Hi, Carla. Hi, how are you? I'm well, how are you? I'm Matthew. Hi, Matthew. Good to meet you. Let, just make sure that Rachel and Jessica also have this link.
Okay. One second. Sure. Okay. I texted them and added it to our Google invite, so this should make it sometime soon.
Okay. I'll take this time to kind give you a little background on Green Fire Law. Great. So we are an environmental law firm.
We are, we obviously, we started off small, but we're getting to a medium size point. Now that our, our managing attorney, who was usually our point of our point of contact Yeah.
Our point of contact for all things green fire, obviously any answer we needed, we went to her. Well, she's getting, she's getting too busy <laugh> to handle, you know, the IT and the accounting and all of that.
So we're looking to outsource a, a lot of our IT questions, anything that has to do with advice, I think here.
Carla. Hi. Hi. Oh, I didn't, I didn't know you were here. Where, where did you, where'd you come in? Like a sentence and a half ago.
Okay. So we're looking for yeah, just advice answers like, should we work, you know, continue working with Google or should we, you know, shift over to Microsoft, What kind of computer should we get?
What kind of storage should we use for, you know, this amount of photographs or, or documents, you know, things like that that just really, you know, technology oriented <laugh> questions.
Mm-hmm. <affirmative> that we just, we just don't have the expertise on. And then it'll, it'll also be like you know, hey, for some reason this computer's not connecting to the internet.
What can we do? Or, you know, wifi is not, you know, it's not connecting to this device or, or things like that.
Yeah. Great. Well that's, that's what we do. <laugh>. That's our wheel. Okay. Good. <laugh>, Uhhuh. A little background about me, I worked at Apple like 20 years ago and that's where I got all my training.
And then I started doing consulting, computer consulting, Apple specific to start. But 20 years later we have a team of nine, and so we do both Apple and pc.
We we're a small team. Like I said, we're about nine, so we are a really good fit for other small to medium sized team.
So we have about three dozen other clients. Jessica is here and I am, I am recording the call, if that's okay.
I'll post it and then you guys can have a link to it if you wanted to review it later. Okay, that's great.
Thank you.  So, so yeah, we have about three dozen clients that range from really small teams of like five up to a few companies that have about a hundred seats.
So we are a good fit for other small teams because being a small team, it allows us to be really responsive and everybody I work with, we've worked with each other for a decade.
So yeah, some of the other bigger companies that do manage it you know, sometimes it feels like they might have resources, but what that actually translates to is junior technicians kind of learning on the clock and, you know, like documentation errors and things like that.
So because we're small, we can keep it really tight. We offer a subscriber priority line, so anybody that we work with has a, a number they can call 24 7 to reach us and start to remediate any type of problem or schedule an appointment, something like that.
But what you kind of come to expect and what you've requested, help desk consulting guidance on purchases and software, all that stuff is the, all the common stuff that you're gonna probably find with most companies.
The differentiators are really like responsive myth and depth of expertise, that kinda thing. Ok. Well Rachel, did you wanna add anything to our sort of our needs?
So I, I'm curious, have you worked with law firms specifically? Okay, yeah. We have three now. Divorce Law another law firm well two other law firms that I think are like general, general law.
One is really Windows heavy, the others are Mac mostly with a couple of Windows devices and they, all those companies range.
I think one is 35 employees, the others are 10 to 20 or so. And then one thing that I'm seeking help with that, I don't know if this is quite as common, but helping to automate some things.
So like discovery, you know, we'll send out like 130 requests for admission and I'd like to be able to put those in a spreadsheet and then autopopulate the word documents.
Is that the kind of thing you could help with? Yeah. Putting up templates for that? Absolutely. Yeah. So the consulting side of things is something that we pride ourselves in.
A lot of times we have direct skillset and muscle, muscle memory for things that you're looking for. The times that we don't, we'll just let you know that.
And then we'll help identify a technician who does a lot of times, you know, the nine is the, the team that we work with every day and they're the ones handling all the help desk stuff and that kind of thing.
Then we have kind of a wide Rolodex of consultants that we've worked with directly for specific projects that are kind of outside the, you know, wheelhouse stuff that we see a lot.
So automation stuff is a common request for different types of platforms that we haven't used a lot. And we need to pull in a consultant that has that specific expertise.
And so, I mean, so the, you know this because are a small business. So my questions one day might be what kind of laptop should I get the associates and what kind of warranty makes sense to get?
And then the next day it may be, oh, you know, Google Drive lost all of our water files. Can you tell us why?
And then do we do the next week maybe should we consider switching to Microsoft, you know, and what is it, SharePoint or whatever, one, one drive instead of Google?
And then the next week it might be, can you help me set up this thing with RFAs that I want to use a, a mail merge to like make my documents?
Right. So I mean, is that the kind, does that make sense to you? Because I feel like we're too small to some of these IT contracts.
