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Customized Technology Solutions

CEOCFO: Mr. Stratos, what is Ideal Integrations? 
Mr. Stratos: Ideal Integrations is a systems integrations / infrastructure company 
headquartered in Pittsburgh, Pennsylvania. We are an organization that provides 
customized technology solutions including storage, virtualization, network design, 
security compliance, network maintenance, network monitoring and cloud services. Our 
business has evolved over the last decade to better support our clients with the ever-
changing technology industry. For example, Ideal has evolved to also include a cloud 
computing offering because our clients can truly benefit from the flexibility and cost-
savings of this type of solution. 

CEOCFO: Who is using your services today; what types of companies?
Mr. Stratos: We do not have any particular verticals that we focus on. We really 
represent across the board because of our focus on custom pieces for that organization. 
Certainly, there are specific verticals that we have had great success in due to the 
nature of their business. We are able to really help non-profits as well as have great 
success with the medical and the educational markets. 

CEOCFO: What do you fundamentally understand about building networks and 
partnerships that allows you to do it better, faster, easier and cheaper?

Mr. Stratos: The foundation our team goes by at Ideal Integrations is building the relationship. I always remind our people 
and empower them to take care of our clients first. No matter what. We work by helping the client and not solely focusing 
on the one component that is causing the problem. All of us in the industry are very technical. We are tech savvy. We can 
fix problems. But I also believe that not everyone in the industry is great at communicating or gaining an understanding of 
how to truly help the client. The response to fix an issue quickly and without much information opens the door for future 
issues and potentially even more damaging problems. Therefore, our people are mentored and given all resources 
necessary to take care of our clients at whatever the cost. The motto is to fix the client, not just the problem. 

CEOCFO: When you are hiring people how do you know that they will follow that philosophy and that they really 
understand the concept?
Mr. Stratos: Certainly, there is no exact science for that. We go through many different ways to try and ensure that they 
are a match with the people that we already have. When we interview, we ask certain questions that really are above and 
beyond the technical component of things. We understand and appreciate that some things can be taught, but some 
things are found in the core of the individual. We look for those answers that seem to align with someone that is focused 
on customer service and communication first and the ability to be tech savvy second. 

CEOCFO: Would you walk us through a couple of projects; something typical and something more outside the 
box?
Mr. Stratos: A typical project right now would involve cloud services. We offer a wide variety of different cloud services. If 
someone wants to get a feel for the cloud, but is not necessarily at that point where they want to move all of their stuff to 
the cloud, there are many different things that we do in the cloud. Therefore, there are little pieces that they can do, such 
as Disaster Recovery as a Service or Platform as a Service or any piece of what they want to do. It could be Backup as a 
Service. We offer it as a cloud offering. Therefore, the fact that we are a cloud company and a non premise company; 
whatever we go into we can start either on premise or cloud or a hybrid. Therefore, a typical project would be that we 
would come in and help a company build a better internal infrastructure. Once we had that solidified we typically have an 
add on service of monitoring, updating or remediation of any problems on that service. Then they would also have a piece 
that would be a cloud offering where they replicate their information to our data centers for Disaster Recovery as a 
Service. Then, maybe two or three years on down the line, where they are looking at infrastructure again, they may 
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decide, “Maybe we are going to look at cloud now, to move to cloud.” Then they would go through the process of 
evaluating how that would work and then we use replication as a means of migration to just pull them over to the cloud. 
Therefore, they get to prove that there is an active recovery service that they have had for the last three years that 
actually works. That is because it can become a means of migrating them to the cloud as well. That was more than just a 
project; that is kind of a three year life cycle of some of our clients. 

CEOCFO: How do you assess if the cloud is right for a client?
Mr. Stratos: That all starts with us having built up the partnership and the relationship with our clients. When we go in, we 
do not just sit down and talk to just one member of their technical team about only technical components. We want to get 
to know and understand every aspect of their business because technology greatly impacts every aspect of their 
business. We will talk with people in operations, marketing, finance, etc. to gain an understanding of their department 
goals, day to day struggles or anything that could be impacted by a solution that we suggest. Understanding where the 
company makes money or where the company is losing money can also open the door for us to suggest a solution (such 
as cloud) that can change that. If after learning about these various things our team feels that a move to the cloud would 
greatly benefit our client, we will show them how and why. We do not try to cookie-cutter fit everyone into the cloud. We 
work hard to ask the right questions to evaluate and then decide whether or not the cloud is right for them.

