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Automated Employee Benefits, Payments and HR

CEOCFO: Mr. Oates, would you tell us about Justworks?
Mr. Oates: Justworks is an unbelievably easy way for employers to hire and retain 
people. We essentially take employees from different companies and put them in a 
single group where we are able to give them access to better and more affordable 
benefits and perks as well as streamline all of the tax and compliance filings that those 
companies have to do.

CEOCFO: Would you give us an idea of the range of services?
Mr. Oates: First, we do payroll tax processing, which means that companies pay their 
employees through our platform and we process those payments. We can pay 
employees anywhere in the country and because of our business model we are already 
registered and licensed throughout the country. It is as easy to pay someone on our 
payroll system, as it would be to push payment through PayPal or something like that. In 
addition to payroll, we offer benefits such as medical and dental, 401k, disability and so 
on. We want to make sure that small employers have access to the same kinds of 
benefits that large employers do and they can choose what they actually want to offer 
their employees. Finally, on the HR and compliance side we have our website 
Justworks.com, which is an employee database and a way to see all your employee 
information in one place. We also do all of the compliance related work that is required 
to have an employee in the first place. 

CEOCFO: How are you able to group people together for medical benefits?
Mr. Oates: We use a model called The Professional Employer Organization model or PEO. The way that PEO works is 
that for administrative purposes employees are actually considered to be employees of Justworks, but for regular daily 
purposes, they are considered to be employees of the companies that they work for. This is a model that has existed in 
some sense for over thirty years but has a little bit of a checkered history. It came out of loopholes and people trying to 
avoid things. What it has evolved to is just a much better way and more efficient way to deliver services to employers and 
employees. The evidence of that is in licensing which is to say that most states have a licensing statute, so we go through 
significant regulatory and compliance checks ourselves for those states to make sure we are doing what we are supposed 
to do. 

CEOCFO: Your site indicates you have the most intuitive software for growing business. Everyone claims their 
systems are easy to use but most systems are not. How have you been able to provide an exceptional system?
Mr. Oates: Product development, which is the discipline that is building the software, is a specific discipline and it is one 
that has come out of the software industry and it has come out of the ecommerce industry. My background is primarily in 
ecommerce. I spent a long time working for Amazon and later for Etsy. When you are building software for companies like 
that, ease-of-use is directly correlated to the success of your business because success is somebody making a purchase. 
The easier it is to make a purchase, the more successful you are. Having grown up in that environment and having 
recruited a bunch of people on the team who share that similar background, for us we are able to use the same 
approaches and methodologies that the ecommerce companies use to make things that do what the consumer expects as 
easily as they want it.

CEOCFO: What is the common thread among your customers?
Mr. Oates: Our customers tend to be between five and fifty employees when they start working with us so they are 
definitely on the smaller side. They are typically in white-collar industries so we have many startups. We have lots of 
consulting firms, agencies and marketing agencies where taking care of high-caliber employees is important but on the 
other hand, they probably do not have the resources to secure benefits. Geographically we definitely have a center of 

Isaac Oates
CEO

Justworks, Inc.



2

gravity in NYC because that is where we started. A huge amount of our growth has been through word-of-mouth. We 
have employees all over the country. 

CEOCFO: Do your clients take advantage of the full range of services?
Mr. Oates: Typically, there are a few things that we see that are table stakes and they add things as they grow. The thing 
to remember about choosing payroll services is it is like a huge mental leap for the purchaser. We typically see that they 
start using our payroll platform which is required for everything to work and often they will start with the basic benefits like 
medical, dental, vision. Many times if they are newer companies, they will start with lower contribution and offer the 
benefits that the employees have to pay a decent amount themselves. As those companies are able to grow, they 
become more used to having this stuff available and they will start to act things out. They will get a call six months later 
that says hey everything is working great and they ask if they can talk about 401k. 

CEOCFO: Do you provide guidance as well?
Mr. Oates: One of our product development principles is simple, fast and guided. Across the board, we know that our 
customers know less about this stuff than we do and a huge part of the value proposition is giving the confidence to know 
that they are making good decisions. That means that in the sales process it is an extremely consultative process. We will 
talk through where the business is and their goals and figure out what makes sense. The reason why they do not add 
everything at once is because they are usually not ready and then we see later that they become so. 

