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BIO: 
Lee Morgan began his career with 
information technology in 1984, learn-
ing basic on an Apple IIe in High 
School Computer class. In 1986 he 
got a position at Pepperdine Universi-
ty working on re-wiring their physical 
network to convert from a Sperry to an 
IBM Mainframe. From there he 
worked through the layers of network 
infrastructure and once there was an 
installed base of IBM PC's recognized 
the need for a more defined, orga-
nized support organization to maintain 
the PC's and in 1987 started Peppe-
rdine University's first in-house com-
puter repair groups. 
 

In 2001, Lee got the entrepreneurial 
itch and left Pepperdine to learn more 
about how commercial IT Support 
companies were delivering support. 
After learning about what to do, and 
more importantly what NOT to do, Lee 
founded Whirlwind Technology Solu-
tions. Whirlwind Technology Solutions 
focused on small and medium busi-
nesses and collaborating with others 
in the industry to expand the range of 
services and offerings they could pro-
vide. This model of collaboratively 
working with others formed the foun-
dation and emergence of ServiCorps 
in 2004 and the continued spirit re-
sulted in the current management 
team of Lee Morgan and Dan Gross 
who today co-own Servicorps Sys-
tems. 
 

About Servicorps Systems Inc.: 
ServiCorps Systems was founded in 
2003 to help small businesses in 
Thousand Oaks get the most out of 
their business technology. Over the 
years we’ve helped many small busi-
nesses relieve their technology wor-
ries so that they can concentrate on 
growing their businesses and realizing 
their goals. 
 

Interview conducted by: 
Lynn Fosse, Senior Editor 

CEOCFO Magazine 
 

CEOCFO: Mr. Morgan, what is 
Servicorps Systems? 
Mr. Morgan: We are a managed 
service provider. We effectively act as 
an IT department for small medium 
businesses. It provides the role of a 
CTO, on site support, remote support, 
basically everything an IT department 
would do for a business, we do for our 
clients. 
 
CEOCFO: Within the size category, 
are there particular industries of focus 

or types of companies that tend to use 
your services? 
Mr. Morgan: We do not focus on a 
vertical. We focus more on clients that 
place a high value on the use of 
information technology in their 
business. If clients understand what 
technology can do for their business 
then they understand that there are 
costs associated with that and they 
really do not mind paying those costs. 
Businesses that look at computers 
and technology as simply just another 
expense that they have to deal with in 
their office and do not really get what 
the value is, are not going to see the 
value of our service. 
 

CEOCFO: When you are speaking 
with a prospective customer, is there 
a point where you know whether they 
understand what you are all about 
and what might make you a better 
choice than some of your 
competitors? 
Mr. Morgan: It is one of those things 
that we do not want to approach the 
client talking about what the costs are 
up front, we really want to try to 
understand what our clients needs 
are. From gauging what their needs 
are we can evaluate how they value 
technology. Is it just an expense or an 
asset to their business? If they view it 
as an asset, they understand what it 
takes to maintain assets to a business 
and then we start getting into the 
arena where they will understand 
what the value of our service is. 
 

CEOCFO: What are some of the 
common areas that you work on?  
Where were you able to able to help a 
client that we may be surprised can 
be handled at all? 
Mr. Morgan: Probably 85% of the 
work that we do for our clients is done 
remotely. We go on site only if there is 
a physical failure. The thing that 
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people need is when they need their 
computers to work, they need them to 
work. We are able to quickly resolve 
little issues that can really hurt 
productivity. The faster we can 
resolve those issues, the faster 
people can get employees back to 
work. The cost of downtime in a 
business where technology is 
effectively utilized by people, they 
become highly dependent on it and 
their productivity is highly dependent 
on it. So when there is downtime, 
whether it is a computer or a network, 
those costs are generally pretty 
significant to the business, not only in 
terms of lost productivity from the 
employees, but the potential for lost 
revenue for that business. 
 
CEOCFO: Do you have a variety of 
plans? Or do the people that you 
work with use the full range of 
your services? 
Mr. Morgan: We have a variety 
of plans. We have some clients 
that only use our backup 
services. Some of our clients are 
hosted exchange users. Most of 
our clients are what we call our 
“umbrella” clients where basically 
if they have problems, their end-
users pick up the phone and 
directly call us. We either fix the 
problem remotely or we dispatch 
someone to go on-site and fix the 
problem. 
 
CEOCFO: Are there services you 
would like to add? 
Mr. Morgan: Right now we really 
have a full range offering. We have 
cloud solutions. We have on-premises 
solutions and off-premises solutions. 
We have not only the data side of the 
network, but we have several voice 
over IT solutions that we offer our 
clients. As additional services come 
out and are at a certain level maturity, 
we try to be at the front of the pack in 
terms of offering those services. 
 
