii cenderung kC:"!'~"'0JI1 :'er~,i' ,iii' Ii] S'O:I:an 

tu bersamaan dengan kaf)'i!\'I,lrll11uIJI m0,rnpCr1lm~J1:',>'" :", 1; ! " ',: ,_ :', ,Ie',:, .:,ei,: 
Ipensasi. 

) AT&t yang Baru Mem'okuskan pada PembJyaran Pild,:~:'e,j~ _._- ---'----1 
ichael Armstrong, CEO AT& T sejak Oklober 1997, ingin ;'-:,t~at-;e'US3haan menjadi lebih I, 

guiltungkan dan lebih cepal mcmbcrikan respons p!1Cja kt'jl:luhJn":~hliIUI1~~ pelangpn 
iU aspek kunci dari rencarlarlya iJdalall pembayaran ur.:'.ik klner!", ,",",','.2,r I: cerSGC, daf! 
Ja eksekutif AT&T mendapalkan bonus mereka terkail pilda tUj',:lc,tU:,'1 <. ;n::"i' ie, C""' Ik 

ualan, biaya, dan laba, JUg:1, sebagaimana peusClilJ:1'h,,':Us<:' 'ii' :,;::1 "C', ";:: <:,Cd' 
kulif'eksekulil puncak akan diharuskan membeli saha:n perusa'a:m I.' '::;>, ''',,,-, '\ lr, ,~-,~ 
I insenlif dJn lujuan mereka c~ngan insen:,f diln ,:'."<, ,,' -:, "" ;«',~ 

Iber: Oerdasarkan inform as I pad a "New Doss, t1('w ,~' 

122·132, 
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penghargaall'l"('nbhargann masa dcpan, Gnji dasar dan ~aji. ~onu~.lunJ~ 
/Ita\! tamh:dlnll p('I1~hOl"ilnl1 dil1<,>:c'siil~iknll pnela ~1I;1!. IlwnnJc r IjI,pclwrJ 
dan pada ;,il3l !,,)nlruk·kolltrak IWllipelltiusi d!tinj:lll ulall~ dan (,liperba. 
Keduanya pada umumnya tidak dipengaruhl 01011 kmc;J~ mamlJ,or sa , 
sei>ngnim:ln;) >\lulU 1',:ll1bnyariln bonus, SlIutll penollt.l,an, lI~hlr:nk,h" 
terhad.llJ 10111;) "",,-,,j'\llir PllJl~ilk eli 1.070 PCI'UW'W;l11 ell 13 llldustn . 
menunjuk!;Clil 1>:1I1"'D p<.'mbuyarun bonus adaluh bn)jian yang tumbuh p ,ing 
ccput dari k,,,npl'Il"Ol;j tOl;11-pcrusahaan·perus:.hnan bergerllk kc. rah 
penghubungun lleIllbayaran eksckulif dengan kinolja. l30nus median a , lah 
80 perscn d3li g;IJi llllt\lk pcrusahaan·perusahaan yang dicontohkan. dan d, am 
bebcrapu inauslri uonus medi[lI,nya Icbih besar dUl'ipuda gaji. Sebagai co 
dalum imb"tri j:l!':l \:cllangan bonus lllediannY;l adalah 255 persen da 
i:~1ta.r\J.la.-: t!)1 

PERAN STRATEJiK DAN TUJUAN KOMPENSASI MANAJEMEN 
----.----------.-- ._--------- :';"r 

Peran strate;ik Kompcnsasi manajemen mqmpunyai tiga aspek: llLk' 
kondisi strutcjil, yang mcnghlldapi 1'CJVllnhaan, (~ulnmpRkd(l,i kecl;l,g 
manajer untuk 11lenel'ima risiko dalam"p'cmbuatan kcputllsan. dan~) .\~ .. 

• etis tertcntll. \: 

\ ' 

PeEIi ~ .. ~a ng an l~-'·l·". ne ~\n ;\}<"o!~~pen.:'iLLI;l.L!L1!.~t'l{~I~(",-o_n;..,;do:.l::..' s:..i_"_k_o_n-i4' ::..::.. 
S!.F_~_t~j i~..: ~: :U1 f' . .:\(L~ , 

Hl'n~aILI i«()mr"n!'a, i ,,,,hunu;nya didasarknn pada a'nalisi& atrat "il{ 
perusaha3n-·-'~c':'l1rJL<n dan lwlemuhan, kompetitifnya dan:raJitor~fa ~'or 
kcberha.ilan :u,"s. 3"j;dan dCllgUI1 beru,~ahnya kondjsi·kondilli!l~r!ltej* ng 
menghaaapi J>Cl'USnh;ln ciari waktu ke waktll, rencuna kompen,asijuga p: at 
berubah. Scbn~~:; ,,(,,~! ,)h, pC'r\llnhan-perubahun sll':1 tejik perusahaan sej nn 
dCll~an produk'p""dui(l))'n j,c'q,:era\< Illelallii raSC·r,b" siklus hiclup pcnju n 
yung berbcoa-fa",·ta",. I'l'ngl'1J:li:ll1. pcrlllmbuhnn, k(,(jp\\'nsa:m, dnn penuru·. n 
produk dari 5,;':1,,, hi:' Ip pelij·.l:t!U!l (Bab [j). SeJuhn dengan produk su tu 

( i 
J F'eraga 20·1 l'enyeS\li'.ian Renca.."1a K~mpen,sU\;\,;,mtuk Kond1si Stra;' g1 

\'':\~;'< Pt~r'-:.eda" ,I '::') \ \ ,.--".-------------:-':.:;;:.......,..:..-",,-0__-----.-4--- I; 
:. '" ~. 

~~- ~, .~ I 
I. , 

" 

Fase Daur Hid"lP 
Penjualan Prcd'J~ Gaii Bonus . ,;~ Keunlungan 

~'---,-c.--"-.----c.-,"'""\,-:-\~\-n_e·--no...,;,..lo.."u"'d'I'"~...".~oJ::,~j~~\\..,~ 
:-c,'(-, 'ou\~ ..... t.1.:\ \-t,'r. \("0 '" 

Pengenalan ~'rcduk 
?er1umbuhan 

Rendah Rendah C' 0 1 '10 '" \ \ J" . 
Tinggi _ Kompetitif \'Q"[,,,~t' ,)( l·('l. "'-
KompeUtif " KOffipetitif c;c. ( (0 n' J'<'" 

i ,"; Ji Ruodah ' KClI11pC?titif. !'.i -, 
:-::-_:-_~~. ____ - :.~:, ,',,0('\\)( r(?r,:\ I'"~ "r/)\_~ 

PendelVJsaaq 
Penurunar, 

'KJnci peraga: '~;;)' 1;,,:.:' l<,'I,e:.,·, cni3ra rendah dan tinggi .. , .. " 'ow" FPr; ')"!~'a '.lr ,;.,~ 
Sumber: Oiadopsi OJli Ge0rG~ r l .. il!',Jvich dan Jerry M. Newman, Ko:npensasiBurr: Rldge,IL: Richard ~7\',;:, 
D, Irwin, 1984) hal. 12, F:;;J \' 82\inJarajan dam J.K, Shank menarnpiikan pendekatan yang senJ~ .Q'''' \ 
dalam .31056 dari ,'onsep 8os:on Con,ultign Group: mer,lbangun, mernpertahankanm menual, dal U f" ",' 0 

'ManaJemen Bwya S:ra',"G': Pen;8ndalian Penyesuaian terhadap Srra:egi,' Jurnal Manajemen Blay' "e,I> ( 
Fall 1992, hal. K2~. ' , • 

• D(i!cl~te & TO!Jchfi> PCJ'.':-2',·: ~? .t..P[;~ 
;;- ::~r. pe r.la:ion, 

1,(r 

I 

J 396, citing a survey done 1:1 Iho conference Board lor t99 1. 



_ ....... ,. . ----"-,.1 ....... ~ 

,I • 

I'ilb 20 )(ompem:1;:i :'[;;i1<ljrllwll dan Penilaian terhadap Peiusahaan 

thaan ,bergerak dar'i Cas: pcrLurnbuhnn kl' L1~e kl'de\~'asaan, strategi 
lhn~n)U'~a ccrgerak dan (hferensiasi prodllk ke kcpcmirnpinan biaya, 
aat Inl t.clJadl, rCJ1C:llla kompeJ1snsi seharu:;n'''l h<'rub'111 o"'J"""I' t~n 

t t' l' -' - "'c( "b" " ggnpnn 
:P : .. ra egI yang J:lru .. , Dalam Peraga 20-1 k::lllli melllkiskan bagaimaJ111 
)e~ Jl, bonus, dan gaJl, bonus, tllnjangan, alau l:llnbahnn penghHsilan 

llbah seJalan dl'll!,;all perllsahaan dan prodllk-produknva bCl'C'crak di 
ang fasc-fase yanV h"rheda dari siklus hidllP lll'nju:1i;lil. - -, 
at dalamPeraga :!il-J hahwa ballran ketiga baf::an <1:1)'i kompensasi total 
It berubah seJalan dcngan b~rubahnya kondi~i-k()n(L,i st.ratejik, Sebagai 
, ~'lI1!m_Jase __ kedl'wagann slklllS hidup prorluk 1)'1(i'1 C'l~t kon1p . . ' l' I---- ' -. • , .,," ensaSI 
_l!n.-&2!l£!lJ_.£I~ ~ 1a 1 Yll.ng terb~Jl.?r:Alln penlsa h ila:1 tcrtarikda-fanl 
:rtah<ll].~an suatu p:lsur yan~ terb;lJ1gun clan n1L'lli;cr.dniikan-biuva-binYa­
~-"c~na ~_oll1_p.<?_I"l~asl yn!1!{ dlsr;imbangkan ,Lu'i gnji ynng komp~titif, tl0~ 
Ian .tunJ.ilngnn drbutllhknn untuk tlWll:lf'ik. "l<'ll'otlvasr dnn 
~rt~h.~n~ ?1111~annj"r-l1lan~ljr:::ya_~1gJl'Xb:l i k. BahiOlll;. lll' llajclllcn p:lI1cak 
_rtlmbangk~n k"lldlSl-koncllsl stratc<jik khusu_., :.al\~, Il'lcnghnclapi 
~aan. scbagill sualll pcrtllllbangan dasnr daLll11 r~l,-'n""!!1ba 'lgkan rcncana 
:1S<lSJ ~u.n n1c.rll~~1I;11. pcrllh0han-pc'rllh~lh;ln SI'_l;'t!:ll1 (icngr n bprllbahn\'~'~ 
-kondrSI st.relt,,)rk "_ /, l • 

j ',I 'I" ", ""; { "\ .0 

M f. 
~anan cncl'il1la H.isi){o (lUsl, A\'l'l',ioll) dan I\'Jmpensa,,;i 
jelncn \1' {," \ ,/,11 .,' 

lr: n? lnanajcr I11l'11('ri 111H 1-1si ko (Rit:;k A \'(' rsi()!i ':, !'\'lfl til' r:-! l'rn i~ilci da rnJ_'ak 
~ntll1g dalam pCl1lbuntan )q::putusan nih,: 1\-,1, ,,~:, ",",:i'_,I)Vr,:~"t C.-,,,. 

Kee l1gannn mcncrima risiko (Ris!1 Al,,'/','-'<l": ado.1:11'. l~ccenderungan 
lcbih mcnYlikai keplltllsan-kcputusan d._"l,:,l .. hai':!-:lf,sIl )'nng clapat 
kan daripada hasil-hasil yang tidak.pasti. ,(;."ULi!l~ !""!lajn rish·Ql.'cr-E".' 

an tcrhadap kcpuLusan-kcpllt.usan ynnf( rl:1p:1~ !11emtliki >,uat.u hasil yang 
asti, bnhkanjika hnsil yang diharapkan t0ri'"but l1H'll\H_'11J1tllngkan. 
agai contoh, seorang lnannjer rish·al!cr.",'(' 11}llilgkil1'!1l"1l1batalkan suntq 
lsi pcrlcngkapan buru yang dircnCallak(lll ,lkal1 111<"1l;UI'.llq;i biayn.biaya· 
erasilJ.tljika terdapat suatu peh;,nng bah\\'n biaya-bhY:i non-operasi dapat 
~kat, dikarcnakan pcrsonlon-pcrsonlan pCllla~al1gan "t ;HI kdnt,,,han­
hurt pclatihan knryawan ntau "lasan-(.!nsc1r. -"nn~~ ':, ,,',. o;c'\':l!t!'l';:,n, 
)mcn puncak dan pcmegnng sahnm pcrllsah:1n!, 11111 n :1' r:1d::<l, ,'I' ,;';0 

lon-operasi tambahan scbagai bal ynng rclalifLdak "ih:~liiki.\Cl tc(n.'.<.-Llp 
i untuk pcngurangan biaya-binyn operasi. l'crbcda:H1 didnrn suciut 
19 mengcmllkn kar'cna bonus manajer'ccncicl'ung ~ccara lnng,"~ng dan 
signifikan dipengaruhi oleh hasil kcpuluS,llI, SCllwntar(i h'lsilnya 

ung memiliki suatu pcngaruh yang rclati!' kcci~ 1':1(( .. Incru;;"hil:m dan 
.rena itu memiliki sliatu pcngaruh yanf: n,lal Llkei! ,~'i' ,,; el,' ;!,e -,u:::0cmen 
t dnn pemcgang-pcmeflnngsnhnm. 
lcana-rencana kompensasi unpnt lllengntur 1!.('(·ngnn:1l1 mcnerima fisiko 
l~ersTo-~l.secaracrcktif dcngnnsccnra hnti-hnti Hli'J11ilih baurliit gajL~~n 
IalamkomEe_~sasi total.-Seil1nkin besar proporsi bonus dalam kompensasi 
:cmakin besar insentifbagi mnnnjcr ll(ltllk I1lcn,ghindari basil-hasil yang 
,0. Untuk mcngurnnl-ji dampak-,lampnk kecngannn I1lcncrima risiko (Risk 
on), sehnrusnyn tCl'cl!\pnt sunlll proporsi gnji ynng l'clatifbesar dalam 
lnsasi total, dcngan sliatu por:;i yang lebih kedl dalnm bonus. Penentuan 
lbangan yang sesuai an tarn gaji dan bonus harus mcmperhitllngkan ketiga 
I kompensasi tcrsebll t. 

J 
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Pengenda.l1an Manajemen t 
lsu-isu Etis 

\

DUa isu etis lllt'ngcllluka padn saut n1C'rancnng dnn mengimplementasikan 
~rencanaan kOIll pl·n,: a:; I.' : (1) tin¥ka t kompcllsnsi kcscl urlJhan dan (.~) tindakan­
tmdakan tldak ell>, :'1_'p,·tO 5il,:\l! l;:por KlnelJa oleh mnlJaJer-manaJer. 

. ~, 

Kalla" pembayaran eksekutif terialutinQ~j7 ~G.JI c~O ~r\C\\L( h"J~1 
Terdapat suatu kckhaWHl.iralllllllUI1l bahwa pembaY!ll'an cksekutifterlalu tinggi, 
dan peke~a tidak dibcriknn komp~nsusirelalif tcpat tcrhadap gaji-gaji dan 
bonus-bonus ckscklltifpuncak yang sangat tinggi, tcrutama selama masa-masa 
perampingan perusailalUl. J Kol11pcnsasi eksekutifyallg' Lingg; bukan merupakan 
hal yang sepele, bebcrapa orang berpendapat, dan pcrencanaar. kompensasi 
tidl\k etis. Orang-orang yang lain menunjuk bahwa sebabrian bcsar eksekutif 
sebanding dengan kompensasi meceka yang tingg; lwrena mereka membawa 
nilai yan:ijauh lcbih besar ba~ PCI usahaan. Pemegang saham dan pemegang 
obligasi yang melihat Ilwncrima dp.ngan baik, dan melekatkan hal ini pada 
eksekutif, cenderullg' rnelihat perel1canaan kompensaBi sebagai ha.) yang adil 
dan etis. Sebagai contoh, pada saat seorang manajer kunci meninggalkan 
\Val-Mart, saham pcrusah.,an jatuh 4 persen padu hari pengumuman, 
menunjukkan betap.1 pcntiIll,inya investor I11cnempat.kan harapan pada eksekutif 
ini.' The /lllana! Ret""I!IC S<'rvicc 111 Ilngkin menyangkal hak perusahaan untuk 
menb'U:';1q;i kOIl1peJ\"'" i .I :ll1l; ,i:l,·nl\lL.;nnya s(La,pi h .. l yang tidak mcasuk 

r-----------------.. -- . --.- ---.------ ----.-----.. ------

ffamp:,,;J ,:GrOm,,: '.~r;"";-<,,.,~ !, ',1;1 . .1 k3;C 'ner"~a bahwa bas· bas perusahaandibayar 
teda\; l','-,;:;:," 

Sumo:r: f'.er(IJS3r\: ' ,,: "si C',:: ""',; :~,": ·:'~.'"k S'Jr/ey. [3us:ness Week 12 Mei 1997 hal. 
4.1. 

._. ____ • __ ._ .. _. _______ ._. __________ ...1 

,.------- -- .... - .... ---- .. ,. 

Pembayaran CEO yang Tingsi f,jenaaslngK3rl Milr.Q1Er-rn~niljer Tingkat yang Lcblh 
Rendah 

Sualu penelilian olch pen~ilti·penelili di Sianford University dan tho Uljvorsily 01 Illinois di Urbana 
menemukan bahwa porntoayaran CtO·CEO yang ter1alu tinggi. rClald Icrhadap norma-norma 
Induslr! dan lerhadal' IIng',.a\·\;ngkal p9lnbaya'an maraieryang Icbin r8ndah, mengarah pada 
hubungi!nnya dtHlgailll'(:',al':ln~'3! i,·)rpUlaran yang leblh linggi Dada manajer-manajer lingkal 
yang let:.lh rencah. 11l,;)I'Ka'~·lilY.'i a(i;l!Gh bahwa pornbayaran CEO \d '0 I;:"J\)I itu me:ukai koseliaan 
dan mC!!'}~jS! r:an3;e·.i:.'>-·;.ijH ;-:'_'\:} L2~·~i.:· r8i'1':::!~h. 

',Gr0'. Com~~n'(lIK"" "::"",.".' \V"ek. 18 Marel 1996. haL J?·34: Excelulive pay" '"h. '" II 
"""I/ou-" I II A . , ....... L. ,'. . , ~ "0 ::," c ... a . P"" . ""l"' \ un ·,-x(>cullv,dby." 8uSJness W"",. I ~ )viC! 19S'/ hal 4U·4 I' "W' 
,,'<Sas G~I D._L, • .', 'C "B' . . , nen • :::.~ , ,~'.,,~" ;ro.r, ,,,',,1:,] I.,~ Qm;xu:y. uSlness Week. 30 ~I",el 1998, hal. 33.34. 