CEOCFO: Where do you stop being involved?
Mr. Oates: We get many calls not just from employers but from employees also. For some questions, we can solve from 
end to end. If somebody has a question about taxes being withheld from their paychecks, those are things that we just 
address directly. If they have an issue with something like a 401k or medical insurance, we will try to get them an answer 
if we can or we will push them downstream to the appropriate caregiver. We know that navigating these services can be 
extremely difficult and frustrating so one of the things we are talking about a lot internally is how to make it easier and 
easier for our customers to access these services.

CEOCFO: How do you reach potential customers?
Mr. Oates: There are a few channels that I would say work well for us but the biggest one is word-of-mouth. Certainly 
entrepreneurs and other business owners in the same geography and similar verticals spend a lot of time together talking 
about things that are working and not working. Our best customers come from existing customers and each part of that is 
that we have high net promoters score of plus sixty. We do advertising in the subway and that kind of stuff. That is very 
helpful in terms of generating awareness and comfort about Justworks. 

CEOCFO: How is Justworks better today than when you started?
Mr. Oates: The software platform itself is light years ahead of where it started. Many companies are starting up. We 
started with the bare minimum that we could do to get customers. While the bare minimum in the space is much more 
than the bare minimum for say a photo sharing app or something like that, we still only did what we had to do. I think now 
we have a platform that we are so proud of in terms of just going in and it is easy with everything in the right place. I think 
that is one thing where we had just come a long way. The other thing is in a sense finding our voice or our brand. Ever 
since day one, I think we have taken a more empathic approach to dealing with our customers than most players in the 
industry. For us it is about helping our customers. I think just realizing how core that is to us and then amplifying that 
message and our advertising and product has been important. 

CEOCFO: You do not show anything about PEO on your site, is that a deliberate strategy?
Mr. Oates: It is deliberate that it is not on the homepage. We may change our minds on this later but what we found is 
that many of our customers do not know what a PEO is so by opening the conversation there it does a few things. It may 
just be kind of a turn-off because it is in gibberish and they do not understand or the other part is that it watches you 
directly sort of like the features and functionality conversation rather than like a whole value conversation, which makes it 
harder to sell. We try to focus on what we do for the customer and what we do is not be a PEO, what we do is make it 
easier to run their business. PEO is really a way that we do it. I think that awareness of the PEO industry has been 

“Justworks is the best way to hire and pay people. It is a way to be a great employer without doing all of the work that it takes to do 
it. If you want to be an employer that people want to work for and you want to be able to offer them the benefits, the perks and the 
nuts and bolts like getting paid on time that they have come to expect, then Justworks is the right product to use.” - Isaac Oates
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increasing steadily even since we started the company so I think to the extent that it helps our customers understand what 
we do, we will be more upfront about it.

CEOCFO: You mentioned I-9s which have become increasingly scrutinized and difficult to do it correctly. How do 
you help with that and why it is important?
Mr. Oates: I-9 is not just important for our customers but it is important for us also because as that administrative 
employer record, the customers and border patrol can also ask us about that stuff. We have real skin in the game there. 
Essentially what we do is take the form that exists as it is published by the government and we built it into the product so 
that there is an employee and employer portion. The employee enters their basic data, which is automatically populated 
along with some specific information about whether they are U.S. citizens and so on. There is also a second step where 
the employer needs to verify a few pieces of documentation. In our software, we guide the employer through what they 
need to do. What we see in many cases although not required is that they will actually take a picture of those documents 
and actually upload it into the employees document center in the software. You end up with this nice situation where 
everyone has their I-9 that is fully filled out the documents are online and so on. 

CEOCFO: What is next for Justworks?
Mr. Oates: We are adding more to our platform so we have covered the benefits. We want to add more perks and other 
things that help employers differentiate themselves. A good example would be New York Health and Racket. We have a 
partnership with them. Employers push a button and then employees get a discounted access to the gym. We want to add 
many of those kinds of things so that these employers can be the best in class employers that they want to be. That is one 
big area where we are investing. The other piece is starting to look at focused expansion outside of New York. Right now, 
we are focused primarily in New York. As we move forward, we are thinking about other markets where we can focus and 
grow our user base.

CEOCFO: Why choose Justworks?
Mr. Oates: Justworks is the best way to hire and pay people. It is a way to be a great employer without doing all of the 
work that it takes to do it. If you want to be an employer that people want to work for and you want to be able to offer them 
the benefits, the perks and the nuts and bolts like getting paid on time that they have come to expect, then Justworks is 
the right product to use.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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