CEOCFO: Are people paying enough attention to recovery and backup?
Mr. Stratos: It depends on who you are talking to. My immediate answer would be that there is definitely not enough 
attention and resources being given to not just back up and disaster recover, but also security and at the level that you 
think that you have it verses what you really have. Because it does not happen that often it is very easy to think that your 
organization is okay. However, I think that the right solution allows you to easily periodically test that to make sure that 
you are secure and prepared. There have been many people that if you ask the question, “If I had a disaster, how quickly 
could I be back up and running and how much data would I loose,” that would probably have a tough time answering. 

CEOCFO: What is your geographic reach today?
Mr. Stratos: We focus on Western Pennsylvania, Ohio and West Virginia as our basic core area right now. We also have 
a data center in Chicago. We do a lot of business all over the United States and even out of the country, but typically that 
branches off from a company that has headquarters here in the tri-state area. 

CEOCFO: Is IT different from city to city or the same everywhere?
Mr. Stratos: The only difference would be the resources that are available in the area. I do not know that that it is 
necessarily particular to Pennsylvania, Ohio or West Virginia, but IT is pretty much IT. We all use primarily the same 
hardware, software, etc. Regions could potentially have different challenges (say space to the closest fiber node or 
weather conditions they have to prepare for or costs associated with housing certain IT components), but fundamentally 
any organization anywhere can positively benefit from IT. 

CEOCFO: With technology constantly changing, how do you help structure a plan for a company when 
something new could come down a week, a month or three months later and be a game changer?
Mr. Stratos: This exact scenario is what we love. We live for this. Our team lives, eats and breaths technology and truly 
enjoys understanding and preparing for things such as that. So for us at Ideal Integrations, having a dedicated team to 
R&D is one way we set the foundation for that. We are constantly evaluating all of the technologies that we support and 
looking for new ones that will better the solutions we offer our clients (part of that evaluation is ensuring that implementing 
that solution will work within the existing infrastructure and not causing damage or costly problems for the client). With 
every new product that comes out in every area that we delve into, we have internal people that are testing it and putting it 
in a demo environment. We basically have a complete infrastructure that is a test and demo environment for us to 
maintain it as if it is a client. Therefore, we try all of these newer technologies just to see what it would be like in a true 
environment that is running in a true data center. We go through this process to make sure that we are giving our clients 
the best types of solutions. Therefore, we do not look at a particular product and then just stick with it. We challenge 
everything. 

CEOCFO: When your people first look at a product, do they know whether it is going to be good or not, just 
based on past experience?
Mr. Stratos: There are two parts to it. I think you get an immediate feeling that the concept behind the product is going to 
be good and something that our customers could use. However, the devil is in the details, so I could think that this 
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particular solution is going to be good for our customers and so it should begin our internal review. We then have to go 
through the evaluation to make sure that it fits in with everything else that we do and that our clients will need. For 
instance, we may look at a particular product and think that, “Wow! This really makes management of applications very 
easy!” However, it does not have the ability to scale and it does not have a high availability feature to it. It was a nice idea, 
but I cannot implement that into a cloud environment, because it is just not robust enough. I certainly cannot risk that 
product failing across four hundred clients. 

CEOCFO: Would you tell us about community involvement for Ideal Integrations?
Mr. Stratos: We are actually heavily involved with local non-profits. A good portion of our client base is non-profit so we 
start there with working to show support of their causes. We have managers that sit on the boards and committees of a 
few of these non-profits that help us to stay informed on their business and ways we can help them. We also do activities 
and fund-raisers throughout the year within our business to raise money for local non-profits. We currently have a ‘Jeans 
Day’ fundraiser every Friday that our team loves to participate in. We selected four local charities to correspond to each 
quarter of the year and will present them a check at the end of 2015. The causes are also chosen by my employees so it 
is great to see where they want to help and how they all get involved.