, .. d W"I ~I·e.,r I" .. ··"~/ 00 I',,·' 190G S·"t· Id 2< 
., ~ • ".... -, .. d. '_.' • '. h, Ie. s. a ",year vcIOI'01) at wa~marl loll hts po II' 

,"~ ch'ef d the n -... '.,. b . . ,s Ion ,.. ,. • I ,m,. ('l.:>~,)t;~ll sl.e:_) \.lSlI1eSS deparlem0nllo acc(;pl Q similar pasit'o I' 
1 ::'.~ I n a Vll]COm, 
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Bab 20 Kompen~asi' Man:ljemcn dan Penilaian terhadap,Perusahaan 

',aL The US Tax Court Illl'llgl1nalisis 14 faktol' kompcns:1si untuk menentuknn 
,akah kompensasi ters('huj masuk akal atau tidak, F'aktor-C<1ktor ini mencakup 
lalifikasi-kualifikasi Ill,\lwjer, sifat pckcrjaan, llkllrall dan kerumitan 
'rusahaan, dan kondisi-kondisi ckonomi yang ado'" 

, -
,dakan-tlndakan yang tid3k etis 

ldang-kadang rencann i;()lllpenGnsi m,Hlnj(,Illen nw:nill'rii;:lJ1 suatu inscI1lif 
Ituk tindakan yang tici:,k ,,'I is, SlInl.u cOlllll!J y,ulj,; lnkl'ILll a'!alnh H,J, Ilrinz 
lmpany, yang pada tal1lJ1l 1979 mcngungkapknn pcbngg:ll';oll lllnnajemen dalam 
,nyak daTi divisi-divisinyu,· Mnnajer-mnnnjer divd ["I"h mcnggunaknn ''r OM ~QrsQ.n d,\\~(1'4i: 
aktik-pra~tik pengenann rckcning, akuntnnsi, (1:1n pl'l;,p'r;I'l ;':m[; tidnk bcnar ' l 

olrl 'trr,('fJO h,) Ituk mentransfer pcndnpatnn dnd suatu pcnodc flslcd K,' ~uatu periode flskal ..J 

ng lain. Tujuan mere,iil tlclalah untuk mcncnpai l;n;:Kal laba target ynnl,: ( , Ii' 0 1 J 'J Cll) • ,1 () I (> I 

!JUtuhka'n untuk memcll:lngknn bonus-bonus. Suatlll"'I1,\'('lidikan 01('11 komite 
Idit menemuks.n babw:l lekailan-tekanan yang dira";lklln chn yang aktual 
Ituk mencapati tujuan'l.llj llan prognlm bonus I kin" ,,,,_ 1'\11''' kn!1 ,:uatu alasan 
ama terjadinya pelangf(aran ter~ebut. Suat.u ;,;,'kurang[ln pcnekan'an 
nnajemcn puncakpada etika dan pengendalian aK'll,\;\tl>ijuga memhcriknn 
,ntribusi pada pelanggnran tcrsebut. 
Bcgitu juga, pada SHIll Scars, Roebuck & Co, Inl'l11b;ly"r komi~i-kolllisi 

IryaWal\ toko mobil bcrclasnrknn pncda jurnlah pl,kl'rjlllll1 I'crbnikan yang 
Inkuknn. Itasilnya ndnLdl petn\)ehannn-penllH'\);lll;\l1 lillitih. l)vkl'l'j;'i(\'n ynng: 
iak perlu dan pekerjaan yang lidak pernal: cii!aku;"ll'o, eli ,clmp,n;,; itl! juga 
,ngenaan beban ynng (0rlalu tinggi unt,,;, ,'1,1<cr,j,',:110 Y"fog tel<1h sell's:!i 
lakulran. Penemuan praklik-prnl,tik pclnnggar:l11 pad" t:d","l 19,j211,i lllcrusnk 
snis toka mobil Senrs', lllcngh:Husknn Sc,-.r~ ''',-,LfT,',nti Kl,bijakan­
~bijakannya dengan ccpat untuk n1cnar~k kC!Hb~'di [,cLingg-an. Lagi-lagi. 
!bcradaan dari suatl.l tnntivasi yang SUIlft:lt ku,)t C!ik:~I't'nak~L S";[l1",U rencana 
)mpcnsasi, tanpa penggunaa n kompensas i )JC l1!-",cnda I ia nope ngcndnlinn 
mntansiyangdirancang untuk mcndetck"i ,Ian !ell',,,,, , Pl,,::1i'Sf'I\:'an, clnpnt 
engarah pada perilaku yang'tidak ot.is. , ",.' , 
Suatu penelitian olell pcncliti-pcncliti ,:i ~","I\i"r(o: "'';'''''''1-'',(\:111 :he Unl­

lrsity of Illinois di Urbann menemukan c)"I,',';" !"""I.,'::"I':ln C'Lu,( I~O ynn~ 
~rlalu tinggi, relatif tcrhadnp nornHl·l\On:~:~ lll::t:,.,tn <,1.1:; t;'r1\;~\L1JJ tlngkat~ 
ngkat pembayurnn Jl1ana,icr ynn~ Iebih rcnd.i"l!l, -.nCl\h.'lrdh pad<l 1H~bullgnnn.ya 
mgan ti;lgkat-tingkat pcrputurnn yang \t:i:ih :Ulggi pndn mnnHJcr:r::lanaJer 
ngkatyang iebih rendah, Implikasinya [lcl,d:lh \'ahw" l)o'mbll~·',I.r:1n U"O y2lng 
nggi itu melukai kcsctiaan, dan molivasi 1:1,;"a,::;r-.'1"11"J"], t"TI<1lt y:,l!1g lel)lh 

mdah. 

',lljuan.tujuan I{ompcn~~si MUI10j()lll!I1 . 
, .. kunci dari perusahRan udalah mcngcl11b[lngkan p(!rcncanaan komp~msa51 
uJun;' men yang mcndukung tujunn-tujuan st. rntcjik perusnhaan, sebagall1:ana 
lanaJC " T' T Juan tUJuan itetapkan oleh manajemen perusahnan can peml lKnya. "~_,,, - , ' 
:ompensasi manaj()J~en olch karcna itu ,k~J:sisten ciengan t,lga tUJuan 
lengcndaliun manajcnlcll scbagalmana ,lIdc111l1slkan clalam B"b lb, 

Tha 14. lat.:!or~ Ole set au\ \11 thc' Tox C':'~\lll IUliIHJ.in p'.d~·'(H C,11;;.r)\)l:t':1~ :::'c':;:,H:::,,""1i1ol, Inc,,\' ' 

" ~r TC Memo 19%,129 (311,1196), _ 0_ 'fA 
omm.ISlcn." ., A C ' "th· 0 In "anagemc'11 "Horvard BU~\:1CSf: ~.::~C'C-L I..h..IstO:1. " "H J H . ,C mpany asc on L ICo ,v, , '" ' d F "d '_ 

.. eln~ 0 . '. . 1 S/w'laniqol1.s: How ro 9f'!pct /\c("otJnl:n,; (fl:11m:ch or. ro.... j" 

jhal juga H. SChllH. FmonclC1 r; .c' ,.,1'1'11 1993~' (Inc! Jnhn" Gy!n(', S:~1,""1k(' }.t~:·rcr.s. and·the 
'inondaIRp[Jorts(NewYOIk .' I.rn.":.' '~(1" '--l.' 
~OSS'5 Paycheck,"Busi/les~ \Vvfo,,l:, IJ Uf.lvtJt~r l~~/. 1101. b" 
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PengendaUan Manajol1lon 

1. Memotiv;]si munnjer'll1nnnjer untuk melakukan suutu tingkat Ilsaha 
~ tinggiun\uk moncapai tujuan.tujuan perusahnun.. . 
2. Mcmberik:11l in"iicntT(yi\Jlg lopat baik manajcr'maniljcr, bcrtindak sc(:at:~11 
-~ otoliOli1i. untuk mcmbuat kcputusan·lwpulusun yimg kOl1sisten.rl"n(TA~1I 

~uj~1.~!l:.\\Ij\~p0rUS'anaan: ,d' .• . 

3. Sccara adilmcnt'ntukan pengharga -
tan keputunan mereka. 

Dalam Bab 18 dan Bab 19, tujuan.tlljuan· ini digunakan untu i 

mengcmbangkan sisll'm'8iston1 pengukuran kincrja (misnlnya. UBS·UBS 
biaya, dan invl':;t.1si). Dalam bab ini tujuan.tujuan tcrscbllt digunakan llntu 
men!;embangkan pcrencanaan komp(msasi manajcmen .. 

Tujuan pertarna adalah mpmotivasi manajel"lllanajer pad a suatu 
usaha yung tin~g-i ulltuk Illcl1l';'pai tujuun·llljuan pcrllsahaan. Suatu rnn"·.n~'~ 
kompcl1sllsi ~'all~ bcrdasarkall pada kinolju. adaluh 'Yf~nll paling ha 
tujuan ini. S~kl~ai l:ontoh. ::uatu rcncnna bonus yang akan mem 
penghargaan kepada mnnajer:1~ as pcncapaian tujuan·tujuan tertentu akan wpla~.111 
Tujuan.tujuan tcrscbut dapat .)crsifatfiuansial ataupun non·fin~nsi!d,JlulgKanl 
pendek atallpunjangka panjang.' ,.,...... .' 'd' ..,.- ....... . 

1\Jjuan kcdua adulah mcmbcrikall inscntifyang lcpat bag; 
untuk membu"t kcputusan·kcputCisan yung konsistcri dengan 
perusahaan. Tujuan·lu;uan perusahaan diidentiliknsikan dalam an.!ilJ.jsl, 
kompetitif stratcjik, dari mana d.dupatkan fukLor·fakLor keborhasilan 
perusahaail. Fak' or·f:,ktor kcb<.lrhiiSilan kritis mcnc"kup kcpuasan ~n.~",.1. 
kualitas, pcla:;an:l!l, pen~eJlltnnGan prod uk. daninovasi dalam produ 
d istribus i. I 'l' :'\I.-;J I' .. \:U1· p.; ,.OJ,;;\ haan boru~ahn un tu k IlH!Ilb'llnllkapkan 
faktor kobl'r}'"\.;·.' .. !,, k"i t ii; d .. · '1;'''1 lllcm['UIlLnya H,jJagai bagia.n dari kom 
manajcr. c 

Sebagai cOlltnh. i\ldJoJl:dd's l1lombol-ikan pcnghargaan kepada 
t 1llanajcr yang ll1l'IJ,;t'1ll1J:ll1gk:1l1 faktor-faktor 'iwlwrhasilan kritisnya-kuali 

JlciaY:1nan. kl'iIlT"ih;Jn. d:ln nilai-scJlerti Iwln~':1 Ilkllran·ulwl'an kino 
keuangan kOlw"n";"!1:li ipcrolchan, pcrLUllll',lIhan dulam p<>njualu' 
,Perusahaan'pC'rtl""iuan ;l'Pl,,·tj International Paper Company mcncaku 
faktor·faktor nOnkl'U:lngaJl sepel·tj kualitas, keam;JJHlJ1, dan pengcmba 
karyawan minoriws >t'oagai faktor·faktor dalnm perencanaan kompen 
manajemen. I\'lwlili:ln tehh menunjukkan bnhw:l pc 
seperti ini dengan l uju;\J)-l lljll~ll1 stratejik yangjcla~ yang dispesilikasikan 
fakfor.faktor k"bc'rhdsdnn kritis Illencakupk:;n faktor·faktor ini 
percncanaan kOlnr'cn'-:asi rllC'reka. 1 

Dalam menJelllo:lngk:111 pcrencanaan kompcn,;;]si, akuntnn 
bl'kt?rja untu~ n1('n~;lf);li kt'adilan dengan mcmbunt r"neana tersebut ~P'~Pl·)"In<'j' 
jclas, dun konsisten'. Kcadilanjuga berarti. bahwa suatu roncana terfokus 
pada aspek·aspek yang dap::.t dlkendalikan dari kincrja manajer. Seba.gai I'm,t"J.l 

kompensasi sch:lI'\lsnva tid:ik eli pengaruhi oleh pcng-eillaran.pengelt,laran 
lidak ~lapat dibit k.1Jl ",'cara l:ll1gsung dcngnn unit l1l:mnjcr. Bcgitujuga, kj 
llWn<lJer SeharLlSJlya dipisahkan dad kincrja unit m<lnujer tersc:but, I"'r<.>r;~ 
f:1ktor.f:lktor ckonorni yang ada di luar kcndalimanajer cenderu 

• ,-. I d D 1 1 ,,~ I" ., 
,-.lIter em ,.i...G~:I:','L Jo:o \..., ,;.:::Jny Management and the Cl ,oice'of Information and rewurd 

S;-'iem:}ourna.1 "~; .\C~·C'l.":.·:n\J 11c""arch (1995 .1Ippleomcnil.' hill 1·34: RR Bushman. Indejejiki~.'i 
~.)d A o;mllh. C:O '-Y'4·c·n.~II~f1: The Role of Indlvldual Pcli,'"nonco Evolualion."/ournolul 
r\C':"~~;:::;:l;''':g c::z.; ':'::C;-.: ,-;:::':-5. AV:-;j 1996 . 
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Bab 20 Kom . ~r . . J', .:. 
pensasl n' annJemen dan Penilaian terhadap Peruiahaan~99.7· 

Jengnruhi kineIja unit. Kea~ilan d~lam pemahaman ini sering kali dicapai .j ',:, 
In mendasarkan kompcnsaSI manaJer pada kineIja relatifterhadap tah~ . 
I sebe!uII?nya atau pada tujunn-tujuan yang telah discpakati, dan bukannya 1. 
perbandmgan dengan manajer-manajer yang lam. • I 

NeANAAN BONUS 

!m!~~tl?,OIl.u.s ?da!ah hngian ya.ng,tumbuh paling cepat dad kompensasi 
lan.sermgkah merupnkan bnglan yang paling besar. Tcrdapatberi:;iigaT 
\a p~mbayaran bonus yang'fnungkin dib"rct y"ng da,-.;u dikale~orikan 
~t ~"Iga~spek kU~l,:i: . ti 

Das.arkompenlla~i, nrtinya, bagaimana pembayat'!lll bonus itu ditentukan 
Ketlga dasar yar.,g p~li,ng lImu~ adalah (1) harg:1 saham; (2) kineIja yan~ 
~erdnsarkan atas ULS.U13S blnya, pcndap.d an, ,:lIn. ,,[au invcstasi' dan 
,3) balance score card ' 

~ump~lan kompensasi,artinya, sumber dari mana pcrnbayaran bonus 
:lJclanm. Qua kumpulan kornpcnsasi,y~I~B'paling lIll1um adalnh pero\ehan 
1alam td..§§llli!n~cr ~cndiri dan suatll kum'p'\'tInn scfii-""g"ijerusnhaanyang 
rerdasark!1"~. pada pc ro I CfiCi'i11Q't a \ un tu k pcrusa ha an. 
'ilih!':1!:P-1Iihn11P£.mhnyarnn, mtinya, bag,ii'tn;;,;t"f,onu., dibprikan. Dun 
lilihan yang' umllm ndalah tunni rlnn saham (bin~ayn snhnm binsa). TUt:lni 
ILau >!uhalll r..IapuL dihel'ikUIl buik sccaru jangJ,a ptlncicknllln atau 
Iitlll)gguhnknn pada tahlln-tahun yang akan c1atang. ,J lIf"ll, sahnm dllpllt 
libcriknn sccara langslIng ntau dilladinh k,,,; .1:1:.' 1:1 h·,.\ 'd;, stock options. 

<dasn~ untul~ I{olllpcnsasi Qonus 

Insasi bonusllapat ditcntukan pada d~arhnrgasahnm, \J kuran-ukuran 
ls"triie.iik -(tJ"SS'~UBS biaya;-p<mdapatl1n-;'l<ioa;-uiiu in~'~stas[),"aiau 
t_~QreCa;:,ntakto;'" fald:or kebcrhasiIankri I is l. ' S~bnga i:ontoh,pnda 
litmnnajcrdipcgang Hecani publik, hnrga sa\lnmmcl'upnkan suatu dl'.sar 
~\evan. Pad a saat hnrga suham digunakar., jllrn1n.h bor~ tiS tergantung 

ghubungkan Penghargaan·penghargaan dengan Ukuran·ukwR'1 K:r:~rla pada 
eer Petroleum . 

sahaan.perusahaan memahami bahwa luJuan·tujuan stralejik !ebih ce1lderung jl.capai iika 
sahaan mencakupkannya dalam kompensasi manajemrn. Sebuah perusdMan minyak 
lQUnakan balance scorecardsebagai dasar utuh unluk memperhitungkan Kompensasi insenlil. 
:alla insenlif yang didasarkan pada balance score.card adalah sebagai berikut : 60 persen 
IS eksekullf dikaltkan dengan pencapalan empallndikator keuang2.~. relum on c.1pital, 
tabilitas, cash /low, dan blaya operasi. 40 persen yang lersisa dari crocus dika·.tkan pada 
aoHndikator kepuasan pelanggan, kepuasan dealer, kepuasan kai:i3wan, dan tanggung 
b Iingkuhgan, CEO perusahaan mengatakan bahwa menghubungKan k~mpensasi dengan.; 
skor'telah membanfu menghubungkan perusahaan dengan strateginya. "Saya fidak mengenal 
,ing ipanapun," kalan~·a. "yang memilikl derajal keterkaitan seperti Ir'. Hal ini memberiken 
·hasil bagi !!ita', 

,ber: Berdasarkan Informasi dalam R.S. Kaplan and D.P. Norton," Using the Balanced 
ecard as a Stralegic Management Syslem,"Harvard Business Review, Januari·Februan 
I, hal. 75·65. (name ol.actual companydisguised by the authors). 
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padajumlah peningkatan dalam harga sahnm,lltau pacln apakah harga saham 
mencapai suatu tujuan pasti yang tclah ditentukan sebclumnya: Begitujuga, 
pada saat ukuran-uk\lran kinerja stratejik atau faktor-faktor Iteberh~8iIan kritis, I'! 

digunakan, bonu~ t!''(Ii'mtIl1 n\da 'umlah erbnikun dalnrn lIkuran:atau pad a " 
pe~~,E..aiansu~tu_~\ljual::xal1~ t~lah ditetap.~s.£be~,l~nny~. onus apa. rH" 

'-ditcntukan donlpnllHJll1lmnciingkan harga saham, ukllran-ukuran akuntansl'i' , 
atau faktor-faktnr kcberhnsilan kritis untuk seorang mnnajcr tcrtcnlu alau'! i' 
manaj,er-manaj('r ya,ng lain, ·Terdllpat\.t!G~~ar~untuk menentukan bonus.~, ,/'1\1" 

BO, n"u" s daput _,d].'i;),,>l.a.rk(Il,L, p;.da..suatu parO};ndmgan p:;da (a)" tah,un,~taIi, ,u, nL:', I' , ' 

seDef\imnya, (b) SUllt,u Unlillil¥lIl1 atau target yang tclahd,tcntukaIHei>elumnyarlt '; 
, at.8u--(ci) mariajer:manajoryang lain. 'Dcnglln mcngbrllllllkan'suata'sn'ggaran', I'll; , 
atpu pcrbanding:ln pada tahun-tahun sebolun1l1Yu, lwrusahaan-perusahaan'i,i ,: 
mcnghindari pcngaruh dan faktor-faktor yang tidalt dapat dikendallkan. "\ II 

Pilihan dari suntu dasardatangdari suatu pcrtimbangan atas tujuan-tujuan I 

kompensa~i. sebogaimuna rligarisbawahi dalam Pc raga 20-2. Suatu pilihanyang H ! 
un'ium adalah 1l1~I1gglinakan uns-UBS biaya, pcndapat:In, laba, atuu investasi ~ t ; 
karena sering kali nlCrupnklln suatu ukuran yang baik pacla kinerja ekonomi; \"; i : 

o\c,h karcna itll. 11 BS-lTBS tcrscbut mcmberikun moti\' asi dan dirasakan adil: , I' , 

SeJalan dengan banyak pcrllsnhaan yang bcrgcrak ke nrah suatu pcndekatan " ' 
yang lcbih stratl'jik pl\da manajl'mcn biaya, mcskipundcmikian, penggunaan"!' : 

, , 
1 ' 
! 

