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A 100 percent woman-owned business, Quality Business Solutions, Inc. provides professional employer organization 
(PEO) and administrative services organization (ASO) outsourced employee and Payroll, Benefits and HR management 
services. Founded in 2000, QBS has experienced revenue growth of nearly $300 million over the past three years, making 
it a $1 billion enterprise. We sat down with President/CEO of QBS, Pamela Evette, to talk about how it all happened.
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BBB: QBS is relatively young—you were only founded in 2000. 
But in a short 16 years, you are a billion-dollar enterprise. What 
does it feel like when you step back and reflect on that?
PE: It sometimes feels like a dream that we are able to do so much. Sixteen years 
ago I had big aspirations, but I never thought we would reach almost a billion 
dollars. When I think about it now, I humbly step back to say, “God had a much 
bigger dream for us than we could’ve ever dreamed for ourselves.” It gives me a 
lot of pride to know we were able to build a business that was so successful. Most 
of the time when I look at Quality, I don’t see at it as a large corporation. We run 
it as a small business to give a high level of customer service to our clients, and 
since that is and has always been our goal, we can sometimes overlook how big 
our numbers have gotten.

BBB: So when is it that you sit back and realize how big you’ve 
actually gotten? Is it like personal meditation where you focus 
on your successes, or is it more like something happens and 
you’re floored for a minute realizing how big things have gotten 
around you?
PE: It’s a little bit of both. I mean, I know how big we are. I just think when you’re 
in it everyday, it’s hard to see. So…I went to Ohio State. It’s a huge campus and 
your first week you are simply in awe of how big it is. But then, a few months 
in, it doesn’t feel that big at all, because it’s familiar. It’s the same for us. As big 
as we’ve grown, we’ve really had a lot of controlled growth. For example, we 
brought on our first large client and that client has grown—almost doubled in 
size since we’ve taken them on. But for a year after we took them on, we made 
a very conscious attempt to not take on any new business unless it was a direct 
referral, because we wanted to make sure that we didn’t lose what was important 
to us—our customer service. We pay very close attention to our capacity and how 
quickly we can grow. 

BBB: Did you ever imagine back in 2000 that QBS would be so 
big so fast? Was it always part of the vision you had? Or has that 
vision grown and changed as the company grew? 
PE: My vision for QBS hasn’t changed much from then to today. I wanted to build 
a customer service-oriented company that held the highest of moral standing; it 
was more important to me to run a business the right way than to be a profitable 
business. I really believe that that’s how you become profitable, because in the end 
that really starts to show. I realize now, because we have grown so much, it’s not 
that our vision has changed, it’s just that we just want to be able to offer that same 
customer service to a large company that we would to a smaller organization, and 
give them something they aren’t used to seeing for a company their size. But in 
the end, I always wanted to grow QBS because I wanted to do something that my 
children could look at and be proud of. 

BBB: Let’s talk about that for a minute. Because in addition to 
being an entrepreneur and business leader, you are also a wife 
and mother. So expand on that: What role does your family play 
in the business, and in your success?
PE: More important than being a business owner and entrepreneur is being a 
wife, a mother, and a daughter. Family is very important to me, and it has been 
a struggle from the first day to have a good work/life balance. It helps that my 
family is very involved in the business. Without my mother to help me when 
the kids were young, I may not have had the opportunity to do as much in the 
business world; she was a very strong foundation for helping me by watching the 
kids when they were little. My husband, David, works with me at the business. 

My older children are always here helping out and learning about what we do 
and how important what we do is for our clients, their businesses and their 
employees. My dream one day is that my kids want to be part of the business and 
someday run it—that would bring me a lot of joy.

BBB: So, how do you balance or prioritize the needs of the family 
and the needs of the business?
PE: If it is not a critical matter at the office that could end up harming one of 
our clients, then family comes first. Someone once told me I was rather elusive, 
because they had heard my name and they had heard of Quality, but I’m not at a 
lot of things that happen after hours. I explained that that comes second to what 
my kids are doing. So when my daughter has something going on at college or my 
son is starting a football game, that’s where I will be. Those are things that will 
happen for a short time and once my kids are grown, there will still be plenty of 
networking sessions I can attend. That is how I prioritize who needs me the most.

“I think most women 
are really afraid to 

say that—that they’d 
rather be at their 
kid’s soccer game 

than networking at
 a meet-and-greet.”

BBB: That’s pretty bold—to be building a business and skipping 
out on networking in lieu of a soccer game. Do you think your 
kids see the balance you are working for?
PE: I think most women are really afraid to say that—that they’d rather be at their 
kid’s soccer game than networking at a meet-and-greet. But if there is a drop-
dead emergency here at work, my kids get that. They get it because there isn’t an 
emergency every day, and I’m generally right there for nearly all their occasions. 