It's like, it assumes that, you know, every week you're setting up a new employee and you want someone to come in and set of the employee.
And that's, that's not helpful to us because we're too little. We don't do the same thing every week. Yeah. So we're, yeah, we're right in that sweet zone.
So we offer a, excuse me, I had covid last week, so I have residual stuff in my chest. Anyways, I my company, I've been doing this for 20 years for the first eight years I was like a solopreneur and I was running around like crazy and I did 10,000 customers in 10 years.
So I one of the things that's really nice, That's impressive, People like to work with me and you can, you can find these reviews online, Yelp and Google and stuff.
There's lots of them is that with a lot of the IT companies you sign up and then you kind of go into a system, right?
With my company it's me and vial run operations, right? So it, so you're getting direct access to me. And so I have a lot of muscle memory for a lot of things.
So I can give you tons of really good advice on probably almost anything you can ask me. I don't get a ton of curve ballsy stay, so a lot of people like to work with us because they feel they kind of have a direct link to someone who really has a deep base of knowledge for technology.
And they can tap into that at any time. Also part of the answer to your question is because I've been doing this for so long, I am looking to be a good fit for my clients as much as they're a good fit for me.
So I wouldn't want to take on a client and I have turned a few, I'll come back and lucrative Potentially, Oh, hold on.
Potentially lucrative clients. Sorry. Sorry about that. That's okay. I'm listening, but I think the office is No, I was just gonna ask if Yeah.
Okay. She muted. Okay, go ahead, <laugh>. Yeah, I have turned down a couple potentially lucrative clients because they just weren't the right fit for us, right.
They, their requests were, you know, like there's some FinTech companies that have wanted us to do a a ton of like you know, it around legal stuff that is into like the weeds with you know, fund heavy fundraising and things that deal with the S E C.
So things that we're not good in, we will let you know. And if that's not the right fit, we would let you know.
But my point was that we can bring a lot of this knowledge that you can tap into really quickly and we offer three plans.
One being a plan pay as you go where there is no monthly fees. Because since we're a small team, I don't need to pack clients in and try to sort of grow in some sort of exponential way because we're all, we're all doing fine and we're comfortable.
So like I'm not in a business to twist people's arms to try to generate work. I want, my priority is providing really good service and solving problems.
So everyone I work with and my team, we all have that same philosophy and so it's kind of a different positioning from companies that just wanna kind of jam clients in as quickly as possible and have these gigantic teams.
So to answer your question, if that was a little bit roundabout is you'll get a lot of really good answers on almost anything you can kind of throw at us.
That'll feel very kind of personalized for you once we get to like, know what you guys are doing and how you operate.
And we'll just kind of give you sort of a no nonsense. Like if it were me based on your circumstances, like here's what I would do and like, here's the options and then, you know, we can figure it out together.
And then of course you can go into a plan that some of our clients start with pay as you go and then they'll move to hourly because they just kind of want to start and see what happens and what it's like.
But hourly would be the most common for teams under 15. Cuz it's like the most, it make the most Someone once we want talk to you at all, I'm sure.
Just it's and then some we may Yeah. Cuz we're small no month's, like another month. Yeah. So some, Yeah, exactly.
So a lot of times when we first sign on the rollout for this, the way we do it is we'll have you do a a cybersecurity questionnaire, which gives us like a, a touch on kind of everything that you're doing right?
A lot of times cybersecurity, traditional, let's say cybersecurity has sort of been like a separate thing from it. Then you had to kind of go to an expensive consultant to like get cybersecurity looked at and that kind of thing.
IT companies, including ours, have definitely been positioning cybersecurity more into our services and we've taken the step to sort of just sort of bake it in, because really when you're asking questions about cyber, all the answers are about everything else that's related to the it anyways.
So the cybersecurity questionnaires where we start, and that kind of gives us distance wide view of like everything you've got it wise, how it's set up, what you're doing.
And then we come back within a couple days with a high level review of like, here's what we recommend in terms of critical items and then important items to address, to kind of just harden your infrastructure, you know, from attack hacks and stuff like that.
You know, mostly it's social engineering, fishing type stuff that people are mostly seeing. And then we start there and then there's an onboarding form on the website and that captures your employees information and also captures some pain points.
So, you know, we usually give like a deadline of a week and say, get everybody to fill out the form so we can build out our list.
And then we also, at the same time that captures some pain points and we can bring those back to you and say, Here's everything everybody's frustrated about what do you think?
Do we wanna prioritize some of these things and kind of get 'em ironed out and fixed for people and drop some other things down the list.
And then usually in the head, in the start of a relationship some companies have specific projects that they know they want tackled.
So they, they'll immediately say, Hey, I want to talk about Google Drive. We had some files lost or whatever the deal was thinking about moving, what are your thoughts or other things.