; Ks\U\&,'UJan dan Kell'lTllJ:i,I.11, l'L'I'\1al:::1.1 Pas3.l'-daSlll' Kompcnsl,:l Bonus 

~Iotlvasl KepLJluSan yang tepat 

~ Siham (+/.) Terganlung pada apa,ail SJI1JITl (t i konSlslen dongan (.) !-.ckulangiln kemal11jluan unluk 
, dan stock oplions tereakup di dalam 

pembayaran dasar dan bonus 
, (-) kekurangan kemampuan 

'II mengendalikan dapat bersitat lidak 
I, memotivasi 

kepenlingan pemegang mengcndalikan "rq f'-' M , , 

sah~m \-lq I! ttt. '" :",',,1
1
' I' 

<:-) 1-,.-") .J'Ql.,o' ....... ~ "'''I' cJ.l1. • ' • 
\ ...... t-d.a.l4" 0" y IirOro} II' 

II 
Jrln-ukuran . 
Irja $tarteji k 
IS-U8S biaya, 
dapatan. !aba, 
rwestaSl) 

(+) secara kuat me'motivasi jika ' 
fak1or-fak1or yang Udak dapat 
dikendalika~ tidak terca~up 

"-ft I>\e.v.bolA, Me.~ 

~ S 

Jl'f-', 1'1~ f 0-:1<:. P'"".1U(dfc
t.) 

H seeara umum merupakan 
suatu ukuran yang baik dari 
kine ria ckonoml 
I') piida umumnya memiliki 
Slillu tekus jangka pend~k 
saia 
(.) jika bonus terlalu tinggi, 
meneiplakan suatu insentif 
untuk pelaporan yang tidak 
akurat 

(+) inluilif. jelas, dan dipahami 
dengan mudah 
(.) isu,isu penguk:Jran; I 

perbcdaan·perbedaan dalam 
korwCnsi akunlansl, melode 
alokJ~i biaya, metode pendanaan 

nee secrs i (+) secara ,ual memolivasi jika (T) konsislen dengan strategi (+) J'ika didefinisikan dan diukur 
! fa,lor-fakf:lr: lak10r·tai<1or yang tidak dapat ' 
Irtlas~an krnls dl,el1callkui tidak lereakup manJlernen seCilra hati·hali, CSF-CSF 

\ (,) mungkin dihadapkan pada cenderung dirasakan sebagal hal. 
'1 r.\ ell e,1' r-~ tall c JZIp, '" o:,p..r \'l'\r.\ pelaporan yang tidak akurat yang adil 
t'\.0J~t .... \Cr1t1r.o.r \~\., bill: (-j iSIJ,jsu.pe~ukuran polensial. 

,~Ir:i"'~~f4Iot~;;;r:;.J-;:U:;:L<;:\-::;~J,.::f:;;U::~~' r-::::~C.:U~S~IV=~~~r 7.r:ct:::\-..:'~f'o~.::t.~"-~o~,,\~ ____ -=-se~b2'1IJaimana -dliiffis , <( l{ r 
l +) berartl dasar lersebut memillki sualu dampak pOSI!11 pada lujuan , 
(·l beram da~r tersebul memtllkl suatu dampak negallt pada tujuan 

T 

':ii! \ 
I: 

I 

Ii 
I 
I: 
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I, 



~.=....:==-=-====-=-~: .. =~.-=--=-====-- --------
. i 

Bab 20 Kompensasi r-.lanajemen dan Penilaian terhadap P j :ahaan 
faktor-faktor keberhasilal1 kritis dan ukuran-ukuran yang berdasarkan harga 
sah.am dalam kompensasl ccnderllng meningkat. Chrysler Corporation, Inter­
natlOnal Paper Company, oem perusahaan-perusahaan lain scdang menggunak.'ln 
faktor:faktor kcbcrhasilnl1 kritis dalam eara fnL Juga, ukuran-ukuran akuntansi 
yang be,.'dasarkan UI3S dap<1t rncnycbabkan pcrnbuatan kcputusan yang keliru, 
Sebagal contoh, pada ~nat suatubonus dikaitkan dengan laba bersih 
konyc~si()nal, terdapnt sllntu insentifbagi manajcr-rnallnjcr untuk menumpuk 
pcrscdwn:l karena sunt II p<'l1l11gkatan dnlarn petsedinan akan menyebabkan ' 
suatu pel1lngkatan dab III laba bCl'sih periodc saat ini Oihat !lab 18), , 

Pooll{0I11P_C~I_~i Bonus fLI' .; ,""I' ,rr 

Bonus ~eorang manaj('1' d:lpat dit~.!.1.!.\l~~~ __ dr:lnl11 npa yang discbut sebagai 
kumpulan yang berdasnrklln uni~ yang dia-asarkan pad a kinerja unit 
manajer. Sebagai cOl1luh, klll1lplllan bonus l1lunr:kin ditcntukan sebagni 
,(clebihal1 pcrolehnn-p",.ol!'ilan eli tingkat [lC'rlisahnan Iphih dnri 5 persen dari 
nvestasi di tingkat peru;;: dH1l1n , Selp.njlllnyn ini nknll nH'l'lIpnknnjumlnh ynnr: 
.crscdia untuk bonus Ill: II I:ljcr, Munculnyn klllllJlulan ynn!; berdasarkan unit 
1(1.1 lah ll10ti va si yan g k II: II. 1":'1,i mannjcr-maniljcr ya ng efe k l i f untu1;. berkinerj" 
Ian menerima pengh;!I'I:":111 atas llsaha n1Cn'kn·-po[(,n.,i ke alrs bngi manajcr 
ndividual sangat mcrn()l.;v:Isi .. 

AltcrnatiF;:va,jumlah bonus yang tersedia hagi scmua manajcr 8cring kali 
nerupakalt2Jsuatu kUI1Ipulun pada tingknt pcrusnhann yang 
likesampingkan untllk tujuan ini, Sebngai contoh, kumpulnn setingkat 
lerusahnan rnungkin mcnlpilkan kelebihan dari perolehnn-pcrolehan perusahaan 
Ii atas 5 pcrsen dari invl'st:lsi oitingkat perusnhaan, Bonus manajer masing­
nasing i1nit ,·dllnjutny'l d itnl'ik dad kumplIlan 111l1111l1 in!. Rcncnnn kompensasi 
)onus General EIQctric Corporation mencak1Jp pcmyntaan berikut ini berkenaan 
lengan kumpllian perusnhann: 

"jumlaL maksimal dalam setinp tahun adalnh 10% dari jumlah dengan 
ma'na perolchan-perolehan bersih yang oig:lbungkan mclebihi 5% dari, 
investa~;j modal gabullgan rntil'rata", 

(General Electric Corp., Proxy Statement, 1995) 

Pada saat kllmpul~ bonus didasarkan pucla unit,jl!.Il1lah b~l!_\l.s_~mtuk mannjcr 
'arig mannpun terbebas' diirrkirierjamannjer-manajer yang lain, Sebaliknya, 
Jada saat suatid{Umpulan sci uas perusahaan digunakan, bonus bagi masing- . 
nasing manajer terguntung pada suatu earn yang telah ditentukan sebelumnya , 
lada kincrja perusahaan sebagai suatu keseluruhan. Kesepakatan-kesepakntan 
'ang digunakan bersama tersebut sangat bervariasi, walaupun suatu 
~esepakLtan umum berlaku bagi semlla manajer untllk berbagi scenrn adil dalarn 
~umpulan bonus seluas porusnhaan. Sccara umum, kumpulan seluas 
lerusahaan mcmberikan sllatu inscntifyang penting balr: koordinasi dan kerja 
:ama di antara unit-unit rli dnlnm perusahaan, karena se nua manajer herbagi . 
lnlam luha-Iabn perusahaan kcscluruhnn ynng lcbih besnl' yang diha~iIkan dari 
Isaha-usaha lintas unit. Lebih jauh lagi, orang-orang yang berrikir bahwa 
lcmbnynran eksekutif terlalu tinggi sering kali juga bcrpendapat bahwa 
lemhayaran yang bcrhubullg'\I1 dengan kincrja pcnlsahann se~ara kcselurulo\ar 
ehih dislilwi, karena seI11ua manajer berb~gi dalam kebcrhilsllan perusahaan: 
(ami meringkas keungglilan dan kelemahan mas'.ng-mnsi.,g pcndekatan dl 

I(umpulan_yang berdasar1t!n 
un~ aQalan metodeliiUi .. .. 
mmtukiri_~~ 
de_ngan i<inerja \riI~. 

\cJ dX~J J r "\ ( (' f 

., C"r Y<J \ (-'l , ,." 

,1 £'r <l (\ ri ~-;' "9 
/ . 

dlnl.I.~l\rOf\ rl:';, 
j I· ',' 

« 1(\ f( \<" rJ('l; 

t f ,'\) J l", " . 
i 

j i 

! 
i: 

lalam Pcraga 20-3, 
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5erCasarXan unit : 

:2iuas 
;:·:r·J~haan 

Pengendal1a.n Ma.n!\lt.'II\l'11 

Keunggulan dan Kelemahan Be.rbaga1 Kumpulan Bonus 

Motlvasl 

(tl rnolivasi kuat unluk seorang. 
manajer yang efektif - poten5: ~~, 
alas 
(.) Iidak memotivasi bagi manaj"r 
unil·unit yang secara ekonomis 
leoih lemah 

.( t) membanlu menank dan 
mempertahanKan manaler·m.l:~d:er 
yang baik diseluNh perusahaan. 
bahkan dalam unit·unil yang S~C3:a 
ekonomiS'lebih lemah 

\ (.) tidak sekuat memolivasi 
I. sebagaimana kumpulan yanG i berdasari\an unit 

Kepulusan yang tepa\ 

(.) memberikan insenli!.bagi 
manajer·manejer Individual untuk 
\i'Jak berkeia sama dengan dan 
il1endu~.ung unit·unit lain, pad a saal 
dibutuhkan unluk kebaikan 
;: ercs3~53~ szcara keseluruhan , 
(.l usaha untuk kebaikan 
pClusah"an keseiuruhan diberiknn 
penghargaan - memotivasi kerja 
lil11 d,,~ berbagi akliva di antara 
l!n'~'\lillt 

:-.1 

(. : 

Keadllan 

(.) ildak memisahkan kinerja ;' , 
L1ni.\ dari kine~a man3jer 

.' .r 
, 

. , 

(+) memisahkan klnerja 
nlanjer dari kine'la unit ". , 
(+) dapal nampak lebih ?9il . 
bagi pemegang saham dan 
orang·orang lain yarlg 
khawalir bahwa pembayaran·:.' 
o'~sekulif tertalu lingg! i·' 

. ,~, (+) berar1i kumpulan tersebul memillKI sualu ddll1Pil~ pesilli paJJ IU)uJIl 

(-) berarti ku~pulan I~rsebul memili~i suatu C:1"','J', "e;:;;!.! i,:.·::'l :;:1\1;,11 ii· 

" 

-~-

.-

r I . ..: '" 
I •• • :J 

'1: 1 ~ 
0.; :I. 

;;) 

, 
I 
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Kompensosi Inscntif eli Owens C(,ming 
---'-------.--., ... 
Owens Corning n'er11U'Ji ,,,~,>(,, r·f)''''urancan \unjuangan k~ryawi1n yang bergaya h~k Piloa 
tanggal 1 J.:l<1C'dC! I ~''''2 ,>.,:. ;,,' ';c,.,',',an AS yang digaji mcnjmli bClhak alas penghargailn, 
lerrnasuk slod ,'(1:".'f1, y"f\::'!):' 'I ,,)rnenuhi syarat, jlka perusallaan mencapai hasil·habil bisnis 
tenentu. Owens ;'.;;a mel\:'·.(,JI'2.,,,n untuk 11emperluas rencana lersebut pada karyawan· 
kar)'awan yang t'C.l' f11cne""il \pjL . 

Owens Corn'::9 rne.np",l:;'1bangkan liga ukuran kunci scbagai sunlu dasar unluk kompensasi 
rnanaiemen-ea!1;n;;s per Si1Jri3. cash IlolV, dan penumbuhan penjualan. Manajer·manajer 
. meneflma sua Ie f.2ntfl[Y"S; prJi.r·,oarillg sampai 4 persen dari pClIlbayaran dan sualu bonus 
sa ham tahuna;l ya:1g b"m,;JI sJmpai dengan 8 persen, masin£·;nasing dihubungkan dengan 
~et;ga ukuran:1i ',r'" 2' :.5 :- y'" ~ :<'cicL"1 (~~;s2t')L'L 

: 992. hal. ~,2·58 . 

1 , . , . 
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Bab 20 Kompcnsasi fvfanajcmen dan Penilaian terhadap Perusahnan 

