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Founded in 1998, SNC
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 has more 

than 96 years of hands-on mission-

critical experience. While we have the 

expertise to work with large compa-

nies, our focus has always been to 

support the small and mid-sized busi-

nesses in Joplin, Missouri and the 

Four States Area. 

 

 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Motazedi, would you 

tell us about SNC Squared? 

Mr. Motazedi: We are a small IT ser-

vice company. We serve our clients 

by providing all of the IT solutions that 

they need in one managed package 

at one fixed fee.   

 

CEOCFO: Who would be your typical 

customer? 

Mr. Motazedi: We have a pretty 

unique and large client base in the 

healthcare industry. We have a lot of 

doctors’ offices, clinics, some small 

hospitals and their laboratories. That 

type of clientele is our primary cus-

tomer. Our other customers fall into 

the realm of service organizations, 

service departments, transportation 

and manufacturing. 

 

CEOCFO: Was healthcare and medi-

cal the plan, or did that just develop 

opportunistically?  

Mr. Motazedi: I actually worked in a 

hospital. So, I had a pretty good un-

derstanding of the flow and environ-

ment in a hospital with physicians and 

physicians groups. Because of that, it 

kind of started out in that direction, 

almost from the beginning. We had 

some “one offs” here and there for 

service type organizations like ac-

countants and law offices. They hear 

about our one fee covers everything 

plan and want to engage with us. 

  

CEOCFO: What are some of the 

things that you bring to the table, hav-

ing had that hospital experience, 

which other tech companies might not 

understand as easily?   

Mr. Motazedi: The biggest advantage 

we have is that we understand the 

healthcare field. We understand how 

they bill, how the patients flow 

through the office and how things get 

processed efficiently on a daily basis. 

Anything from insurance claims, med-

ical records processing, practice 

management software and meaning-

ful use qualification, we can take care 

of it all. We have staff that has full 

working knowledge of multiple EMR 

(Electronic Medical Records) applica-

tions. It’s that knowledge that really 

helps us be very efficient on how they 

can run their offices. We typically 

bring more experience to the physi-

cian starting in a new office than they 

already have. 

 

CEOCFO: How do you insure that it is 

really user friendly? 

Mr. Motazedi: The biggest challenge 

is that a lot of people just walk in and 

say, “Just give me the EMR software. 

What is the one that I need to have?” 

And they just pick one. We do a se-

lection process up front. For example, 

we take into account whether you 

were an urologist or were a family 

practice doctor. All EMRs work in your 

environment but, certain ones are 

better at handling family practice than 

say, orthopedics. We bring the top 

three vendors for that specific prac-

tice type to the table, and we have 

them do demos. We ask the ques-

tions to the vendors that the doctors 

should be asking but may not have 

the experience to do so. Experience 

allows us to ask the questions like, 

“how do you handle scrubbing your 

records, how do you handle changing 
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their billing codes, how do you handle 

multiple insurance, and how do you 

handle …… the list goes on.” We are 

asking on behalf of the doctor, be-

cause we have already experienced 

this process. We help with the ques-

tions they need to ask of the EMR 

vendors during the initial interview 

process. Once that is done, we then 

go through a full working demo of all 

the products of the top three vendors 

and signify to the doctor what are the 

advantages and disadvantages of 

each. We try to give them the product 

that really fills their work flow in their 

offices; how they bill, what sort of in-

surance they have and everything 

that makes their practice run smooth-

ly. We try to fit the application to the 

specific physician.   

 

CEOCFO: Do many of your custom-

ers come to you before the fact? 

What do you do when they already 

have a system in place?   

Mr. Motazedi: If they already have a 

system in place then that makes it a 

little more challenging. If they 

are happy with their system, 

we try to integrate things we 

have found helpful and that 

would actually be beneficial to 

their practice. Is their office 

running the best way possible? Does 

the check-in person need to get the 

drivers license, social security card 

and the insurance card, or should that 

be handled on the back end when the 

patient is about to leave and check 

out? We put work flow practices in 

place that is beneficial to them. If the 

offices started with a paper format, we 

can help them move to an electronic 

version of that. What we basically do 

is take their paper process and make 

it a computer process. We bring dif-

ferent ways of looking at things and 

how they need to be handled before-

hand. We simplify some of the pay-

ment collection up front so they can 

get the copay’s and the insurance 

cards processed. That way when the 

patient is done, they can just leave. 

