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CEOCFO: What is the basic philosophy behind STA?
Mr. Robertson: Our mission is to help small and medium businesses 
take advantage of technology to help them drive their businesses 
forward plain and simple.

CEOCFO: How does that differ from what other tech companies 
might think, claim and act upon?

Mr. Robertson: It is that same old question, “You two, a nickel cheaper or me too 30 seconds faster. We are a little 
different in that our super power is ‘The Strategic way’. It is the way we do what we do. It is our secret sauce. It is not 
necessarily about being a little faster or less expensive, it is about helping clients implement our standards; what we have 
created as business standards so that they get a nice stable business and can start to drive their business forward. 

CEOCFO: Would you give me a couple of day to day examples where your philosophy comes into play differently 
than elsewhere?
Mr. Robertson: Each thing we do taken on its own can probably replicated and duplicated by anybody, but it is how you 
put them all together that equals The Strategic Way. For example, all of our clients use a data backup device or a 
business continuity solution. We know we need a way to get a business back up and running again if something goes 
wrong. For example, a user hits the wrong button, gets a business infected with ransomware, I know that I can recover a 
business with thirty minutes’ loss of data in 20 minutes or less. That is one of the things we insist on when we work with 
our clients.

CEOCFO: Are companies turning to you because they recognize the difference or are they sometimes happily 
surprised when they realize the depth of what you offer?
Mr. Robertson: Most of the people that reach out to us reach out to us because they are in trouble. They are frequently 
working with a traditional break-fix company. The break-fix model is to wait until something breaks and the client calls the 
IT company and the IT company goes out and fixes it, but of course the motivation for that IT company is not necessarily 
to fix it because they only make money when things are broken. When we meet with a new client, we do an audit similar 
to the others might do, but we go deeper, discussing business goals as well as technology challenges. All with an eye 
towards reducing or eliminating wasted time and aggravation. Once we get through that process, the clients employees 
can start focusing on doing what they do best, whatever that happens to be. Ultimately, our new clients are a mix. Some 
know what we do because they are a referral, but many are pleasantly surprised when they find out what we do.

“Understanding business problems is 
where we add value.”- Sean Robertson
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CEOCFO: Is there a particular size or type of business that turns to you?
Mr. Robertson: We will help lots of businesses but our sweet spot has less than 100 and more than 15 computers. If they 
happen to be in one of the niches that we know really well, manufacturing, law firm or municipality, we can help them even 
though they if they have more than 100 or less than 15 computers. This is because we focus on those areas and 
understand the technology so well. 

CEOCFO: How do you help a company understand the need to talk to you before they do something? How do 
you work with clients to make use of your services in a way that makes sense for them and STA to avoid a 
problem?
Mr. Robertson: Ultimately, we must protect users from themselves, which sounds kind of condescending, but it’s not 
intended that way. Our clients do what they do as accountants, lawyers, manufacturers etc. We want them to be as free 
as possible to do those things but we need to put limitations in to protect them from the things that they might not 
understand. For example; a client decides a new piece of software is a great idea and they are going to install this nice 
free piece of software to help them immensely, they may be blocked from doing so. It forces them to have a conversation 
with us about what they are trying to accomplish. 

CEOCFO: It is a partnership that you need with your clients?
Mr. Robertson: It truly is. I tend to join the management team of our clients. I go to their management meetings whether 
they are weekly, monthly or quarterly so I can understand their business, because when I understand their business, I can 
recommend solutions for business problems, not replacing the server or computer, which anyone can do. Understanding 
business problems is where we add value.

CEOCFO: What might you have learned from going to meetings and being so involved with the client that you 
might not have picked up on otherwise?
Mr. Robertson: A manufacturer might be having a problem with labor costs and I ask if they looked at this report or piece 
of information and they say they do not have that piece of information. Well why not? We can use that as a starting point 
to drill down to solve a problem. Most people would not go to their IT person and say they have a labor cost problem and 
ask for help. By being there, I hear they have a labor cost problem, I know there is a technological answer to at least get 
them the information they need so that they can make an informed decision. 

CEOCFO: How do you keep current with all the new ideas and technologies?
Mr. Robertson: I am not sure if it is possible to stay totally on top of new tech but we have a team of people that are 
always looking at what’s happening. We focus on our existing solutions because that is what is important, The Strategic 
Way. If a new, better, faster, cheaper way comes along for us to execute on that, we will certainly look at it but what we 
are helping our clients with is business problems. It is not technology for the sake of technology. It is generally, driven the 
other way; the client has a need and we find the solution for it, not that we have a technology and look for a problem.

CEOCFO: How do you learn how to interact with your clients to understand what they are really asking for?
Mr. Robertson: That is the million dollar question. This is the essence of how we do what we do. It really boils down to 
ensuring clients tell us what they are trying to accomplish, not what they want to do.. If you tell me what you are trying to 
accomplish, I can find a solution to the problem. It is an important concept for us.

CEOCFO: What has changed in your approach as the company has grown? What have you learned over time?
Mr. Robertson: For me, it is the focus on process. We have always been focused on process, but we learn as we grow 
and scale. A process that works when you have ten clients does not necessarily work when you have thirty, fifty or a 
hundred clients. We have learned that to acknowledge that at some point, our process is not going to be the correct 
process. The secret is trying to anticipate that as we move forward and adjust it before it becomes a problem that impacts 
our clients.

CEOCFO: What are you surprised that we cannot do yet with technology? 
Mr. Robertson: I am not much of a futurist when it comes to the use of technology. At heart, I am a business guy, so I 
look at technology solve business problems. The surprise for me is not so much what technology cannot do for us; it is 
more why more businesses are not utilizing technology to help their business grow? I do not think there really is a 
limitation from a technology perspective. The robots can put stuff together for us. The ERPs and MRPs can tell us exactly 
what we need and when we need it. The front ends and order taking systems can automate the entire process from 
accepting the order right down to getting it on a production line but many businesses do not implement the technology, 
either because they do not understand that the solution is there or they do not have a problem big enough to solve. We all 
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rise to our level of incompetence. We do not know what we do not know and my experience is unless you are in pain, you 
do not want to change. Of course there are exceptions; many businesses are innovative and are trying to find ways to 
improve customer service, the bottom line and quality and are willing to make investments, but so many business people 
are focused purely on the bottom line, and do not look at how much better it could be with an investment in technology in 
the right spot. 

CEOCFO: What is next for Strategic Technology Associates?
Mr. Robertson: We are focused on continued growth and we grow at a very rapid pace. I do not think we have ever had 
less than 20% growth. Sometimes we have had significantly more than 20%. Our methodology in terms of client 
deliverables will continue to evolve so that we can serve more clients.


