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BIO: Marc serves as CEO of 

ProServeIT Corp., a company he 

helped found. 

 

A serial entrepreneur, Marc has also 

founded (and continues to run) other 

technology companies. As president 

of software developer Retirement 

Home Software Inc., he oversaw the 

2007 launch of software meant to 

help retirement homes provide better 

service and operate more profitably. 

Marc is also president of IT outsourc-

ing firm Pro/Soft Technologies Inc., 

which serves small businesses. 

 

In two prior positions, Marc earned 

practical business experience that he 

used to create IT solutions for those 

businesses. He served as a facilities 

manager with BDI Group before be-

coming its manager of information 

systems. Similarly, Marc’s insights as 

a General Motors of Canada district 

service manager served him well in 

his later position as a business ana-

lyst and member of the team that de-

signed and implemented the GM 

Dealer Communication System. 

 

Marc holds a Bachelor of Commerce 

from Montréal’s Concordia University 

(major in Finance, minor in Interna-

tional Marketing). He also participates 

in the TEC Group, an organization 

that helps CEOs help other CEOs. 

 

Marc’s pastimes include the martial 

arts, car racing simulations, playing 

guitar and reading. 

 

About ProServeIT Corp. 

Founded in 2001, ProServeIT is a pri-

vately owned, top-rated professional 

technology services company. We 

serve businesses in both Canada and 

the United States. 

 

We use the expertise represented by 

our brand-name certifications to pro-

vide “bench strength” to our partners. 

Result: our partners serve their clients 

more effectively. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Dorval, what was the 

vision when you started ProServeIT? 

How has that played out so far? 

Mr. Dorval: The whole idea was to try 

to create an organization that added 

some real value to the practice of IT 

services in the Canadian marketplace. 

At the same time we wanted to do 

that in a way that provided a lot of 

opportunity for people in the IT 

services field to grow, learn, and feel 

that they are really making a 

difference. 

CEOCFO: What is happening today? 

Mr. Dorval: It has been fairly good. I 

think we had larger dreams when we 

started it, but we are pretty much on 

our way for us to accomplish what the 

vision is. We are certainly being true 

to that vision. Internally, we have 

done a good job of providing a very 

nice and very good environment for 

our colleagues. From a clients’ point 

of view we have had some amazing 

successes where we have shown 

what IT service is all about. There is 

some recognition that we are adding 

value. However, the word still needs 

to get out a little bit more. 

 

CEOCFO: What are some of the 

common IT areas that you work on for 

your clients? What might be something 

a bit more unusual? 

Mr. Dorval: The common stuff that 

we deal with is what everyone talks 

about in IT services: we do managed 

services. That means that we are 

managing networks for clients. We 

are managing their help desk and 

doing all kinds of things for them that 

they do not do internally. What we 

specialize in is adding a lot of expertise 

to technologies that are hard to find or 

for which there is “difficult to find” 

support. When an organization will go 

to one of the large resellers, for 

example, and want to talk about some 

high end technologies like Microsoft 

System Center technologies or Unified 

Communications technologies, it is 

hard for many of the resellers to have 

people of the right caliber on their 

bench. We are able to provide that for 

them. That is what sets us apart: the 

investment in our people at the high 

end and at the niche-technology level. 

 

CEOCFO: What is the key to keeping 

up with all of the technologies and 
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knowing what might stick and what 

might go by the wayside? 

Mr. Dorval: That is a great question. I 

think the prerequisite is to have a 

curious mind. We look for that amongst 

our colleagues. There is definitely a lot 

of reading and a lot of talking with 

people to see what is coming up and 

where the market seems to want to be 

going. Therefore, we do a fair bit of 

talking with our clients and our resellers 

to try to understand whether a new 

technology is just a fad or whether it 

is something that is going to really 

stick. 

 

CEOCFO: What is your geographic 

footprint? 

Mr. Dorval: Right now we do work in 

Canada and the United States. We 

have people all across Canada as 

well as small, outsourced, full time 

people in Vietnam and one person out 

in France. 

 

CEOCFO: How did Vietnam and 

France come in? 

Mr. Dorval: Some of that is 

serendipity. Two of our staff 

members got a bit of wanderlust 

and we encouraged them to go 

and travel yet keep their jobs. 

Therefore, one fellow ended up 

in Japan and then in Vietnam and he 

started to build a group. He actually 

has four employees reporting to him 

out in Vietnam. The other one is in 

Paris, France and he is one of our 

bilingual technicians now. He’s doing 

great and enjoying living there while 

working here. 

 

CEOCFO: Are there services that you 

are not currently offering that you 

would like to add to the mix or areas 

that you would like to have more of a 

presence in as far as types of 

services? 

