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IT Support for SMBs Providing Cloud and Managed IT,
Security Services and Backup Disaster Recovery Solutions

CEOCFO: Mr. Solms, what is the focus at Simplitfy?
Mr. Solms: The focus for Simplitfy is to assist customers or companies in the small 
medium business market and apply technology to facilitate or improve their return on 
investment in their IT departments. We implement technologies that have a return in 
investment. We proactively maintain and support our customer systems, allowing them 
to do what they do best and focus on their core businesses while we focus on ours. 

CEOCFO: Do many of the companies that turn to you understand technology is an 
investment and it can have an ROI and results that are meaningful or do many still 
see it as a necessary evil?
Mr. Solms: They see it as a commodity. Nowadays, everyone basically needs a 
computer to be able to work but some of them are starting to see and checking that it is 
actually a benefit to invest in technology. Nowadays, there has to be a fine line because 
you also need to protect your systems from so many attacks such as viruses that are 
encrypting their machines, and now they are taking their data hostage, which is called 
ransomware. There are several points and perspectives that clients have to analyze, 
nowadays, it is not just implementing technology to be able to work better, but now it is 
also useful and a necessity to protect their systems.

CEOCFO: How do you assess a client’s situation to know what is best for them?
Mr. Solms: Call us a custom tailored IT solution or department. When we sit down with each client, we make solutions 
independent for each client and based on their needs, we go and recommend the best solution. We do not just come in, 
and tell our clients you need this solution because this is our expertise and we want you to get the following solution. We 
do our network assessment, security assessments: if they are under any compliance such as the medical field, we will do 
a HIPAA assessment. Based on the results, we will sit down with a customer and tell them what they need. Most of the 
companies nowadays will say you have “X” computers and “Y” systems, so this is what you need. We go in and do two 
types of assessments, one from the technology and another from the business perspective. Based on the two results, we 
will come up with a solution. Then sales manager might be having problems on sales leads and then you have the front 
desk having issues that she cannot connect her phone. Everyone’s issue is different and we want to know from each 
perspective. We do a complete assessment, business assessment and technology assessment for each of our clients. 

CEOCFO: Simplitfy offers 24/7 service. Is that important for your clients and prospective clients?
Mr. Solms: Absolutely. It is very important and the main reason is because you want the client to be productive and work. 
For example, if you are maintaining a client that has a hundred users or employees. You want to do that after hours. You 
do not want to touch their systems while they are working. The last thing in the world I want to have is pressure that we 
are working with their system and they are down, they cannot operate the company has to pay for 100 users’ on their 
payroll while we are trying to get their systems back online. You want them to be productive, so you need that 24/7 
monitoring. You need to know that if their servers go down in the middle of the night, when they come in at 8 o’ clock, your 
technology firm or partner, which is us, are going to be there on site to help them and get them back up and running. It is 
not only the 24/7 monitoring but always being able to provide IT services; that is very important.

CEOCFO: What types of businesses do you service; what is the geographic reach?
Mr. Solms: If you talk about size, we help everyone. I was an entrepreneur and I still am, so I enjoy working with startups 
and I believe that users that start with an idea are going to need the same technology and service that a company that 
already has 100-300 employee’s need. We help them all and give the same quality of service to anyone. When it comes 
to a particular vertical, we do not really specialize in any vertical. We help several verticals. General business is a key 
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factor but we do have many clients in the medical field, legal field, construction field, some in retail, and some in 
manufacturing. Each client has a custom tailored solution.

CEOCFO: How are you proactive in managing services for your clients?
Mr. Solms: Proactive maintenance is where we have a software that assists us and we have a NOC (Network Operation 
Center) that helps maintain and check alerts. We have software that runs on each of the machines that we monitor that 
could be from cell phones, tablets, computers, servers etc. We get alerts. There are custom alerts for if a server does not 
communicate with us for x number of minutes, we get an alert. If a client’s drive is failing, we get an alert. If resources are 
failing, we get alerts. We get alerts for several aspects and we try to fix them so they do not happen again. Proactively, 
meaning we have to have patch management so the computers are always patched and up to date so they are prevented 
from any attacks. We also do updates on all their equipment. We have implanted that system across all sites that we 
manage for all clients. 

CEOCFO: How do you encourage clients to turn to you before making changes or updates on their own so that 
you can be sure it is running well from the beginning? Do you find that is a problem sometimes?
Mr. Solms: It is a problem because they think they know what they are doing. It is okay and everyone has their own 
philosophy when it comes to technology but I find that it is best when they let us do what we do best and they focus on 
their core business. When it comes to that, it is a give and take. Sometimes they have to give a little bit of their time and 
knowledge, allowing us to be able to proactively maintain the systems. For example, one of our clients keeps having 
issues with one particular user. At that time, they had to remove admin privileges from their machine so we can 
proactively maintain that system that is obviously not working. At that same time, they will have to give a little bit of the 
freedom. Now every time she needs to have an update on her business line application, which is financial software, they 
are going to need our help. Every solution is different and is focused on communications with the client. We do 
assessments and quarterly reviews with all of our clients. We do their IT budget. We sit down and have clear 
communication. We have service level agreements and the expectations are set with each of our clients. That is how we 
operate.

CEOCFO: Was that the concept of customization from day one or did you realize as you went along that it was a 
good direction for you and a way to set Simplitfy apart?
Mr. Solms: There has to be a customization approach because it is what works for a particular client might not work for 
another client. I am always trying to see what is best for the client. Sometimes I see what is best for them even if it is at a 
loss for me. I build relationships. I think it is all about relationships and credibility. When a company trusts us with all their 
data and secrets and information, it is all about trust. Even if you make a mistake, if you have that trust, they will forgive 
you. You will make mistakes along the way, everyone does, but it is how you assess it at that time. We manage it 
because we try to have great communication and we are always honest. It is all about the integrity and I push that as a 
culture in my company.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine

For more information visit: www.simplitfy.com
Contact: Erick Solms  561.425.6101  esolms@simplitfy.com

“You will make mistakes along the way, everyone does, but it is how you assess it at that time. We 
manage it because we try to have great communication and we are always honest. It is all about the 
integrity and I push that as a culture in my company.” - Erick Solms


