
 

[00:00:00] So in this week's episode of Techcess, I'm gonna tell you the secret 

as to why your cybersecurity sucks balls and why it's not your fault. 

[00:00:30] As the business owner or the person responsible for IT in the 

business. It's your job to ensure that the business has the right IT systems in 

place so that you can deliver your product or service to your customers. And 

this includes getting the basics nailed, so having things like the right internet 

connection correctly, spec'd hardware, fast wifi, everyone wants fast wifi, the 

software and the cloud applications that your business needs. 

[00:01:00] The way that you do all of this is by having the right information 

presented in the right way that you can understand, so that you can make an 

informed business decision, and you also bring your own superpower into the 

conversation. That's that you understand your business better than anyone, and 

you also understand your customer and what they expect from your business. 

[00:01:22] We do this in all other areas of our business. I do this in areas of my 

business that I don't understand. I'm not an accountant, but I can understand 

profit and loss and balance sheets and things. When the information's presented 

to me in a way that I understand, I can then make decisions based on that 

information. 

[00:01:39] Quite often when I start speaking to a potential customer, people say, 

well, we don't really understand technology. You know, we are not techies, you 

know, and because they don't understand IT, it's almost like they want to avoid 

having the conversation. It's not your fault. What you need to do is make sure 

that you can get the information to you in a way that you can understand IT in a 

business case, [00:02:00] and make a decision based on that. 
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[00:02:03] What often shocks me is that we often discover that mature 

businesses with huge turnovers still fail to meet what we would class as a 

minimum baseline for what good looks like. Because it's an IT provider, we 

know what we expect all of our customers to meet as a minimum expectation 

for IT and the services that they need to have. 

[00:02:24] So many years ago before we worked with some of the bigger 

businesses that we do now, I always had this vision. Bigger business equalled 

better IT, and I'll tell you that the ideology was shattered a long time ago. Often 

bigger business just equals bigger mess. The reasons for this is largely due to 

two things. 

[00:02:44] One is that the business grew so quickly in the beginning that it just 

never kept up. So things were bolted on quickly to fulfill a need without any 

thought or strategies. It's like we need this thing. That thing does it. That's just 

whack it in place and off. And then years later you find out that you're still 

using the thing that we were using years ago. 

[00:03:03] Uh, it wasn't fit for purpose then, and it's definitely not fit for 

purpose now or two. They've been working with an IT company for a long time 

that hasn't been advising them correctly and now it's not a good fit for where the 

business is at. So they've outgrown their IT provider, which is one of the more 

common reasons why businesses look to change their IT provider. 

[00:03:25] Over and above all of this, assuming that your essential IT 

requirements are all sorted, you need to be looking at things such as compliance 

and cybersecurity. Over the last year or so, since we've kind of been coming out 

of the pandemic, I've spent a lot of time in rooms and events with other IT 

companies, and we are discussing cybersecurity usually around the topic of why 

businesses aren't investing in IT. 

[00:03:49] It's really easy for a bunch of it geeks to sit and moan about their 

customers, just not spending money on something that they consider to be 

essential these days, because we see what's happening every day [00:04:00] in 

the world of cybersecurity. We all know that when a customer does get hit by an 

attack, that it's gonna be a massive inconvenience for us as well as the customer. 

[00:04:09] And it's gonna ruin our day or week or month as well. So I totally get 

their frustration because they see the problem, they see the solution, and they 

just can't understand why use the customer aren't just buying this solution to the 

problem. And all the statistics under the world doesn't help. Things like over 



half a businesses get hit by a cyber attack that you're more likely to have a cyber 

attack than a fire in your business. 

[00:04:36] All these things mean nothing because. People haven't felt the pain 

of the cyber attack. They don't know what it's like, but they're all 

misunderstanding One vital thing. 

[00:04:57] They don't know what it's like, but they're all misunderstanding one 

vital thing, and it's the secret, and that's that it's their fault. Not the customer's 

fault. Cause I've been in these rooms and I've listened to people and they just 

think, ah, yeah, well, I've presented this to the customer. The customer just 

won't spend money on it. 

[00:05:16] If your customer's not investing in something that you see as an 

essential thing, they need to have to protect everything they've worked for for 

the last however many years. It's your fault that they're not understanding why 

they. Because people don't know what they don't know. And earlier in this 

episode, I already said that you need the right information presented in the right 

way so that you can make an informed decision. 

[00:05:39] And the majority of IT companies out there just aren't doing this or 

aren't able to do this for their customers. We've seen a number of businesses 

looking to change IT company because they woke up to the fact that their IT 

provider is out of the depth on cyber security. And sadly, this usually happens 

after they've had a cyber attack. 

[00:05:57] So what I'm here to try and tell you today is that [00:06:00] this is 

actually a sales problem. Your IT company doesn't know how to present 

cybersecurity services to you in a business conversation. They just try and sell 

your service with no context around why you need it. They know why you need 

it. They know the problem it solves. 

[00:06:15] It solves a technical problem, but the reason that you don't press 

accept ono their quote for this service, is because you don't understand the 

benefits to it. It comes down to just understanding the value. Now, of course, 

these things are usually technical. Presented in the right way. They should 

always make a business case. 

[00:06:35] Should never just be technology for technology's sake. I say that 

quite a lot. I'm a firm believer in that technology has to be right for your 

business. So this is a sales problem. They don't know how to sell it. I've actually 



said this to other IT companies. I've told other IT businesses in a group 

conversation. 

[00:06:54] The reason that the customers aren't buying cybersecurity is because 

they don't have a sales process in place for helping their customers understand 

why they need to do this. The reason for that is that a lot of IT companies don't 

actually have a structured sales process. Most IT companies, yours might be like 

this, are a bunch of techies sitting in a room fixing stuff. 

[00:07:19] I mean, in the uk, the average IT company or MSP managed service 

provider, Is about four to six technical people, and the business owner is still a 

technician working in the business. They don't normally mature beyond that 

point. Now, I'm not saying that's a bad thing, that's, there's lots of great 

companies out there of that size doing great work, but the difference between 

that and an IT partner is that all this extra stuff that I'm talking about, which is 

account management, which is being able to have proper business discussions 

around things. 

[00:07:53] In a way that you can understand. So how do you find one of those? 

There's an answer for that as [00:08:00] well. So I have the IT services buyers 

guide, which is a free download on our website. You don't have to put in any 

information to get it. If you head over to M three networks.co uk forward slash 

buyers guide, you can just click link and you'll get the free pdf. 

[00:08:16] Print it. Read it. Give it to your colleague, refer it to someone else. 

Do whatever you want with it, and this will help you understand how to find the 

right IT company for your business. It'll help you become an informed IT buyer 

so that you can find an IT company that can serve you properly. 
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