
The Road to 25 in '25 

January 8th marked the start of our 25th year in 
business, as commemorated by our special 2025 
logo you will see throughout the year. I paused to 
reflect on the past 25+ years and how a calling to 
serve when I was a snot-nosed kid at Punahou led 
to the brilliant team and clients we are proud of 
today—and what lies ahead. 
 
Recently my daughter Ashley interviewed me for a 
school project about how I decided to start an IT 

company. After all, I majored in Japanese, became a flight instructor to build my 
hours to become an airline pilot, and pursued esoteric hobbies since I was a 
kid. The answer is I really didn't. It just sort of 
happened, and feeling a sense of calling, just 
kept doing the next thing that came about. 
 
I was 13 when I got my first paid gig—$10 per 
hour to make house calls and fix 
computers. My auntie spread the word, lined 
up my clients and appointments, drove me 
around, and soon raised my rate to $15. I was 
paying GET and had a business license but 
couldn't open a business checking account as a 
minor. My Mom, an accountant at a property 
management company, pulled strings at CPB 
to help with this important piece, and  
CyberTech Systems was born. 
 
I spent my days at Punahou, and from 3pm till sometimes midnight, I was being 
driven around town to visit clients, which included an Internet cafe at Pucks Alley, 
a DoubleTree hotel in Waikiki, a security consulting company, and our longest 
standing client to this day—a multi-office oral surgery practice where my Auntie 
worked. I trained my cousin (who was also my driver), paid for his pager (and later, 
his work cell phone), and started charging by the man-hour as Joe and I ran cables 
and cut over important line-of-business applications, to then go home and do 
mounds of homework and get some sleep. On only one occasion, we worked from 
2am-6am and I went straight to school to take a high school math exam. I can't 
recall my grade, but somehow, I never ran out of gas—the perks of being young. 
 
Somehow, I never felt out of place or intimidated by the 50-something executives I 
dealt with. It never once occurred to me that there was anything unusual about a 
national company subcontracting and trusting a teenager to handle such important 
projects. I just did kind of what I do now: I show up and try to see how I can be of 
service and if my expertise can help solve business problems. If there's money to 
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 How to Make Desk Work a Little 
Healthier 

Sitting at a 
desk all day, 
five or more 
days a week 
can be hard on 
a person's 

body (and often their mind). Even 
though there isn’t much that can 
be done about the type of work 
people in these positions have, 
there are some things you can do 
to prioritize their physical and 
health. This month, we give you 
four tips that will help. 
 
Maintaining a Good Posture 
Good posture is important for 
your health, especially if you sit 
for long periods. Poor posture can 
strain your back, neck, and shoul-
ders, leading to pain and tired-
ness. To sit properly, make sure 
your chair and desk are set up... 

Read the Rest Online! 
https://bit.ly/4fuoMls 
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In 2009, I picked up a small law firm 
and really enjoyed the people—the 
lawyers were reasonable and 
friendly, the staff seasoned and 
knowledgeable, a great COO who 
was quick to take my 
recommendations that would better 
the firm's productivity, and everyone 
just wanted a system that would 
work. I realized that people don't 
really want 24/7 uptime at 99%—
they want 100% uptime and support 
during the critical moments before a 
court filing deadline or when 
prepping for an offsite depo that 
starts in an hour. One thing led to 
another, and in short order we found 
ourselves specializing in downtown 
law firms, learning the intricacies of 
how law firm personnel do their 
work, what matters to them, and 
how we could make their lives better 
through proper application of 
technology. I obtained my Master of 
Legal Studies at Pepperdine Caruso 
School of Law, and the same year I 
graduated, enrolled at University of 
Hawaii at Manoa - William S. 
Richardson School of Law, hoping to 
eventually start an adjunct law 
practice supporting the legal aspects 
of technology in a modern high-risk 
business environment. 

The lesson we learned from 
becoming downtown Honolulu's law 
firm IT specialists was that if we're 
going to go after a vertical market, 
we need to really understand how 
these people do business: how do 
they make their money? Who are 
their clients? What's special about 
their workflows, unlike other  
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for a super-secret website project he 
asked if I knew how to build. I 
returned his call at a more 
reasonable hour, and in time we 
penned an agreement, but Tommy's 
attorney at the time, Terry Lee, now 
with Lee & Martin, insisted I 
incorporate so the agreement could 
be between corporate entities.  
Indevtech Incorporated was born 
and Tommy and Terry are still long-
time clients to this day.  

