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SecureState is a global management consulting firm focused on information security. 
We are the trusted advisor to organizations and governments large and small. We 
believe in a business-oriented approach to information security and strive to make the 
world more secure. We have a passion to be the best, measured by our commitment to 
do the right thing and help others achieve their goals. Our clients use us to solve 
complex business problems by using technical security and risk services to facilitate 
strategic thinking. Jointly, we are able to provide solutions at the program level, ensuring 
consistency and continual improvement when managing your risks to get you to a 
Secure State. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Stasiak, what is the concept at SecureState? 
Mr. Stasiak: We are a management consulting firm focused on information security. We 
help organizations identify their business assets and apply appropriate security control 
to protect them.  
 
CEOCFO: What do you understand fundamentally about the process of protecting 
assets that perhaps others do not quite realize as well? 
Mr. Stasiak: I think that many people look at security as an IT problem and I think that 
our approach is that we understand the business side of security. Once you understand 
that, you can better protect the assets most critical to the organization.  

 
CEOCFO: What is the key to understanding a business? Often the business itself may think their needs are a 
little bit different than what you would see when you talk with them. 
Mr. Stasiak: Right. Really, it is sitting down and having a conversation on how they use the information, what information 
is important to them, what system do they use to process that information. You have to both listen to what they are saying 
and understand the root causes of their problems.  
 
CEOCFO: Is there a typical client for you; a typical type of business that would use your service? 
Mr. Stasiak: Mostly, our clients range at about a billion and above in revenue. Anyone that is highly regulated or works 
with organizations of substantial value in transaction that also have to be compliant. If you are a supplier to GM, GM is 
going to mandate that you have security control pretty similar to them, because you are obviously holding a lot of their 
data. Generally, our clientele is highly regulated and fairly large from a revenue value perspective.  
 
CEOCFO: Would you walk us through a typical engagement? At what point might a company come to you? What 
steps would you take? What would you ultimately put in place? 
Mr. Stasiak: Certainly, when clients call us there are drivers that they are calling for. It could be regulatory in the 
beginning, and then we walk them through what they would need to achieve their goals. Obviously, there is a Target 
breach and with all of the stuff that is going on in the industry now, many companies are calling saying, “we do not want to 
be them.” Therefore, that business driver is a little bit of that board saying, “we see what is going on in Target – figure it 
out and make sure we are not going to hit the papers,” or it could just be, “I generally want a security program to protect 
our clients’ data.” Each one of those drivers has different avenues. Once we really figure out what the drivers of why the 
client ultimately called us, then we provide a variety of different services to meet those needs. From there we follow 
through the process and at the end get them to the desired state that we believe is really where they wanted to be in the 
beginning.  
 
CEOCFO: With so many services available, how do you decide what is best for each client? Are there particular 
services that you prefer or is it really case by case? 
Mr. Stasiak: It is case by case. You could do it by industry and you could say for the retail industry, “You process credit 
cards, so you obviously have to be compliant to that standard.” We would provide a variety of services around that. 
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However, in some regards, they also hold a lot of privacy data (PII), Personally Identifiable Information. That would then 
fall into securing that type of data set. You could look at that and say, “Well, hospitals obviously have patient information.” 
However, many of them are doing bed side swipes with credit cards. They are doing many different things with credit 
cards, so they would also have that standard. Therefore, it really gets back to, as I said before, what the business is really 
doing and how they are using the information. Then we apply the appropriate services based on that conversation.  
 
CEOCFO: What surprised you as SecureState has grown and developed? What has changed most for you? 
Mr. Stasiak: I think as you grow and I think everyone, transitioning from a small company where the culture is very, 
obviously fluid; you know everyone that is in the office, you know them personally. Then you start to lose that personal 
involvement with people. Therefore, it could become a little bit more transactional based, versus you running a company 
for a purpose. That has been a big struggle of ours; trying to keep everyone on the same page of, “this is why we are 
here, this is the purpose of the company”; and getting them to continue to believe in that vision and that purpose.  
 
