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Round 1 

The Gillespie Law Firm 
The Situation 

You have been with ADP for 4 months and have been 

aggressively prospecting small professional firms. Using the 

ReferenceUSA database you found the Gillespie Law Firm. 

Your search indicated the firm was established in 2010 with 

4 employees and 1 additional employee was added in 2016. 

Annual sales volume for the firm has been between $400k to 

$700k and is trending upward. Current payroll and benefits 

are estimated between $250k to $500k. Their annual expense 

for Management and Admin is between $5k and $10k and 

their annual expense for Technology is between $5k and 

$10k. They also had annual expenses for Accounting of 

between $2.5k and $5k. Two executives were listed in the 

Management Directory: Erin A. Gillespie (owner) and Erik 

E. Canada (Associate). 

 

The Sales Call: 

You called the firm and spoke with Lisa, the receptionist, 

and after finding out that Tom Ingram is the person that 

handles payroll, secured an appointment with him. Lisa said 

that Erin and Erik were fairly “hands-on” and one or the 

other might also join Tom in the meeting. You are expecting 

to meet with Tom. 

 

What You Have Found … 

Company History from the Website 

About: My name is Erin Gillespie.  After 10 years 

developing a legal and litigation foundation from both the 

defense and plaintiff sides, I founded my own firm to better 

satisfy clients’ needs.  That means better outcomes, but just 

as important, it means a better experience for the client 

throughout the legal process. 

 

 

Family Law: What you 

can expect working 

with us is experienced and 

accomplished attorneys and individuals who will take the 

time to understand your objectives and concerns.  Whether 

you are a sophisticated business owner or an individual new 

to legal proceedings, the process can be lengthy, confusing, 

and stressful.  Our goal is to minimize those negative aspects 

of the process while achieving the best outcome for you. 

Nothing impacts your life the way that relationships and 

family do.  The Gillespie Law Firm understands how legal 

matters affect you personally and always seeks to provide 

legal assistance and strategic guidance that will bring the 

best possible outcome with the least personal intrusion.  The 

Gillespie Law Firm uses a collaborative approach to 

sensitive legal matters, such as divorce and civil union 

dissolution, child custody, and pre/post-nuptial 

agreements.  Legal resolutions to such matters CAN be 

accomplished civilly and to your satisfaction.  Should the 

situation call for it, however, no one will advocate on your 

behalf more forcefully than The Gillespie Law Firm. 

Firm Management: 
Owner: Erin A. Gillespie, Attorney 

Associate: Erik E. Canada, Attorney 

Other information not provided.  
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Round 2 
30 minutes Team Members A & B Solution 

 Stuart Surveying 
 

The Company 
Stuart Surveying Company is committed to providing 

clients a variety of residential and commercial surveying 

services in a timely fashion at competitive rates. Our goal is 

the complete satisfaction of our customers. We are located in 

Atlanta, Georgia and have been serving the entire state of 

Georgia for over fifty years. Property line staking, boundary 

surveys, ALTA surveys and expert witness testimony are 

just a few types of services we provide. 

Stuart Surveying Company first began doing business in 

the Atlanta area in 1955, providing reliable residential and 

commercial survey services throughout the state of Georgia. 

In 1972, ownership of the company transferred to Josh 

Stuart, a past president of The Surveying and Mapping 

Society of Georgia (SAMSOG), who still serves today as the 

legislative chairman and a 

director of SAMSOG.  

Today, Stuart Surveying 

Company is owned by 

Lewis’ son/daughter, Randy 

Stuart, who is also president of the company. A graduate of 

the Southern Polytechnic University surveying program, 

Randy has been working in the surveying field since 1987, 

and was licensed as a professional land surveyor in 2007. 

He/She also serves as an active member of Engineers 

Without Borders, and recently returned from Haiti where 

he/she helped install a water distribution center for the area. 

Randy is also a member in good standing of The Surveying 

and Mapping Society of Georgia. 

Under the leadership of Randy, Stuart Surveying 

Company continues to offer a wide array of surveying 

services for builders, homeowners, government entities and 

businesses throughout the state, maintaining the same 

standards of excellence, trust and reliability upon which the 

company was first founded more than 60 years ago. From 

boundary surveys to FEMA elevation certification to 

subdivision platting and more, Georgia Land Surveying has 

both the expertise you need and the experience you can trust 

to get the job done right. 

 

Services Offered 
For more than six decades, Stuart Surveying has been 

providing accurate and reliable surveys to both residential 

and commercial clients looking to buy, sell, subdivide or 

make improvements on their property. We offer a full range 

of surveying services to meet our customers’ needs, and with 

our knowledge of local ordinances and regulations, our 

surveys are guaranteed to meet or exceed the requirements of 

lenders and local authorities. Here are a few of the types of 

surveys we offer:  Boundary Surveys, As-Built Surveys, 

FEMA Elevation Certification, Site Plan Survey, Property 

Line Staking, Lot Split Survey, Lot Consolidation Plats, 

Topographic Surveys, Alcoholic Beverage License Survey, 

ATLA Land Title Surveys, Condominium Plat, Monitoring 

Well Location, Rezoning Permit, and Subdivision Platting. 

