
1 

 

 

 

 

Issue: 

January 28, 2013 

 

All rights reserved! 

ceocfointerviews.com 

CEOCFO Magazine - The Most Powerful Name In Corporate News and Information 

 

Bringing to market a Complete, Hosted Desktop and VoIP Phone Solution from 

Software and Security to unsurpassed US-based Customer Support, Network Alliance 

is making IT Simple and Affordable for Small Businesses in the United States 

 

Business Services 

DataCenters 

 

Network Alliance 

12001 Sunrise Valley Drive,  

Suite 303 

Reston, VA 20191 

703-715-4930 

www.networkalliance.com 

 

 

 

Don Britton 

CEO/Founder 

 

BIO: 

In 1996, Don Britton had the idea to 

make technology simple. Realizing 

that technology often made work 

more complicated and difficult, he set 

out to prove that it did not have to be 

that way. 

 

He and a core team set up shop with 

the goal of making IT simple, reliable 

and affordable for small businesses; 

simply stated, worry-free IT. 

 

Prior to founding Network Alliance, 

Don was the controller and director of 

operations for Mario Morino, where he 

managed accounting and operational 

services, as well as developed and 

implemented managerial applications 

for use throughout the Morino Group, 

the Morino Institute and its affiliated 

entities. Don started his career with 

Beers + Cutler providing tax, assur-

ance and consulting services to lead-

ing organizations.  

 

Don believes strongly in giving back 

to the community and donates his 

time to various nonprofit organiza-

tions.  

 

About Network Alliance: 

Network Alliance recognizes that for 

most people, doing their jobs is com-

plicated enough, and technology 

should not make things more difficult. 

Our goal is to make IT simple and 

affordable for small businesses.   

 

Network Alliance offers a complete, 

hosted desktop and VoIP phone solu-

tion from software and security to un-

surpassed US-based customer sup-

port all at an affordable, predictable 

monthly rate.  

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

 

CEOCFO: Mr. Britton, would you tell 

us the overall vision at Network Alli-

ance today? 

Mr. Britton: The overall vision is to 

be one of the largest IT providers for 

small businesses in the United States. 

We strongly believe in trying to bring 

a technology platform to small busi-

nesses that they could not afford on 

their own. 

 

CEOCFO: What are the basic ser-

vices you offer as well as some of the 

uncommon offerings? 

Mr. Britton: The basic services we 

offer are hosted desktop and hosted 

VoIP phone service, which are com-

pletely outsourced IT solutions for 

small businesses. Hosted desktop 

provides businesses with a virtual 

desktop or PC that they can access 

from any device that connects to the 

Internet with all their applications and 

files and all the desktop support any 

small business could ever want.    

 

Unique to us is the level of end-user 

customer care support that we pro-

vide. Our team is instructed to do 

whatever it takes to make our cus-

tomers happy.  

 

CEOCFO: Are most small businesses 

outsourcing today? 

Mr. Britton: I would say that almost 

all small businesses outsource today, 

it is just a matter of how they out-

source. The majority of small busi-

nesses still do what I call the mom 

and pop onsite IT consultant, but the 

movement toward our type of solution 

is growing rapidly. I believe in the 

next couple of years you are going to 

see the pace of this really skyrocket 

and the adoption of it becoming faster 

because of the cloud concept. People 

understand what the cloud is because 

they are using it in their personal 

lives.  

 

CEOCFO: You have a limitless po-

tential customer base of small busi-

nesses, how do you reach potential 

customers? 

Mr. Britton: We focus on word of 

mouth. I am a big believer that if you 

provide great service to small busi-

nesses they will spread the word to 

friends and peers that also run their 

own businesses. If you look at our 

website (www.networkalliance.com), 

customer service is our main driver. 
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You will see a live feed on our web-

site of end user feedback. It holds our 

feet to the fire to make sure we are 

delivering the highest level of cus-

tomer service possible.  

 

CEOCFO: Do you find that many of 

your customers are coming from other 

systems? Are they coming because 

they are new to the concept of the 

cloud? 

Mr. Britton: I think almost all of them 

are new to the concept, very few 

come from another company like 

ours. The closest thing that we see is 

that clients come from a MSP model. 

