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CEOCFO: Ms. Lawton, what was the vision when you started SJ Technologies? 
Ms. Lawton: Originally, I had wanted to build my own product and intellectual property, which I have done in the past. I 
was originally a co-founder of a software company back in the late 90s, which is where I cut my teeth on technology. After 
that experience, I worked for several business partners, working with other company solutions such as Oracle and IBM. I 
started to learn about the business partner world and management consulting, which was a new business model for me. 
Instead of building my own product, I was focusing on helping organizations with other people’s products, and in that 
process, I learned about some SBA programs such as the 8(a) and a HUBZone program which, given my unique 
circumstances, I was able to take advantage of. I took the route of going after my 8(a) certification, which took me about 
two years. I started that process in early 2010 and finally received my 8(a) certification in June of 2012. I used that as a 
jumping-off point to build my business. 

CEOCFO: What is the focus of SJ Technologies today? What services are you providing and to whom? 
Mr. Lawton: Right now, our business is 95% focused upon the federal market. However, to ensure our success, we 
started building our commercial practice this year and into 2017. We provide very niche IT services and solutions such as 
Cyber Security Defense Operations, Defense Counter-Interrogation, (Secure) Continuous Integration-Continuous 
Development. We are also a value added re-seller. One of our focus areas is taking the investment that organizations 
have made in very complex software solutions and helping them get the most out of it, specifically around AWS, Oracle 
technology, and/or IBM. 

CEOCFO: Would you walk us through a typical engagement? 
Ms. Lawton: Our methodology and approach is based on seeking and understanding of the client’s current state and then 
using our experience and best practices to shepherd them through the process of getting to their target future state. Many 
times that methodology depends on the organization that you are working with and sometimes they do not necessarily 
want a massive change in their current process, they just want you to take over an existing approach, and they just need 
some subject matter expertise to help with a sticky problem they are experiencing. Other times, they are looking to pivot in 
a whole new direction. This typically requires a well thought out, phased approach in order to successfully pull this off. We 
can approach it either way, depending on the requirements. 
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CEOCFO: Are you sometimes called in to fix software that does not do what it initially promised? 
Ms. Lawton: Yes, it is very common for people to put the technology decision before defining the actual business pain 
and requirement. That is an area that we like to help with and have assisted several agencies in actually doing what we 
call a “test drive”. This step helps to prevent a misalignment of business requirements and technology automation. There 
have been a lot of wasted tax dollars on failed programs because the technology was just implemented, versus having the 
upfront requirements clearly defined. It’s good to understand the “what” before the “how”. 

CEOCFO: Do you find that many agencies, although they should know where they are going, have not flushed 
out what they really want from the system and you need to help them pinpoint what it is they are expecting or 
needing it to do? 
Ms. Lawton: Absolutely. That is a huge part of the discovery process. There is a mix of science and art because it is so 
dependent on the human resources within the organization. It is a critical piece of the puzzle and sometimes the hardest. 
Another area where we assist agencies is in the area information security and help to shepherd in the contemporary best 
business practices around agile development and operations, “Dev-Ops”. 

CEOCFO: How do you decide what projects to bid on? 
Ms. Lawton: We like to focus on those projects that we believe we can provide the most value, so if it is within our core 
competencies and something that we have done in the past, then we go in with a very strong message and confidently 
outline what our approach is, which invariably demonstrates our prowess in that arena. There is also a lot of other criteria 
we evaluate upfront, such as security clearance requirement, physical location, and certification (development, operations, 
quality) requirements (such as CMMI). We go through a very rigorous qualification process to make sure that we are 
bidding on the appropriate types of opportunities with the highest probability rate of winning. 

CEOCFO: How have you chosen your office locations? 
Ms. Lawton: Georgia is where I live and that was our initial office. D.C. is pretty obvious, 50% of all government spend 
and work is based in the National Capital Region, so we knew we wanted to be in middle of the city. We built the 
Montgomery, AL office around a project we have with the Air Force. Both our D.C. and Georgia offices’ are located in a 
HUBZone. The New York office is one of our target markets that we are working on. I am originally from New Jersey and 
have a lot of contacts up there. It’s also an area that is focused on supplier diversity in the public and private sector 
because of Mayor DeBlasio, which is a differentiator we bring to the table. 

CEOCFO: Would you like to do more in the commercial arena and was it a deliberate strategy to work mostly with 
the federal government? 
Ms. Lawton: It was. My initial five-year plan was to focus upon the federal government because I received my SBA 8(a) 
certification and a year later, our HUBZone certification. Both of these small business certifications currently hold the most 
power and value in the federal government. In addition, the 8(a) Certification is only a nine-year certification where you 
graduate out, so you have to get out of the gate running because you only have the limited amount of time to leverage it. I 
knew this approach was going to be our best bet to get the company going and that strategy has worked very well 
because we have doubled in size over the last three years. In the fourth year of the SBA 8(a) program, they encourage 
you to start working on gaining more traction in the commercial market, so we always planned on investing in building our 
customer base in the private sector towards 2016/2017. We started shaping solutions and service offerings which we 
implemented on the federal side, and taking that to industry in the private sector. Cyber Security and Cloud Security are 
key areas which is growing in both markets and is a “must-have” for any company. Because of the huge demand and 
relatively uncharted knowledge base, there is a shortage of resources available on the market. This combined with the 
fact that it is one of the only areas where the public sector, specifically the DoD, is more advanced than some of the 
private sector. SJ Technologies has and continues to invest in subject matter experts who possess these unique skill-sets 
with the intent to help the commercial market with these challenges. 

CEOCFO: Do organizations tend to look to the Federal Government for answers to security issues? 
Ms. Lawton: There was a time when private industry viewed the Federal Government’s security posture to be “overkill”. 
Now there are a large number of private companies, as well as universities who approach the government when there has 
been a breach. Because of the increase in cyber threats on the US government’s systems, they have been diligent in 
coming up with ways to not only recover and defend themselves once a system has been compromised, but also to be 
more proactive protect themselves moving forward. 

CEOCFO: What surprised you through the process of developing and growing the company? 
Ms. Lawton: I would say the most difficult part was giving up control. When I started, it was just me and one other person 
in early 2013, and I was used to doing everything. However, I knew it was impossible to grow a company on the back of 
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one person or two people. If I wanted to expand, we had to be able to scale, which meant I needed to loosen the reigns. I 
am very open to pulling people in because I know my weaknesses. Where I struggled was when I had to make the shift 
from leading instead of doing. I would say that was one of my biggest challenges in year one, going into year two. In year 
two, I started to get the hang of it, but then the human resources challenges started to pop up, like making sure we were 
hiring the right people and maintaining the right culture. Making sure I am leading the company, keeping morale up and 
doing the right things to ensure that not only are our customers are happy, but also that my employees are happy 
continues to be my main focus. While I am having a blast and it has gotten me out of my comfort zone, it was one of those 
things where I woke up one day and realized I had to figure out how to be the CEO. It was exciting but at the same time, 
daunting. Of course, I am still learning and evolving by speaking to other CEOs who have been through the same 
experience, picking their brain and hearing the lessons they have learned. 

CEOCFO: Why choose SJ Technologies? 
Ms. Lawton: SJ Technologies is unique in the sense that we have subject matter experts in technology areas that are still 
in their infancy, such as Cyber Security and Cloud Security. If there are challenges or questions around these initiatives 
within your organization, SJ has a methodology, roadmap, and resources to supplement and advise your team. 


