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CEOCFO: Mr. Richman, the tagline on the Nerds Support site is 
“Proactive approach to technology.” How so?
Mr. Richman: We are a managed service provider. We have software 
and technology that helps a client of ours, managing and monitoring 
the network. We are alerted way in advance before a client would know 
that something is going on and then we jump in and take care of it right 
away. 

CEOCFO: What are some examples of what you can pick up that would go unnoticed by a typical client?
Mr. Richman: Typical things that can go unnoticed is like, for example, if there is a report about their hard drive or a 
server hard drive that is going to go bad. It reports usually something to the computer like in the vent log but nobody is 
ever managing or watching that. What our software does is alerts us to be able to go in and check in advance to prevent it 
from bringing down time to the client. Now the greatest thing with ransomware out there with Wannacry and Petacry the 
software will typically sit in the background of the PC and start encrypting files or they will just sit dormant. But when they 
sit dormant, they start reporting a lot of traffic usage back out to the internet. We will be notified of those alerts, go in and 
verify what is going on and that is how we can prevent those things from spreading.

CEOCFO: Are your clients turning to you because they understand the depth of your services or are they often 
surprised when you are able to be proactive, jump in and let them know about a potential problem?
Mr. Richman: Most of our clients come to us when there is a major pain that they have been facing. Either they have 
been dealing with a single IT person or a company that is unresponsive to their needs, or they are looking and 
understanding that with all the things that are changing in the big scale, that they are not sure or have a clear 
understanding. So they call us to help them and guide them on how to secure their network and to be able to give them 
incent to what needs to be done. Then we educate them about cyber security and what the cloud really is, and seeing if 
their business is a good fit for the cloud and how that can help them leverage their business in order for them to match 
and size their business goals and expectations. 

CEOCFO: How do you help your clients pay attention to the simple things like a good password and not clicking 
on unknown files?
Mr. Richman: We have a couple ways. Part of our service is an educational series of our services. We sent out monthly 
newsletters and then we also inform them on our postings twice a week on our blogs about security and password 
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strength. We also provide internal education, meaning when they onboard with us, we go through and see how the 
knowledge of the network is and the users. Then we also test them and see if they really know what we are teaching 
them. We try to trick them to see if they are really learning what we are showing them. In that interim, if they do something 
wrong, they will be sent to a little five minute class the first time and then the next time is a like a fifteen minute class and 
so forth until they get understanding of what they should be looking for when they are surfing on the internet and when 
they are opening emails. We also educate them in disaster recovery and what that really means. If the building loses 
power or catches on fire, what is their plan and how do they execute that?

CEOCFO: What types of companies are turning to Nerds Support?
Mr. Richman: The common thread is usually companies of 20 plus computer users in their network have a computer 
server or have some kind of mix of that. They are using cloud solutions and different places and they want to try to get 
everything together in one solution. Those are the types of companies that usually reach out to us. Like I mentioned 
earlier, we are working with financial firms, accounting firms, health and law firms; all companies that have compliance 
and HIPAA and security and compliance that they have to do and is not just an option, are companies we work with.  We 
are doing a lot of growth right now with companies in the financial markets because security is such a high profile skill set 
to have knowledge of and we go on and do these security audits. We also help them if they have to go through any type 
of compliance audits FINRA.

CEOCFO: With so many approaches to security, how do you decide on the best solutions Nerd Support should 
provide in security and other areas as well?
Mr. Richman: We are very actively involved with many events throughout the year. I attend probably three to four events 
a year just in the different areas of technology and everything thinks they have the secret sauce to how they protect our 
clients and sell us those technologies. We test out every piece of  technology and once we have completed our rigorous 
evaluation process, we build upon that solution for our clients and offer these services. We do not offer thirty different 
types of antiviruses and thirty different types of web filtering. We only offer one to two of these because they have been 
best in class and have passed our rigorous testing so we know that we can secure our clients and provide quality to any
company who is looking for an IT company to work with. There has to be a common denominator. When the client is 
having down time, our company cannot be making money, we need to be hurting just like them. That is one of the reasons 
why many of our services are fixed, so it is at our best interest to make sure we are taking care of these things. If they are 
impacted, we are impacted by man hours. They are losing money and we are losing money. When they are making 
money, we are making money. When they are growing, we are growing. It has to be a win/win fit for us and our clients. 
Not every client is a good fit for Nerds Support and we need to make sure they are strategic just like we are. If we are not 
on the same page, sometimes they want to be on our platform and want to work with us but they are not a good fit for us 
and we have to point them in another direction to someone else that could support them.