Keunggulan dan kelemahan Pillhan-pillhan pembayaran bonus 

~~~~~ __ ~ ______ ~M~o~t~iv~a~S~i ____________ ~K~e~p~u~tusanyangbenar 
onus saat ini (+) molivRsi yang kuat bagi kinerja (-)fokus jangka pendek 

Keadllan 

(tl-) tergantung pada 
saal ini: mOlivasl yang lobih keal (-) man3Jer risk-averse menghindari 
daripadJ untuk perencanaan VQnG proyeK-p'oyek yang t-erisiko tetapi 
ditangguhkan '- seco. 2 CJ12r~sial merpberi',an 

rn'~F:!3.:!1 

kejelasan kesepaka1an bone: 
dan konsislensi dengan 1'"\0 .,-, 

,kesepakatan ini dilerapk.,j:1 

,onus yang 
itangguhkan 

;tock options 

Performance 
shares 

(t) motivasi yang kuat lIntuk k;neria 
sal ini, lelapl t1dak sekual Lnl", ' 

• reneana bonus saal ini, karend 
pongl ,nrgaannya dilunda 

(+) pOlensi ke alas yang 1idak 
1erbalas sangal memolivasi 
(-) penundaan dalam penghargaan 
mengurangi molivasi sedemikiull 
rupa 

5ama dengan alas 

" 

sarna C:"~gan atas 

(+' insc~tif ,insenli1 unluk 
memper~:mb3ngkan isu-isujangka 
yang !etJih DanJ8ng 
(t) memberikan insentil risiko yang 
letih hai,; daripada untuk 
pere;;'_::,,-,3an bonus saal ini alau 
yan{J r;,:.::rl':!guhkan 
{.~') i;"i~ ;;tt,: un\uk. 
rr:~:';l:; Cr',: r:',:)anokan f;_,ktc~ ·faktor 
F1r\)'·"~ ~~,li;l~~rq v(.n~ 

::~';:i" '':':~.Ja.'h; S-3.f'13m 

1+ i ~cr.sisten dEn;2:"' strategi 
,:::C;'iJ'- ;".: --:?:-I, :':-'~:)d 53.)~ f3-;~or·fak10( 

¥;"~_:2;~i:J:,,1;:n ;':'mi~ digunakan 
,~-, ·;·~::-~.~.5i;;r. cengan xepentingan 
~,-OI-;li:'~!::'t"I:~~ S2~~a~-::, ;;ada saat 
l'.1tn!i ;~;:~ per ~ti,lrc (f{lUnnkan 

nci: (tl be:arti pili han pembayaran memiliki sualu campaK pes;t,! 
(-) berarti pilihan pembayaran memiliki sURtu dampak negat!f 

'J 
Pej'cneanaan yang ditangguhknn digunakan untuk mcnghindari at au 
mcnundn pajak, atau(-thtuk mempcngnruhi lonjakan pcndapatnn total masa 
dcpnn darimanajcr sl,aJam suatu eara )'nng diinginkan, Juga,jcnis rcncana, 
ini ciapat digunakan\\ntuk mcmpcrtahankan manaJcr-manajcr kunci, pada 
sant kompensasi yang ditangguhkan Jwnya di\1,"IY'I:'hl!1 jika manajcr bcrada 
di pcrusahaan yang sama. 

sama d~ngan alas 

sama dengan alas, ditabr; a~ 
(. 1 laklor-Iaktor yang tidak 
dapal dikendalikan yagn 
mempengaruju harga saflam 

(+1-) tergantung pada 
kele;asan kesepakatan bonus' 

. dan konsislenll dengan mana 
kesepakataninldftenapkan 

Stock options diartikan sebagai hak-untuk mcnlbeli!'aham pnda sua~~ , 
ta-l1p;pnl (I\lnn&'\ yang aknn datnng l)n(ln suatti'harga y;mg lelah'clitcntukan 
scbclumny.a. Stach optiolls saham digunaka!) untuk 111cmotivasi manajer- I 

mnmtjer untuk mcningkntkan harga saham untnk kcpcr"ltingan pemegang 
saham. , X .-I I"'" ( 

. Performance Shares adalah saham yang dijamin unt.1k pcncapa;an tujuan-
tujuoll kincrja tcrtcntu ~elamn dua tahun atau Icbih, 

Seeara umum rcneana-rcneana bonus saat ini dan yang ditangguhkan 
n;cmfokuskan pe;hatian manajcrpada ukurnn-ukuran ki:1erjajangka pcndek, 
paling umum, pcrolchan nkul'tansi. SCb::lliknya, stock opliolls dan performance 

• 

1 

\ 

I 
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Kompensasi Sebagai Motivator Untuk Nleningkatkan 
Kinerja Karyawan 

Ninuk Muljani 
sur PCllgajar Fakultas I.kullomi. UniVl'rsita:-, K~It()llh, \Vid:';~ 1\\'ll)(I:li;l Sur~thaY<l 

ABSTR/\K 

Dcwasa in!. lkngan SCll1ah:ltl ketaln~'~l {in~.~kat pcrsaingall 111:\111.", IlH.:'l12!akihatkan 

pcrllS~IIli.l;t1l dihadapkall paJa lantllngan unlu~ d:lpal IllL'IllI")l'rtali,ltlLltl kLlafq;sull~all 

llldup. Okh kan::na illl pcrusah,I;lrJ harus llI;tmpu lwr;-.aillg dan :--.;11;111 "Ill! ;dat y'-lllg 

dapal diglrnakan olell pcrusallaall ad"lab ""llpCnSaSI. 
Jib program Kompcnsasi dirasakan adi! dan kOlllPClilif "lch kal'ya,,;,". lllaka 

[lcrusahaan akan lellih mudah tllltuk 1lh.'Il;!1'ik kar\'a\\"'~lIl y:lll~ p()Lcllsial. 

Illt.:mpcrtahankannya dan IllcmotiV;:lSI kar}l<lw<1I1 ,lgar khill !lIcllin,~h::llk;l!l kll\cl~ianya, 
~chillgga rrodukllvitas mening-kat dan pcrlls;!ll~tall flli.llllpU m('n~h~lsi!h:.;ln pr()duk. 
dcng.an harga yang kOll1pctilir Pada ~ddl1nl~ ~L pcrlls;dld~tl1 hUf...:lll h'IIlY<'1 lIng~1I1 

d'~dam [1;..:rs~lIngan. n<1l1lun JUg~l !l1a!llpU llll'JllpcrtahanLlIl k..:Lln~:,>ull~<ln hldupl1: i.l. 
bahkan mampu mcni;i~katkan proritahilila" £1:111 rnl.'l1gcJllhaJlgk~ln 1l"~lh~111),:t. 

Kata kunci: kompcnsasi. adi!. ll1o[i\·;)si. kincrja. 

ABSTRACT 

I<ecel/tlr, (IS !Jllsiness IlUs hecolilc incl"eusill,(!/\' c()lI1pefirn'l'. rht result is ,haf 

cOll/pollies (in! laced H'(,h {he cllul/(,l1,1.:e or !'eJlluimllg ill /JUSiIlCS.\, /)cc(llIse (~( (/W/. 

('(J/llpullies IllUst be alJle {(J ("(JIl1!)(![( dlld Ollt 1001 rho! ("WI /)(' IfS('ti /;\ U dIll/PUll.' i.\ 
( '()III/ Jell sa itOIl. 

It C()l!IpeIlS(l{Jo,') pro,f.!.rall1Y ~l/"{' ,''''(i (O 1)(' 1([I'r dlld U)liiiJt'lilil'e /J\' '/U.· ell/J>j(l\"{-(;~·. 

rht COIIlI)(iIlY will ..tind it t'OSil'l" to urrl"ucf higll potellfi(// employees (/S 11'el/ (IS 

I//(Iil/win ({lid I/!O{l\'rlfe them '0 hi,1!JIl~" P('I"f{JI"flw}/ce so rho' /Jr(){llicril'iry II·ill increase 

{lite! the C(JIIII}(III.\' ,"s {{hIe t(J IJr(Jc/u('(' wi,!, {/ ("(/lIIpefilh'c 1)6("('. III flu' cud. !II£' 

COl/If/WI." Iv;!1 I/or ollly he c(}}II(>Cfitin'. hill ({Is() lIlJle to reI/will ;1/ /msill(,ss {fud (,\'('1/ 

{//(n'((\(' !,rnjirohifin' (llIrI d(Tc/Oj) rhe /)/{,\illl'S,\ jIfU//('I'. 

At,), H'ore/s: ("t)III/)('I/,W/ri()lI. !({Ir /I/OI!\·U{[rJl!. /J('I"/()/"II/(I}/('c 

PENDAHULU,\N 

Dalal1l l1lt:njalankan kegiatan usahanya. sualll perllsailaan It:lltlinya membutuhkan 
berb~lgai sumber daya, sepcrti modal. material dan mesin. Perlisaha~IIlJlIga Illcl11butuilkan 
slImb':r daya m<lnusia, yaitu pam karyawan. Karyawal! IllcrupaKan sumbcr daya yang 
penling bagi pcrusahaan. karena I1lcl1liliki bal;at. tenaga dan kl'C~lIivit~ls yang sangal 
diblltllhkan okh perllsahaan lIntllk I1lcncap,1I tuiLlanilY~l. SCh~tllkllY<l. sUl1lbt:r day.,' 
Illanllsia Juga ll1Clllpllnyai berbagai l11aC<llll kcillltlihan yang ingin dipcnllhinYil. Kcinginan 
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UI1tuk I1lcmenuhi kcbutuhan inilah yang elipandang ,ebagai p,~ndorong atau penggerak 
bagi scseorang untuk melakukan scsuatu. termasuk melakukan p"kcrjaan atau bckerja. 

Bagi scbagian karyawan. harapan untuk l1lendapatbm uang aelalah satu-satunya alasan 
untuk bekc[ja. namlln yang lain bcrpend~lpat bahwa uang hanyalah "dah satu dari banyak 
keblltlllnl1 y~\Ilg terpenuhi mcl~dlli kerja. Sescorang van~! bckerl<l ,[kal, Illcrasa khlil 
dihargai oleh Illasyarakat di sekitamya. dibandingkan yang tidak bd~erl'l. Mereka ab[n 
merasa Icbih diharga! iagi apabila mcncrill1a bcrbaga[ fasiltt~ls dan s[lllbol-sill1bol status 
l<l[nnya lhm perw;ahaa:1 dill1ana mercka bd.crp. Dari Ura[~\ll di alas c1~!pat dikalakan. 
hahwa kcscdiaan karyawan lInluk Il1cl1(urahkan kcmallljluan. I'cn~!Cl,t1111all. ketCl'ampd,[n. 
lenaga. dan waktLlIlya. sebenarnya mengharapkan ':(\;ln1"1 Inli1aL[n lL[r[ Jl[hak pcrllsahaan 
yang elapat Illeilluaskan kebutul1annya 

Mcnlll'ut Schuler dan Jackson 11999). MOlldy. et al. (llJ99). Schermerhorn. et al. 
1199K), RobLins (1996), dan Siagi,11l [199)). p"da prillsq)JlY,1 [Illildldll dapal dibeciak,[1l 
l1lenladi dua. yaitll imbalan inlrlllsik dan illlbaL[n ekstrills[k, Illlhal'lIl intrinsik 1'aitll 
illlbaLII1 yang diteril11il !(aryawall unluk d[rinva sendiri. Biasanya il1lb.ilan ini merupakan 
IlIla[ po.sitif awu rasa puas karyalVan terhadap d[rinya senc!lri karl'n<l telah l11enyeie.scnkan 
SLI,ltLi tlIga, yang baginya cukup men~lI1wng. Teknik-leknlk pelller\.;avaan pekenaan. 
sepertl peillberian peran dalam pengal1lhilan keputus~[n. tanggung lalVab y:lI1g leb[h besar. 
kelKbas:ln d'lll keleluilsaan kerj:1 yallg \cbih be.sar dengan tujuan untuk l11eningkatk:u' 
harga cLri Karyawan. secanl il1lrinsik Illcrupakan irnba!an hagi k;.~rya\V:'l!l. 

1I11b,dat' ekslrinsik l11encakujl kompcnS:lsi langsung. kompenS:LS[ tldak lal~g';L!ng dan 
illlb:d:U1 buk:lll uang. Terl11asuk claiam kOI1l[1ensasi 1,lngsung anlara laill adalah gaji 
pokok. up'lll leillbur. pel1lbayaran InsenliL lunjangan. bonus: seel:tngkan terllla.suk 
kOlllpcllsasl tldak langsLing antara lain jalllln<ln sosi:!\' asuransi. j)cllSiull. jlesangon. (uri 
kerja. peLttihan dan liburan. Imbal<ln hUk:lL liang adalah kqlll<lsan vilng c1Jtemnu 
kary~I\VCin d:u'i pekerFliln Jtu sendlri atau (LII'I lin~kllng:ln PSiKUlogls cl:iniatau phlslk 
ci[ill,lIl:l karyawan bekerp. TerlllasuK imbaLln hukan LI:tng [lIlSdln) a rasa a,mlll. :tt:tu 
lingkung:tll Kerja yang nYCim<ln, Jlcngcmhangan jiri, l'JeksibiliL[s bricr. pel liang kenaikan 
pCllgh"sil"ll. si[llbul status, pLlJian (L[n pen~~akua[l. 

Imhala[1 bukiill uang Jug" penlin:,! unluk dipcrhalibn ukh p<cr[l.sahaan. mi,;alnvCi 
l11enge[~ai [·:I.sa al11an. K,otik:1 baru b'lru ini eli 11Cg~1I ,I kita te[pcii pcmutusan hubuni:l-n 
kCl'J'I (PHI< I bc,;m-besaran yang ciiscbabkan brL'nil aclanva h,U1kh'lIlk yang dilikuiclasl 
dan acLin}';1 krisis Illoncter. lllenl2akib:ilbn b.lllV:lk bry~lwan vang merasa tidak annn 
dal:ull [llCnl:liankan lugas dan kn'<ljii1'lIln,,:1. Unlllk nl('[lg;iL[S[ h,1i Inl. beberapa 
pCllgll~~lh(1 h.:ru:-;ai1a rncllcnangkan f\~lryaWallll~;1 dl'n~an 111Ll1;!W;lrkdll r'.l:-ia <.t111illl ulltuk 
lIdak el[ PHK. clan sebagai g<lntin\'<1 K<lrYilwiln tidak m::l11perukh pcn!ngbt:tn illlbalan 
herllpa liang. Cllnloh Iaill. Illi.salny" S[[llhol S[:lllIS. ])[s:[ciari al:[1( Ild:[k. sclwnarnva setiap 
OI':III~' [[l:,!ln lllcmperokh dan Inc[l.C!glln:[k:[[1 '[lllh(lI~'llllh,d .SI:lllIS [llr!cnlU Llntllk 
Illl~ [n u; h k: 111 kc' hu t II 11<[ nn y ,I. 

SC'llakin banyak silllbol statlls \:[n~' d[lIliliklll\·;I. ll1is<[I[IV;1 [nl'llIpcrokh I'asilitas 
perlllllaha[l. fasililas kendaraan. at all lllell1pcroleh ken;I;~;1Il p:lIl,~k:ll. llIaka karya\\an 
yang her.s;lngklltan akan lllerasa berh,bil 1111'11111;:sk;1I1 kebutuh~I!llly<l. :).11;[11 salll kebuluhan 
y<lng krjlUasK'an itu 1ll1salnya keblltuhan llntllk diharg<li clan dihortl'lal[ olch maniC-orang 
d:[I:[[n lin~'kungiln kcri.lIlva awu Illas\araka[ cil "ckilarnya. MClllIl'lIl Siag[,lIl (llJ951. ,talUs 
[lle[llp:lbn r~[k[()r Illorivasional yang pC[lllng. schab slatlls dllJa[lllang scbagai peringkat 
prestis(' st's~()rang dalanl suattl orgdlllSaSI. sC!)l~ni jabatan. p~lll~l~\l dan fasilita.<..: yang 
dilwrcleh. , 
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Pembahasan dalam tulisan ini akan difokuskan pada imbalan ekstrinsik yang 
selanjutnya disebut sebagai kompensasi dan diartikan sebagai sejumlah uang atau 
penghargaan yang diberikan oleh suatu organisasi mau perusahaan kepada karyawannya. 
sebagai imbalan atas jasanya dalam melakukan tugas. kewajiban dan tanggung jawab 
yang dibebankan kepadanya. Hal ini bukan berarti imbalan illlrinsik tidak penting, 
Meillang bagi sebagian besar karyawan. terutama yang dalalll struktur organisasi 
p<;.rlls:thaan berada pada lingkal paling rendah. Illisalnya hllruh. kd)l\luhan fisiologis 
dirasakan sehagai keblltuhan yang utalll<l. Hal inilah yang Illenwbabkan ill1halan 
eblriilSlk mcnjatii !chih llll'nciOlllinasi dan dirasa kbih pcnling dlh'"ldmgkan illlhalan' 
Illlrinsik. Ml'nurul Hersey dan Blanchard (I ')95). hagi kelompok karyawHn yang telah 
lIlelllilikl ,Jalll!nan kebutuhan fisiologis dan rasa aillan. maka imhalan illtrinsik guna 
llll'nlngkllbn harga dlrinya ll1<.:nJadi mOlll'aSI ulailla dalal1l bekerJ'l. 

Berikul ini akan dibahas t~ntang kOlllpensasi total. rujllan kOlllpensasi. dasar 
perhitungan kOlllpensasi. kepuasan terhadap kOll1pensasi dan hubungan kOlllpensasi 
dengan pen i ngkatan k inerja karya wan. 

KOMPENSASI TOTAL 

Mcnllrut GOlllcz-Mcjia. et al.. (1995): Schuler d:1Il Jackson (1l)'Jl!): .serta Luthans 
lll)91)). kOlllpensasi total dapat diklasifikasikan dalam t:ga komponen mama. yaitu: 
Pertama. kompcnsasi dasar yaitu kompensasl yang jllmlahnya dan lVaklU 
pembayarannya tetap. seperti llpah dan gaji. Kedua. kompensasi variabel merupakan 
kOl11pensasi yang jumlahnya bervariasi dan/atau waktu pelllhayarannya tidak past!. 
Kompensasi 'mriabel ini dirancang sebagai penghargaan pada karyawan yang berprestasi 
haik. Termasuk kompensasi variabel adalah pemhayaran insentif pada indi vidu mallpun 
keloillpok. gilills/u,rillg. bonus. pembag:an keuntungan (profir sharillg). rencana 
kepcmilikan ,,,ham karyawan (clllplovee srock-oll'lIaS/II!, plalls) dan srod-optioll pla/ls. 
Ketiga. Illerupakan kOIll[!onen terakhir duri kOlllpensasi total adalah benefit atau 
seringkali juga disebut indirect compensation (kompensasi tidak langsllng). Tennasuk 
dalam komporen 111. adalah (1) periindunganul~lUm. sel"~rti ial1linan - "Sosi,d. 
pengangguran dan cacat: (2) perlindungan pribadi dalam bentllk pensiun. tabungan.· 
pesangon tambahan dan asuransi: (31 pembayaran saal tidak bekel)'l sepertl pada waktu 
mcngikuti pelatihan. cuti keria. sakit. saat libman. dan acara pribadi: l4) tunjangan siklus 
hidup dalam bentuk bantu an hukulll. perawatall orang tua. perawatan anak. program 
kesehatan. dan konseling. 

Dalam kenyataannya .. kompensasi yang diberikan o!eh sualu perusahaan ticlak selalu 
melipuli sCll1ua jenis kOll1pensasi seperti yang lclah dijabarkan eli atas. Pemherian 
kompcnsasi dapat bervariasi. dan biasanya berdasarkan pada pcndapal pill1pinan dan 
l11anajcl11en pcrusahaan tcntang penting tidaknya suatLI bentllK kompensasi hanls 
diberikan kepada karyawan dan disesuaikan pula dengan kelllallljlu<m perusahaan yang 
bcrsangklllan. Masih banyak perusahaan di sini yang hanya Illclllb"I'ikan kompen,asi 
dasar. Scbaglan slIdah memberikan kOlllpcnsasi "anabel. l11isalnya bOllll\ dan pembagian 
keuntungan. l1al11un perhitungannya Illasih bclull1 transparan. Untuh: kOll1pensasi tidak 
langsung. bias<lnya hanya perusahaan-pcllIsahaan yang hcrskala bcs:lr sap yang telah 
mclaksanakan program ini. 

.~.' 
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-i3agi karyawan, kOlllpensasi dalalll bentuk rid seperti kompensasi dasar Illaupun 
kOlllpensasi variabel adalah penting, sebab dcngan kOlllpensasi ini mereka dapat 
melllcnuh: !,ebutuhannya seeara langsung. terlitailla keblltllhan tlsloicJgisnya. Namun 
demikian. tentllnya karyawan juga berharap agar kOlllpcnsasi yang clncrilll<lnya sesuai 