Mr. Dorval: Some new services are 

always under consideration. If there is 

a service that I wish we could add 

more quickly it would be Software 

Asset Management. We have some 

people that are certified in that area. 

There is a lot of value that we can 

add, both to the reseller space as well 

as to the client’s space, by helping the 

client understand their software assets 

and how to rationalize, optimize and 

manage them in a way that reduces 

governance risk, without costing an 

arm and a leg. 

 

CEOCFO: What do you look for in 

your people? 

Mr. Dorval: Much of it is really looking 

for people with personality and with 

people skills that are socially engaging 

and that are curious. We look for 

people that are intellectually 

challenging and like to be challenged. 

If I look at the core DNA I am looking 

for people who like to help. Ultimately, 

our world is a service world and you 

need to like to be of service in order 

to do well in this business. That is 

really a key part of what we are 

looking for. 

 

CEOCFO: Everyone tells me it is so 

difficult to get the technical, let alone 

the people skills, in your industry. 

Mr. Dorval: You are constantly on the 

lookout for good people. The executive 

team, as well as the bulk of our 

colleagues, are constantly looking out 

for someone that would fit our team. 

When someone comes up their name 

gets passed on and we spend a lot of 

time interviewing them and getting to 

know them. Then if they truly are a fit 

we will usually bring them on. Great 

people are rare enough that we bring 

them on whether or not there is a 

position open for them, usually. 

 

CEOCFO: How do you reach potential 

customers? How are you growing the 

business? 

Mr. Dorval: Our primary “go to market” 

strategy is to go through resellers. 

Therefore, we primarily target resellers 

in Canada and a little bit in the US. 

We target those that have an interest 

in selling services and that understand 

the idea of outsourcing that service 

delivery to us. They can maintain the 

sales presence in the customer 

relationship on their side, while we 

provide the delivery engine. 

 

CEOCFO: How do you know that they 

are the right resellers for you? Just 

like you need the right people, not 

every reseller is worthy? 

Mr. Dorval: That is totally right, 

actually. It is very important to pick 

your customers as much as you want 

to pick your staff and your resellers. It 

is all the same. You have to be picky. 

It is actually a little hard to understand 

whether a person or a reseller is a 

good fit. That usually comes with 

experience. Typically, we will get a 

good feel for it based on the types of 

opportunities that they bring to the 

table, as well as how they react when 

an inevitable problem comes up. In 

the service world at one point or 

another someone will be unhappy. 

The proof is in the pudding as to how 

you handle that problem. The resellers 

that truly do understand service will 

handle it one way and those that are 

much more transactional in orientation 

will handle it another way. We try to 

stick with the ones that are service 

oriented. 

 

CEOCFO: You mentioned Software 

Asset Management. What do you see 

that many of your clients do not 

pay attention to that they 

should; things that you might be 

able to help them with but are 

not really on their radar screen? 

Mr. Dorval: These days, I 

would say that many of my 

conversations are around governance. 

We find that many organizations are 

not really managing IT the same way 

that they manage their legal concerns 

or their accounting concerns or their 

sales concerns. It is much more hap-

hazard. Therefore, we talk a lot about 

governance, creating some 

management structure around IT and 

basically helping up the game for the 

IT side of an organization. The other 

topic that I still talk about a lot is 

security. There is still a lack of 

attention put onto security. People do 

not quite realize how vulnerable they 

can be and how important their data 

can be. 

 

CEOCFO: Do you think they just do 

not want to realize it? 

Mr. Dorval: I think that it is too scary 

sometimes for some people to even 

want to look at it. Certainly, when we 

bring up some of the news articles 

that help illustrate a particular point, 

clients will say, “I do not know what to 

do about that.” Then we will say, “That 

“By offering the resellers’ clients excellent 

service in a non competitive way, we think 

we’re supporting everyone’s business.” 

                                                 - Marc Dorval 
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is what we are here for. We have 

some ideas; we can help you.” 

However, not everyone is quite willing 

to take the bull by that horn. 

 

CEOCFO: Why should investors and 

people in the business community pay 

attention to ProServeIT? 

Mr. Dorval: It depends on what their 

focus is on. We are doing a pretty 

interesting job from an HR point of 

view and from an employee 

empowerment and education point of 

view. From an IT point of view we 

represent one of the niche players 

that will help to transform the IT 

services industry. When I look ahead 

five or ten years from now, where 

there are a lot less resellers in the 

marketplace, our service orientation 

will help many of them do better 

business and improve their client 

mindshare. There are many more 

cloud services offerings being 

introduced all the time. I think you are 

only going to be left with organizations 

like ours that are specialized in 

services and in key service areas. By 

offering the resellers’ clients excellent 

service in a non competitive way, we 

think we’re supporting everyone’s 

business. 
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