CEOCFO: Your site indicates, “We are the best because we are trusted by the best” and I see many names that 
everyone should know. How do they find you? How do you find them? Why have they trusted you? 
Mr. Stasiak: We find each other. Clearly, in the beginning you have got to do a lot of hunting and get these organizations 
to trust you. Now that we have been in business for so long these organizations know the name. There are many of the 
board members who have used SecureState that sit on other boards and that say, “We used these guys and they were 
really good at this particular company.” Therefore, we get a lot of referrals. About eighty percent of our business is repeat; 
so customers stay with us once they are with us. As I said, a lot of our success is just the history, continuously doing the 
right thing and protecting the organizations that we serve. By that, word of mouth gets around and organizations want to 
work with you.  

 
CEOCFO: Would you tell us a little bit about the ongoing relationship? Once you put something in place do you 
typically service the client as you go along? You mentioned that some people come back to you. How does it 
work? 
Mr. Stasiak: It all depends on the services. However, generally, as I think everyone says, they partner with clients and we 
truly believe that. As we perform the services and we are done with a particular engagement and the services that we are 
providing, we stay engaged with the clients throughout their lifecycle of how they are doing in security as new things come 
up. They bounce information off us about new acquisitions or different purchases that they are looking to make. Probably, 
the key to our success is that we have disqualified many organizations that do not fit that model. We are not right for 
everyone. We want to work with organizations that take security seriously, that want to, year over year, better themselves 
and not chase the wheel. With organizations that we find that do not fit that model; we generally refer them to another 
company that we believe would fit better in their culture.  
 
CEOCFO: When there is a situation such as what happened with the Target breach and people start to look at 
solutions, how do you know when you are talking with a company if they are just paying lip service to the crisis 
and not really ready to make a change? 
Mr. Stasiak: The first thing is always price. I hate to say it, but it is the price differentiator. We are not the cheapest, by 
any stretch of the imagination, on the market. Therefore, when we are talking to clients the first thing we ask is budget. If 
they do not have budget, they have not procured it or they do not know, it usually puts us in the perspective that we are 
dealing with someone lower in the organization, which is not necessarily a problem. We usually educate and help them 
attain financing and budget. However, if they are looking for, “I have got to get this done, we want the lowest possible 
cost,” that is not us. Budget is important because we want them to be able to not just assess, but enact real change to 
their environment. Therefore, at that point, we realize they do not really want a partner; they just want a vendor.  
 
CEOCFO: How do you stay on top of new technologies? How do you know what is a keeper and what is going to 
fall by the wayside?  
Mr. Stasiak: I think it is tough in any business. SecureState looks at frontiers and new technologies that are rolling out the 
waves. We look at the technologies that are coming up, if you will, the intros and early adaptors. We look at that 
technology and determine if we believe that it is going to take form. Then we roll out, what we believe, the time before it 
actually hits saturation in the market. If we do not believe that this is a technology that is going to really play out; let us just 
take Bitcoin for example, we will just not invest a lot of time or resources to really understand how to secure Bitcoin. If we 
believe that Bitcoin, in five years, is going to really be the currency that people are going to use around the world, we 
make those investments, obviously knowing that in five years we are really going to start getting a return on being the 
expert in securities for that particular technology.  

“A lot of our success is just the history, continuously doing the right thing and protecting 
the organizations that we serve. By that, word of mouth gets around and organizations want 
to work with you.” - Ken Stasiak 
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CEOCFO: You talked a bit about the corporate culture and being a partner as opposed to a vendor. What do you 
look for in your people? How do you know that they really buy into that culture? So many people have learned 
over the years, “sell, sell, sell” and do not understand the difference.  
Mr. Stasiak: One of the things that we look for when we bring people in is really; do they have the ability to run on their 
own, a lot of autonomy, that mastery in what they do and the purpose; that they buy into our purpose. They should be 
good at what they do and master the skill and have the ability to run on their own; have that ability to make decisions. We 
are not a micromanaging firm at all. Therefore, we really try to screen on those three particular qualities. Through those, 
the employees that have been extremely successful at SecureState have demonstrated those three attributes. That is 
usually what makes someone great at what they do and someone we want working here.  
 
CEOCFO: On your site it shows being innovative as part of your philosophy. Would you give us an example of 
where that comes into play on a real basis as opposed to theoretically?  
Mr. Stasiak: I will give you something concrete. You can take innovation in a variety of different formats; from operational 
innovation of improving the way that we, as an organization, run internally. Then there is external innovation. With external 
innovation, we saw that smart grid and smart meters, if you are familiar with that technology; you basically add the meter 
to your house that uses that utility. It has a cellular connection in there and it dials back to the utility company to give them 
real time updates on your usage. Instead of having the meter maids walk around, that technology has been deployed. We 
realized that, saw the trend coming up and we wrote a variety of different tools that can actually be used to test smart 
meters as they are being deployed and make sure that people cannot circumvent the utility bill or cannot hack into the 
devices and do some harm on the grid.  
 