CEOCFO: What is the key to knowing 
what new technology is likely to stick 
and what might go by the wayside? 
Mr. Morgan: We really try to look at it 
in terms of the value that it provides a 
business. Cloud services are a good 
example of something that I think is a 
good service. It has a definite place in 

the IT world. We were intentionally 
slow to offering it to our clients 
primarily because it is not the end-all 
that that the cloud services industry 
has tried to make it appear. There is 
value in hosted services for sure but it 
is not a right fit for all businesses right 
now. It is one of those things that I 
think has a place, but it is a smaller 
place. I do not think it is going to fall 
off the plate down the road and 
people are going to say “no, that is not 
very good anymore”. It is also not one 
of those things that is everything it 
was cracked up to be from the 
beginning. I think in the long term it 
will grow it its importance as the 
models mature and costs come down. 
 
CEOCFO: What surprised you as the 
business has grown and developed? 

Mr. Morgan: Just how hard it is to 
maintain a consistent level of service. 
As you bring on new people it takes a 
lot of work to make those people fit in 
to your environment. Finding the right 
person to begin with is a big challenge 
and there are a lot of IT people out 
there who just are not very good. 
There are people who have been 
retrained because other industries 
have fallen away and so people get 
opportunities to get retrained. What 
we see a lot of are people who have 
gone to technical school who have 
been told “Hey if you go to this 
technical school you are going to get 
a job making 100K a year”. People 
right out of technical school are not 
going to be making 100K a year. 
Finding the right person, getting them 
into a training and growth structure 
that fits them into our environment 
and keeps a consistent level of 
service regardless of which technician 
is doing it. 

CEOCFO: When you are talking with 
a prospective employee or new 
technician, what are the intangibles 
you look for so you know that they 
have the right mindset for Servicorps? 
Mr. Morgan: Technical skills are 
obviously important. I think personal 
skills, communication skills, the ability 
of a technical person to empathize 
and really let someone who is 
frustrated with a problem know that 
“Hey, I understand your problem and I 
own it and I am going to get it taken 
care of for you” are also important. I 
think we do better than most at hiring 
people that communicate in plain 
English and not technical jargon. 
Having our technicians and engineers 
be able to communicate with our 
clients. The greatest amount of 
communication that happens with our 

clients is between our technicians 
and engineers and their in-users. 
Our ability to succeed in a 
relationship with our client is 
dependent on our clients feeling 
that connection. The intangible is 
the ability of our technicians and 
engineers to keep that sense of 
personal touch and connection 
strong. We want to hire people who 
have the ability to do that. You can 
tell pretty quickly in an interview by 
the responses. Is this someone 
who is willing to take the time to 

explain their answer to something or 
are they matter-of-fact in their 
responses? 
 
CEOCFO: How is business these 
days? 
Mr. Morgan: It is good. We have had 
over the past year about 20% growth. 
I just went to a conference last week 
in Orlando and it was an IT related 
conference. Generally speaking, the 
people who are doing what we are 
doing are seeing good, solid growth. 
The trend in the industry is more 
towards the managed service 
structure of things. I think we have 
several good offerings in that category 
of service. We are well positioned to 
take advantage of it as more and 
more people see the value of that 
model of support. 
 
CEOCFO: Put it all together for our 
readers, what makes Servicecorps 
Systems an exceptional company? 

“We really evaluate what is the best 
way to solve problems and how to 
solve them right and if not, what can 
we do to solve this problem the next 
time, or even prevent it. We really try 
to be forward thinking and anticipate 
what our clients needs are going to 
be. Most importantly we constantly 
evaluate how we are doing and what 
we can do to make things better.” 
                                         – Lee Morgan 
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Mr. Morgan: I think our team of 
technicians and engineers is critical. I 
think our procedures for how we take 
care of our clients really differentiates 
us from a lot of our peers. You can 
have the greatest management 
system in the world but if you do not 
have clearly mapped out procedures 
and guidelines for how people are 
going to use that system you really do 
not have anything more than 

something bought off the shelf. You 
do not have the ability to deliver 
service better than anybody else. We 
really focus on having clearly defined 
procedures for how we deliver 
service. We evaluate those on a 
regular basis. We evaluate our 
solutions, both in terms of the 
solutions that we develop and deliver 
to our clients as well as how we 
resolve unforeseen problems. We 

really evaluate what is the best way to 
solve problems and how to solve them 
right and if not, what can we do to 
solve this problem the next time, or 
even prevent it. We really try to be 
forward thinking and anticipate what 
our clients needs are going to be. 
Most importantly we constantly 
evaluate how we are doing and what 
we can do to make things better.
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