In these emergencies, we always focus on the reality that what we do impacts 
people’s lives in a major way. I remember one time, a hurricane hit Alabama 
and took out FedEx. Well, all of our payroll packages for 30 facilities were in the 
FedEx building that had collapsed. We thought about the fact that many people, 
especially those who had been hardest hit by this storm, were depending on 
getting these checks to help them make ends meet. We knew we had to take 
immediate action to help. So, the storm hit on a Friday night, and, by Saturday 
morning, we were in the office. We reprinted the checks, packaged them, and 
David met someone from our client office halfway between here and Alabama 
just to get their checks to them. So, if my son had a soccer game that Saturday, he 
would know exactly why we missed it and be okay with it.

BBB: So, you’ve talked about your priorities, but what other 
sacrifices have you made to get to where you are today?
PE: Time and money, mostly. I worked two other jobs in the early years of starting 
Quality because I kept putting money back into the company to let it grow. Even 
though time was a big sacrifice for me, I tried to use sleep time hours to do a lot 

Pam Evette was named our Entrepreneur of the Year in the 2016 
Business Black Box Awards. 
https://issuu.com/businessblackbox/docs/bbb16.q1_32_final_rev_lr/

!



32
Business Black Box
Q4 2016

instead of awake time hours, because I have three children, and I did not want 
to miss out on the key things they were doing, or parts of their day. I never got 
to those tennis lessons I would’ve taken, but I sacrificed my time for me rather 
than my time for the kids. 

BBB: Now, that’s really counter to what a lot of “experts” will 
tell you—that if you don’t take care of yourself and have time 
for yourself that you will burn out or be less effective. So 
how did you do that and not reach that stage of burnout?
PE: It’s funny, I told somebody once that I never thought about all the things I 
had to do in a day, because I was worried that it would scare me off. 

I come from a first-generation European family. My dad worked all the time. 
His “me” time was cutting the grass. I don’t know if I learned a different kind 
of work ethic from that, but what was important to him was that he be there 
and have dinner with all of us. It was important to him that he was there on 
Friday night to watch our cheerleading or basketball games—that was fulfilling 
to him. I think that somehow in my life, that is what makes me happy. 

Going off and playing tennis for a few hours, or whatever that would be…
it’s nothing compared to sitting at my son’s football game, screaming and 
cheering. That is what’s really fulfilling to me. If I worked out for two hours 
and got my stress level down, but missed all that, I would be a miserable 
person. So I think it’s a mental thing…what makes me happy is being at my 
kids’ stuff. Someday I hope to do all those things, but in my head I know I have 
this very short window of time to be a mom, and I’ll never get that back. God 
willing, one day I’ll wake up and not have to pack lunches or something, and 
then I’ll go to yoga. 

BBB: You’ve mentioned before that you are, by nature, fairly 
risk-averse, but also recognize that taking risks is what took 
your company to a whole new level. How does a risk-averse 
person learn to not only accept risk, but to embrace it?
PE: It’s not easy. I am an accountant by nature, so risk isn’t really in our 
bloodline. I think over the years you become more confident and you assess 
your risks better. You don’t just look at the risk, you take a more well-rounded 
look. Then, you know that once you do all of that, you now just have to take 
a leap of faith and know that you’ve done everything you can. In the end, the 
worst opportunities are the ones you didn’t take. 

BBB: The “Worst Opportunities.” What do you mean by that?
PE: When you look back and you say, “Wow, I wish I would have.” Those are 
things you can never get back. 

My dad was my biggest and best teacher. But he was afraid. He was first 
generation to this country, and it was all about security for him. He was a 
phenomenal die-maker. He always had this passion to go and do something 
with that, but he was afraid. He had four children that he had to put through 
college and what if no one wanted him or if it didn’t pull through? Then he 
retired, and the bottom dropped out. He was a free agent and everybody 
swarmed him to come teach what he did. You could tell he was sad—he 
realized that he could have made five times as much working for himself, and 
not by working like a dog for someone else—but he was afraid.  When you 
look back on it, it was probably a lesson he didn’t mean to teach, but we were 
so close that he did. The worst thing you can do is have regret, and the worst 
opportunity is the one you just let pass by. 