dcngan pcnilaiannya terhadap pengorbanan yang telah diberikan kcpad~1 kelol1lpoknya 
maupun kepada pcrusahaan. Karyawan juga berhal'ap agar kompclba,i yang diterilllanya 
sebandlng clengan yang diberikan okh perusahadn kepada karyawan Llinnya, yang 

-mcnUI"lIl pendapJlnya karyawan lain terscbul Illcmpun)'ai /(Clll~lllll'U'1I1 dan /(inerp yang 
:"lal11d dcn~an dirinya . 

.. \pabila hardpan karyd\\'an Illcllgcnai klllllpcnsasi yang dCllIi"I<1I1 cLlpat diwujudkln 
okh pCI·lIsahddn. l11aka kdryawan akan merasa diperlakukan seClr~1 ~Idil oleh perusahaan. 
Nknurut Siagian ( 1995), rasa keadiLIIl dapal Illc'lllbual /(arY,lwan Illenladl pitas tt:I'hadap 
kOlllpcnsasi yang diterilllal1ya. Seb,\l!knya. pihak perusailaan luga bcrharap bahwa 
kepuasan yang dirasakan oleh karY<lwan ak'lIl 1ll<llllpU Illemolilasl k<tryawan te["scbut 
untuk meningkJikan kineljanya, sl'-h1l1gga tujU<l1l perusahaan dapal tercapai. Apabila hal 
ini dapat terwujud, seben~lrny:l bukan hanya tUJuan pcrusahaan yang ten:apai, namun 
kcbutuhan kal'yawan juga akan terpenuhi. 

TUJUAN KOMPENSASI 

:-.1enuJ"ut Schuler dan Jackson (1999) kompensasi dapat digull~lkan untuk (a) n;enarik 
orang-urang yang potensial <ltau berkualitas untuk bergabung dengan perusahaan. Dalam 
hubungannya dengan upaya rekrutmen, program kompensasi yang balk dapat l1lembantn 
untnk l1lendapatkan orang yang potensial atau berkualitas sesnai dengtln yang dibutuhkan 
oleh penisahaan. Hal ini disebabkan karena orang-orang dengan kualitas yang baik akan 
l11erasa tertantang untuk melakukan suatu pekeriaan tertentu, c1engan kompensasi yallg 
clianggap layak clan cukup baik. (b) mempertahankan karyawan yang baik. Jika program 
kompensdi dirasakan adil seeara internal dan kompetitif seeara ebternai. Illaka karyawan 
yang baik tyang ingin dipertahankan okh perusahaan) akan mera\a pU~IS. 

Seb:.liiknya. apabila kompensai dirasakan tidak add makaakan lllenilllbulkanr'_I,,:!­
kecewa. sehingga karyawan yang baik aKan meninggalkan perusahaan. Oleh karei1~i ItU 

agar dapat Illempertahankan karyaw<ln yang balk. maka pro~uam kOlllpensasi dibual 
sedemiki,m lupa, sehl11gga karyawan yang potensial akan merasa dihargai dan bersedia 
untu" letap benahan di perusahaan. (e) meraih keunggulan kompetitif. Adanya program 
kOlllpcnsasi yang baik akan memudahkan pcl"tlsahaan untuk mengetahui apakah besarnya 
kompcllsasi l11asih merupaKan biaya yang signii"ikan unluk I11cnpiankan bisnis dan 
Illeraih keunggulan kompetitif. Apabila sudah lidak signifikan lagi. Illaka perusahaan 
mun~~kin abn beralih dengan menggunakan SiSI':1l1 komjluler cLIIl Illengurangi jumlah 
lenaga kerjanya atau berpindah ke daerah yang len::ga /(npll\'<! Iebih ll1urah. (dl 
Illemotil"asi karyawan dalalll meningkalkan produUivitas atau lllellC,lpai tingkat kinerja 
yang tinggi. Dengan adanya program kornpcnsasl yang diras",,:111 alii!. maka karyawan 
akan merasa puas dan sebagai dampaknya tentunya akan termotilasi unluk menillgkatkan 
kinerjanya. (e) melakukan pembayaran sesuai aturan hukum. 

Dalam hal ini kOlllpensasi yang dibcl'ikan kepada karyawan ci!sesuaikan dengan aturan 
hukulll yang berlaku. Contoil. sesuai peraturan pCIllt'rintah palokan minimal pemberian 
upah yang berlaku saat ini adalah scbcsar UMR (upah minimulll regional). ll1a~~, 
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pt:nbahilall harlls mCll1berikan kOllljlt'nsaSI kcp:lda karyawannvil lllininlUlll sebe,sar LJMR 
tersebut. (f) Illcmudahkan sa,saran str;ltegis, Sliatu perusahaan illllngkin ingin menjadi 
tell1pat kClja yang Il1cnarik, sehingga dapat menarik pel:llllar-pelamar tcrbaik, 
KOll1pen~:asl dapal digllnakan oleh perllsahaall Ulllllk mCllcapai sasaran ini dan dap'll juga 
dipakai 1I1l1uk mCllcdpai S<lSi\rilll slrateglS Llinnya, sepcrti perlllmblihan yang pesat, 
kclangslillgall hidllp dan inovasi, (gi Illengl,kohkall dall 111cncIHubn SlrllktllL Sistem 
kOll1pclls;l.\: dapat mCll1banlU ll1enclllllkan struktul' oq"alilSasi, schingga bcrdasarkan 
11 1 L'rarl1i .'ilLl(~snY<-l, 1l1aka orall.s-{)ra!l~ tLd~llll "U~i!ll PO\]SI fl.'rll'lllU cl~lp(1I 1l1cI11pengarUI'lI 

(Jr,lllg-ordll:::~yang (lda di pOSI-.;i l~lilll1:;t. -

Tlliuan dan pl~mbcl'ian kOI1lPCIlSilSI Il'I"Sl'hlli s:t/ing terkall, :mlllVii ap:!bil:1 pellliJeri:!'l 
kOIllIJl'll.s"si tcrsebul ll1ampu lllengullllallg 1lI':!llg-orilllg yang potc'l1si;t/ lIntllk bcrgabllng 
dell~',:lIl jll'rlls:t1la.ln c1all mClllhu:1I ":11":11'.':111 I;III~ h;lI~ UIlIII" It'liip ilcrI;th"ll di pcrllsahaan, 
sc:rla 11l:lllljlU IlIClllotll';tSI kal'Y,l\villl 11I:luk IIlL'lllllgkiltK:1Il KIlII,'rj:lIlY'1. Ill'r:lrti prociuk!i\'llas 
)uga akall 1ll~l1ingkat dan perllsaila:lll dap:1I Illcnghasilkan prlJdllk ckngall har"a yang 
kUllljlL'illiL ,'cilingga pCl'IIsahaan Ichih dilllllngkillbn untuh c1ajl:!t mCllcilp,li sas;u';II' 
str'JlegisnY:I Y:litU illcillpenahililkall kcl:lllgsllng:1l1 hlcluJl d:m Illcngc'lllilanghln lIsillla 

APilbiLI pcrhilUngiln kOlllpcnsasi d,cl:lsarbll padil .Ial1'II"11 ,\1,111 kc:tcraillptian \,ill1~' 

I'cklilll d"llgan Jahatan, Illak" pCrll):dlaallju.I'il :ibll IIll,trI"ikl kl'IIIIlI1,~klllan \allg kbil, 
bL'\tlr U!1tllk 1l1(,!1ilrik, !11cIllOlivasl GlIll J1lL_'lllP~'i'l~tll:lJlk;ln ~~lry;:w~IIl ~(1I1:; berpO[CIlSJ Jail 

1ll,'lllpunv:ti kinerja tlllggl, Di ,,,III [l11l:1!.: kehulllJ1iln perusah:t:tn Ulllllk IIlcllljJcnall:t.nbn 
ke/angsullgilil l1idup dan IllcngC11lh,1I1pkilll IIs"h:ll1lil "k:1I1 1,:rCiljl:u, <II I'lhak /ilin k;II'Y;I\\'all 
.iu~a diljlill 1l1Cl1lklll,Cli h;,," hernJ1il k(lI11j1l'II,,:tsj \,illlg dihnik:lll okh Pl'I'IIS:1I1""" c1cl1."an 
1',1.'" jlllas, Dcngan ckl1likian 1.:0111[1(:n"1\1 CLIP'" dlpandang sell:!,'"'' :dill lIntuk mcngelol" 
sLll11ber dava rnal1L1sia sccilra deloif S,',L1lU den,!';lIl Ke/lIIll1ilall Jl':llI""h;I<11I clan KebLllUhan 
k(-,ry(lw~!n ill! "il'ndiri. 

D!\S!\R PEPIIITUNC ;\N KCJ:VII'/:!\C) \')1 

DiI·;ar j','rIlItLll1gan K0Il1I11'nsilsi Jlp;ti.;,,, tlillilk IllCnrllljJillk:111 ",.'IC:1lI p,'mbayaran 
kUl1ljl'''h:t>l vang adi!, dan mcnjadikan jll'l'lI.s:ti1;un Illcnarik, 111i1l1ipil b,:tldilan hidujJ dail 
tn:t111Pll IllCIlHlt,ivasi karj aw:tnll),a scn:) d'lJJ:.Ii I1dablbn pC 1l.::llcIlUliUl biay,1. ivkliurut 
GOIlll'Z-M"I1:i. ct ai, (1l)l)S), dasar pnhillillgilil KOllllll'Il Sasi dal';n d,hccli1~illl Il1c'njadi cilia 
kall'gon, v<lIIU Illcnggunakall penckk;lIi11l Iwkl'!'I:liln illilll j<lhalill1 (Johh(/\{'(/ (/j'/'/'{iildll's) 

dan Illl'ng~:u!l<lk;11l pcncieK;ILIIl kl'!t'r:lllljlll;lll (s,(-ill-hn.\'(,d I,Pi)fll(iI)/('S) PC!ldekdt<.I1l 

pckl'li<l:1I1 :lIilll p!Jalan IlICilg<l,SLlIllSIKilil /lailw<I pd,crj;ldll c1apiil dii:tkuk:til olell orang yillig 

dlbayar lInlLlk Jilbatan tCl'tenllL secl;:ngkan pCllcickal:lIl kL'll:rlIl11j1iLIIl IllellgilslllllsiJ.an 
bahwa' karY<lwiln tidak c1ibayal' kill'cnillilhill:Ul )'ilng diS:lIlci;III,"Il\lL Ic,r''1'i khih pada 
kc. lllillllj1U :lllil \iI lint UK illl: n)'c lesai k:ln 1iI'::IS 

Ada ti,:,) kOlllponen "unci I.1ntliK Illcngelllil:1l1pk:i1l rCIK:IIl:! ~{lI"P':il"l,i hcrda.sClrkitll 
lilh;IIi11l PC!'Idlll;L Il1cIVujlldkan kcadilan internal 1.II:LtllIi l{'''<lllI'''1 p""liln, Keduit. 
lllcwujudkilil kcadilan ekstcnlal me/ii/Iii SUI'\\'I )J:!\ill: clan ko'II,2ll. I11CIlC,ljl"i kcadilan 
;Jit.;;~iuu· ((JcJjn.:z-.rv1~jli_L cl a!.. 1095). 
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Metode evaluasi jabatan mcmusatbn din pada jabatan scb:lgai unit kcpcntingan. 
Bebcrapa metode mengevaillasi jabalan sceara keseluruhan, scdangkan beberapa Iainnya 
Illenggunakan faktor-faktor yang dapul dikc:rnpcnsasi. Metode cvaillasi jabatan y,l'lg 
sudah sangat pClpuler dipakai unluk ll1l'l1g,~valllasi posisi l'l"ckuliL Illanajer dan 
prok'sional rnaupun posisi leknik, adll1inislr:lsi dan lllanlli"aktlll' 'Idalah rnewdc finY 

Guiric Ch"rl-Prot;I~. Secara operasional. slstem illl meng.llllblbil tiga iilktol' utama yang 
bi:;a dikornpensasl. yaIllI pClllccai1an masalah (problem soh'illg). kCCllkilpall (kilo,,' hOll') 

dan p,~nanggllngjawaban (U;:c()uJllubilii\,), :\knurul lll"wde 1111, Llktor-faktor yang 
pcnting ll1el11punyal nilai tlll,,'-'I, sedangk:.,.n faklor-faklur') :lng kurang pcnting 
rnL'rnpunyai nIiai yang lebih rendah. Evaluasi Flbatan Ini hanY:1 lllltlik intel'llal Jlcmsailaan 
buLan unluk l11cnghitur,g tingkat uJlah eli pasar atau perusahaan iain. Selain itu evaluasl 
Jabatan in! hi.\I1ya fokus pada ni lai tugas 11111Si!l5-n1asing jabal<1ll. hUKan ['ada orang Yllng-' 
1l1elaKsanakannya (Schuler dan Jackson, 1999: Comez-Mejia Cl al .. 1995), 

Unluk I11cncupai keaelilan ckslcrnal, perusahaan hams mclakubn sllrvei pasar. Dalam 
hal ini perusahaan elapat mcnjalankan senelil-i survci tersebur at au Il1cmb','li elan konsliitan, 
Dari :lasIi survei ini, pcrusahaan dapaI Il1crnbuat k"biJUKan pCll1bdVamn kompcnsasl. 
ap:lkah abn ll1embayar Icbih 1I1lggl, kbih rendah alau mcngikuti pasar. [)asar pcmikiran 
untilk mernbavar lebih linggi adalah mCIll:IKsilllalkan kcmaillpuan pcrllsahaan llntuk 
lllcnarik dan lllcmperuhankan kal'yaw'ln y:lng bcrkualilas dan lIntuk Illcrninirnalkan 
kClidakpuasan karyawan tcrhalLtp k()IllI)l~ns:lsl Kcbijabn unruk Illclllhclyar lebih renelah 
,!;u'i pasar akan lllengakibatkan pcrtls<lhaan lcriulang dalam I1lcn:lrik Karyawan-karyawan 
Y'lIlg ]lotcnsial. seelangbn kehipkan y:lIlg l;!lim dijalank:ln ukh pcr:lsahaan adalah 
ITlcngimbangl pcrsaingan. Meskiplln kcbiiakan Ill' tidak 1lll'lllberikan kellnggu!an 
kUl11petluf. nilmun tidak lllcnyebabkan pcrllsahdan Illcnjadi rugi. 

Setelah pcmsahaan Illcnyelesaikan struktur pernbayaran ulltuk ill:lsing-lllilSlI1g jaba:an, 
selanJlllllya aclalah lllcmberikan kcpacla maSlI1g'-lllasln)' inJivldll suatll tingkal 
pClllbayaran yang seslIai dellgan JabawnllY:1 Seringkali perCisailaan mcnggunakan 
pcngalaman sebelumnya dan seniorilas llnlllk Ilicncntukan berapa heSlll' kOll1pcnsasi yang 
harus dibayarkan kepada karyawannya. lJnlllk Illcncap:;i KC;lciilan indivielll, rnaka 
pcrusaha,::: harus mcnYllSllll kl'ileria lingkal IlL'lllbayaran. KeddJ!:lIl Individu ll1engarah 
[,acia keadilan dalam kCpllflisiUl pCll1bayaran bac'i karyawall yang I1lc'ncllll'ali-jabalall yang 
sa n1~1. 

Bcrbicara lllengcnai jabaran, J1lcnurllr pCllLhlpat pcnlliis lllasih h:IIlY:lk pCl'llsahaan yang 
mcnernpatkan karyawan pada jabalan yall,~ lidak sc:mcstinya. llI'tinva jabaran yang 
didlldllki lielak sesuai dengan kcmampuan yan~ dimiliki brya\\:111 yam! bersangkutan. 
Hal ini disebabkan karcna sebagian bcsar pnus:tiuan eli sini 1ll:1sih rncrup<lkan perusahaan 
keluarg·.l, schingga karyawan yang mcnduduki .iaiJalal1 tenenlll d:;\all1 snalu pcrusahaan 
aualah orang-orang yang mempunyal Inlhililgan kL,kelllarc"I,ln ckngan pCl11iiIk 
pcrusahaal:. Menurut pemilik perllsaita'ln nl::'·"\.d adaLth OllilT \:llIg d:lJlat dipercaya, 
llinpa llll:l11perhatikan apakah )I,mg bersClngkllLIII It:pal Ulllllk :n"'lduduki FlbCltan [cr.sei1ut 
dan marnpll menjalankan tugas clan keWdlil)anll\ a dcngan baii· 

Hal ini seringkali mengakibalkan karya\\Cln yang bnpuIL' I1SI hcradd di bawah 
plillpinan orang-orang yang tielak melllpunY:li kc:malllpuan y:llig nle:nadai. Konelisi ini 
juga mengakibalkan pembcrtan kompcnsasi dlrasakan o\eh k:II\<I'.\"11 iam lidaL add 
:v1en~ka Y;l!l£ rnasih ada huhul1g~l!l kL'll!:lI~a (k!l!"_:,lll P:"'1l11ilk p',-'rusahaall akan 

IllcndapatKan kOll1pensasi y,1I1!" \cohill hl's"r ,jlh,lI11lillgKaIl dl'lI~_'all k:ll') a\\an lain yang 
llWIl1PUllYJi kemallipuan lebilt b:lik IElll1Lln cld:lK IIlclllpullyai iluhlln~:aJl kckeluargami 
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dcngan pClllilik pcrusahaan, Jadi dalam hal ini pengaruh pemilik perllsahaan sangar besar 
,;ekali, Kondisi lIli mcrupakan pcnghambat. sebab karyawan tidak termotivasi untuk 
mcningblkan kincrjanya. bahkan l1lereka abn ccnclerung Illcnjauili perusahaan y",ng 
c1cmikian, apabila ada pcluang untuk pindah ke pcrusahaan lain, 

f\lr:, akadcnli'l d:\!l kCJIlsult:ll1 tllc'II",CClSk:lll balt\l"l pl'mha\ ;lr:1I1 kllmpensasi 
IJL'rdd,\llrh.an j:lhCltan c1apat dcngan 1111.1ci:lh dlsalahgunakan dan,uciah ridak COC()}; lagi 
ci,~ng,!n kehutuhan pada dewasa Ini ~knurut Bridges (l<.I l)! I, \lurll' dan Fill (10<.111 
c1al'llll Schuler' clan Jackson (1999 I, pendd;atan-pcnciekat:ll1 J..()lllpt:nsasi bcrdasarkan 
jabatan yang kOllvellsJOnal: (I) ll1endukung organisasl hinClrkrs bi-;u v,lIlg menekan 
motil';l,i srna kn:ativitas karyawan, (2) bCI';lng,,!;lp;U1 bahwa orang llclalah komoditas yang 
dapal dibcntuk untllk "cocok dcngan" pe['an-p,~ran yang kl;!h c1itl:nlubn, (3) tidak coeok 
unluk Ol'ganisasi yang iebih ['amping saal inl, cJilllanu tllll-lim kl.'cil dlln fleksibel yang 
tl'i'ciiri dari orang-orang dengan ancka kClerlllllpi Ian SCelll'a d~llnllll1i, kbih 1ll1lSUK akal 
d'll'ipada scj1l1l11ah individu dengan Slltu kelel'Cllllpil;ln, (4) tidak (lleOh. daLt11l seklur j"sa, 
dllll,lna keberhasilan lllasa depan tcrlctak pacla pengctahllan ylln)2 dirniliki pckerp 
ketlrnbang pbalall yang dibcrikan kepada ml'('cb, 

\!c'I1UrUl La\vl~r (1983). ala~,LI1 di.:!un~,\h~tllll)i:l ketcrall1pilan ~\.'hag~11 ... L.1S;'11" perhttungall 
kompenSlI" adalah Ka['ena I a) karyawiln yang bakclllalllpuan [inggl ;Jlan yang l11arnpli 
nll'ngelllinngkan keteraillpilannya dapa! lllcncrillla kOlllllL'n,'llSi yang kbih tinggi, 
walallpun pbalannya tctap, (b) nilai indl\idu akan Ichih terso['{)[ dllrip:ld;1 nilai pekerjaan 
yang dilakukannya, Karyawan yang Illeilliliki kl~lllal11pUan cL1l1 kL,tt.'r;trnpii;tn !eIltU akan 
tenarik pada peru;;ahaan yang Illcmberlkan I;ornpcn:,asi iJc[',Li-;arbn kClllalllpuan Jan 
keleralllp;lan, sciJab pada 1I1ll1111111ya K;lI'yaw;lll yallg l11l.'l1Ipul1yai kClcralllpilan Icbih, 
l1lcn~haraJlbn kOlllpensasi Y;lllg kbih b;lIlyak pu!a, 

Peru~(lhallll yang ingin n1e~llpenallltnk~1Il karyavV(l!1 y'ang hl'rprcsta,\l bail-.:. [naka harus 
Ixrani m'~lllbcnkan kOJllpensa,i yang kbih b'~sar Jllripada brla\Vdn \'an~ lidak at au 
kurang berprcstasi, Apabila perlisaha;1I1 lidak mclakllkan h;ll ini, m:lb k:II'y:lI\an yan~ 
berprestasi haik, yang sel1arllsnya J[pcrtailanKan olc:h pcru.'llha;\l1, :,klln mcninggalkaa._ 