There was a big movement where a 

small business would buy all their 

server equipment, and locate it at 

their office and have somebody re-

motely manage it on a managed ser-

vice contract. What that did was get 

businesses used to paying a flat 

monthly fee for the service 

but it is not the level of what 

we provide because the in-

frastructure is still located at 

their office and they still own 

it, which means it is their 

responsibility. At Network 

Alliance, it is 100% our re-

sponsibility.  

 

CEOCFO: What do you look 

for in the people you hire to 

ensure that the high cus-

tomer service level will be 

provided? 

Mr. Britton: That is one of our big 

strengths.  Our interview process 

usually takes a month. We begin by 

looking at the resume to see their at-

tention to detail and eliminate anyone 

who has issues with their resume. We 

do an initial couple of interviews with 

people on our team who look at their 

technical skills and how they come 

across over the phone. If we like how 

the person sounds and communicates 

over the phone, we go to the next 

phase and have them complete a ca-

reer history form and take a technical 

skills test. That skills test is an online 

exam that has a customer service 

component to it. It tests their attention 

to detail, and how they respond to 

customer issues.  

 

The last phase is our final interview, 

which is lengthy. The shortest inter-

view is about four hours for recent 

college graduates and can go as long 

as ten hours. During that final inter-

view, we ask a battery of questions 

that revolve around understanding 

how the applicant would handle cer-

tain situations. After talking to some-

body for several hours, you can see 

their true character.  

 

By the end of the interview, it is clear 

if they are a good fit for us. We can 

get over four hundred resumes and, 

maybe talk to two or three people out 

of which we are lucky if we find one 

person to hire.  

 

CEOCFO: Are there services, prod-

ucts or new areas that you would like 

to add? 

Mr. Britton: Yes, we are always on 

the lookout for something new that 

small businesses are using, especially 

technology because it changes every 

day. Currently, we host over 650 dif-

ferent applications and we are always 

looking for new applications.  

 

CEOCFO: How do you determine 

which newer technology will stick? 

Mr. Britton: We watch our clients to 

see what percentage of them are us-

ing the technology. We have a client 

advisory council and when we see a 

trend, we bring it to them and ask if 

they would be willing to buy this new 

solution.  Based on that feedback, it is 

clear to us what we need to do. 

 

CEOCFO: Do most of your clients 

take advantage of the full range of 

your services? 

Mr. Britton: IT is usually the heart of 

every small business. Our clients use 

our services every day, including the 

disaster recovery back up and other 

features. 

CEOCFO: People are getting more 

used to the cloud; do you find that 

security is still an issue? 

Mr. Britton: Security is one of the 

things we always pay attention to 

most. We constantly explain to the 

client or prospective client how secu-

rity works and help them understand 

that what they are doing today is no-

where near as secure as what we of-

fer. Nothing is ever 100% secure, but 

I can guarantee you that what we of-

fer is more secure than what they 

could afford on their own. An example 

that we share with a prospective client 

is that they have a false sense of se-

curity because they have physical 

access to a server in their office. 

Physical access to equipment is your 

biggest vulnerability in IT. For exam-

ple, our datacenter is a level four 

datacenter and I go through five dif-

ferent hand scans with codes and se-

curity guards before I can 

physically touch the equip-

ment. From another security 

standpoint, most small busi-

nesses do not have the re-

sources or understand they 

need to keep the infrastruc-

ture up- to-date on a regular 

basis so they do not bring in 

viruses or click on the wrong 

attachment, which makes 

them vulnerable to a disas-

ter.  

 

CEOCFO: Where do you see Network 

Alliance a year or two down the line; 

what will be different? 

Mr. Britton: Our market space is go-

ing to be well known and more estab-

lished. I think the ‘cloud’ buzzword will 

start to die out because it is overused 

and be replaced with desktop as a 

service or hosted desktop. In the next 

two to three years, Network Alliance 

will be one of the leading players in 

that space. 

 

CEOCFO: Why should the business 

and investment community pay atten-

tion to Network Alliance? 

Mr. Britton: Network Alliance is going 

to be the leader in the next wave of 

technology for small businesses. 

“Network Alliance recognizes that for most 

people, doing their jobs is complicated 

enough, and technology should not make 

things more difficult. Our goal is to make IT 

simple and affordable for small businesses. 

Network Alliance offers a complete, hosted 

desktop and VoIP phone solution from soft-

ware and security to unsurpassed US-based 

customer support all at an affordable, predict-

able monthly rate.”- Don Britton 

 