BBB: But to do that, you have to learn how to balance risk 
and reward. That’s not something easily learned, is it?
PE: We always assess what risks we will be taking to make sure that the 
rewards outweigh the risks. When you look at any situation, you have 
to make sure the risks you are taking are ones you can bounce back from. 
We have been very blessed in that when we have taken risks in the past, 
some have worked out great and some haven’t. We always looked at it not as 
a failure, but more of something to learn from and build on and be smarter 
around the next corner.
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BBB: What risks, specifically, have you taken that helped 
propel your company forward? 
PE: So, an example: Early on, we made the decision to make a large investment 
in technology, and soon after that we had the opportunity to quote a very 
large client. Because of the risk we took with adding in that technology, we 
were able to get that client, and by risking taking on a client so large it made 
us have to put other things in place for our business. That made us reach out 
to technology even further. So one risk that we took led to another risk, and 
when that panned out well, that led to more risk. But all of those risks made us 
better. All the things that we had to do to satisfy that large client just made us 
a better company for our small- or medium-sized clients. 

BBB: So it sounds like taking risks became easier and easier as 
they paid off?
PE: We would have never been able to get our large client if we hadn’t made that 
leap of faith and investment in technology. And even then, we were like, “Can 
we even do this?” I mean, Michelin doesn’t have as many employees as our large 
client does. Shell Oil in the Americas doesn’t have as many employees as our 
large client. So we sat back and we had a lot of faith in the fact that we could do 

it, but in the back of your mind you are still scared, because one wrong move 
and you’re done. Even our mentors cautioned us that “this will be really good 

for you, but it could kill you.”

BBB: Touch on that. You’ve had mentors and people close to the 
business giving you advice. How important is mentorship to you? 
PE: Having a mentor is important. I think in this world of successful people 
who sometimes do very unethical things, it is very important to mentor young 
people coming up. My mentor was my father. It may seem odd, but he was 
somebody who was afraid to take risks and didn’t and those were some of his 
biggest regrets. But he always encouraged us to not be afraid, and knowing the 
regrets he had in his life helps me to take risks. 

In terms of mentorship, we at Quality embrace internships. We didn’t do it 
until a few years ago because we wanted to make sure we could give students 
a sound experience—something more than stamping letters and counting 
paper clips. So they work with HR and in all the individual departments. They 
understand how important quality work is for us, and I think they leave with 
a sense of knowing that you have to do what you say, provide good customer 
service and treat your customers how you would want them to treat you.

 “In the end, 
the worst 

opportunities 
are the 

ones you 
didn’t take.”
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BBB: There’s a big difference between working in your business 
and working on your business, and separation from daily tasks 
is key to being able to see the bigger picture. How do you make 
create this time to work on your company? 
PE: Having a well-trained staff gives you the freedom to focus less on the day-to-day 
and more on your overall business. Being a part of groups; I was asked to be a part 
of WPO (Women’s Presidential Organization), a group where you have to be invited, 
but then you are placed in a group of peers who are all other women in the same 
revenue spectrum, so we are all dealing with a lot of the same challenges, which is 
very helpful. 

Being a part of WBENC (Women’s Business Enterprise National Council) or 
working with other businesses helps me look at the bigger picture of my business. 
Getting other people’s ideas, seeing what they’ve done, seeing what they say they 
would never do again. I think the bigger your company gets, the more you have 
to look at that and let go of some of the things that you do on a day-to-day basis as 
you move forward in an ever-changing business world.

BBB: You mention groups like WPO and WBENC as example; 
What value do organizations like that bring? 
PE: They bring a ton of value both personally and professionally. I have made 
great connections that bring on new and exciting clients to QBS. I also think I’ve 
helped other women-owned businesses, in return. This giving back, especially 
helping guide someone who is where I was 16 years ago, provides me with a great 
amount of personal amount of satisfaction and keeps me motivated to strive to 
do more.

BBB: Let’s talk about the connection to woman-owned 
businesses. QBS is a 100-percent woman-owned business. 
What does that status mean to you?

PE: Being a woman-owned business provides tremendous advantages in the 
marketplace, because most larger corporations are actively seeking opportunities 

to do business with minority businesses or have specific budget dollars set aside 
to spend with diverse companies. The challenge is that some companies tend to 
confuse diversity businesses with small businesses and may not consider some of 
us large enough to handle large projects or high volumes.

For example, I was at an event where a diversity buyer from Wal-Mart was sitting 
next to me. When I explained that we do benefits and payroll, he was genuinely 
surprised to learn that our largest client has 48,000 employees and is publicly 
traded. After admitting that he assumed we were too small to handle his business, 
he inquired about how he might use us. I think this is indicative of a need for a 
constant level of education to inform would-be customers that women-owned 
businesses are like any other businesses—large and small, niche players and 
generalists, progressive and conservative, visionary and routine. With that in 
mind, I don’t focus on being a woman-owned business, I focus on being a great 
company that happens to be owned by a woman.

This status has also opened up other doors for us. We have gotten so much 
attention lately for being part of the Inc. 5000, in which I was ranked number 
three in the Top 50 female entrepreneurs. This gives us instant credibility, and the 
more these bigger companies Google us and see all these awards and accolades, 
the more they want to do business with us. 

