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Information Engineering Technology Solutions 
 

 Rapier Solutions is a small business that provides a broad range of expert Information 
Engineering Technology solutions to Government, academia, and the private sector. 
Utilizing the experience and knowledge of former military men and women with broad IT 
experience, we provide innovative and reliable solutions that reduce operational 
workflow and add significant value to our customers’ business processes. Our core 
capabilities include Program and Project Management, Asset Management, 
Communications Engineering and Network Operations, Security Engineering 
Certification and Accreditation, Telecommunications and Operations Support. Rapier has 
been in business since 2002 and we are headquartered in Matthews, North Carolina. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Bailey, what was the vision when you started Rapier Solutions and 
where is the company today? 
Mr. Bailey: In 1993 I was at the military academy doing part time work as a soldier for a 
supply chain. I watched the way they operated and became inspired to start a company. 

After my time ended in the military, I went to the reserves. After nine years from my initial 
inspiration, I had evolved to where I could leverage my Information Technology 
background and was able to start my dream.  
 

My vision for Rapier was to provide the best consulting, staffing, and information technology solutions at the best value. 
Today, Rapier’s employees span the United States, Puerto Rico, and Samoan Island offering a diverse set of services in 
multiple industries with hopes of expansion. 
 

CEOCFO: How has that concept played out? 
Mr. Bailey: It has not been easy. In fact, it was tough. Sometimes gets you in trouble with people because many times 
people do not always want to hear the truth in regards to Technology and/ or Information Security. However, once you 
meet with clients and they understand that you are focusing on them with their best interest at heart and tell them the 
truth, as you know it, they really appreciate it, because it eliminates rework and unsafe practices they are accepting. 
 
CEOCFO: What is the key to 
understanding what a client really 
needs, not necessarily what they 
say they need? 
Mr. Bailey: One, we listen to what 
they say. Two, our team has a keen 
ability to assess the needs of a client 
and provide solutions. We look to hire 
people with a genuine sense of 
wanting to help. Three, be able to put 
a plan together that you can test before working the plan. You also have to have a philosophy with your plan. That 
includes a whole team that works together and understands the company’s core value. In addition, they understand that 
you want to follow a project from cradle to grave when you are working on it. We do not want to switch out people. We 
want to train the person that we have there to do the job. 
 

CEOCFO: Who are your typical clients? 
Mr. Bailey: Typical clients for Rapier Solutions would include DoD, United States Agency for International Development, 
and private organizations looking for information management solutions.  

William (Bill) Bailey - CEO 
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CEOCFO: There can be additional challenges in working with the government. What are the best ways to 
navigate those waters? 
Mr. Bailey: Government is a large operation so be prepared to remain flexible to rise to the challenge. For instance, one 
of our current operations involves equipment installations across CONUS AND OCONUS. However, not all the 
information given was current and the exact locations that needed installs remained unclear. So sometimes, there are 
additional challenges working for larger operations.  
 
CEOCFO: How did you get around that? 
Mr. Bailey: We started doing hard phone calls and calling people that we knew as I had been in the military for 26 years 
and know many people. We had to make those connections to ensure success. Additionally, it’s challenging that 
government people come in and come out, with a three to five year transition sometimes. Therefore, you do not always 
have the continuity that you would in a private corporation.  
 
CEOCFO: What types of projects do you like best? 
Mr. Bailey: I like projects that other people have failed at which allows for innovation, intellectual flexibility, and new ideas. 
I really enjoy those challenges as they give Rapier a chance to provide real solutions.  

 
CEOCFO: What do you look for in your team; what are the intangibles to ensure adherence to your philosophy of 
being honest and being on the side of your client? 
Mr. Bailey: During the interview, I will ask off beat questions such as, “What makes you as an individual tick”. We feel that 
everyone had three different personalities and they come out in different situations. I also look for potential in a person 
and someone who will tell you not what he or she did, but what they will do. 
 
CEOCFO: How do you reach prospective clients? 
Mr. Bailey: Word of mouth, RFPs request for proposals and we respond to those. We also go to conventions and trade 
shows, such as the one that I am in this Monday.  
 
CEOCFO: What do you understand in the healthcare segment that puts you ahead of others? 
Mr. Bailey: I do not think there is anything that puts one ahead of anyone. We keep current by being Information 
Technology leaders, by providing solutions to the problems we are challenged with.  
 