We're opening a new office and we want some wifi and wiring work done or whatever. So, Okay. So that, so you were talking about wifi and wiring, so you where are you physically located?
Sorry. Yeah, so I'm in Oakland near this. Oh, Okay. Your close College. And my team is distributed out to Martinez San Francisco, North Bay, South Bay.
Okay. So like we just moved into this office and it's got, it's partially wired, but we don't know if we should connect into it or not.
So, so there might be some onsite stuff that we would need done occasionally. Yeah. Probably not too much, but occasionally.
Yeah. Cause we, we are half in this office and half are contractors who are, you know, as far away as New York, Miami in the case of Carla.
Yeah. So I mean we deal with all this kind of distributed workforce and also local. So we have a couple of guys that run around the Bay Area and do in person support.
Some of them specialize in general, IT support, help Mac PC stuff, others are more wiring, wifi, networking, you know, that kind of stuff.
So whatever you need. And then in terms of remote, it would be Zoom. Zoom allows us to do one at a time screen control.
So we can easily just, it's, it's the most secure in Zoom is ubiquitous, so it's very easy for us to request a control of a computer through Zoom and then we can just do what we need at that time to fix things or help you with projects or software, things like that.
And then, so and if this is just available on your website, you can tell me just to look at that, but I wanna understand the, the pricing structure and the different packages you were alluding to.
Sure, yeah. It is available on the website on the pricing button. I did notice that the company that provides our widgets that actually populate these things, right, Okay.
It's, it wasn't working when I first checked to make sure our website looked like it was all functional <laugh>. I don't know if it ever doing an update.
It's all there anyways, there's three plans. There's the pay as you go. Basically those are our highest hourly rates for in person and remote support.
And then the cybersecurity thing is not sort of just included. It's sort of like a separate thing. Hourly is the most common.
That's a small user per user fee per month based on the contacts and the contact bus book. So onboarding users or off boarding users.
And that drops our hourly rates down. Then the bulk plan brings our rates down again.  And it includes four hours of support per month.
So if you find that you are needing that much time then it's not a bad plan and it makes sense usually for 15 users or above is where it starts to break out economically.
There's no contracts. My good service is co my contract. So that's, you know, how I, my clients come back when I, we, we provide good service.
The only thing that kind of relates to a contract is that we hold you into whatever plan you, you choose for three months before you're allowed to change it.
The only reason we do that is because we had a couple clients get the bulk plan because they wanted like wire up some big building and it's like a lot of hours.
And then as soon as we provided the service, they're like, Okay, now we wanna go to pay You Go and the Points for cleverness.
So we just do, you can always upgrade anytime you want, but to downgrade, we just, we'll hold you in a plan for three months and then, and then you can downgrade to whatever you want.
And then there is a like legal leads around this, I think if you you can see on that same pricing page under where it says Enroll now you'll see a master service agreement.
Can you just tell me, I was trying to find quickly, but can you just tell me what your Now.com and then at the top you'll see buttons pricing is one.
That's the page. Yeah, I see the buttons. Okay, there we Go. Yeah. And then you'll see a link there under ready enroll that says master service agreement.
That's the agreement. That will apply at the time you enroll and we'll send you a copy of it at that time.
It's just the stuff, all the details about everything and how we do it all. It's essentially it. The other things that there that would be of interest, that's under the client menu.
So there's the use it user on and off board button. That's the page where you go to put someone on or bring someone off.
And then, Well actually I have a question for you there. So for example when we're on onboarding people now, you know, we have to add them to email, we have to do all, all their stuff there.
They have to go on to Gusto and are you familiar with all those human interest, all the platforms sort of that small businesses are using?
And I, the workflow around that stuff is just creaky. And I know like Gusto will do a lot of it for us, but it's not, So I mean, is that the kind of thing you all help with is Getting It depends on what you want.
Yeah. So the short answer is yes, we, we can and, and with so I think you're referring to Gusto, it's the like HR payment thing?
Yeah. Portal. I call it Gusto. Cause I think everything like con gusto, like oh yes. With it's not Spanish. I guess it's, that's still like That.
I mean, I don't know what it is. I couldn't pay for certain. Yeah, but that's the word I've heard. Heard.
Yeah. Anyways, it yes, we've seen like a lot of these platforms that companies choose the services part of the cybersecurity review if you click on services on our website, you can click cybersecurity review, that's the purple button.
There is the assessment that'll open up the questionnaire. It's gonna ask you questions that are gonna capture all this stuff.
It's gonna, you know, we'll know you use Gusto and QuickBooks or whatever else there is that will start to build out some documentation on our end for what you're using.
And then based on when we see what you're using, we'll kind of be able to fill in the middle parts about sort of how you use this stuff.
Mm-hmm. <affirmative>. And from there we can start to create little wiki that we'll tell us how you want things done as we start moving forward.
