
 
 

AtWork Franchise Advisory Council Meeting 
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March 8, 2018 
 
Attendees 
Robert Donnell – Donnell & Jones 
Unnati Patel – Wave Personnel 
Daryl Ayers – Ayers Partners 
David Luttrell – PPS 
Marty Luttrell – PPS 
Debbie Moody – FUTURE Agency 
 
Corporate Rapid-Fire Q&A  

• Marketing the FAC 
• Database Sources 
• CRM Usage 
• Mindshare Calls 
• Master Client List 

 
A franchisee facing newsletter has been proposed in order to share both corporate and FAC 
updates and news. 
 
Sales Genie has been established as the go-to database solution, though both Zoom and 
Hoovers have been explored as well. Jonathan Jenswold is to send information on a database 
company he is working with to Larry Marion for evaluation. 
 
Larry Marion and LaToya Williams have shared training videos with the system to encourage 
franchisees to track sales/manage teams. 
 
Currently, there is only 20-30% CRM usage, with a realistic goal of system-wide usage being 80-
90%. It is not up to corporate to push usage but, rather, up to individual offices to intentionally 
try the system. 
 
Daryl Ayers expressed concern that the CRM is inefficient since it does not link with TempServe. 
 
David and Marty Luttrell stated that the track their sales activity outside the CRM. 
 



Mike Baumgardner requested that franchisees send him information that they would like to see 
transferred to the CRM. 
 
Owners will continue to lead Mindshare calls, though Larry Marion and LaToya Williams will 
continue to facilitate.  
 
It was suggested that a hosting staff be on the call and that calls be more tailored to specific 
branches.  
 
Jason Leverant suggested that BDMs and recruiters have their own monthly Mindshare calls 
that are relevant to their work. 
 
What’s Keeping You Up at Night in 2018? 

• Business Challenges 
• Threats 

 
Recruiting is the main issue facing franchisees. FAC members differed on where they were 
focusing recruiting efforts. Some worked with people who are currently unemployed, others 
with those working with other staffing agencies, and others used services such as Job Pulse, in 
addition to leveraging incentives such as referral bonuses for recruiters.  
 
Unnati Patel stated that there should be a tracking system, and Daryl Ayers mentioned that a 
mobile friendly application process would be beneficial. Mike Baumgardner responded to this 
inquiry by informing the FAC that this is indeed in progress. 
 
2018 Go-to-Market Strategy 

• Sales Campaigns 
• Recruiting Programs 
• Unique Staffing Concepts 

 
This portion of the conversation centered around the benefits of recognizing staff members for 
a job well done and offering incentives for their work. Mary Luttrell explained the incentive 
program he utilizes for the entire branch, in addition to recruiter and staffing manager incentive 
programs.  
 
Client Proposal Documents 

• What do clients want/need? 
• What needs to be included in the documents?  

 
AtWork corporate is currently working on a number of editable documents such as candidate 
profiles and sales proposal documents. The purpose of these documents is to retain brand 
consistency and improve the experience for clients and job seekers.  
 



Unnati Patel suggested adding skills list or qualities that the client is looking for to the candidate 
profile document. She also requested that generic resumes be created in an editable format for 
use within branches that have applicants without resumes. 
 
Direct Hire S&R Rate 

• How to add value? 
• Missing Features? 
• Review Rate Comparison 

 
Jonathan Jenswold stated that he used Pipeline before the current CRM, and now only uses it 
for tracking. He added that there should be an ability to input notes, as well as an applicant 
tracking system (ATS). 
 
Jason Leverant stated that, within the database, there needs to be a way of tracking which 
client belongs to which branch. Unnati Patel stated that she inputs the last four digits of the 
applicant’s phone number to TempServe as a coding system, but Mike Baumgardner asked that 
she not do so and stated that the big issue is tracking the client beyond the honor code. He 
added that a shared job order pool may be a good solution. 
 
Open Discussion 
 
The ASA health benefit was discussed, in addition to the suggestion that FAC members take 
charge of leading quarterly calls in the future, with assistance from corporate staff.  
 
 


