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BIO: Drew Embury was a cofounder of 
P&L Technology in 2004 where he 
sets the technology direction for the 
company, works on business devel-
opment, and also leads the operations 
of the company. The company has 
received numerous local and national 
awards, including a three time member 
of Inc. Magazine’s Inc. 5000 List of 
fastest growing businesses in the US. 
 
Drew has a bachelor’s degree from 
Nebraska Wesleyan University where 
he studied computer science and 
business administration. Drew also 
attended and graduated from the En-
trepreneurial Master’s Program, a three 
year program held at MIT in Boston, 
MA.   

In 2008, Drew was selected as the 
Midlands Business Journal’s Young 
Business Person of the Year award 
which recognized Drew in his suc-
cesses in building P&L Technology to 
one of Omaha’s leading technology 
firms in their space.     
 
Drew is active in the Entrepreneur’s 
Organization (EO) Nebraska Chapter 
and has served on the board of direc-
tors for three years.   
 
About P&L Technology, Inc.: 
To be a single source for technology 
needs of the small to mid-sized com-
pany. We will exceed all expectations 
and be a vital part of the success of 
our customers. 
 
By doing so, we not only set P&L 
Technology apart from its competitors, 
we enable our clients to compete more 
effectively against their own competi-
tion. 
 

Interview conducted by: 
Lynn Fosse, Senior Editor 

CEOCFO Magazine 
 
CEOCFO:  Mr. Embury, what is the 
concept at P&L Technology? 
Mr. Embury: The concept is that we 
are a managed service provider that 
brings business acumen to the IT field. 
We mainly focus on businesses that 
are not big enough or do not want to 
maintain their own IT department. They 
want to rid themselves from the has-
sles of hiring and managing technical 
employees while paying a significant 
salary and benefits while also dealing 
with high employee turnover in the 
technical industry. Instead of maintain-
ing their own IT staff, they can have 
access to a full team of IT profession-
als in our organization for a fixed 
monthly fee to handle their entire IT 
infrastructure. We maintain their serv-

ers, routers, make sure their business 
applications are up and running as 
well as making sure their backup and 
disaster recovery technology is in 
place while keeping virus and spyware 
are kept out of the systems. We back 
up all these proactive services with live 
helpdesk support and prompt onsite 
technical visits when necessary. In 
general, we deliver a better computing 
experience to businesses owners’ em-
ployees so they can be more produc-
tive at what they do. 
 
CEOCFO: Are there particular indus-
tries of focus? 
Mr. Embury: We are agnostic in the 
industries we target. We have trucking 
companies, accounting firms, legal 
firms, manufacturers, distributors, and 
non-profits. We can deal with almost 
any industry. We do have some par-
ticular areas of expertise – among 
these are accounting, legal and non-
profits. In those areas, we have be-
come knowledgeable about how these 
organizations work and the particular 
applications that they use to drive their 
practices or businesses. We have put 
together some special solutions for 
those three particular vertical markets 
that really make us an attractive fit for 
taking care of them. 
 
CEOCFO: Do you need to keep up 
with the regulatory side as well? 
Mr. Embury: Increasingly, yes, espe-
cially in a couple of those vertical in-
dustries I mentioned – such as ac-
counting and legal areas. IT security 
has certainly become much more fo-
cused in the last couple of years, and 
we anticipate that trend will continue 
into the future. There have been nu-
merous public security incidents in the 
media, such as electronic break-ins 
and thefts of credit cards and personal 
information. It especially applies to 
business such as law firms and CPAs 
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who are dealing with their customer’s 
private data such as tax records and 
social security numbers. It also applies 
to the medical field with the protected 
health information that they maintain 
on their patients. There has been a 
much bigger focus put on security late-
ly. There are technologies to better 
secure these types of businesses like 
data loss protection, encryption, and 
next-generation firewalls, and there 
are policies and procedures that need 
to be written and implemented by 
these businesses. Training is certainly 
also a big consideration in those in-
dustries who have to deal with either 
needing more security from a business 
perspective or they are being regu-
lated to have some of those security 
practices in place. 
 
CEOCFO: How do you keep up with 
so much changing in order to get the 
programs in place for your clients? 
Mr. Embury: It certainly is a challenge 
as the landscape is ever chang-
ing. There are new security 
threats that seem to come up 
almost daily and new regula-
tions, such as HIPAA and the 
hi-tech that come out from the 
government. In our organiza-
tion, we have a particular em-
ployee that is very adept to these who 
works with one of our biggest clients - 
an extremely regulated client that per-
forms healthcare auditing for the gov-
ernment. He works with their chief se-
curity officer to stay abreast of all 
those regulations and make sure we 
have solutions, processes, technolo-
gies and training in place to meet and 
exceed those needs. We will then 
package that up and help trickle down 
some of those technologies and 
processes that we learn from dealing 
with those clients who have extreme 
needs in order to meet some needs of 
other clients that maybe have some 
lesser yet still important security 
needs. 
 