CEOCFO: How is business these days? 
Mr. Stasiak: Business is great! It is one of those markets where, if the economy drops the opportunity, pressure and 
rationalization for fraud picks up. Unfortunately, when the economy is not doing so well, people need more security than 
when the economy is really healthy. When the economy is doing really well, clearly people spend more money. Therefore, 
we are in an industry that is really not terribly affected by swings. We are in just about every major industry. Therefore, if 
financial has an issue and an impact as we have seen in 2008 and are still recovering from that, we have every other 
industry from healthcare to pharmaceutical, to manufacturing, that picks up the pieces. We have grown steadily, year after 
year, for the last thirteen years and continue to be able to do that.  
 
CEOCFO: What is your geographic range today?  
Mr. Stasiak: Geographically, we are a national based organization for consulting. We are based here out of Cleveland, 
Ohio. We do have a scattering of employees throughout the United States. However, our model is to bring people to 
Cleveland, from a recruiting perspective. If you follow the weather patterns we have not had the best winter. That is tough. 
The reason that we do this is because we like to have a think tank of all of our employees in one particular location that 
we can leverage all of the different unique knowledge sets and capabilities of our employees to really grow. Then from 
there, we have clients all over the world. We have clients in Australia. We have federal security from Morocco. We have 
several employees out there for Malta and all over. We generally do the set up services remotely and then when needed 
we fly on site to do on site services as well.  
 
CEOCFO: Would you tell us about the government services? 
Mr. Stasiak: The federal is something that we have had since 2003. Throughout the lifecycle, the federal buying habit is 
one that they are starting to cut more and more cost. Therefore, our federal stance at this point is really primarily focused 
on protecting classified information. The procurement cycles in the government are usually anywhere from eighteen to 
twenty four months. They are very long cycles. Therefore, we have a lot of pots in the oven simmering. We are literally 
just waiting for a few of them to boil. That is when we engage. However, at this point it has been a pretty slow building and 
growth strategy in the federal, just because of the climate.  
 
CEOCFO: What is the long range strategy overall for you? 
Mr. Stasiak: In the security industry, obviously there is a lot of buzz. When you start to peel down the layers of security 
companies that are not like us, that just do security assessment work and don’t really help organizations build security 
programs, it is a very fragmented industry. One of the things that SecureState has been looking at is how to defrag this 
industry and become the de facto standard moving forward. We believe the industry needs that, due to the fact there are 
many new entrants coming in. It is an easy market. If you have a laptop and you know a little bit about security, you can 
pretty much start your own company. However, that is not necessarily what organizations need. They need to go over 
qualifications and the like. Therefore, for us it is to set up some type of a standard and become that, so that organizations 
can trust the security assessment space. If you look at the Target breach, the organization trusted someone to actually 
help them become compliant, and that organization is now being sued by the banks as well as Target for the breach. We, 
as security companies, are being pulled in to some of these when breaches occur and unfortunately, maybe they are just 
not using the right talent. Therefore, we believe that by being able to standardize and become that de facto standard, we 
can help the security industry as a whole become stronger.  
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CEOCFO: Why pay attention to SecureState? 
Mr. Stasiak: SecureState, as I said before; we are the company that, when you want to partner, you want to trust our 
advice, we are the go to company. We solve very complex problems that many organizations do not have the resources 
or the experience to deal with. Therefore, from mergers and acquisitions to oversea operations to breaches; that is what 
SecureState is; that high paced, non standard, out of the box thinking and helping our clients solve complex problems. 
 

 
BIO: Ken Stasiak has built an information security firm with no equals, employing consultants who are head-and-
shoulders above their industry peers in technique and delivery. His clients value him and look to him for guidance, his 
employees respect him, and his competitors loathe his keen business sense and industry forte. 

 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 

  
  
  
  
  

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

SecureState LLC. 
23340 Miles Road 

Cleveland, Ohio 44128-5493 
216.927.8200 or 800.903.6264 

www.securestate.com 