 

The Situation 

You did your needs identification sales call on 
Randy in a rushed 10 minute meeting a week ago.  
Randy was very businesslike but also seemed a bit 
disorganized and distracted.  In that meeting you 
uncovered a number of needs and concerns you 
promised to provide answers or information for in a 

follow up call…hopefully with a little more 
time.   

The purpose of the current meeting is 
to present ADP services as a solution to 
the needs listed below.  Your goal is to 

close on an ADP solution for Stuart Surveying. 
 

Facts Uncovered: 
1. Stuart Surveying currently has 9 full time employees 

including one secretary, seven surveyors all with 

differing qualifications, and Randy.  In addition, Stuart 

Surveying does hire 1099 Independent Contractors. 

2. Randy does payroll using QuickBooks Basic Online 

Payroll (Online Basic) which costs $25 monthly plus 

$1.50 per employee per month (1st one included) which 

costs a total of $169 per year. 

3. Payroll is done bi-weekly for the 9 employees and takes 

Randy a day to do with normal interruptions. 

4. Work time is reported using Basic Online Payroll and 

costs an additional $1.50 per employee per month for a 

total of $162 per year and a combined total of $331.  

Randy considers the extra costs worth it given 

employees are not often in the office and can log their 

hours using Intuit’s smartphone and tablet apps.   

5. Online Basic doesn’t support tracking or paying 1099 

contractors requiring Randy to keep track of their work 

hours and print checks off.  This is a growing annoyance 
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given the number of contractors needing to be hired due 

to growing demand.   

6. Randy prints physical checks to pay full time employees 

and 1099 contractors which takes a significant amount of 

time.  Some of his employees and contractors would 

prefer direct deposit or even debit cards.  In order to do 

direct deposit with Online Basic, Randy would have to 

pay an additional $1.50 per deposit fee…something 

he/she refuses to do calling it Intuit’s attempt to “nickel 

and dime a company to death.”   

7. Randy uses Liberty Tax Service to complete W2 forms 

and help with compliance quarterly which costs around 

$3200 per year.  This requires a significant amount of 

Randy’s time compiling and sharing information.  Randy 

is unsure of how good of compliance information 

Liberty is providing. 

8. Randy is considering dividing Stuart Surveying into two 

separate business units for tax and efficiency purposes.  

This requires two employer identification numbers (EIN) 

which is something Online Basic doesn’t support. 

9. The Affordable Care Act and the current administrations 

vow to replace it creates a lot of uncertainty that raises 

concerns over compliance.  In particular, the information 

needed and the time consumed by keeping up with these 

changes.   

 

Needs Identified: 
1. Spend less time on payroll and tax issues and more time 

growing the business.   

2. A system for tracking time and paying 1099 contractors. 

3. Flexibility in methods for paying employees and 

contractors. 

4. Ability to have more than one EIN 

5. Consolidation of payroll and tax services and fees. 

6. Better compliance advice. 
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Round 3 
20 Minutes Team Member B 

Follow-Up/Maintenance 

Inks’ Sinks 
 

Inks 

Manufacturing 

Company began 

as a vision of Tim 

Inks and his/her 

son Mike on the 

South side of 

Chicago back in 

1946. Founded with the 

goals of manufacturing the highest quality sinks 

and providing the best service possible, the company began 

to thrive. In 1995 Inks’ Sinks moved its manufacturing 

facility to Smyrna, GA and continued to thrive with designs 

and innovations that continue to lead the industry. Today, 

with 45 employees, we are proud to be America’s most 

innovative sink company.   

 

Inks has been manufacturing quality stainless steel sinks 

since 1946. Over those years, our engineering and 

manufacturing methods have continued to evolve. We also 

provide precision engineering to quartz, copper, fine 

fireclay, cast brass, and CuVerro Antimicrobial 

Copper sinks. Inks’ Sinks has the ideal sink for any 

residential applications from standard stainless under-mount 

to hand hammered copper sinks.  Whatever your design, 

Inks’ Sinks has a unique basin just for you. 

 

THE SITUATION: 
Inks’ Sinks has been using ADP’s “Compliance w/ Pay 

Convenience” for the past six years.  You haven’t actually 

met Mike being a customer of your predecessor (you 

inherited this account) but you plan on changing that today.  

When you called ahead to schedule this appointment Mike 

seemed somewhat reluctant.  When pressed, he/she said 

there are concerns over how much ADP’s services were 

costing him over other solutions like “Intuit Online Payroll.”  

You promised to do some research on his/her company and 

come prepared to answer questions and concerns. 

 

 

 

 

 

YOUR RESEARCH: 

 Inks’ Sinks employs 45 people including 30 

artisans, 5 office staff, and 10 salespeople.   

 They currently use “Compliance w/ Pay 

Convenience” for managing payroll and paying 

employees weekly via direct deposit (60%) or 

checks (40%).  

 Inks’ Sinks pays $3800 for Compliance w/ pay 

convenience, $200 setup fees, and $273 W2 

preparation fee for a total annual expense of $4273. 

(note: you should do research on competitors’ 

pricing for this follow-up) 

 Inks’ Sinks accountant uses QuickBooks GL and 

takes advantage of ADP’s free interface. 

 

 

 