The paper work is done, the doctor 

has received his copay and the insur-

ance company has okay’d or ap-

proved the visit. This all simplifies the 

doctors’ life and the patients have a 

much better experience.  Many of the 

new EMR’s allow you to transcribe 

your notes without really speaking in 

to a microphone or a tape recorder. 

The software transcribes and creates 

your notes as you are still in front of 

the patient interviewing them. This 

gives you more face to face, interac-

tive time which improves the doctor 

and patient relationship. Your EMR’s 

allow you to ask questions that either 

might get you in trouble if you forget 

to ask or can further help diagnose 

issues and problems with patients. If a 

patient comes in for a regular check-

up and complains of a headache, it 

might lead you to ask other questions 

that are beneficial to diagnose a mi-

graine. That becomes more efficient 

for the physician because they are 

processing everything the same way. 

You get efficiency and standardiza-

tion. Our goal, and what we have 

done for physicians is basically this; I 

want the doctor to go home at five 

o’clock. I do not want him to be there 

till eight at night doing charts and 

transcribing notes and filling in forms. 

I do not want him to work there on 

Saturdays. I want him to see more 

patients, become more efficient at 

seeing patients, and be done and go 

home early.     

 

CEOCFO: Are you looking to expand 

the non-health side? 

Mr. Motazedi: We are always con-

cerned about the long-term sustain-

ability of health care. When you “pi-

geon hole” yourself in a specific verti-

cal, you are always vulnerable to 

some things that happen such as a 

government rule change on health-

care reimbursement. This is what 

happened in Detroit when the auto-

motive industry went out. There were 

many people that suffered. We are 

very conscious of that, and we are 

very actively expanding our service 

industry to include other markets such 

as accountants, lawyers and so on. 

We are also actively pushing trans-

portation and manufacturing compa-

nies. It is interesting to see us begin 

bringing some of the same automa-

tion processes to those companies 

that we have taken full advantage of 

in our health vertical.    

 

CEOCFO: How do you reach poten-

tial customers?    

Mr. Motazedi: We have a pretty ac-

tive marketing plan. I was voted Mar-

keting Genius of the Year last year by 

the Robin Robin’s Technology Mar-

keting Toolkit. It was a phenomenal 

honor to get that. We probably send 

out about one hundred and fifty dif-

ferent marketing campaigns a year to 

different verticals and different types 

of industries. We have webinars. We 

have “lunch and learns.” We have 

onsite training. We have a lot of email 

newsletters that go out. We release 

security warnings, like when LinkedIn 

got hacked. We stay very active with 

our clients and potential prospects. 

We are also well involved in the local 

chamber organizations. We also do a 

lot of work for non-profits. We do 

fundraising for breast cancer organi-

zations. We do fundraising for non-

profit schools and private schools. We 

are very, very active in the 

community, and I believe that 

is part of the reason why we 

succeed.      

 

CEOCFO: I know you have a 

list of twelve reasons why you are 

better than the competition on your 

website. One of them that you men-

tioned is “green”. Is that important for 

people? Do people understand that 

concept before you talk to them? Is it 

important when you explain it to 

them?          

Mr. Motazedi: It is interesting, be-

cause everyone says that they want to 

save money. However, they ulti-

mately say that they have no idea 

how to or that they do not know what 

to do. Then, everything that they start 

considering is not necessarily great. 

Therefore, we have come up with a 

virtualization suite, which is one of the 

great technologies that we offer. We 

have had clients that used to have 

three, four or five servers at any giv-

en time doing functions. We are now 

getting to the point that we are actu-

ally providing computer resources as 

more of a utility model. In the olden 

days, the early 1900’s, if you needed 

electricity you would have to have 

your own generator outside. At some 

“I was voted Marketing Genius of the Year 

last year by the Robin Robin’s Technology 

Marketing Toolkit. It was a phenomenal 

honor to get that.”- John Motazedi 
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point it just made sense for someone 

like a utility company to create power 

and then just sell it to you. We see 

more and more of that happening. 

You can have many services on the 

web like email or hosted servers. You 

do not have to pay for the whole 

server, and you do not have to pay for 

electricity and heating and cooling to 

maintain that server, and so on. We 

are bringing a lot of virtualization 

technologies to an office that not only 

saves them money, because they do 

not have to physically go and buy a 

server, they save some of their capi-

tal expenditures. Since that server is 

now running in their office and they 

can use it from anywhere in the world, 

they are saving on electricity, they are 

saving on management, they are sav-

ing on so many other things. We are 

bringing technologies to their envi-

ronment that allows them to be more 

efficient. Once you have this discus-

sion with them, they realize that they 

are not paying three hundred dollars a 

year or five hundred dollars a year in 

electricity to run all of these servers. 