CEOCFO: Do many clients take advantage of hardware as a service? Do you see that as a growing area?
Mr. Richman: Part of our service is hardware as a service and we have been doing that more and more. We are almost 
to the basics where a client at least knows a fixed cost of what it is going to cost them yearly for every person you hire. He 
knows he is going to give him a salary, whatever x dollars that is, and we have a fixed budget for that user so when they 
hire, they know the total cost for that user. We will bring the phone and computer and technology and it is a big case that 
we see a great deal, because now it is a different question of CAPEX (Capital Expenditures) verses OPEX (Operating 
Expenses). I am not an accountant but most businesses like OPEX verses CAPEX.

CEOCFO: You were in the corporate world before you started Nerds Support. What did you learn that has been 
helpful in running a business and what did you learn not to do as well as what to do?
Mr. Richman: I came from a fortune 500 company, so being in the business world was a great opportunity to see how 
Fortune 500 companies support infrastructures of three to ten thousand people. We have been able to take that 
knowledge that I have brought to Nerds Support and leverage it and give it to our small to medium sized clients. Using 
best practices, having a full type of help desk systems and ticketing system in place were all implemented from day one 
from our company. We did not learn as we went. Because of my experience already working in that environment and 
supporting large infrastructure end users, we were able to streamline that and go fast to market. Over the last three years, 
it has proven that our success has been with that skill set and also with the infrastructure that we own and operate that we 
have increased over 120 percent in the last two years.

CEOCFO: Would you tell us about being recognized in the MSP 500 this year?
Mr. Richman: That has a lot to do for technicians experience and engineers we have on staff, as well as our volume, our 
growth and emerging technologies that we are using. We were recognized for about three different categories this year, 
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the 501 mentoring program, which is actually out of the whole world, so we are recognized for that and then the top 250 
leaked with the channel, which are in the channel company because of using advanced technology and we have also 
been in the cloud for ten years already before even the word cloud was defined. With that growth, we get a lot of 
recognition from not only the company but also from our vendors informing them that these are companies that need to be 
recognized.

CEOCFO: Are there services that you would like to add to the mix that you are not offering today?
Mr. Richman: We offer pretty much anything with the cloud and the bug thing pushed now is as emerging technology. 
First there was break-fix and then there was managed services and then there was the cloud and managed services have 
kind of combined together. Some people are looking for managed full IT with cloud and now the biggest merging 
technology is security as a service. We offer all three of those. We have started a little more growth on our voice over IP, 
voice technology. We would like to be able to expand that more with our clients and bring it more into play as well. The 
only thing down the road maybe we will look into is software development but I do not think that really is on the roadmap 
as of yet but we are focused 100% on the cloud. None of my clients have servers in their offices, nor do we want to hear 
of that happening again, going backwards in technology. 

CEOCFO: What do you look for in your staff? How do you know if someone is right for the Nerds Support 
organization?
Mr. Richman: One of the great things is the last three years, we have been able to develop an awesome team. All of my 
staff has been with me for a year plus. This is probably the hardest part of running an IT consulting firm, being able to find 
the strong candidates that are out there. Fortunately you can ask all the right questions in an interview process, then they 
go up against an engineering panel to test their skillsets in real time environments. We look for people who are passionate 
when they come on board. We have been able to see that. We are not trying to steal people and pay you to come on 
board with us. We want to see you are passionate and you come on and prove yourself and then as the company 
succeeds, you succeed. Finding those candidates is not easy. We also look for those ones who take their careers very 
seriously. Many of our staff are certified engineers with Microsoft, Cisco, VM Ware, Citrix and so forth. They at least have 
that before they come on board. They have to have some type of certification and they need to be able to want to expand 
on their certifications.

CEOCFO: Why choose Nerds Support?
Mr. Richman: Our sales pitch is that we have Fortune 500 technology. Our pitch is that we deliver what is right for our 
clients. We do that by giving them the directions and evaluating what they currently have and then designing a pure 
solution. We do not just go in and give a cost; we go in, do and analysis of the network and what they are looking to 
complete and then we deliver. That is like our biggest selling point. We put skin in the game with our clients. Sometimes 
they are amazed when we start onboarding and start putting equipment in that we did not quote them for, because we are 
looking for the long term. We have been in business for thirteen years and we have not lost but less than a handful of 
clients and most of that handful of clients have gone out of business. The biggest thing is if you are looking for a Fortune 
500 technology with a small to medium sized business budget that is another big selling point for us as why to do 
business with Nerds Support.


