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CEO/CFO: Mr. Crowley, would you please tell us the concept behind S90?

Mr. Crowley: We designed IT solutions for small businesses in the Orange 
County and Los Angeles area specifically relating to technology.

CEO/CFO: Many companies are in that same arena. Would you please tell us what you understand about working 
with businesses and technologies that perhaps others do not recognize?

Mr. Crowley: I like to say that our unique perspective on business workflow is our “edge” or what we like to call it: our 
“defined superpower,” which essentially makes us different. This is our biggest advantage over any other IT company in 
the area. With an extensive education in business development and an MBA in business, I am more adept with 
understanding the operations side of businesses, management, decision-making, and chain of command. With this in-
depth knowledge, I am then able to translate that into technology and how small businesses can increase productivity and 
minimize the amount of downtime to their work flows. Obviously, technology drives a lot of the business side of things, 
and a lot of managers and even owners have trouble connecting those two components together. I am able to bridge that 
gap and help these small businesses align their technology with what they are trying to achieve as a business and even 
on a more strategic level. 

CEO/CFO: Would you give us an example of what that means on a day-to-day situation?

Mr. Crowley: A lot of times, businesses main objective is to get things fixed when they break. The proactive ones are 
trying to prevent their computers from crashing because they understand the value of repairing or replacing them. S90 
looks at a work environment through a lens of what the business ultimately wants to accomplish. For example, if a 
business comes to us and says “I want to replace an old server/application” that they are currently using or that they have 
used forever that may not quite be meeting all their needs but it has always worked. S90 steps in and looks at the request 
objectively to see if this is the best solution for the amount of employees the company currently has, and if a better 
solution is possible that would still be able to help facilitate rapid growth and not limit the company in terms of technology. 
Maybe some employees are working from home now so we need to re-design work flows so they can still access 
information after hours or on the weekend. We can then make sure the new solutions are aligned to best practice and 
business objectives. 

CEO/CFO: How do you help a company recognize what they should be asking you to do?

Mr. Crowley: It is definitely a more systematic approach. I tend to prepare questions I want to cover or need clarification 
on my end, especially with new clients. We see this a lot with newer clients and even on-going clients. With on-going 
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clients, we are always re-addressing the same issues. For example, going over how finances are tracked, how expense 
reports are put together, how they submitted and whether they are using Excel right now, or enhancing an aspect of the 
technology they already own. We find many businesses are only using about 10% of the actual technology strategically, 
so our process goes through questions to ask in order to figure out how to utilize that other 90% strategically.

CEO/CFO: How do you help clients with security and disaster recovery?

Mr. Crowley: We get a lot of clients coming our way that have had bad experiences with security and disaster recovery. 
Often, clients have issues with these because it was not as big of a concern as it should have been. I always try to make 
things as objective as possible because I think that with something like that, it is a clear-cut, if you were down for this 
amount of time, how much of that ended up costing you (employee wise and time wise). Our solutions and strategies are 
designed around getting the employees back to work as soon as possible when disaster hits.

CEO/CFO: How do you encourage your clients to talk to you before they make tech changes?

Mr. Crowley: As the company has grown, we have matured our process of helping companies align technology with their 
business and look at IT as a more strategic asset to their company instead of just a cost to the business. We perform 
regular business reviews to help keep us in any conversations the clients are having about technology. When clients keep 
us involved, their IT costs almost always go down, and they eliminate a lot of frustration and headache when their 
decisions don’t need to be re-worked later on. It’s critical to earn the trust from the start in order for our insight to be relied 
upon.

CEO/CFO: What types of businesses do you typically serve?

Mr. Crowley: We tend to focus on the service based industries such as; CPAs, engineers, lawyers, and any other 
company that bill their time as a revenue source. We find that we connect with those companies because we understand 
the value of uptime and what type of uptime they need. To contrast that, we do have manufacturing distribution 
companies and different types of businesses where uptime value is a little different. If these types of businesses have a 
machine go down, that is a problem, equally as problematic as a Senior Partner at a law firm not being able to access his 
computer to bill time. There is a prioritization that we get when it comes to those service based industries that we can help 
and connect with and that is where we tend to focus.

CEO/CFO: Are there additional services that you would like to add to the mix?

Mr. Crowley: No, not really. I think as S90 grows and matures, we will start including specific service offerings that will 
help enhance that strategic focus. For instance, a service offering we are looking at right now is Dynamics 365. We are 
already a Microsoft partner and we do Office 365, but their new offering last year with Dynamics 365 is definitely 
something that we are looking at for our clients.

CEO/CFO: What are you surprised that we still cannot do with technology and what are you surprised we can 
accomplish today?

Mr. Crowley: I think it is cliché but the whole process of communication is incredible. I am surprised that within a matter of 
milliseconds, communication is possible with someone in Europe or Africa. The speed of communication is fascinating to 
me and I do not even know how businesses operated before since it is such an essential part of our everyday lives. We 
still have not figured out how to transport people as fast as our digital communication. I am surprised we have not figured 
out how to transport people as fast as we transport an email. It is probably just a few years, and I look forward to it!

CEO/CFO: Why choose S90 Technology?

Mr. Crowley: S90 Technology elevates the way small businesses are using technology strategically, and that is why 
clients choose S90 Technology. We use standards and best practice to keep technology reliable.