perusai1;']n, Me[d-:a yakin "kan hisa Illcillperokh kOl1ljlcnsasl vang Icbih haik di tcmpat 
lainnY;1 "LIU ell pcrllsah:lan lainnl';!. f-LlI ill; hera['I! h:tnY;1 bl',':t\l';ln yang tidak ;,tml 
kllran~ hcrprcslasi yang akan tetap iJ,.'rlahan eli jll'l'llsailll:lll, koml!'1 lni tcntllnya akiln 
bClciampllk nc~,alir ba~i jJcrll."lhaall. 

S",Lth s('\\"ljamya IIp:thila karva"'all \lln,~ 11"'I11;lrk[ kCll'l':trl]!,r!:11I dall pcngclailuan 
Icbrh b;m:ak itclalah !cblh ilcl'llil;u dil1l harlls Lid)ayar lllCnlll'lI1 kelllarnpuannYd, bllkan 
melltJrl!! [ug<-lS j~lhatan. DaL:1111 joh-h(/\'c(/ (JU\'. 11'I;iI<:1 bl'sarn);1 kl )l1lp;~n:-~I:-.l y;lIl~ dilc..'rinlf1 

uic'iJ karY'l\l'dn dikailkan ticllgan jlll111Llll ;tL1U I'l'kl'IP"['lII';1. lllllpll llICIlI11I'I'hat[k;111 apal-:ah 
karY<lwan I1lcngclllilangkan kCIl1:tl1ljllllln V<lllg dil111tllhkan unlilk Inchkukan pck':rpan 
tersehut sceara cfektif. 

Dalarn ,istell1 pembayaran kOll1pcn,s;lsi iJCl'ciaSdl'kitn ketc~rarnpil:lI1, lingkllt pcmh;lvaran 
kOlllpcnsasi <twal bagi ,emu;) karya\\a!l ;)cbl;lh S;lIna, Apabila t,~rjadi pcningkatan 
ketcraiTlpilal1, makil l1las;pg-l1lasing kctcr<llllpil;lll hllrtl yang 111crd,a l1lillki dihargai salU 
tin~kat Ichih tinggi, .Iadl kOlllpcnsasi han va akan rneng<li<lIlli kcnaibll sctclah karya\\';111 
rnemperliiJalkan kC[Tlalllpu",,,,.',, ~J: .. l,l lllclllkuk;:l1 Sllilill pck,.~rlllan tcnclltu, Hal in! 
sun gal hci'l1eda dcnglln Sistc111 k0111jJcnSln hL'l'dasar'k~l1l pckCl'l'uli d!lll !llhalan, kcnaikan 
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pClllbayaran akan terjadi sceara atomatis, biasanya pacla illtcr\'al \Vaktu tcrtentu at au 

apabila lcrjadi peningkatan jabaran, PadCl k~llyataannya, 1ll;ISlI1 banyak perusahaan yang 

111clllpel'harikan Jabatan sescorang hukan palb kl'lllampUan v;\ng bersangkutan unluk 

mcngcmbangkan keterampilannya, Sec;II'a sederhan<l kea(hln ini clapat dijumpai pada 

bagian aclll1inislrasi arau lala usaha suatu pel'llsahaan, 
Bagi rcnaga adminisrrasi yang m<lmpu mcngglln;lkan m,:Slll kerik elekrrik atau 

kotnplItcr akan Hlcnuaparkan gaJi yang :'\(lr11(1 Jengdll tcna:;d Jdlllinistrasl yang hany.1 
lI1al1lpu I1Icnggllnakan mesin kelik manual. dan kenaik;1I1 g:I,ii dlhcl'lbn sec;lra otoll1atis 

sClclah kmlln waktu tcrtcntu. misalnY;l satll [;ll1l1n, Licngan,illlni;lh \':lng sama pula, Hal ini 
cll,ciJabkan brena l1lasih hanyak pcruSdilaan v;lIlg khill I1Il:llgh:lI'~'''1 pbatan, dihallding 
kemal1lpuankaryawanul1lukmengemhangk;lnkercrall1pilallI1\;l.scll i 11gga pcmbai<lll 

kOl11pcnsd,i jUg" didas"u'kan pdcLi iahdtClIl dt:ILl jKkl'l'[;I;ltll1\;, dan buk;tn [laLla 

pengemballgan kererampilan bl-V;tWdn, 
l'nbuldan lain al1lara sisrcl11 pCl11haYdr:III ~()lllPl.l1';l.';1 l'c'lcLlS:lrkaJl keleral11pilan 

dengan ,islenl kompensasl berc1ds:lIk:lIl p"Kc1lildlc alaui;lbdi;1I1 ,l,l:ilah bnkaitall (kngall 
,ellloriras, Sccai'a rradisional. ,'clli()rila_, al;lll j;l111;1l1\;l he),eilC! ell lIngkat tertcnru 

111l:l11ai,lk;il1 peran besar. sehll1;·ga k-bJiI 1;\111:1 dai:l:11 :;li\IUll cllasumsikan !elll:l 
beqJcn,,;iI;lll1<l!l sehingga coco\.; u\1tuk 111l':1Clap:llkal1 Iitiai yaJl~ khlh ix:,';ar, Dengan slsrem 

bcrJ;I",;LlIl kderal11piLlI1, nilai !cbill Illcnyalu jldliJ kClcral11l'lld!l .!;lI'ip;ldapbatan, 

SCI:lIll :tll. pcluang proll1osi bll~·i klll-Y;lWall V<il1g 111ell1jlUI1) ,II kCicral11pilan juga kbih 
besdr, k;lrc:na !cbill l11udah hagl K<LrVil\\;lll \'<111,. I11CII1111kl Kct'?I-al11pilal1 lInillk 
dllll'Ollll,,:ikan alilU pll1dah d:trl S;ltll pl:~crl;l;lil ~,:p;ld;( I'l'!.:crl:\;\ll V;llig l:lIn, B'~rk,lililll 

d~ngdll '~l1llll'ilas. kondisi ini l11a'lh h,II1),;lk diJlIlllpa! pad;l 1','11,,,,11:[;\'1 Illallpllil in,',l:lI1s i di 
sini. Sen1Llt.:lll tanl:.t sescorang beke[~!~l p~lda SU~l[U pcrus~\h(\an. :]1(l~a akil!1 sCI11akin ling __ zi 
kOllll'CllSa:.;i yang dit~rilnal1ya. hal Ini di~chahka!1 ~arcnd r<:nln~;kalan kornpt'l1SaSl 

dihc~ri/.-.~tJl :--ccara otOllll.llis daLul1 kurtlll \\,(\ktu tl'nC_lllU. :-'l'iilll~:::!_a san gal sulit bagi 
k:trY;\W;11l Yllllior lIlltLlk Illl~llcl(lp(llk;ln kOll1lk'n"';hi ~<111~2 k'hih i in~,~:1 diha!1dinv k;'lr}'i.i\\'an 
Y;IIl;'; \l'ninr. \\Ialaupun kdrYi.l\ViU) YU1ilOr 111ClllPI11l:/dl ~Lll1;l\1)!l\Llli ,1m ;~'-·h._·Lul1pili.ln ):iljl~ 

!chlh h;li~ dihandingkan karyawal1 ,":Ilim tCr.,,'hlll, 

~1<"llIl'lll [),~s'kr 120001 tercLlp;lt l'11l!'ilt PI'l'111'll:ldn dlll:\l',\ kt!rl1j1l'lisasi hcrll:!sarl.;;lI1 
kell'rdl'lpi Idll 'I skili-husl'c/ !hIV) ,Ian ~()ll1i~CI1S"',1 I1crti;I'Ilr\.;"" pr'f,,'rl;l;lIl 'Il;(uiabat;lll I :(}h­
hil.led jiU"! YClltll; res kOl11pc:tl'n,i. de" \1l'IIII);II1:ln jah:lLI!1. >~Illltrlt;ls, clan p~ILlang 
prol11(),i, l)alal11 Schuler clan Jackson (1l)l)l),1 dq]c'l'llici scmhil;l!1 l"crlJL'Li<l<lll aillara SIStCi11 
PCl11h;lV;lr<ln kOlllpens<lsi ber(i;rsarkaI1 ~cleral11ptlan ddn hnd;I.SilI'f;:J1I I'lh:lt,ln 'ei1agallllana 
clap"t dillll<lr p<lda tabel I, 

KEPUASAN TERf-IAD/\P KOMPEJ'\S,\SI 

.IiLl pcrusahaan ingin agar tingkat kctidaklladiran d,lll kclll:lr-l1lasuknya karyawan 
dapat dil1linilllalkan Illelalui kOl1lpensasi. mab pcrusahaal: I];(I'IIS i11cll1astikan bahwa 
karyawan PU<lS dcngan kOlllpcnsasi yang rdlll ditcril1lanY;I, -\da dlla fa\.;tor pellcntu 
kcpllas;1I1 tcrhadap kOlllpensasi van" hias<lnva digllnClk;11I okh karvawiln vaitu rit,a 
kC,ldii;l11 dan Ilarapan ISiagian. i()l)~), Jadl I;'lcla l;rinSljln)'d apabila -k()nlpe~sasi yang 
dllCl'il11a dil'as<!kan adi! eLm sC:iuai ckngan IWr:lI:dl1l1v:!.maka kar\;III'dll ak<inmcrasa pllas, 
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Tahcl 1. Pcrbandingan sistem pcmbayar-an kompcnsasi bcrdasarkan keterampilan 
danjabatan 

'----------------~I'--K-·(-Jn-l-pensasi Berdasarkan 
K0I11[HHICn 

c------- I Kctrampilan 
! I. Pcncntuan nilai IDikaitkan dcngml cva)u:.lsi 

PCIlClapan harga 

RClltang pcmhayaran 

Evaluasi kinl'lja 

PC!Llal~g pcrtumbuhai1 
hayar~ll1 

Ikcloll1[Jok KClcralllpil,", 
1__ 

!Sul1t, karena scluruh sJ."lcm 
Ipcmbavarall dikaitkan lkll~'-lIl 
Irasar - c 

ISangat luas, satu rcnLlll,:! 

Ipcmhayaral1 ulllUk scluruil 
kelollljlok f;clcralllpiLill 

Tcs klllllpctcnsi 

Dik,litLan dcng'.lll pCll~_:lJ;h~\~!1l 
,kClcralllpilan_ karcna ciiukur 
)dcngan lC~ kO!llpCicn:-,i 

iPcrlu, 1l!.1tuk.IllL'1ll1K'hJI'~'1l 
lilcksibillUs phatan lLm 
ipcningk:lt:.lll bayar<lll hag:i scmua 
Ikarya\vJn 

IPclu:tng khih llL"s:u-. Si;lP~II)llfl 
Ilya~g lulus tcs kcmam11llan hi:<l 
rna.lu , 

Ek~ rcrubai1an jahatan IBayaran Ictal' sCl'eni i"",,1. 
I,kccuali kC'lhlian kCICl"',lllpll",: 
imcningkat 
I 

Adlllilllstrasi ISulit. karc!l~\ hall yak <I,-.j'l.:k 
:)l~!llb~\yaran ircnc~lI1a IK'J~lbayar<ln ) :lJl~ 

l ___ . ___ ~ __________________ J~_I~L~.~~t~J I. !~-·_I_~~~ ~ ;~~J~ __ 

Sunll1cr: Scilukr dan L'Cks()n ( I (NY I 

1-----}\.-;,111pc;lsasi B~rdasark~~~ 
1 .labatan I 

lI:)il::lItf.'lJl dcn~"n c'-aluasi s"lurull I 
111"11'11 an 

/ I 
ILl?hih lllllddil. k~u'f'1a pClllhayaran I 
ldik~lit~~lll dcl1gan jahatan-,iabatan J 

jpatoh.:111 di p<ls<lr tenaga kcrJi.t ! 

IBis;\ hcrY4\ri:lsi. tcrgantllllg: pada 
Itipc JahaLtn d'lll luasnya lingkal 
Ipend><11 alan 
I -

!Ukuran kincrl" _iahatan 

IlliKaitbn (knean seni()ri",s, 
Iraling pl~Jlil~lian KIJ1Cq<:l atau hasil 
\nya[,l 
i 
iDlj ll..Tluk:ll1 k~\rcna k(hulull<.ln 
I 
IhLlk~11l L,lrC;I~1 kl~illgln~\n 
, 
! 
! 
I 

Ip,-ill"":,' khlil k,'cil. TilLi~ ada 
ike"a;!;"" pangkal apahila tidak 

i-I-C1T;l!lI.LJli~ ;"Jdda Kt)l1)p]cK\lld:­

!l.~\;IIIJaS~ .i,lh~!t~\n Ibn rcncana 
i~!l()k(\.'>1 l!l.·lllb~I.\'ar:ln 

__________________ J 

Scbagailllana telah diuraikan eli ,"as h,dl\'" kal-\'I\\-an );111,'_ 1IIl'IIll'IIIIyai kClcralllpilan 
!chill tin~g:1. akan ll1enunlUf kOlllpensa_,i van;' khih lin2-'g:i pli!:I- "":lInun yang: 1l1(:njadi 
[h?T..;o:dan ~ldalah kOlnpensasi yall~2 h:t~ail11;tILI y~1I1~'. Il;tnl-; d!h.'l'Jk:tll. \l~hiJ1ggCl karyawi.tn 
yang llll'1I1jlunyal keleraillpilan linggi Il1cra,a khill eldwrgal CLlIljud,1 vang I11clllpunyal 
kl'lcr,lmpilan kbih rendall. 

Konscp kcadii<m Illcilgacli pada il,'rdjJd klllllp,'n\'!.\1 ),11111 cltyak!ill f-lIl}:twall pan las ia 
dapalkan dalam 1111bungallnya dcngan berapa kClInpcm'lsi Y:lil," i'lllll:IS didapalknn oleh 
orang inin. Seorang karyawan cendcrung rllCI1C!1tllk:Hl l)Lr~~p,1 !lv:-:;.!!" kU111pellSasi yang 
p:lJ1tas dipcroJehnyJ atau yang orang laid pC1"ulch (kn~?a]) IJl',-'III["lndiJlgkan antara yang 
tclah mere l-" bc:-ikan kcpada p,:rusalwan dllil api! )an,_ :, ; .. , ,-,,_,cka dapatkan clari 
perllsahaan_ Jika mellurut mel-ck~llul;llr Illcnuk;,r Illi delil dldU -,,_,I'dilliin!'_ I1lcreka !l1l1ngki-n 
a~;.lll rncr~lsa puas. NanlUIl jika 1l1c'rcKJ IllC!lg:111.~'.g;q~ny~1 tid:lI·. ddil. il1CI"~'k.a Il"Iungkin akan 
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Sedangkan Illenurut Siagian (1995). Illengenai keadilan dapat dinilai dari liga faktor 
pCl1lbanding. yaitu diri sendiri. slstem yang berlaku dan orang lain. Melllang 
rnenggunakan diri sendiri sebagai faKtor pembanding Illerupakiln cara yang subyektif. 
karen,,, tujllan. h'lrapan. ci~a-cita dan persepsi scndin tenwng bcrbagal Jcnis kebutuhanlah 
yang Illenpdi kriteria. Meskipllll clemikl,ul. pnnplilan p,'rusahaan perlu Juga 
1l1elllpcnillliJangkan persepsi seorang karyawan 111cngena! dlrinvll scncliri. karena 
kelllungkinan pcrsepsi karyawan tcntang dinnya scndiri lllcng:lI1dllng suatu kebenaran 
J ugJ, 

Pel'sepsi tcntang keadilan juga dibandingkan dengan sistcl11 pl:mbcrian kompensasi 
yang berlaku. yang dapat dilihat.dari tiga suciut panclang. Pcrtama. sistem yang berlaku 
dalam perusahaan dimana karyawan lersebut bekerja. Mengcnai sistcm yang berlaku 
dalam perusahaan, bias<Lnya karyaw<ln inglll l11engetahul apakah sistclll pel11bcrian 
kOlllpensasi yang bedaku sudah dldasarkan pada kewajaran. sudah dikaitkan dengan 
beratnya tanggung jawab. sifat pekerlaan. pendapat pekerja dan ~elllal11pUan organisasi 
yang bcrsangkutan. Yang dinmkslld dengan kewajal'an i,tiah bcsarnya kOlllpcnsasi v<ing 
rnemungkinkan karyawan hidup seeara Ill<lnuslawi sesuai cicngan harkal. Illartabat dan 
tingkatan l11asing-masing. Sebagail11ana dikelahui. bahwa UMR (llpah minimum region," I 
juga disuslln berdasarbn pacla pertimbangan kewajaran ini, sellingga dt:ngan aclanya 
kOl11pensasi sebesar UMR diharapkan para karyalVan dapat l11cl11cnuhi kebutuhan hicl'Jp 
sehar;-l,ari seem'a wajar. tidak bcrkbih. nal11un Juga tidak kckurangal'. 

i<a!tan dcngan bera~nya langgung jawab kdryaWi.ln, jUg<.l ,..;angat penting untl:k 

Illcntiapalkan perhatian. Adalah sualU hal yang \Vajar apabiJa scm;lI1g karyawan yang 
clibebanl tanggung jawab besar Illclllpcroleh kompensasi yang Icbih besar dibandingkan 
dengan karyawan lain yang tanggung J'lwabnya !chih nngan. 

Dalam kaitannya dengan sifat pekerJaan, maka karyawan yang mengcrpkan pekerjaan 
yang sifatnya rutin. kiranya wajar ap:lbila mcndapatkan kOlTlpensasi yang lebih rendah 
dibanclingkan karyawan yang l1lembul:Jhkan daya kognitif. kel11al11[luan intelektual, daya 
nalar. illovasi serta kreativitas yang linggi dalarn I11cnyelcsaikan pekcrjaannya. Demikian-­
pula dcngan karyawan yang mclakukan pekerjaan clengan tingkat risiko yang tinggi 
lcnlllnya ab:l I1lcllcI"patkan kompcnsasi yang !cbih tinggi pula dlbanJinrkan karyawan 
yang I1lclakukan pekerjaan deng<i11 risiko rcndal1. rllisalnya unlllk kary:.lwan yang bckcrja 
eli perusahaan penambangan. atau til lahoralllritllllnllkilr. 

IkrkalLlIl dengan pcnciapal peker!". h,a,an\a dalam I)r;d.,ld, Ill'ltlil;elllcn yang lxuk. 
unill" ll,l:nClllnkan sistcl11 kOlllpcnsa'l p,nlp,ni,n !lcn:sidlaan Illl'nlkilpal' pcmlapal para 
1H.'k('I"]il Y;1I1g Ic.rdapat <Ii tLtLIIH p('nl s ;IIJ~Ij\IlIlY;I, ydll~', IH<lS;11IY;\ dl\;!lllp;lIkall okll para 
wakililya yang dudllk dalal11 pengllrlls serikal pckcrp. W:d'illplln pll11plnan Sllatu 
perusahaan tidak selalu menerima clan 11lCnerapKan pendapat para pekerja tersebut. namun 
seClra psikologis hal lcrscbut sangal pcnling hagi karyawall. Karyawan rnerasa 
pendapatnya dihargai dan bagi pimpinan pcrusallaan akan !chill I11clllailal1li kepemingan 
dan kebutuhan para karyawannya dengan Icbih tepat. Scbaliknya, pad a kesempatan ilu 
pula pihak pimpinan perusahaan akan lebih ll1udah menjclaskan posisi perusahaan pada 
saat terseblll, terutailla yang menyangklll posisi I'inansialnya. 

Berkailan dengan kemampuan organisasi. bukan hal yang Jl1l1stahii Jika para karyawan 
l11ell1punyai persepsi yang lidak tepal l11cngellai kemalllpuan finansial perusahaan. 
Misalnya karyawan llleniiaiDahwa perusahaun sel)l:narnya lllaJl1pu llntuk Jl1emberiKail 
peningkatan kompensasi yang lebih besar lagi kepada para kal·vawan. karena keurHungan 
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yang diperokh selailla ini clIkllp besar untuk hal lcrsebul. Para karyawan teillunya 
hc:ranggapan. bahwa kCllntllngan yang Ix;sar Icrscblll juga IllcrUpakall hasil jel'ih payilh 
Illereka juga. schingga wajar apabiia 1l1CIluntut dillL:rikan pcningkatilll klllllPcnsasi yang 
lebih besar lagi. Na1l111n de1l1ikian. bisa saja pihak pel"L\sahaan Illcl11J1l1nyai suatll lencana 
lIntllk mclakukan ekspansi atall Illebklll;an Illociernlsasi dengall Illci;lJ.-uLIIl p'2ll1belian 
pnalatilll bam. seilll1gga tidak semua kellntllngan dibagikall kcpadi[ pdril kilr)'awannya, 
Perbedaan perscpsl tnsebut perill dihilan~!bll, clan "dail Sillll Ilpal''' 1I111l1k 
lllengililal1gkanJl\'" adalah del1gan Illcmbcrlkan 1ll:II}cbSilil kcpacl;J p:"'i' 1;"1'\,,111'''11 seeaLI 
lcrhul--.a d~lIl Japat dipcnangglillgia\\-'<Lhk;lll. Pad;1 kl'nY<lt<t<.tnnYll. \.\undl"'l illl "itll~~dl suill 

dilerapJ.-al1 p"da pl:lLlsailaan-perusalli"ln eli SIIlI, hal IIH dIS"I1<Ji'k"ll k"ICI1" plh"h 
pc~rllsahililll udak Iral1Sparan dalalll Illclllhnikilil PCl1jC·lilsdn 1I1"ll~"'ILli kCll1dlllpllClIl 
finallsialnya kepada kilryawan. sebaliknya plha~ karyawill1 Icrbdan), Icrl.i111 lllC 1111 11 tll I 
dan 1l1elllaba~an kehendaknya karena tidak 1l1elllpCl'cilyai pcnjelil'-;ill1 pllllpinCln mallplln 
pemilik perllsaltaun, 

Kcdua. sislelll yang berlakll pada pnllsahaan lail1 yang scjel1i" Ikn-g;l1l Illcnggunakal1 