CEOCFO: What is your geographic 
reach today? 
Mr. Embury: We are mainly in East-
ern Nebraska and Western Iowa. We 
have our corporate headquarters in 
Omaha, Nebraska, which is a very fast 
growing, business-oriented communi-
ty. We also have a branch office in 

Lincoln, Nebraska, which we have fully 
staffed with sales and technical per-
sonnel to serve that city. We also serve 
the surrounding communities from one 
of those two offices. 
 
CEOCFO: Do you see the need to 
expand? 
Mr. Embury: At this time, we are not 
particularly looking at geographic ex-
pansion. The reason why is we feel 
there is just so much business and 
opportunity for our services in Lincoln 
and Omaha, which we really want to 
focus on making sure we are number 
one or number two in the markets in 
which we compete. We do not want to 
spread ourselves too thin from a man-
agement perspective geographically. 
That has been our strategy, and it has 
been working well for us. 
 
CEOCFO: Why do your clients choose 
P&L Technology? 
Mr. Embury: There certainly has been 

more commoditization in the space, 
but the reason why people choose 
P&L Technology is less technical and 
more because of our approach in tak-
ing care of our customers. It starts with 
the core values in our organization and 
our brand promise. Our brand promise 
to our clients is 100% accountability, 
and we hear over and over from our 
clients that is a breath of fresh air 
compared to what they have expe-
rienced in the past.  Many business 
people have probably experienced a 
problem like this: They have an issue 
with a software package they rely on is 
not working properly so call the soft-
ware vendor. The software vendor 
blames the problem on their network 
or the server the software is installed 
on, so the business owner calls the 
server support company. The server 
company then says the problem is the 
software package, so there are fingers 
pointed in both directions. The busi-
ness owner is sitting in the middle ex-
asperated as they don’t have the abili-
ty to determine who is right and who is 

wrong. To combat this situation for our 
clients, we have set that brand prom-
ise in our organization of “100% Ac-
countability” to make sure that our em-
ployees, management team and eve-
rybody in our organization understand 
that is not an acceptable position to 
put the client in. If there is a problem in 
our client’s network – even though it 
may not be our fault – it is our problem 
to then resolve that for the client. The 
second reason clients choose P&L 
Technology would be the business-
focused angle that we bring to tech-
nology. So many of our competitors 
say that you have to put a technology 
in because it is cool, or you need new 
servers because the new server has 
more memory. Instead, we ask how a 
technology solves a business problem 
first and how we can deliver ROI using 
the technology. There are a few other 
companies that take that angle, but it 
is still unique in some ways in our in-
dustry. We tend to talk the language of 

business owners more than 
gigabytes, gigahertz and other 
technical jargon. 
 
CEOCFO: When you speak 
with a prospective customer, is 
there an “aha” moment when 
they understand the difference 

in your company? 
Mr. Embury: I think we have a fairly 
unique sales process as well, which 
we call SPIN selling. We do not go in 
and look at what servers a prospect 
has and then just drop them a quote. 
We look at the business and figure out 
the situation they are in today. What 
are the problems they are dealing with, 
and most importantly, how do those 
problems affect the business? It is in-
teresting because a lot of customers 
know they have problems, but until we 
get in there and walk them through 
while asking questions, sometimes 
even the business owners do not real-
ize how much productivity is being lost 
by their employees are dealing with all 
the issues. It does not get bubbled up 
to management or it does not come to 
light until we come in with our sales 
process and do the assessment. 
Usually, we are able to use the busi-
ness’ own information and show them 
a pretty significant cost savings by 
going with our services. They usually 
can either reduce risk or receive a big 

“We have actually just made the Inc. 5000 
List for the third year in a row. We are up to 
about 30% this year over last year, and we 
have been in business ten years. IT gets a 
little more important to our clients every 
year.”  – Drew Embury 
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competitive benefit to their business by 
automating inefficient processes or 
pushing new technologies that have 
real productivity gains. That is usually 
what the “aha” moment is – when we 
do that complete assessment and 
show them what they can do by apply-
ing the lever of technology to their 
business. 
 