We are also working with a client that runs a children’s program. We are working with them to put together a curriculum to 
help teach these kids how to do a variety of technical things so that they might gain exposure to the IT field and find it as a 
possible career choice. We try to be very active in the community, but also support those around us that have special 
causes. 

CEOCFO: Is community involvement a personal issue for you?
Mr. Stratos: For me, it stems from the fact that my mother has MS. Therefore, I have always been involved with MS and 
try to raise money for the awareness of Multiple Sclerosis. That and kids are my two biggest things, so if there is anything 
involving kids or Multiple Sclerosis I always try to be involved. I used to coach Special Olympics as well.

CEOCFO: Your site indicates that exceptional service is your default setting. Was that your concept from day one 
or did that develop as the business grew?
Mr. Stratos: It was absolutely something I set as the foundation from day one. When I just did consulting, even on my 
own, I wanted to set the bar higher than anybody else. And then I knew that I wanted to keep that bar high. Therefore, 
when we officially started Ideal Integrations in 2003 we would always talk about keeping the bar at a much higher level 
than anyone else in the industry. Having that foundation and working hard to gain the trust and working relationship with 
our clients, we wanted them to know that a high-level of customer service is something they not only deserved, but 
something they should demand. 

CEOCFO: What might be different a year from now at Ideal?
Mr. Stratos: We are still in a growth mode, so we are looking at potentially expanding geographically. We are always 
trying to expand as far as the services that we offer too. More importantly, we want to continue to get better at what we 
currently do and continue to better service the customers that have been with us. We want to ensure that we always do 
right by them. We will grow by keeping our clients satisfied, not having a heavy amount of attrition and slowly but surely 
bringing more customers on (and making sure that we take good care of them as well). 

CEOCFO: What would you need to do to get better at what you are doing now?
Mr. Stratos: There is always room for improvement. I know it is cliché, but it is true. I think that in our industry the biggest 
room for improvement would be communication. We are all very technical and we like to be working on technical stuff, 
which sometimes does not really equate to great communication. However communication is always something that we 
try to work on and try to put together incentives and so forth, to make sure that our people are properly communicating to 
our clients. We are always trying to get better from a technical prospective as well, so we have a pretty intensive training 
program. We center our goals for all of our people around those things that we believe are important to us getting better. 
That also includes the R&D stuff. We are making sure that we are getting better as far as breed of product that we are 
offering. There is always room for improvement. We will always keep pushing to get better.

CEOCFO: Why choose Ideal Integrations?
Mr. Stratos: To me, I believe it goes back to the whole partnership thing. Many vendors are just that; they are vendors or 
commodity brokers. They will sell you a piece of equipment. They will come in and they will do a project and then they are 
gone. We want to be fully engaged. We want to be a part of your company and an extension of your IT department. We 
do not just want to come in and do a project and then leave. We want to understand and know your environment as it 
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evolves, because IT evolves. In a few years from now when there is something else that comes up, I do not want to be 
coming back in two years and not know anything that has happened in your environment for the last two years. That 
makes it much harder. If I am engaged, that means that I am a part of it. Our people work in that fashion, so they become 
part of your IT department. They believe that your environment is theirs and they will treat it as such. Therefore, they end 
up giving better service because they are engaged and they have a relationship with our clients. That is our differentiator; 
that we are what some of our vendors would call us ‘a boutique shop’. We are different. We are very high on the technical 
side of things. We are very engaged in our clients. We have very good relationships with our clients, so that, now when 
everything is good, but when something goes wrong our clients know that we are going to make it right. They trust that we 
are going to fix things if they do go wrong. I think that that is a much better sign of a great engineering company; how will 
they do in a crisis situation. Everyone can do well when everything is good. We do extremely well when things tend to go 
wrong. We actually get a lot of phone calls from non clients when they have crises and that is how they become clients.
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