While we’ve pushed to earn more honors of this type, being a woman-owned 
business also comes with a responsibility to turn around and help the next one in 
line, a cause to which I am firmly committed.

Many women-owned businesses are very small, and for any 
small business it can be hard to grow. So how do you personally 
interact with other women to help them grow?
PE: It’s great to connect with other women, and I find it very satisfying to connect 
with other women-owned businesses. Women can really help each other. Like, if 
I’m buying mugs or something, I’m probably just going to buy from the company 
that sends me all those big catalogs and promotional items. I’m not emotionally 
tied to that company for any reason. But then, I see there’s this company called 

 “I don’t focus on 
being a woman-owned 

business, I focus on 
being a great company 

that happens to be 
owned by a woman.”
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Impressions and they are out of Georgia and are woman-owned and have all the 
same stuff, why wouldn’t I use them? I mean, I’m not married to anything—it’s 
just a business I’ve used. So why not use her instead? Why not help her grow? If 
I don’t ever get a Wal-Mart or Macy’s, I’m still meeting a lot of great women who 
are in this space that I think I can bring a great service to, and they can bring a 
great service to me. 

Let’s shift a little and talk about hiring. What things are you 
unwilling to compromise on in a new hire or a partner vendor?
When hiring people for Quality we look for very self-motivated people. We 
have never been a micro-managing kind of company. We want people to look at 
what we are doing and bring fresh perspectives and maybe improve on what we 
are doing. Self-motivated business conscience employees. 

We won’t work with anybody that doesn’t have the same ethical level as we do. 
We look for partners who are very customer service-oriented, who are more 
worried about getting a problem fixed than pointing blame when a problem 
arises. Those are things we won’t ever compromise on.

What are the skills that you don’t have—and how do you 
balance that out in your workforce?
I’m not a sales person. I can go in and help close any deal, but to just walk in or 
cold call and start talking—that’s not me. I know where everybody’s needs are, 
but I’m not the person to go in and just say, “Hey, let me tell you about me.” What 
have I done to balance that? Hired good sales people.

How do you determine when a job is something you should 
hire for, as opposed to finding a vendor to handle the task?
I look at it as is it something I need to have control over when helping service my 
clients. If it is something I need to have immediate reactionary time to, then I can’t 
always count on a third party with the level of service that I like to offer, because I 
realize that they have other clients also. If it’s something that is a very specific skill 
level that I can manage that wouldn’t be a critical issue, then we do like to outsource 
because it’s always nice to go to some place where that is their specific duty. That 
is why people come to us, and we recognize what we do for people is very time 
sensitive, which is why customer service has always been our number one priority. 

How do you create a culture where employees can vocalize 
concerns or ideas to you? 
We have a very open-door policy. We give people credit for ideas or bringing 
a valid concern to you that could be a potential be a problem. We praise and 
reward those who come up with solutions. We’ve found that the best way to 
get more people involved is by giving kudos so they aren’t afraid to be open 
with their ideas.

Give us an example. What is the biggest idea that has affected 
QBS that was born out of an employee?
So, this is hard, because what we do is so regulated, that we don’t have control 
over a lot of things that might be seen as innovative. But there are simple 
things—like our distribution room, as an example. We were wondering, “What 
is the best way to package 24,000 checks that were going out to 2,000 locations?” 
So we had this one employee, and she came in and came up with this system 
that included foam blocks, and this organization of the codes we use. It was so 
simplistic, but it literally was a dream the first time we did it. Six years later, we 
still use the same process. And it’s that process that today allows us to get out 
48,000 checks to 4,800 distribution facilities across the country for our largest 
client. To anybody else, it wouldn’t seem like a big thing, but when you’re trying 
to sort and organize 48,000 pieces of paper, it’s huge.

Last question, but I want to ask about your industry as a 
whole. What are the biggest challenges that your industry is 
facing right now, and how are you addressing them?
Our biggest challenge is the ever-changing regulatory landscape. We stay 
current on new rules and regulations from the time they are being considered 
or proposed and give our people all the tools they need to stay on top of what 
is happening in HR or in the payroll world, with different governmental 
legislation that may be coming out. ACA is a big burden for us to shoulder for 
our clients, mainly because it was so abstract and no one really knew what 
the clear-cut laws were around it. We’re razor focused on keeping our clients 
compliant, ahead of and well-prepared for legislation that is coming down the 
pike and helping them make tough decisions within their own company about 
how best to tackle these changes.

 “We’ve found that the best way to 
get more people involved is by 

giving kudos so they aren’t afraid 
to be open with their ideas.”
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