CEOCFO: How is business these 
days? 
Mr. Embury: It is great. We have ac-
tually just made the Inc. 5000 List for 
the third year in a row. We are up to 
about 30% this year over last year, 
and we have been in business ten 
years. IT gets a little more important to 
our clients every year. I have been in 
this industry since 2001, and in the 
early years, you could take a compa-
ny’s server down in the middle of the 
day to perform maintenance on it and 
the business was fine with that. That is 
not the case anymore as we often 
cannot take down a server at 10PM, 
because the business is using it con-
stantly. With that increased reliance on 
technology comes increased need for 
higher-end support services. We see 
companies that did not have a service 
like ours in the past who finally need it, 
and the market is growing in that way. 
There are many companies in our in-
dustry that were started by a couple of 
technical people who are smart and 
good at what they do, but they are not 
great at running a business. They 
have four to ten clients and those 
clients love them, but then they get 15 
clients or 20 clients, and all of a sud-
den, those people are not available 
anymore when their clients need help. 
Those companies were not able to 
build a business around the technical 
expertise they had. Something hap-
pens, the client’s server goes down, 
and they are not available to fix it. The 
client then realizes that they need a 
little more in the way of support ser-
vices than what they had in the past. 
They will bring a company like P&L 
Technology that has been able to build 
a business with repeatable processes 
and has a deeper bench of technical 
talent in order to help them succeed. 
 
CEOCFO: What are the intangibles 
you look for along with the technical 
skills needed in your company? 

Mr. Embury: We look at the intan-
gibles either as equally or more than 
we even look at the technical skills. It 
is hard to find the right people, and 
when you are trying to find somebody 
with the intangibles, they need the 
ability to communicate. Many comput-
er people do not communicate well, 
just because they have more intro-
verted skill sets. They are good with 
machines, and that is what makes 
them good at what they do. For most 
of our technical positions, we have to 
have people who can communicate, 
can be presentable, can make sure 
they can keep their commitments to 
our clients, and also have the technical 
ability to solve the problems. It is cer-
tainly a big challenge to find all those 
skills in one person. We are always 
hiring and always looking. Our refer-
ences form other great technical 
people are the number one places 
where we find good employees. Good 
technical people want to work with 
other good technical people. For ex-
ample, back in February, I hired a new 
director of field services for our organi-
zation and he came from a competitor. 
Since then, two other people from that 
competitor have followed him to our 
company and have done a great job. 
That removes so much of the risk and 
unknown rather than hiring somebody 
who applies on a job board. 
 
CEOCFO: Why do people like to work 
for P&L Technology? 
Mr. Embury: Our core purpose is “to 
make a difference”, and we really try to 
show our employees how they are not 
just fixing a server or resolving a rou-
tine problem. For example, the client 
might be a non-profit that is building 
homes in the community for people 
who have limited means, or they are a 
CPA firm that is in the middle of tax 
season and is going to be working until 
midnight. If their technology is not 
working, that is extremely stressful for 
them. We try to focus our people on 
looking at what they are doing to make 
a difference for our clients in the com-
munity. We try to make a big deal 
about it when one of our team mem-
bers does do a great job and does 
make a difference for our clients. We 
make a big deal about it in front of the 
company and we create legends within 
our company so that our employees 

know what we are doing. Another big 
part of that is we try to get our compa-
ny aligned around accomplishing big 
goals. Every quarter, we select what 
we call a rock, which is a big goal that 
we want to accomplish in the company 
and will only be accomplished if we all 
work very hard on it. It might be a 
sales goal, a service goal, or some-
thing else that we can measure. We 
will put the number up on a big score-
board and we will get the whole com-
pany working towards that goal and 
pulling in the same direction. We will 
usually have a big reward if we hit that 
goal where we can all go out an cele-
brate together. In the past, we went to 
play paintball with the company and 
we had a lot of fun. We have done 
things like that to keep it a fun place to 
work and to give everybody a sense of 
mutual accomplishment. 
 
CEOCFO: Are there services you 
would like to add to the mix? 
Mr. Embury: One of the ones we are 
working on in this quarter, which we 
should have done in just a couple of 
weeks, is a new security solution 
aimed at the small business. Many of 
our smaller customers could use better 
IT security, but they cannot necessari-
ly afford a big custom security solution. 
What we are doing is packaging up a 
security product offering that contains 
processes, procedures, some technol-
ogy, the implementation to install it, 
and then an ongoing monthly service 
to monitor the security and making 
sure it is working properly to be able to 
deliver to a smaller customer that 
might not be able to afford it on their 
own. That is something we are work-
ing on now and we expect to have that 
in the next two to four weeks launching 
in beta form. 
 
CEOCFO: Why should people in the 
business and investment community 
pay attention to P&L Technology? 
Mr. Embury: We are an up and com-
ing company in this space and we 
have big growth aspirations. If you are 
in the Lincoln and Omaha, Nebraska 
market and business community, you 
have probably heard of us. We are 
going to continue to expand our pres-
ence and continue to do a great job for 
those companies that need a service 
like ours. 
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