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High Level Technology Consulting Services

CEOCFO: Mr. Swanson, what is the concept behind Silicon Valley Software 
Group?
Mr. Swanson: The general idea is that the pace of technology innovation is moving so 
fast that very few organizations can keep up. The premise of Silicon Valley Software 
Group is to be an authoritative resource to help governments, Fortune 500 companies 
and aspiring entrepreneurs to understand the latest technology trends and incorporate 
them into their organizations.

CEOCFO: How does that differ from a consulting company?
Mr. Swanson: We do consider ourselves to be a consulting firm, and our model is 
services rather than products. Sometimes this means solutions where we have a 
collection of ideas we provide to a company, but it is always delivered through services.

CEOCFO: How do you know what is the best in breed?
Mr. Swanson: I consider Silicon Valley to be a human achievement. It is unfortunately 
such a small part of the world; some would call it a bubble. One of the advantages of our 
firm is that we are headquartered right here in the center of the activity, which is San 
Francisco. All of our executive team members come from significant technology 
backgrounds and have started their own companies in emerging technology spaces. It 
really comes down to the people, having people who can share their unique experience 
of working with emerging technologies in this small region of the globe.

CEOCFO: What is the key to knowing what is going to stick and what might go by the wayside? Where does gut 
feeling come in with the actually technology part?
Mr. Swanson: I think you alluded to it. It has a lot to do with intuition, and intuition is derived from life experience. Still, 
there are attributes of what constitutes a trend. You can look at the number of companies that are starting in a given 
space. You can look at the VC investment activity, how much investment is going into different technology verticals. 
Ultimately, I think the key driver that we look for is thought leadership. There is a famous saying in the Silicon Valley, 
which is “The difference between a vision and a hallucination is that other people can see the vision”. We look towards 
coming up with ways to explain these emerging technology trends in a way that other people can really resonate with. We 
look at other people who can explain that in the same way, and that helps validate these trends.

CEOCFO: What is an example of a project and how you work with organizations?
Mr. Swanson: The typical organization that we work with is either a startup trying to follow Silicon Valley methodologies, 
a government trying to use technology to increase GDP, or an enterprise that is trying to stay at the edge of technology to 
avoid disruption. In that latter category, we have seen companies in places like Japan where you have the third largest 
economy in the world, dominated by technology companies that are quickly getting overwhelmed by activity from other 
Asian economies. An example of where we add a lot of value is in helping those companies inside of Japan come up with 
new ways of use emerging technologies to essentially disrupt their markets before outsider do the same. We have a 
number of companies in that region that we have had great relationships with, working to advise them and then build 
solutions in key emerging technology spaces.

CEOCFO: How do you attract potential customers?
Mr. Swanson: Of course my natural charm comes across in every conversation, but the real answer is that in any 
business like ours, it comes down to credibility through referrals in a network of people who trust us. A key differentiator of 
our firm is having the right people – people who have the experience of working in emerging technology companies based in Silicon 
Valley. That brings along a network of investors, executives and other companies that know of our previous work through 
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the startup community, through our thought leadership at conferences or through our individual personalities, and that 
goes a long way towards getting new organizations to work with us.

CEOCFO: How do you keep your entrepreneurial approach from getting in the way?
Mr. Swanson: This is a perfect question for our business because the approach that we take is often contrary to the 
experiences of the companies that we work with. That is usually the starting point of the conversation. The reason we are 
talking to a prospective client is because they need to do something new, so that entrepreneurial instinct or thought 
process is exactly what we are looking to offer to other companies- how to think innovatively. We typically use that as a 
bearing of whether or not we are going to be a value add to the company we are working with - if there is strong aversion 
to our thought process we are probably not the right organization to be helping them out.

CEOCFO: What surprised you as the company and the business has grown?
Mr. Swanson: This has been quite an interesting experience for me personally because the types of services we offer 
span across many geographies. We are seeing activity all over the world, which is fascinating. I would say the eagerness 
of people outside of Silicon Valley to want to understand the dynamics going on here has been very surprising. Whereas 
maybe a decade ago, there would have been more of a curiosity, now it is a mandate that organizations become more 
innovative. Seeing that first hand has been really interesting and surprising.

CEOCFO: When you are working with a company and figuring how you need to help them, how do you craft a 
plan using the tools of today, but knowing that things may change radically in six months or a year?
Mr. Swanson: I think that is something that is much different in the organizations that we work with compared to the 
typical startups you will find in Silicon Valley. The problem is the same. Silicon Valley companies here have to face a 
constantly changing world, but usually the organizations we work with do not have the same agility to handle that change. 
That is what we help organizations navigate: how can they change their processes and overhead where they can adapt 
when the market changes. It is not about if the market will change, it really has to be a mindset of “this is going to change 
and we need to be ready to adapt to this change,” every six months. That timeframe is actually a pretty good rule of 
thumb.

CEOCFO: Put it all together for our readers: why choose Silicon Valley Software Group?
Mr. Swanson: We are seeing an unparalleled amount of disruption today. We are seeing companies and industries being 
disrupted, seemingly overnight, and most of this disruption is coming from Silicon Valley. It is of the highest importance 
that organizations around the world start to adopt some of the principles that make this disruption possible. To do that 
effectively, you cannot just read a book - it is a good starting point, but to really understand the dynamics of what makes 
innovation and disruption happen you need to have experts to guide that process. That is exactly the makeup of our 
organization. We are Chief Technology Officers from Silicon Valley startups, helping organizations around the world 
incorporate emerging technologies into their businesses.

For more information visit: www.svsg.co

Contact: Kelly Ballou   415.735.1710   Kelly@svsg.co

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine

“A key differentiator of our firm is having the right people – people who have the experience of working in emerging 
technology companies based in Silicon Valley.” - Matt Swanson


