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CEOCFO: Mr. Foret, would you tell us the philosophy behind Spot Migration?
Mr. Foret: We are there to lubricate other people’s businesses through IT. Our entire focus is on that. We are your entire 
IT department from level-one to CIO and all the things that go with it. 

CEOCFO: What is different in your approach?
Mr. Foret: When we present and talk to our clients it is always to help them make a business decision, not a technology 
decision. We break it down for them in such a way that allows us to help them make the best business decision on their IT 
spend.

CEOCFO: Would you give us an example?
Mr. Foret: If it is a decision of buying a new server vs. going to the cloud, we do not talk about the technology stuff. We 
talk about what the benefits and pros and cons are of both sides of the table. We give our clients the option of going either 
way and give them the pros and cons of either choice and let them choose. 

CEOCFO: Do most clients appreciate that?
Mr. Foret: It is like when you go to the doctor, you are going to have some people that are strong minded on one direction 
or another but they appreciate being given options because that way they have some basis for their decision. Many of our 
competitors will not give a choice, it is kind of my way or the highway. Our clients appreciate being given a choice as to 
which direction they go. It is just like when you are at the doctor’s office and you do not want to be told that surgery is your 
only option when maybe just some medication or maybe even just working-out is the answer to their problem as well. 

CEOCFO: Would you tell us about the range of services you offer today?
Mr. Foret: The biggest one which is our bread and butter is managed IT services. Our clients call us for IT support. We 
also do cloud so whether it is having all their IT in the cloud or just in part. We do IT consulting, phone systems, then 
backup and business continuity. It is different from backup and disaster recovery, we actually look at how much time it 
takes for them to recover and how it affects them to be up or down and we try to keep them up as much as possible. 

CEOCFO: What services are you offering that people are overlooking? 
Mr. Foret: Generally at some point they go with all of our services, we just do not force them to do it. We just show them 
the pros and cons. Most of our clients will go with our services if it makes sense and will leverage partnerships for the 
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services that it does not make sense for. We are not a one-size-fits-all puzzle piece and therefore our clients appreciate 
when we tell them that we are not a good fit for them but we know someone who is. 

CEOCFO: What types of companies are turning to Spot Migration?
Mr. Foret: That would be fast-growing companies. For example, we have companies with sales offices here from other 
countries like the UK or somewhere in Europe. They are growing here sometimes even hundreds of a percent a year. 
Service based companies also turn to us, such as law firms. Their dollar value per hour is a lot more than the cost of the 
services we are providing. Our bread and butter is between twenty and a hundred users in the office.  We have clients 
that are bigger and scaled well above that and so far we have seen 300 to 400 person companies and we’ve been able to 
scale with them.

CEOCFO: Do you find being in Chicago that your clients are perhaps more demanding?
Mr. Foret: I would say because we are highly urbanized that yes, they are a bit more demanding but I think we have the 
scalability to be able to offer that demand. Other IT organizations would more likely compare to us as a standard rather 
than the other way around. 

CEOCFO: How do you reach out for other clients and how do you jump off the page if someone is coming upon 
your website?
Mr. Foret: A lot of times they will contact us and we answer our phones live. Our clients appreciate that they always get to 
talk to a real person instead of an automated system. We do marketing; everything from direct mail to cold calling. 

CEOCFO: Are you finding direct mail is something that is working?
Mr. Foret: It is very targeted and we have one client that we lost at the initial sales deal to a competitor, however they 
come back to us three or four months later after realizing they made a terrible decision. 

CEOCFO: What is the key to keeping up with technology?
Mr. Foret: We are part of The 20, which is a group of like-minded IT providers across the entire nation. We have about 75 
managed service providers. It allows us to stay competitive from an innovation and technology standpoint and keeping up 
with IT. Being on an island by yourself in IT is very dangerous because of the rate that technology changes at. Our 
massive group means that there is always someone in the group that has some kind of edge or insight that maybe 
someone else has not seen. It helps us keep abreast on all that technology.  

CEOCFO: What might be different a year from now?
Mr. Foret: We will be moving offices. We have been doubling in size every year since our inception.  

CEOCFO: How can you guarantee a call-back in 28 seconds?
Mr. Foret: Having enough people and just leveraging technology. A piece of it is technology and we have dedicated 
people for different types of work so we are not trying to be everything to everyone. That allows us to have people that 
focus on certain things such as sales and operations. 

CEOCFO: You mentioned back-up and continuity, would you tell us about your approach?
Mr. Foret: The current state of things within the world of business is that there is a lot of hidden cost whether it is 
downtime because a server goes down or downtime because they got some type of ransomware that went through their 
network and locked up all their machines like Cryptolocker. Imagine having a way to press the undo button to continue 
from an hour previous to when it happened. Our backup and continuity solution is able to do just that, which reduces 
downtime from days to only an hour. 

CEOCFO: Why choose Spot Migration?
Mr. Foret: We are a business decision and when you compare us to any other competitor you are going to find that we 
are the best value and therefore we are the cheapest. It is like buying a $10 pair of shoes versus a $100 pair of shoes; if 
you are only going to go for cheaper we are not for you. If you understand the value of having more expensive shoes that 
last longer and have health benefits, then you’ll understand that we are always going to be the best decision you ever 
made. 

“When we present and talk to our clients it is always to help them make a business decision, not a 
technology decision. We break it down for them in such a way that allows us to help them make the 
best business decision on their IT spend.”- Will Foret


