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Secure eDocument Delivery and Storage and Electronic Messaging Solutions

CEOCFO: Mr. Wright, how is Striata working with digital communications?
Mr. Wright: Striata is a big believer in digital communication. Our business is based 
upon sending secure documents and critical customer communication digitally. We 
encompass all aspects of digital engagements: from the delivery of important 
messages via email; to sending text messages via mobile; as well as online in a 
portal environment. Our job is to get the right message to the right customer at the 
right time. 

CEOCFO: What do you understand about the process of digital 
communication that perhaps others do not?
Mr. Wright: The first thing is that not every consumer jumps onto the digital 
communication bandwagon straight away. It is a change from traditional methods of 
communication and some people resist change even if it offers something more 
valuable or convenient to them. Actually making a switch is often the challenge. We 
spend a large amount of our time with customers encouraging them to go from a 
traditional paper based communication relationship to a digital based relationship. 
The benefits that come with that are worth the effort but it doesn't make it as much of 
a slam-dunk as you would expect. You would think that in today’s connected age 
everybody would just accept a digital communication alternative but the amount of 
paper that is still being printed and delivered is astounding. 

CEOCFO: Are there certain industries, geographies or company sizes that are not embracing digital?
Mr. Wright: The industries changing themselves through the delivery methodologies of their services are able to change 
their communication methodologies as well. Industries that are staying the same and not changing their actual way of 
doing business, find it difficult to change their communications. A good example is banking and financial technology, 
which is changing the way all of us interact with our financial institutions. Whether it is mobile or online banking; we now 
resist going into the branch. In the utilities space where we are talking about the delivery of electricity, water and gas, you 
still have to have a physical delivery. Getting the customer to change the relationship from physical to digital becomes 
time consuming and more difficult. 

CEOCFO: How do you handle security?
Mr. Wright: I do not think we have scratched the surface of the level of concern that people should have regarding 
protecting themselves. I do think that security is an enormous consideration in how people interact with their service 
providers. A huge amount of the work that we do in designing our products from the ground up focuses on the security 
aspect of delivering our service. I think this is because we started as an organization at the point when security was 
becoming a big thing. Therefore it had to be baked into the product from the very beginning. I think if you started before all 
the concerns on security, you may not have started your journey with security in mind. You then have to bolt it on later. 

What I find consumers are doing now is they are on one or the other side of the spectrum. Either they are totally oblivious, 
do not care and believe it is somebody else’s problem to look after the security; or they are very aware and they are taking 
precautions in every interaction to ensure there is nothing unsecure in the way that they are transacting. 

 I think if you look at the youngsters of today, mobile is the only way to go, but they are not aware of how important 
security is at that level. They believe that security needs to be done by somebody else, that it is a ticket to the game and 
they expect it just to be there. They also do not have a great cognizance of what can go wrong; they have not experienced 
a security breach or the consequences. 
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On the other side of the spectrum we have people who have migrated to a digital relationship and have concerns They 
have read up on what can go wrong and are very apprehensive about it and therefore they are cautious in their online 
dealings. They spend a bit more time understanding whether the right security has been applied. 

For both sets of customers, the organization providing the service should be offering the highest level of security it can. 
One of the issues with the replacement of the Safe Harbor agreement with the EU-US Privacy Shield, is the increased 
level of protection that each of the different nations is asking the other to take with its citizens’ data. It is raising the bar for 
everybody, especially for organizations that provide products across the globe. They cannot just focus on one geography 
as they must apply global security requirements. This is increasing everybody’s understanding of the measures required 
in putting their security frameworks together, which is a good outcome. At the same time you have increasingly 
sophisticated attacks against big databases, individuals and organizations. Hackers are using not only technological 
attacks but social engineering attacks in which they target a specific person to get a piece of data to use to target the next 
person, to get the next piece of data to target the ultimate victim. It is these increased security risks that organizations and 
players like myself in the industry, constantly need to stay abreast of as they get more sophisticated all the time. 

CEOCFO: Do you offer a range of solutions? Are there one or two basic offerings and then people can pick or 
choose which aspects they want?
Mr. Wright: We have two focused offerings. One is outbound, high-volume, secure, digital communications and the other 
one is storage of those messages. Where an organization is communicating with their customer base, there is often a 
regulatory requirement to store documents for up to seven years. That is a perfect requirement or perfect fit to our 
solutions. 

CEOCFO: Would you give us an example of an organization that turned to you and the result?
Mr. Wright: A major US Utility was trying to get their customers to migrate from a traditionally paper based statement onto 
a digital platform. They had a portal where people could login and go and fetch their documents. What they found was 
they could not get enough people to sign up and return every month to fetch their own documents. They just were not 
getting the adoption. 

We engaged with them and learned about how they were doing this. Instead of asking people to go back to the portal, we 
started delivering their documents as an attachment to an email. In this way, customers had to do a lot less to see their 
statement. We found that customers were willing to turn off paper and accept the digital version because they literally 
have to do nothing differently. It was more convenient to receive it digitally and now they had a digital copy that they could 
pass on to somebody else like their accountant. This is what changed the adoption of analogue to digital within that 
organization; saving a huge amount of operating costs by not printing or mailing those documents. 

CEOCFO: Do you see that as a growing trend?
Mr. Wright: It is a big trend over the last five years. The trend is the differentiation between Push and Pull. Organizations 
have been pulling you back to their website where you need to go and fetch your information. Whereas what they really 
should be doing is pushing that information out to you and not asking you to do anything extra, especially if they are 
looking for increased adoption and usage. 

We are constantly introducing new communication types (documents and letters) and new ways of communicating with 
our client’s customers (mobile, app and API) to their communications model. That provides us with a ongoing engagement 
and a long value-adding period where we do not just do one project; we are constantly adding new value. That is how you 
keep a long-term relationship and it is working very well. 

CEOCFO: What keywords would someone type in to find your company so that it would jump out?
Mr. Wright: ‘Secure document delivery’ is the biggest category that I would be suggesting. ‘Push email billing’ would be a 
slightly more niche category. Then of course 'Secure Document Repository’, which is our new product. 

“A major US Utility was trying to get their customers to migrate from a traditionally paper based 
statement onto a digital platform. They just were not getting the adoption. We engaged with them and 
changed the adoption of analogue to digital within that organization; saving a huge amount of 
operating costs by not printing or mailing those documents.”- Michael Wright
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CEOCFO: Why choose Striata?
Mr. Wright: There are many reasons. We like to think that we are very focused on a positive outcome. We are results 
driven. We aim to ensure that what the organization is trying to achieve, is actually borne out and achieved. We dedicate 
a lot of time to devising the metrics of what we were trying to do and then showing how we are moving towards those 
metrics, the usage figures, adoption figures, open rates, tracking. 

As a technology company, we focused on security from the start, so that you do not have to worry about it. Organizations 
looking at these kinds of services can be assured through many different standards, that they are getting a solution of the 
highest level of security. That just makes them sleep better as they do not have to worry about that aspect at all. Finally, 
we have a proven track record of case studies across numerous industries and geographies where we have done this 
before. If you are asking us to help you, we can show many successful projects and connect you with the people on the 
project to hear about their experience. We have happy customers and that means that we are doing something right and 
we intend to keep doing that.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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For more information visit:
www.striata.com

Contact:
Michael Wright
+1 646 448 8369
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