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Full Service Technology Firm for Small Businesses 
 

OptfinITy, (formerly known as Solution Works) is a technology firm focused on 
providing Peace of Mind to small businesses and non-profit organizations 
throughout the United States. Headquartered in the Washington, DC Metropolitan 
area with locations on the East Coast, OptfinITy provides small businesses with the 
strategy, services and solutions required to achieve the results they need. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 

 
CEOCFO: Mr. Drobnis, what is OptfinITy? 
Mr. Drobnis: OptfinITy is a full service technology firm focused on helping small 
organizations, both businesses and non-profit, utilize technology effectively. We do 
that by providing onsite and on-call support through a 24/7 helpdesk, 24/7 network 
monitoring, and through the creation of custom websites, databases, software and 
mobile applications. 
 
CEOCFO: There are many companies in your space; what do you understand 
at OptfinITy about working with small businesses that perhaps other 
companies do not? 
Mr. Drobnis: Small businesses and small business owners and employees tend to 
wear many hats. By focusing on business efficiencies, OptfinITy can help 
organizations utilize technology in a way that makes technology an investment 
rather than an expense. Secondly, small businesses really depend on customer 

service, something you find less and less of in society, but is something where OptfinITy tends to excel. 
 
CEOCFO: Would you give us an example of the more common ways that you are able to help your clients and 
service out of the box that you are able to provide? 
Mr. Drobnis: Much of it comes down to work flow. There are a lot of organizations that believe that they require a manual 
or pencil and paper type of process, which is both inefficient and expensive to operate. In most cases, technology is not 
considered as a solution, something we bring to the table.  Perhaps a tablet makes sense or a laptop in a manual 
process. By automating the process, you not only become more efficient but can eliminate data entry errors while making 
the process more interactive with the staff and/or the customers.  
 
CEOCFO: How do you or the company keep up with all of the new innovations? How do you know what to pay 
attention to and what might go to the wayside? 
Mr. Drobnis: We maintain partnerships with a variety of organizations including organizations like Microsoft, so that we 
don’t miss what is coming and going as it relates to technology. It is also a matter of keeping in touch with everything from 
magazines to industry conferences to stay informed. Most of my technicians attend at least one or two conferences a 
year. I personally attend a minimum of 2 or 3 a year. As far as what technology is new, SXSW is a great conference for 
brand new innovative technologies, of which probably only 10% will actually do something. Unfortunately, there is no way 
to know for sure what’s good and what isn’t but it is a matter of keeping yourself aware of what is going on, and that is 
what we do. 
 
CEOCFO: Was working with associations a deliberate strategy or more opportunistic? What are some of the 
challenges there that are different from your typical small business? 
Mr. Drobnis: Our very first client, when we started our business 12 years ago, was an association so I would say that our 
approach is deliberate but of course when you do a good job with one customer, the rest become opportunistic. In terms 
of why we started that way, non-profit associations have a very similar need to small businesses, but they are constrained 
by two aspects. One is that budget tends to play a large but specific role in associations so you need to find something 
that is predictable. That is one of the reasons that we follow our business model, which is a flat rate, unlimited support so 
our clients know what they are getting and they can budget for it. The other challenges are that there are different 
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audiences involved from association staff to members of the board of directors, so there are different issues and 
challenges that need to be solved from a variety of viewpoints for our association clients.  
 
CEOCFO: When you are speaking with a prospective client, do they understand the difference at OptfinITy? 
Mr. Drobnis: Once we explain to our clients that we have skin in the game, it is a completely different conversation. What 
I mean by that is that in a billable model, if a client has a virus or other issue and you go and work on it, after three hours 
of work, they want to know why it is taking so long. In our model, while those issues still remain, the difference is that the 
responsibility is on us to make sure we do it right quickly and the first time, keep it up and running, and to be proactive 
about it because as long as they do not have issues, everyone is happy.  
 