So we're not like some of the big companies that's gonna like, try to put a ton of hours on you at the beginning.
Like, let's do policies and let's build out workflows for X, Y, and Z. Because what we found is like, some people like to feel like they're all being coddled in that way.
And but in the end it can end up being frustrating because it's like, you know, you have stuff you gotta do, right for your, for your job and like having extra work for an IT company.
We'll figure all that stuff out as we roll things out, right? You'll say, Oh, we onboarding someone and then we'll start to review the list we have of software and then say, you know, what kind of things is this user gonna need set up?
And then we'll just start to fill out like a, like a kind of a procedure list for internal use that we could reapply in the future.
And that all is accessible to you through the client portal, which is on the website. So you can go there and see like billing invoices, take open tickets.
There's like a credentials area I think for passwords. There's like all this stuff that you'll be able to, to see.
So yeah, we're not, we're just kind of gonna do what's needed. Not necessarily like some sort of pre-prescribed thing that, you know, we apply to every single client that we work with besides for the cybersecurity thing, which is important.
One of our other law firms, we went through the cybersecurity form and they, they, we got to the VPN part and we're like, we need to get a vpn, it's really important.
And it was like, they were like, Well we don't, we don't work outside of our offices, we just don't. And I was like, I know, but it's just like so easy and it's really important.
Like we really should do it. You know, cuz there's, you just never know sometimes. And it was like a month later and we got like a frantic call from the partner who was like, Oh, they're like, I was hacked.
They're taking money out of our bank account and da da da. And I'm like, What, what happened? And she's like, Well, I was in Africa and I was on the hotel wifi for like a conference.
And I'm like, what happened to the VPN thing? Like I was like, Okay, all right, well let's, let's shut, you know, get this all sorted and you know, stop the bleeding.
But it was just kind of like a reminder, it's like we, you know, the cybersecurity thing we do that get everything kind of buttoned down and then that gives us a, a wide window into like kind of everything else you're doing.
That's, Does that answer your question about the the onboarding processes? Rachel does, I think, yeah, I think so. For me, For me too.
Yeah. For me too. Okay, great. I think related to that, the only thing we haven't covered is just like, unless you have other questions is billing, because we're small, we do auto billing, so we will, the enrollment will capture credit card, it goes into the system, it's redacted.
We can't use it except for applying payments through the system. And basically the, what the system does is we open ticket and we work in the ticket we log labor in the ticket and then the system at the end of the month like collects all the tickets with pending charges, puts them into an invoice, catches all of the labor notes so you get to see everything and then charges the card and sends you all of that stuff.
It just makes it easy and that's how we do it. Regardless of the plan you're on, if you're on page, you go, it would only happen in months that you actually used service.
And yeah, that's part of, that's part of how we keep it all tight and organized. So yeah. Any other questions?
I don't have any at the moment though. Just making the format. Ok. Jessica, do you have any questions? No, I don't think so.
Okay. Okay. Well, great. Yeah, I mean I'm, I obviously when I first got the email from Ari at Tech Hero who I've known for six years, Ari's awesome.
He's really great. You had great things to say about you. Yeah, Yeah, me and Ari talk multiple times a week and we both have, I have three kids 14 months and six and nine and he just had his second.
So, you know, we just talk tech and kids and kind of everything. And sometimes we overlap sometimes like he comes asks for clear tech help sometimes, you know, I'm like, Hey, can someone from Tech TEI kind of step in?
Cuz a few of his guys actually have some muscle memory for certain things that like they're really tight about. But yeah, I looked at your website and read everything and I mean, we're definitely aligned in philosophy.
So that's exciting. I mean, I wouldn't I, I had a client come to us years ago and they were in like the oil industry and I was just kind of like, eh, I don't do it for that.
You know? So it's to me it's, you know, like I said, I, I'm not twisting anyone's arm for work, so I'm just out there trying to offer good service and provide really good guidance.
And if I can do that, that's gonna make an impact too, you know, and help someone who's out there doing something I believe in, do a good job at it, then, you know, that makes it all the better too.
So so I appreciate that. Thank you. All right. Well I will post this, I'll po punch up a quick little like proposal I'll send over.
The email I have is the one that came through the booking, which is Should be administrative. I had the C Administrative by Green five.
No. Oh yeah, that's my personal, Yeah. Okay. I'll send it there. Okay. Okay. Sounds good. All right. Thank you so much, Matt.
Yeah, happy to do it. You appreciate the time. Your questions again, like I said, the bar is low, it's a pay as you go.
So like if you had needs today, just you know, our website, you can go and click the book support button.
All of our calendars are there. You can just find a day and time that you need some help and click it and it like, you know, you'll be in the calendar.
Okay. Terrific. That sounds good. Thank you so much. No problem guys. Take care. Thank you. Bye. Bye. Y.