Then, that starts making sense. They 

are not paying five thousand dollars to 

buy a server, or they can buy a server 

and virtualize it, rather than put four 

or five different servers in their office. 

I think this philosophy is moving much 

faster on the east and west coast. We 

just seem to be trailing a little bit in 

the Midwest, but the discussion is go-

ing there.    

 

CEOCFO: How is business these 

days?     

Mr. Motazedi: Business is fantastic. 

We came off of another record year. 

We have done a lot of hard work. We 

set an expectation for ourselves to 

deliver outstanding service and that is 

basically it. We have done well. Every 

year has been profitable for us. We 

have grown rapidly and that is fantas-

tic. We have great expectations for 

this year.         

 

CEOCFO: What are the intangibles 

that you look for in your people? We 

know they need tech skills, but they 

are dealing with clients constantly. 

What to you look for? How do you 

know that they are a good fit for you?  

Mr. Motazedi: We have a very inter-

esting culture. We have a very happy-

go-lucky kind of environment over 

here. We are not blind and rule from 

the top. Interoffice communication is 

very open, which helps every one. 

We have brainstorming sessions that 

help generate ideas to help find better 

solutions. There are things that I ac-

tually do to make sure that my staff 

does well. We provide one hundred 

percent, unlimited education for them; 

which is really a fantastic option for 

techs. They can take any class they 

want, as long as it is somewhat re-

lated to what we do. I am not going to 

pay for basket weaving, but as long 

as it is related to some level of tech-

nology and it is something that we can 

use, I will pay for it and for their certi-

fication. I will even pay for their books 

to help them succeed. We try to build 

an environment that communicates 

education is absolutely key. That is 

what differentiates us between our 

competitors. But, that’s just one thing. 

The second thing is that we have a 

kind of mentorship, if you want to call 

it that. We actually have our tier one 

engineers coming in and being able to 

sit down and ask questions to our tier 

two and tier three engineers. It really 

helps them gain insight and acts as a 

fundamental education resource. We 

do weekly education classes in house. 

Such as, this morning we had firewall 

training. My tier three engineer was 

actually teaching tier one and tier two 

engineers about the advanced rules 

of firewalls. They learned things like, 

how you change things, and how to 

manage intrusion prevention. The 

reason for that is, I believe any engi-

neer that you hire is skilled and has 

the drive to get there. It is my job to 

make sure that he gets to eventually 

be a tier three engineer, if he wants. 

The philosophy is simple— if you do 

this then, you get this. That is basi-

cally our culture. We are absolutely 

service driven. That has always been 

our mission. The customers are al-

ways right. We try to bend over back-

wards to make sure that they we are 

complying. We check internally; if I 

get any sort of complaint we share 

that with the person that the complaint 

was against and then work to fix and 

remediate the issues. We have had 

very little attrition; both from staff and 

from our client base. I have only had 

four to six clients leave us in six 

years, I think that is phenomenal. 

 

CEOCFO: Why should investors and 

people in the business community be 

paying attention to SNC Squared? 

Mr. Motazedi: We like to think of our 

company as more of a long term rela-

tionship. We will bring to the table 

something like a partnership, as if we 

are physically your in-house staff. A 

trusted advisor is basically what we 

are trying to be. We do not oversell 

what we do. If we know how to do it, 

we will let you know how we do it, and 

if we do not know how to do it, we will 

just say that we do not know how to 

do it and help you look for a trusted 

resource. We like to represent the 

truth in technology. The thing that is 

very unique, unlike other IT compa-

nies is that; we do not sell phones, we 

do not sell surveillance equipment, we 

do not do website development, and 

we do not do programming or any-

thing else. All we do is infrastructure 

support and infrastructure solutions. 

We have standardized our processes 

and we do those very, very well. If 

they want a great relationship with 

someone that can get it done, I be-

lieve that we can be the perfect fit for 

them. Ultimately, we have a respon-

sibility to our community. We had a 

tornado back here in Joplin in May of 

2011. We had many businesses that 

were physically destroyed, including 

our office, and many businesses that 

had problems coming back. We took 

it as a responsibility to the community 

to make sure that all of the clients that 

we work with had the processes and 

things in place to make sure they can 

survive a disaster, technically speak-

ing. We want to make sure that they 

are protected from all aspects, and to 

make sure of the things that we can 

give back to the community for the 

whole environment to succeed. We 

are looking toward a brighter future 

and commend the community in help-

ing with these efforts. 
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