sislem yang berlaku sebagai kerangka Clellan, karyawan biasanya ,iUg;1 IlIcmbandingkan 
sistclll pelllbayaran kompensasi lempal la bekcrja dengan SIStelll v'ang bcrlaku eli 
perusahaan L.un di ka\vasan yang san1~L tcrutalll;l dt.:'ll~all peru.'.;;.tlu;11l :- dn~ lncillaiankall 

kegi<..lan hlsn" seJcnlS, Apabila IllCnurlit pascp,i /.:'II-V'a\\ an ,I\[,'Il> vang bt,rlaku ..II 
perusuhaan lell1pat ia bckerp sebanding dengan SIStell1 vani!- be:lil~1I ell pCrLl.Sahd:ln lain 
yang sej~nis. sangat dill1l1ngkinkan karyawiln n1tTISa pllas: dClllikian pula apabila yang 
terjadi sebalikl1ya, 

Kctiga. si>te1l1 yang berlaku lllenllrllt pnaluran pCl'unciang-llnd,ll1gan, Dalam 
kaitannya ciengan pcraturan pcrunclang-llndangan yang berlaku, blasanya pemcrintah 
telah menelapkan sland;']r, Para karyawiln menggllnakan slamlar Icrscbllt scbag~li 

pembanding Ulllllk Illclihat apakah perusahaan tempat merck:! bd:I_'IP tclah nll'laksanaK:ln 
ketellluan'terscblll. mlsalnya. peralllran mengenal uPdh minimulll n:i'\(liial \ t:ivHZJ, 

Selalll 1m, seorang kilryawan Juga lllell1bcllllilllgkan I;OlllpenSiISi yang ditennlilnv ~l 
~~;"::lg~::~ ~"~::~g =:te:'::~la karyawl~~; !al!;. ~\1creka herpcl1c_!~t;'at. 1)~lh\,\';! Sl'Cdra obyekl1t 
seharusnya scmua karyawan yang bcrada pacla tingkat yang sami! den~~ill1 pekerpan ~'~l1lg , 
sailla akan 1l1endapatkan k01Tlpensasl yang besarnva sarna pllla, r\pahtia Icrnyala Icrpdl 
perbedaan. kal'ena ~ldanya pertilllbangan subyekti!, m<lllpUn diskl'lillinalir. Illaka karyawan 
akan meraSil lidak plIas, 

jjarap_:t.Il_J5ill'vawal1 Terhadap KOlllpcns!.lsi 

MenUl'Ul Schuler dan Jackson (1999). biasilnya ('rang ilkan 11ll:ll1handingk~1ll besar1l\a 
kompensasi yilllg dilenmanY'1 dengan jUllllah yang lTlcrcka yakilll sClllcstlilya Illcrelu 
lerima, I'vlereka akail puas apabila lingkal kompensasi "yang scmt'sllnya" sebandlllg 
dengan tingkat kOl1lpcllsasi aktual. alal] lidak PUilS apahtla t!1l~'bl f..()lllpellS<lsi aktu,tI 
Iebih keeil daripada tingkat kompensasi "Yilng scmcstinva", Scdangbn Siagian (1995} 
lllenyebul lingkat k011lpcIlsasi ini dcngan istilah ilarilpan, 

Mcngcnai harapan. dapat dikalakan b~\h\\'a sc,tiap J.-aryavv:l1l CL,I;II11 plkirann\,~i sll(bl> 
Il1CllljlU n\'a I gdillbaran at au lllungki n bahkan kCpuluscln {cntang JlI'Illc:h kOlllpcllsasi yang 
layak diterlll1anya bcrdasarkan peni11lbangan I'~,rdldikan. pcngc~ldhuan, keteraillptian. 
sifat pckcrjaan, besamya tanggullg javvah. clan bcsalllYd I\c\\cna!l:~ Disarnping itu. 
harapan blasanya Juga dibilkan dCllgan kcbuluhan l,kolloll1isny;1. scpert! kdllltullan akan 
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sandang. pangan. peru mahan. biaya pendidikan anak. jumlah tanggungan dun status 
sosialnya di Illasyarakul. Jadi. harapan didasarkan pada kcinginan kuryuwun agar 
kOlllpensasi yang ditcrima dari pcrllsahaan melllllngkinkannya untuk meilluaskan 
berhagai kebutuh,lI1nyu ,ceara wajar. Apabilu kOl11pcnsasi yan~ ditcrima ternyata tidak 
sesuai dengan harapannya. mab karyaw<ln Illcnjadi tidak puas. 

Dari maian dl at as .Ielaslah balm'a kepuasan akan ll'l"C'II"J;II "pahria pembenan 
kOlllpensasl dirasakan add dan sesual dcngan harapan k<lrY;I\van .. Iadl Jik'i penh;dw<ln 
ingin menarik karyawan bani dan "Illl'lnpcrt;.Ihankan ~arya"an yang plltensi<ll dan 
ml'mpunyai keterampilan. maka kompensasi yang ditawarkan seharusnya kur,lIlg lebih 
sama dengan karyawan lainnyu dalam perllsaha,m yang sctara-dcngan kala lain ada 
keadilan ekslernal. Apabilu sistem kompensasi didasarkan pada kineria. maka harus 
disertai dengan metodc pengllkllran kinerja karyawan yang aklll"'l1 dan terbllka. sehingga 
karyawan seeara Jelas dapat Illeliha! hubllngan kin~rja dcngan "ul1lpcnsasi. Tint,kat 
kOll1pe;lSaSi juga hanls ditlnjall keillball seeara lem, menerliS d~ln dipcri">aharuijika periu. 
Kepercayaan dan kO:lsistensi harlls dipclihard. scilillgga k;rrva\V<!1l dapdl nkrasakan 
hahwa pCl"usahaan lllemperl13tikan kcpentlngan karyawan d,lIl ILl~a kepentlngan 
perllsahaan sendiri. 

IIUBUNGA]\:" KOMPENS;\SI DENC;\N PENINCKATAN KINEf\.!A 
KARYAWAN 

13erbieara tcntang kebijakan pClllbel"lan k()lllpensasi. llllllllllnya Iidll':a tt'rlllju p;ICJa 
jUllllail yang dibayarkan kepada karyawan .. <\pabila jllrnlall kC1mpell"lsi lelah cukup 
rncilladai. berarti sudah CUkllp ldvak dan haik. Perillasalahannya schenarnya tidak 
seseckrhana illl. sebab cukup 111elllaciai lllcnllrllt kac<llllata PC:I·llsdllaan. beilim ["'I-.tU 
dlraSaKan cllkup oleh karyawan yang.bel·sangklllan. Menllrtll ;~ilisc:nllt() (19961 pcngaruh 
kompcnsasi terhadap karyawan sangatlah besar. Scmangat kClja yang tll\ggi. kerc:sailan 
clan !;)y~:!;:;:s L~::'Y~;";':an t;ac:,'~~k dipengan:~:; ~)Ic~: ~-:2sarnya KOI~1pe:~.';~;:.;j. P~lct{l 111lIUl1H1Y,l. 

pClTlogokan kelja yang sering terjacli <Ii llegara ~Ila ini. schagi:lIl il,':;;11 dis"babbn karena 
masalah upah. 

PcmlJayaran kompensasi berclasarbn kc'llTalllpil'\Jl. sebenamYd ddlall] konclisi lcrf,:nlll 
dapat meningkalkan kinerj~l karyawan. dis<llllpin): clapat pula 1ll1:ll1hual bryawan frustasi 
Bagi karY,lwan yang rnemang lllenllliki keter'llllpilan \'an~: clapal diclndalkan. rnaka 
pcmbel'ian kompensasi berda.sarbn kctcrampilan akan cLiP<ll IlJ\.'11ini,katk<in klllerta. 
"ebaliknya bagi karyawan yang tidaL JllL'milikl ke((:ralllpiLln ,bn tidak mcmpunY;l1 
kemarnjlllan Ilnlllk meningkatkan kClc'Lllllpllallll\". Ill'lk" Slsklll p'·lIlil'.Ti;lll k(llllpCnSdsi 
llli dapal Illl'ngakibalkan frllslasi. 

Dik<Jilkan dengan leori pengh~lral'an. Illak'i pClllberi~lll k'lllll,,'n.s'lsi hlTdasarkan 
keter,lmpilan al.:an mcmolivasi karya\\"all. sch;li, d,dam ll'lll; 1".'II"harap:lll dikal;lk~1I1 
bahwa scorililg karyawan akall ler1ll0livcIsi lil\1I11; lllengcl"<lhkall u"Jll~\l\\'iI dengan Ichih 
baik l;tgi ap~lhila karyawan nlera~:;a yak ill. bah\V~1 usahilnya al-\cl!l lllcngh;lsilkan peniJaian 
prcsla:-;i yan,~ bllik. Penilai~tn yan~: b~:ik dklln diwujudkal1 llLn~~~lll pl:n,:~llarg~1~1I1 ,jari 

pCJ"usah:\;\11 sl'lx'rti penlb~ri~lt1 bOIlU\, pC'11111gkatd!l giljl :1!;lllP.r"Olllt).\l i.1111 jlL'Jl~hilrg~idn lt1l 

dapal l1lc'J\lua,kan karyaw<lll. 
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Jadi dalam teori pengharapan terdapat tiga hubungan, yaitu hubungan antara llsaha 
dengan prestasi. hubungan prestasi dengan penghargaan perusahaan dan IlUbungan antara 
penghargaan perusahaan dengan tUJuan karyawan. Apabila penghargaan yang diberikan 
oleh pcrusahaan sesuai dengan pengharJpan dan dapat me1l1uaskan kebulUhannya. maka 
karyawan tcrsebut akan tcrl1lotivasi unluk kbih l1leningkatkan usaha/kincljanya. 
sebaliknya <ipabila usaha yang di lakilkan tidak Illendapat penghargaan sesuJi dengml 
harapan karyawan. maka karyawan yang bersangkutan akan IllCr,ba frustasi. sehingga 
tidak termotivasi untuk meningkatkan kinerjanya. 

Menurllt Robbins (200 I). k01l1pensa~i bcrdasarkan keteral1lpilan ad,ilah scsnai dengan 
lcol'i ERG U:;xi.l"fence, He/lltedness (fnd GI'{)\l'rl! r/icol'v) dan .. \ldcri'cr. scbab sistc1l1 
pelllbayaran III I dapal mendorong karyawan lInlllk helapr. l1leningkatkan 
keterall1pilannY<i dan ll1emelihara kelcrampilannya. Hal ini dapllt dianibn. b<Jhwa bagi 
karyawan yang ingin ITlclllenuhi kcbutuhal1nya dcngan leblll balk. 1I111ka pelllbcnan 
kOll1pensasi berdasarkan kelerall1ptlan akan llll'njadi pcndonJng bagillya untuk Iebih 
I1lcningkatkan keterall1pilan. agar Il1clllperolch kOlllpensasi yang !cbih lInggi. schingga 
kcbuLUhannya dapal lerpenuhi, 

Dikaitkan dengan teori kebullihan lInlllk bel'pl'c;;lasi (!leed .for (lc/iiel'emellT theorl'). 

pel1lbel'ian kOl1lpensasi bel'dasarkan ketcl'ampilan juga sesliai. scbab sistclIl pemb<lyaran 
kOll1l'ensasi ini dapat akan Illcndol'Ong karyawiln lIntuk bekcria Icbih cfisien. mall 
11lL.l11pelajari keteralllpilan yang bat'll atall berusaha l1leningkat).;an keterampilanny,1. 
schingga siap menghadapi tantangan baru. Hal ini cukllp j:,las. schab Illcillpelajan 
kelb<,!ll1!Ji!:':1l baru n1erupakan tantangan terscndiri bagi seSl'()ran~! yang illgin Illaju. 

Apabila lantangan ini dapal dilampalli. maka akan ti Illbll I rasa bangga bagi y<Jng 
bersangkutan, kebanggaan bukan hanya karena prestasi yang lllcnlngkat. namun karena 
penghargaan yang diterimajuga meningkal dan mcmuaskan bagi dirinya. 

Dalalll kaitannya dengan teori pengllatan (rein/clrcclllcnr r/ieorr). pembayaran 
kOlllpensasi berdasarkan keteralllpilan akan lIlenciorong karyaw<ln lIntuk bel'ljar seem'a 
konlinyu. Illengelllbangkan kcterampilannya. dan dapat bekelja ;;ama dengan anggota lain 
dalalll perusahaan. Sel1lakin berkembang keteralllpilan yang dillliliki. Illaka akan semakin 
besar pula kOlllpensasi yang akan diterilllanya. 

Sistc;n pelllba:v"rall :'-LJmpells~_si.berdas'irkan keleral1lpila!: .;'.!ga sesuai dcngan teori 
keadilall (equitv theory) yang 'nlembandingkan antara prcstasi yang dicapai dengan 
kompensasi atau penghargaan yang diberikan oleh pClUsahaan. Apllbi!a prestasi karyawan 
sebanding dcngan pcnghargaan yang diberikan oleh perusahaan. ll1aka Illotivasi karyawan 
untuk ll1eningkatkan kinerjanya dapat elioplilllaikan . .facti (kn~,al1 kala lain. bila 
kompcnsasi yang diberikan sesllai (kngan kcaeilian dan hat'apan karyaw<ln. Illaka 
karyawan akan merasa puas dan lennotivasi untuk terus mcningkatbn kineljanya. 

Pad a kcnyataannya. sebagian besar perusahaan yang aela elisini masih kurang 
mengl~argai keterampilan dan kemampuan seseorang. scillm,,,,l scring dijul1lpai 
peml'lJfrian kompcnsasi didasarkan pada seniorilas bukan paclll kcmaillpuan seorang 
karya\van untllk mengembangkan keterall1pilan yang dimilikinya Konclisi ini dapar 
mengakibatkan karyawan menjadi apatis dan tidak rerillotivasl ulllllk meningkarJ.:an 
kinerjanya. sebab peningkatJn keterampilan tidak diilllbangi dengan peningkatan 
kompensasi. Sebaliknya, kompensasi akan naik dcngan scndil'inya tanpa perlu 
meningkatbn keterampilan. Hanya waklll yang dapat ITlenin"katkan besarnva 
kOlllpcnsasi. schingga apabila kOlllpcnsasi ditingkalkan. karyawan hall/a terillolivasi 
untnk semcntara waktu. setelah ilU kincl:ianya abn kt:mbali seperti selllula. Hal ini' 
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merupakan salah satu scbab yang mengakib:ltkan perusahaan slilit untuk Il1cningkatkan 
produktivitas ll1aupun kualitas produknya, sehingga Slliit untuk I11cnghasilkan produk 
yang berkualitas dengan harga yang kOll1pctiti C. 

Agar karyawan termotivasi untuk meningk<itkan kincljanycl, sebaiknya perusahaan 
menggllnak<;n keterarnpilan sehagai da.sar Jl,~rhlt'.lllgan kOlllpcnsasi. Kcpada karyawan 
juga perlu dijelaskan bahwa kOlllpcnsasi y<tng ciibcrikan dihltl.lIlg bel'dasarkan 
keteraillpilan dan kell1ampuan mcrcka clalaill Illl'ng~rnbangkilil kctc:rall1pilannya t1nfuk 
Illenun,iang pcnyelesaian tugas yang dibcbclllkan kcpclcianya, Sch:lg:lil11:lnCl dicontohbtn dl 
depan. apabila karyawan tata usaha illalllpu Illcn~~"lik IllcngguIl:lbn lllesin kelik m:lIlual 
maupun eleklrik dengan hasil yang rnemllaskall. sl'h,u'usnya dibav:u' Icbiiltinggi daripada 
yang hany;! mampu menggunakan Illcsin ketik manual saja. DCllllkian pula bagl yang 
lelah nlartlpu Illcngoperasikan kompuler dcngan lcrampiL s,:harusnya dlllilai icblh 
d:!ripada yang lain. 

KESIMPUU\N 

Bagi perusahaan. karyawan adalah salah salU sumber davd yang alTlat dibutuhkan 
untuk ll1cncapai tUJuan perusahaan, Sebaliknya. bagi karyawdll yang Illcll1punyai berbagai 
lllacalll KelJutuhan, perusahadn juga merupakal] sdldh .,atu lempdl v:lng dapal mcmuaskaJl 
kebulUlla!,nya. KOlllpensasi Ijlerupakan lI11balan yang diberikan ukh perusahaan kepada 
karyawari. at as jasanya dalam melakukan tLlgas. kewajiban dan tanggung jawab y,!ng 
dibeballbn kepadanya dalam rangka pencapaian tujllan pcrusahaan, 

AdJ dua hal yang perlu diingal oleh perusahaan dalalll penlbcrian kompcnsasi, 
Pertama. kompensasi yang diberikan harus dapat dirasakan adil oleh karyawan dan kedua. 
besarnva kOnlpensasi tidak jauh berbeda dengan yang diharapkan oleil kmyawan. Apabila 
clua hal ini dapat clipenuhi, ll1aka karyawan abn lllcrasa puas, Kcpuilsan abn mell11CU 
karyaw:ln untuk terus rneningkatkan kincrjanya. sehingga tuju:ln pnllsahaan lllaupun 
kcbulllhan karyawan akan tercapai secara bcrsama, 

Unluk mcncap:ll keadilan sebagaillland diharapkan oleh karye1wannya, maka 
perusahaan harus memijertilllbangkan kondisi ekstcrnaL kondisi intern::1 dal. "undisi 
individu. Kompensasi hanls diusahakan sebanding dcngan kondisi eli luar perusahaan, 
khusllsnya perusahaan yang menjalankan bisnis sejenis. juga hal'lls clisesllaikan dcng:an 
kondisi pekerjaan yang dibebankan kepada karyawan. sepcni tant'."llng ,iawab. dan risiko, 
KOl11pcllsasi jl!ga harus lllcl11perhatikan konliisi indiviclu. schingga tidak I11cl1lberikan 
kOl11pensasi dengan pertimbangan sllbyektif dan diskrilllinatif. Untllk lllclllcnuhi harapan 
karyawan. hendaknya kompensasi yang cliberikan oleh perusahaan dapal lllCll1u:lskan 
berbagai kebutuilan karyawan secara wapr. 

KOlllpensasi yang diberikan bcrci:lsark:in pekerjaan CllClli scnioritas tanpa 
rnelllperhatil:an kelllampuan dan ketcrampilan seringkali I1lCmbllat karyawan yang 
l1lelllpllllyal keterampilan dan kinelja baik l1ll'njadi frllstasi dan Illcninggalkan 
perusahaan. sebab kompensasi yang cliberikall oleh perusahaan dirasakan tidak adil dan 
liclak sesuai dengan harapan mereka, Sebaliknya kOlllpensasi ini akan J1lclllbuat karyawan 
yang tidak berprestasi lllenjadi benalu bagi perllsahaan, KOlllpcnsasi yang diberikan 
herdasarkan kinerja dan ketcrampilan karvawall llampaknya dapClt lllcrnuaskan karyawan, 
sehingga diharapkan karyawan termotrvasi untuk llleningkatkan kinelja dan 
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mengembangkan keterampilannya. Hal ini disebabkan karena karyawan yang selalu 
berusaha untuk meningkatkan ki nerja dan keterampilannya abn mendapatkan 
kompensasi yang semakin besar. 
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KOMPENSASI : 

APAKAH MEMBERIKAN MOTIVASI DAN KEPUASAN? 

SUlljoyo* 

Abstrak 
Kornpcnsasi dibcrikan pcrusahaan kcpada karyawan bertujuan untuk memberikan motivasi 