CEOCFO: What do you look for in your people over and above the technical skills? 
Mr. Drobnis: When we look for employees, we do not look for technical skills. Technical skills are a requirement, but can 
be learned. We are looking for people who understand customer service and understand that it is more important to work 
with the client than it is to be the know it all. We all have to problem solve. We have to be able to let the client know that 
we are working on the issue. Communication is probably the most important thing. The second most important thing is 
having a business understanding. It does not matter if it is profit, non-profit or retail, the idea is that there is an important 
goal of the organization and we have to help that organization solve the problem that affects their bottom line, so they can 
achieve their goals. If our client calls up with an issue, we want to understand why there are having this issue and what 
they are trying to do versus just “fixing it”, so we need people who are problem solvers. 
 
CEOCFO: What is your geographic range? 
Mr. Drobnis: We have clients all over the east coast in terms of our onsite support. For our development business 
including websites, software and mobile development, we have an international clientele. 

 
CEOCFO: How do you reach potential customers? 
Mr. Drobnis: The most successful way is word of mouth but we have a variety of things. We have webinars, seminars, 
email marketing, social media marketing, direct mail plus a variety of other methods. 
 
CEOCFO: Giving back is important for OptfinITy; why and where do you focus your efforts? 
Mr. Drobnis: We are big believers in community. I personally just finished up a term as president for the local chamber of 
commerce. There is no better place to give back than in your community. That is our focus. In terms of what, who and 
where, it comes down to the personal preference of the individuals involved. I personally like to work with children issues 
but my employees have their own interest so we base it around what each would like to do. 
 
CEOCFO: How is business these days? 
Mr. Drobnis: Last year was probably our best year in the 12 years we have been in business. If you have a good staff 
then you have happy customers. 
 
CEOCFO: What is coming up for the company? 
Mr. Drobnis: With technology, everything is evolving. Our approach is not going to change. Our focus is continuing to 
provide good service. We are not in a growth mode in the sense that I am looking to take this company x percent larger. 
As long as we can to continue to provide great service we will continue to grow. 
 
CEOCFO: Are there common areas that you find many companies or associations fall short in protecting their 
assets? 
 
Mr. Drobnis: It is a hundred percent company by company. The biggest challenge we find is that people tend to be penny 
wise, pound foolish for lack of a better analogy. You can hire a lawyer to do something right the first time or you can hire a 
lawyer when you get sued, which one is going to cost you more? Technology is not much different. A lot of what we do is 
dictated by budget and that is understandable but you want to make sure you do things right the first time so you are not 
spending money on needless things going forward. 
 
CEOCFO: Why pay attention to OptfinITy? 
Mr. Drobnis: As far as why people should pay attention, we have been around for a while and have a good reputation. 
We are not a fly-by-night company. I can honestly say that in the years we have been in business we have really only lost 
two clients. One of those was because the company just imploded and the other is that they changed their direction in 

“Small businesses really depend on customer service, something you find less and less of in 
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what they were trying to do. If people want a company that is going to pay attention to them, then that is the reason to pay 
attention to OptfinITy. We are focused on making sure that our clients are not only happy but that they know what they are 
doing with technology and why they are doing it with technology. If you have a business who wants someone who is not 
only going to fix the problems that you may have but provide you with direction and using technology effectively to make 
you a better organization, that is why you should pay attention to us.
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BIO: Mr. Drobnis is a successful technology professional and business entrepreneur who has experience in many industries 
and disciplines, including technical support, records management, disaster recovery, business continuance planning, 
project management, technology, and infrastructure development. 
 
Mr. Drobnis has worked on projects throughout the United States and Europe with Iron Mountain as well as managed the 
internal IT support function for Legacy Technology, prior to it becoming Answerthink Consulting Group. Mr. Drobnis has 
also worked in numerous teaching positions teaching diverse courses from Internet and computer technologies to civil 
courses on Prejudice and Diversity and comparative religions. 
 

Mr. Drobnis' educational background includes a bachelor degree in Computer Information Systems with a minor in the 
behavioral sciences as well as an MBA with a concentration in the management of technology from Bentley College with 
a program at ESC Clermont in France. 

 
  
  
  
  
  

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 

OptfinITy 
7830 Backlick Road, Suite 404 

Springfield, VA 22150 
866-OptfinITy or 703-790-0400 

www.optfinity.com 


