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The overall purpose of this competition is to help students and 

sales teams develop their sales skills and prepare for the 2017 

National Collegiate Sales Competition.  Accordingly, students will 

be selling ADP RUN, the same product competitors will be selling 

at the NCSC in April, 2017.  To help students improve their skills, 

immediately after each student completes his/her sales call, 

he/she will review the call with one of the judges who observed 

that call.  The judge will provide feedback on the student’s 

performance.   
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ABOUT YOU 

You are a Sales Representative for ADP and are responsible for calling on Morgan Cooper, co-founder of the 

Day at the Spa chain based in Toledo, Ohio. 

ABOUT THE PROSPECT’S COMPANY 

Day at the Spa operates six centers in the greater Toledo metro area.  Through your research, you know that 

the chain was started by Morgan and Cindy May.  The two became friends while in college at Ball State 

University in Muncie, Indiana, and had stayed in touch during the five years since graduation.  They became 

business partners in 2010 with the opening of their first center and following tremendous success with their 

innovative business model, subsequent openings have grown the business to six centers in 2016. 

Day at the Spa offers all of the amenities expected of a full-service spa, including facials, pedicures, manicures, 

massages, waxing, and threading.  Unique to its business model is a flat-fee, monthly membership for 

unlimited services for up to four visits a month.  The membership plan has been extremely popular with the 

25- to 45-year-old female demographic in the 608,000 population greater metro area and shows no signs of 

slowing.     

WHAT YOU’VE HEARD 

Day at the Spa employs 64 people, both full and part time, across its six centers.  Full-time employees consist 

of co-founders Morgan and Cindy, a two-person administrative support staff, six center managers, and six 

assistant center managers.  All are paid on salary, with sales incentives awarded to center managers and 

assistant managers on a quarterly basis.  The remaining 48 employees are part-time and paid varying hourly 

rates based on their service specialty.  There is no tipping from customers (at least not recommended), so 

hourly wages are significantly above competitors’ average rates and has given the company an advantage in 

hiring skilled spa technicians. 

The company does retain an accountant, but that person, Maggie Warren, told you that Morgan does the final 

payroll processing after gathering the time cards from the six center managers.  She suggested you call 

Morgan directly to make an appointment, which you do.  Morgan is willing to meet with you for 20 minutes 

next week to hear your pitch. 

 

 

 

 

 

 

 

* The company and individuals identified herein are fictional.  Any resemblance to actual companies or persons is purely coincidental. 