dan kepuasan dalam menjalankan kegiatan-kegiatan Icbih lanjllt. Kompensasi juga dapat 
mcningkatkan kincrja pcrusahaan, demikian sebaliknya, kinerja perusahaan dapat mempengaruhi 
kompensasi yang ditcrima seorang karyawan. Secara umum, kompensasi dibagi atas dua 
pcndckatan: kompensasi berdasarkan pekcljaan (job-based pay) dan kompensasi berdasarkan 
ketcrampilan (.~kill-based pay). . 

Bagaimana kompens~si dapat mcmbcrikan motivasi dan kcpuasan bagi para karyawan') 
"Kompcnsasi bagi para cksekutif sebaiknya diberikan berdasarkan pekcrjaan atau keterampilan?" 
Kedlla pertanyan tcrsebllt merupakan isu penting dalam tulisan ini. Sclain kompensasi, perllsahaan 
perlu memberikan penghargaan intrinsik kepada karyawan, karena karyawan merupakar. 
sumberdaya insani yang sangat bernilai dan dapat membantu pefllsahaan dalam Illcncapai tlljllan­
tujuan kelllalllplliabaan (profitability). 

Kata kUllci: 

PClldahuluan 

kompensasi; kompensasi eksekutif; motivasi;' kepuasan; kinerja 
pcrusahaan; job-based pay; skill-based pay. 

Setiap kmyawan mengharapkan gaji scsuai dengan konstribusi yang telah 
diberikankepada organisasi di mana ia bekerja. Sebaliknya, organisasi berusaha 
mengefisienkan dana yang dikeluarkan untuk memperoleh keuntungan optimal. 
Salah satu penghematan yang sering dilakllkan organisasi adalah kompensasi. 

Kompensasi yang dimaksud aclalah sejumlah gaji yang diberikan organisasi 
kepada karyawan sebagai wujucl penghargaan akan tugas, kewajiban, dan tanggung 
jawab yang tclah dijalankan. Secara umUll1, penghargaan dapat clibagi atas dua 
jenis: penghargaan intrinsik (intrinsic reward) atau motivasi intrinsik melipllti 
penyelesaian tugas (task completion), prestasi (achievement). otonomi (autonomy). 
dan pengembangan pribadi (personal growth); penghargaan ekstrinsik (extrinsic 
reward) at au insentif ekstrinsik meliputi g~ji dan upah (salary and wage). jaminan 
sosial (fringe benefit). penghargaan antar pribacli (interpersonal reward). dan 
promosi (promotion) (Ivanccvich & Matteson, 1999; Kreps, 1997). Selanj utnya 
penghargaan atau insentif ekstrinsik akan discbut kompensasi. 

Tulisan ini membahas berbagai persoalan dan isu kompensasi tentangpaket 
kompensasi total, penghargaan individual, kompensasi eksekutif, dan 
ketidaktepatan sistem penghargaan. Penulis berharap dari semua topik yang 
dibahas akan memberikan suatu pemahaman tentang "bagaimana kompensasi 
dapat memberikan lI10tivasi dan kepuasull bagi para kmyawan. " dan "apakah 
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sebaiknya kOll1pel1.1'a.l'i eksekllfi(diherikan herdasarkan pekerj([(J11 (job-basedpay) 
atau keterampilan (skill-based pay). " Selain itu, penulis berharap tulisan ini 
bermanfaat bagi para praktisi bisnis dan akadcmisi schagai dasar pencrapan dnn 
penilitian lehih Ianjut mengenni kompensasi. Untuk melanclasi pemahaman tentang 
kompcnsasi, penulis akan mcngawali bahasan dengan nienjabarkan SlflltU paket 
kompensasi total yang scring digunakan oleh pnra praktisi bisnis. 

Pakct Kompcnsasi Total 

Menurut Balkin dan Gomez-Mejia (1990), dan Igalens dan Roussel (1999), 
paket kompensasi total dapat diklasifikasikan ke dalam tiga komponen utama, 
yaitu: Pertama, gaji tctap (fixed pay): yaitu kompel;sasi yang jumlah dan 
pembayaran tclah dijat~ikan seperti gaji pokok (hase pa)1. bonus-bonus senioritas 
(seniority bOl1uses). gaji ketigabelas (13'" month), dan scbagainya. Kedua, gaji 
flcksibcl (fTexibie pay): terdiri atas gaji variabcl (variable pay) clan pcnclapatan 
tcrtunda (deferred income). Gaji variabell11crupakan kOl11pcl1sasi yangjumlalmya 
bervariasi dan/atau pendistribusiannya tidak pasti, scperti gain-sharing, bonus­
bonus (honuses). inscntif-insentif (incentive.I). goal-hosed pay. dan gaji waktu 
Icmbur (overtime). Pendapatan tertllncla merllpakan sejull11ah pendapatan yang 
ditahan selama beberapa tahun, setclahitu baru diberikan scperti pro/it-sharing. 
rencana sil11panan perusahaan (company savings plans), rcncana kepcl11ilikan 
saham karyawan (employee stock ownership plans), dan scbagainya. Konsep gaji 
flcksibcI bertujuan untuk mcngurangi rasio kos tctap atau variabcl pada bcban 
tenaga kerja. 

Komponcn tcrakhir, tcrbcntuk clari cmpat clemcn dasar al/owellces dan 
reimbursements: (a) bcrbagai biaya (expense.l) makanan, transportasi, pakaian, 
clan sebagainya; (b) benefit dan perquisite dalam bentuk barang dan jasa yang 
ditawarkan clcngan suatu potongan harga, mcnyediakan ataumenawarkan bcrbagai 
fasilitas kcpada karyawan (fasilitas pCrLImahan, mobil, pcnggunaan teIepon pribadi, 
transportasi UI11UI11, dan sebagainya); (c) program kescjahteraan karyawan dan 
kcsempatan yang berkenaan clengan rckreasi scpcrti tiket bcrbagai event hiburan, 
tunjangan hari raya (THR), tunjangan kcluarga, beasiswa, dan sebagainya; (d) 
rencana tunjangan pensiun dan asuransi keschatnn untuk mcmbcrikan jaminan 
karyawan dari sakit. 

Dalam dunia nyata, kOl11pensasi yang dibcrikan tidak sclalu bcrhentuk paket 
scperti yang teIah dijabarkan di atas. Pembcrian kompcnsasi dapat bcrvariasi d,m biasanya 
berdasarkan pada pandangan l11anajel11cn pcmsahaan tentang penting tidaknya suatu 
bentuk kOl11pcnsasi diberikan kepada karyawan. Kcbijakan kompensasi karyawan 
seringkali pcrIu diperhatikan sccara serius olch pcrusahaan, karcna kompensasi 
dapat mel11berikan dampak motivasi dan kcpuasan karyawan clalam bckcrja. 
Selanjutnya, klasifikasi paket kompcnsasi yang tclah dijabarkan di atas !cbih 
mencerminkan penghargaan ekstrinsik, hal ini bukan bcrarti bahwa penghargaan 
intrinsik tidak penting. Perdcbatan cederung bcrfokus pada kekuatan penghargaan 
intrinsik atau ekstrinsik yang menglwsilkan pcrilaku yang diharapkan (O'Ncill, 
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1995). Banyak pcnclitian membuktikan bahwa penghargaan intrinsik jauh lebih 
penting dari penghargaan ckstrinsik (lvancevich & Matteson, 1999). 

Sebagai contoh, pihak manajcmen sebuah perusahaan maskapai penerbangan 
mengeluarkan kebijakan sebagai bcrikut: "bonus akan diberikan kepada seluruh 
karyawan sebesar 10 persen dari gaji masing-masing, apabila mereka dapat 
mencapai standar minimal kctepatan waktu penerbangan yang telah ditetapkan." 
Kebijakan tersebut menunjukkan usaha manajemen perusahaan dalam 
Illembcrikan motivasi kcrja kepada karyawan mcJalui kompcnsasi (bonus 10 pcrsen 
dari gaji) dan pcluang Illempcrolch pcnghargaan intrinsik (prestasi mcncapai 
standar minimallayanan tepat waktu bagi pelanggan). Manajelllenjuga berusaha 
membawa sctiap karyawan Illclihat kcbcrhasi Ian atau kegagalan perusaha~n dalam 
pemberian layanan berkualitas kepada pclanggan sebagai tanggung jawab sctiap 
karyawan. Dcngan kala lain, perusahaan bcrusaha mcnanamkan "sense oj re­
sponsibility" dan "sense of belonging" kepada seluruh karyawannya. 

Kepuasan karyawan harus mcnjadi perhatian utama setiap perusahaan 
untuk mcnjalankan kcgiatan-kegiatan lebih lanjut. Kepuasan karyawan merupakan 
aset perusahaan dan karyawan mcrupakan sumberdaya insani perusahaan yang 
sangat bcrnilai, serta dapat mcmbantu pcrusahaan dalam mencapai tujuan-tujuan 
kemampulabaan (prof/lobi/il)). Olch scbab itu, pakct kompcnsasi yang tclah 
dijabarkan di atas perlu dilandasi dcngan sllatu pcmahaman tcntang bagaimana 
proscs kompensasi terjadi dan I1lcmberikan kepuasan individual. 

KompCllsasi Individual 

Risel literatur he/zoviol'o/ science menyimpulkan bcherapa hal yang 
mcncntukan 'apakah para individual dipuaskan dengan kompensasi?' dan 'apa 
yang perlu dipcrtimbangkan olch para man~jer dalam memberikan kompensasi 
kepada karyawan?' 

Menurlll lvancevich dan Matteson (1999), lima hal yang mel1cnlukan 
apakah para individual dipuaskan dengan kompcnsasi: (a) kepuasan terhadap 
kompensasi merupakan sllatu fungsi dari scbcrapa bcsar kompcnsasi yang diterima 
dan sebcrapa bcsar kOJl1pensasi yang dipersepsikan individual akan ia terima; (b) 
pcrasaan kcpuasan scorang individual dipcngaruhi olch pcrbandingan bcrbagai 
pcnghargaan intrinsik dan kompcnsasi yang ia diterima scrta ditcrima orang lain; 
(c) kcpuasan di pcngaruhi olch bagaimana sescorang dipuaskan olch penghargaan 
inlrinsik dan kompcnsasi; (d) kompcnsasi bagi scliap orang berbcda clan pcrbedaan 
tcrscbut tcrlctak pacla scbcrapa pcnling pcrbcdaan kOlllpensasi bagi Jl1crcka; (e) 
bebcrapa kOll1pcnsasi lllcmbcrikan kcpuasan kcpada karyawan karcna mcrcka 
mencrima kompcnsasi tcrbcsar (dcngallll1ell1bandingkan kompensasi yang l11ercka 
tcrima dengan yang dileril11a orang lain). 

Scianjlltnya, para manajcr pcrlu mCll1pertimbangkan bcberapa hal dalam 
pemberian kOlllpcnsasi: (a) kOll1pcnsasi yang diberikan harus eukup unluk 
memenuhi kcblltllhan dasar nlanllsia; (b) orang cenderung l11embandingkan 
kotnpcnsasi yang l1lercka lcrima dcngan yang diterim<l orang lain; (e) dalall1 
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mendistribusikan kompensasi para manajer harus mempertimbangkan perbcdaan­
perbedaan individual. 

Menurut beberapa penulis, tiga tujuan utama program kompensasi adalah: 
(1) menarik orang-orang yang berkualitas untuk bergabung dengan organisasi; 
(2) memelihara karyawan untuk tetap datang bekerja; (3) memotivasi karyawan 
untuk meneapai tingkat kinerja' yang tinggi (Anderson, Banker, & Ravindran, 
2000; Balkin, Markman, & Gomez-Mejia, 2000; Ivaneevieh & Matteson, 1999; 
Murray & Gerhart, 1998). 

Pemahaman terhadap kompcnsasi akan lebih mendalam, apabila kita 
memahami proses kompensasi individual yang mengintegrasikan kepuasan, 
motivasi, kinerja, dan penghargaan (Gambar 1) serta kompensasi eksekutif. Model 
proses kompensasi individual menunjukkan bahwa motivasi untuk berusaha (mo­
tivation 10 exert effort) diberikan perusahaan kepada seorang individual tidak 
eukup memberikan kinerja yang memuaskan. 

Hasil-hasil kinerja (performance results) individual diperolch dari kombinasi 
usaha seorang individual dengan tingkat kemampuan, keterampilan, dan 
pengalamannya. Hasil-hasil kinerja dapat dievaluasi seem"a formal dan informal 
oleh manajemen, selanjutnya manajemen mendistribusikan kompensasi dan 
penghargaan intrinsik. Keduajenis penghargaan dievaluasi oleh individual, apakah 
penghargaan tersebut memuaskan dan pantas at au tidak. Kepuasan atau 
ketidakpuasan individual akan memberikan umpan balik pada motivasi untuk 
berusaha dan proses selanjutnya sama seperti yang telah dijelaskan di atas 
(Greenberg & Baron, 2000; Ivancevich & Matteson, 1999). 

Umpan halik 

Kcrnarnpllan 

~ 
Pcngharg:l:ln Ii dan 

kctrarnnil:ln 
intrinsik 

,(., 

~ Motivasi Hasil. Evalllasi 
Kepuasun 

, , 
~ untuk -,... ~ Idncrju kincrj:l f-

bcrllsaha 
~IKctidakpllasanl-

l ~ Pcngalarnan 
Kompcnsasi 

Gambar 1 Proscs KOO1pcnsasi Individual 
Sumber: Dimodifikasi dari lvancevich, j,M, dan Michael T. Matteson (1999). Organizational 

Behavior and Mana?~ment, 5th Edition, Singapore: Irwin McGraw-Hili, pp, I 97. 

Kompcnsasi Eksclmfif 

Dewasa ini, banyak praktisi bisnis dan akademisi memperdebatkan 
permasalahan yang berkaitan c1engan kompensasi. Sccara UI11UI11 , kompensasi 
dibagi atas dua bagian besar: kompensasi berdasarkan peket:iaan ataujabatan Ooh­
based pay) dan kompensasi berdasarkan keterampilan (skill-based 1)(1}~. Dengan 
kata lain, besar keeilnya kompensasi bcrclasarkan pekerjaan melckat pada 
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peket:i aan atau j ilbatan seseorang, sedangkan kompensasi berdasarkan 
keterrul1pilan melckat'pada orang atau keterampilan seseorang. Pennasalahan yang 

seringkali para praktisi clan teoritisi perdebatkan adalah isu-isu mengenai 
bagaimana memberikan kompensasi yang lebih tepat atau pantas, khususnya 
kompensasi bagi eksekutif alau CEO (chief executive officer), apakah berdasarkan 
pckcdaan Oob-based pay) atau kclerampilan (.\'kill-based pay) (Gomez-Mejia dan 
Wclbourne (1988); Ivancevich & Matteson, 1999; Murray & Gerhart, 1998). 

Kreps (1997) menyatakan bahwa, "pemberian kompensasi kepada karyawan 
tidak dapat l11engatasi kctidakproduktifan pekerjaan mercka, karena hal tersebut 
dapat mcrusak motivasi intrinsik karyawan." Pcndapat tersebut kontradiksi dengan 
hasil studi Lazear dalam Krcps (1997) yang l11cnyatakan bahwa, "pada bcrbagai 
kasus yang didokumcnlasikan ... mcnunjukkan bahwa pembcbanan tcrhadap 
kompensasi mcngalami peningkatan signif~kan pada usaha dan pendapatan 
karyawan." 

Bcrdasarkan pernyataan Kreps dan Lazear di atas, maka tidaklah berlebihan 
apabila Kreps (1997) berpendapat bahwa, "dengan n1emberikan kompensasi 
kepada karyawan, karyawan akan memiliki kcbanggaan dan inisiatif atau gairah 
(desire) tinggi dalam bekerja serta memandang pekerjaan sebagai sesuatu yang 
menarik." Dan karyawan yang bekerja dengan baik perIu diberikan kompensasi 
yang pantas supaya 1110tivasi yang telah terbanglln dari penghargaan intrinsik tidak 
runtuh akibat keplllusasaan. Dengan kala lain, tanpa kompensasi karyawan tidak 
mllngkin dapat mencurahkan usahanya secara optimal. 

Kompensasi bagi para eksekutif memang perIu dirancang dengan baik, 
karena mereka yang menciptakan tujuan atau misi organisasi esensial dan 
mengimplementasikan visi (Greenberg & Baron, 2000). Untuk itu, diperlukan 
suatu pemahaman yang lebih mendalam tentang pola kompensasi strategis, stratcgi 
kompcnsasi dan struktur organisasi, rcrangka umUI11 memahami kompensasi 
cksckuti r, scrta kcliclaklcpalan sistcm pcnghargaan. 

Pola Kompcnsasi Stratcgis 

Gomez-Mejia clan Welbourne (1988) memberikan clua pola kompensasi 
strategis; strategi-strategi kompensasi mekanistik dan organik. Acla yang 
berpendapat bahwa kompensasi Icbih tepat diberikan berdasarkan pekerjaan Oob­
based pay), tctapi ada juga yang berpendapat bcrdasarkan keterampilan (skill­
based pay). Tabel 1 menunjukkan perbcdaan dua pola kompensasi strategis, pola 
A mcrupakan strategi-stratcgi kompensasi mckanistik, dan pola B merupakan 
strategi-strategi kompensasi orgmiik. Kcdua pola tcrsebut dibedakan ke dalam 

tiga dimcnsi utumu: (a) kriteria ulau basis lInlllk menentukan tingkat kompensasi, 
(b) rancangan isu-isu kompensasi, dan (c) rcrangka administratif kompensasi. 
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