CEOCFO: Do you find that most of you customers follow through on your recommendations and make use of 
what you set up for them? 
Mr. Bailey: One hundred percent, because how we do it is we put it on the table right up front. Then if you do not want to 
go by our recommendation, we will do what you want us to do. However, after a month or two they generally see that is 
not working and turn around to do it our way. The customer is the boss. 
 
CEOCFO: Do you provide onsite management and is that a big part of your business? 
Mr. Bailey: Onsite Management is ninety-five percent of our business. 
 
CEOCFO: What is the geographic reach on that? 
Mr. Bailey: Anywhere from the Samoan Islands to Florida. 
 
CEOCFO: How do you find people in locations that are not near you? 
Mr. Bailey: We talk with clients to see if they have someone in mind. Then we check to see if that person will fit our 
philosophy. We use Monster, Secure.jobs and we run ads in the local papers. We also cold call potential clients. We keep 
a database of prospects who we’ve contacted because if we do not hire them initially, we may have something for them in 
the future. 
 
 
CEOCFO: This seems to be a formula that works well for you. 
Mr. Bailey: Yes, we never have an issue finding qualified talent. Additionally, we do a lot to keep talent once we find 
them.  
 

“Our goal is excellence and that is what we provide to the customers.” - William (Bill) Bailey 
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CEOCFO: How do you keep on top of the new technologies, new ideas and what to keep on the radar screen? 
Mr. Bailey: When I was younger, I always used to wonder how the older guys would know what would and what would 
not work. It really comes from knowing the basics. Once you know the basics of anything, for example computers, security 
and technology, the basics have not changed. However, the delivery has changed and the speed has changed. 
Therefore, it comes from years of experience. 
 
CEOCFO: How important is your military background when you are approaching new clients for both government 
and non-government client. Do they recognize and appreciate it? 
Mr. Bailey: I am not a fluff person. We do not try to paint a picture that is not real and we do not try to sell someone on 
plans that are not going to work. We have walked away from some deals because we knew that we would not be good at 
it. My clients understand that I am a straight shooter and not going to yes to everything. I think I even got that in my 
evaluations at one time; that I am not a yes man. My boss always knew that I was going to tell him the truth. I think that 
comes from some of the knowledge I gained from how the military operates and it has transferred to how I operate Rapier. 
I think clients appreciate that, especially when it can improve their business processes. 
 
CEOCFO: How is business these days? 
Mr. Bailey: Business is good. We are still growing and we are going through our curve right now, but things are good. 
 
CEOCFO: What surprised you as you have grown and developed the business? 
Mr. Bailey: What surprised me is that it is all relationship. Many times it is not about who can do the best job, but about 
building a relationship with customers. That surprised me because when I was in the military it was not about 
relationships; it was about doing the best job you could do. That is leaders wants in the military wanted.  
 
CEOCFO: What is ahead for Rapier Solutions? 
Mr. Bailey: We are planning to do more commercial work and we plan to do more mentoring. Of course we hope to 
expand our business operations but we also mentor some of the high school students in the area and give out tickets to 
basketball games and things like that. I would like to see Rapier get more involved in giving back. Therefore, we expect to 
be more involved in the community. 
 
CEOCFO: Why is community involvement important for you and as a representative for your company? 
Mr. Bailey: In the neighborhood where I grew up there were no jobs and no one to help you grow. Many young men did 
the same thing, and mostly of a negative nature. But I did not want to do the same thing. I wanted to do things differently. I 
eventually joined the Army, which gave me a different and better perspective to life. So, I hope to show kids who may 
have it hard a different perspective that this great country allows us all to access. 
 
CEOCFO: Put it all together for our readers--with many companies to look at for technology, why Rapier 
Solutions? 
Mr. Bailey: At Rapier, we focus on customer needs and requirements. We come with innovation that is focused on 
customer requirements. We supply certified top talent to get the job done. Our goal is excellence and that is what we 
provide to the customers. We have an exceptional history of past performance and customers can be assured that is what 
they get when they employ Rapier Solutions. Many companies take on new projects to get new work. However, when we 
take on a new project it is to get that project done right and at a low cost. We figure that new work will come because we 
did a good job on the current project and seventy percent of the time, it does. We would like to win one hundred percent of 
the time, but the world is not fairness; it is about hard work. 
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Rapier Solutions Inc. 
3095 Senna Drive Matthews, NC 28105  

Matthews, NC 28105  
704.321.2271 

www.rapiersolutions.com 


