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The 2001
Salary Survey

Copier Care e rs re c e n t ly conducted its second

annual survey of service te chnicians to dete r-

mine where th ey wo rk and what th ey make .

The comp a ny re c e i ved 987 responses from across th e

Un i ted Sta te s .

Because th e re are many va riable fa c to rs such as

a u tomobile allowances, bonuses and pro fit shari n g ,

the comp a ny asked its dealership participants to

“ st rip” salary down to base hourly income with no

bonuses. The info rmation collected includes a salary

ra n ge of the hourly salary paid to the field te ch n i c i a n s

based on their training as well as an ove rall ave ra ge

s a l a ry for each region. Large met ro p o l i tan areas and

“high cost of living areas” dri ve up regional numbers .

For exa mple, the San Francisco Bay area increases all

Pa c i fic We st Coast amounts.  It is the same with NYC ,

Chicago, Boston, etc.  There fo re, amounts for ru ral CA

will be increased by the fact that it is located in th e

same region, as if an ex t re m e ly high income area.  In

this instance, even the “low salary” may trend higher

than actual salaries in that area. While training  had an

i mpact on salaries, ye a rs of ex p e rience did not. 

Copier Care e rs, a division of Sch wa rtz & Co, LLC ,

a re search consultants to the document imaging

i n d u st ry. This is the fi rst time such a full-scale pro fe s-

sional survey has been underta ken — and underta ke n

at a time when the marketplace is in such a sta te of

flux. The survey will be re p e a ted on an annual basis to

“We are seeing a large migration of con-
nectivity-trained technicians out of the
industry.  In general, the industry should
give serious consideration to the retention
of it’s own skilled and trained field force.”

— Paul Schwartz, general manager