Indevtech reinvented itself many 
times over these 24+ years, pivoting 
from a web development company 
to a break-fix IT provider, then to a 
Managed Service Provider in late 
2011 when I was about to have twins 
and needed to create an ongoing 
value building cycle with our clients 
to provide predicable service levels 
at a stable monthly fee. Then again 
in 2007, we pivoted, this time to the 
cloud, and we started reselling  
SystemMetrics voice and data 
services until SystemMetrics was 
acquired by Hawaiian Telcom, and 
eventually decided it was best to 
stay vendor-neutral and simply refer 
clients to the vendor that made the 
most sense for them, without 
making any finders' fee in the 
process. Many vendors have offered 
such "partnerships," but we refuse, 
in order to stay neutral and help  
our clients make their own best  
decisions. 

be made, it will naturally follow. I 
attribute much of this to my 
upbringing. My Dad owned a 
mechanical engineering company, 
and my Mom taught me how to do 
the books. Every month, her voice is 
in my head: "Always reconcile your 
checking account as soon as the 
month ends. It's the only way to 
maintain any checks and balances on 
your finances." As an only child, I 
hung around my parents' friends 
more than kids my age. I was 
intrigued by Uncle Tex's stories 
working at Continental Airlines in the 
parts department. My Mom's late 
brother Uncle Thom taught me how 
to use my first CRM and regaled me 
with lessons from his pool and 
irrigation business in Texas. This was 
my jam. My family always said I was 
13 going on 40, and I thought 
"precocious" was a word of 
admiration and flattery—perhaps my 
naiveté helped on this point. 

After my years studying abroad in 
Japan came to an end and I got that 
degree at UH Manoa, I set out to 
make this into a real thing. Prior to 
that, shortly after graduating 
Punahou, I got a call that would 
shape the future of my life and 
career. Tommy Silva of T&T Tinting 
Specialists called my home phone, 
waking me up at 10am, with a pitch 
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service—to our clients, to our team, 
to my family, and to the other 
important people in my life. 
Hackneyed as it sounds nowadays, I 
believe we are all given certain 
talents, and we are happiest to the 
extent we use them in service to 
others. In my work as a mentor to 
other small business owners and a 
teacher to our staff, I try to help 
people uncover their gifts and 
talents and apply them for  
maximum service. 

I hope you will all join us at our 25th 
anniversary party in 2026! 

Share this Article! 
https://bit.ly/3WwJwCw 

tool belt, traced the wires, found the 
issue, and solved a business 
problem. Hank didn't care whose 
fault it was nor had time to haggle 
with the vendors; he wanted to pay a 
professional to get it fixed. I later 
learned that most sophisticated 
businesspeople are the same way—
people and companies will pay for 
value. So, I put my focus into 
building value and not competing on 
price, which led to one of our most 
treasured Core Values: How Can I 
Help? This is the first question our 
help desk is trained to ask of anyone 
calling in—not whether their issue is 
within scope or if they are using a 
supported device, but what is the 
business problem you're trying to 
solve, and how can I be of service  
to you? 

To answer Ashley's question, I didn't 
choose to be the head of an IT 
company; it chose me. Each day I try 
to show up and see how I can be of 
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industries? What really matters to 
them? Only after working amongst 
these folks for a while can we hold 
ourselves out as experts and truly 
understand how to make 
recommendations in the firms' best 
interests. Now in 2025, we are 
engaged in this core strategy of 
hyper-focus with a couple other 
vertical markets, striving to be the go
-to IT firm for these niche industries. 

I learned an important lesson 
sometime back in the early 2000s 
that shaped the way I do business 
today. Hank Gellert, my Dad's late 
business partner, was at wits end 
because between Hawaiian Telcom, 
the alarm company, and the VoIP 
provider, somebody did something 
and the alarm could no longer dial 
out, which was a big problem 
because the Kalihi shop was often 
vandalized at night. Each vendor 
crossed their arms and said, "not my 
problem." Hank called and said, "Can 
I buy an hour of your time to come 
take a look at this?" I strapped on my 
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and share reviews, you build 
trust. One of the best ways 
to do this is to reply to com-
ments and messages quickly. 
It makes people feel valued 
and can even turn curious 
followers into loyal  
customers. 
 
Go Viral and Get Noticed 
One of the coolest parts of 
social media is that one post 
can blow up and reach thou-
sands—or even millions—of 
people. Whether it’s a funny 
meme, a trending dance, or a 
creative product video, going 
viral can skyrocket your visi-
bility. Even if you don’t go 
viral, consistency pays off. 
The more people see your 
name, the more they’ll re-
member your business when 
they need what you offer. 
 
It’s Where Your Customers 
Hang Out 
Think about it—how many 
times a day do you check 
your phone? Your potential 
customers are doing the 
same! Social media platforms 
are the modern-day... 

Look 
around 
and 
you’ll 
see that 
almost 
every-

one is scrolling through so-
cial media. Whether it’s 
checking out funny memes, 
following the latest trends, 
or staying updated with 
friends, platforms like  
Instagram, TikTok, Facebook, 
and X have become part of 
everyday life. It has also  
become a very important 
part of small business  
marketing efforts. This 
month, we take a look at 
how social media is a great 
and useful tool for small 
businesses.  
 
It’s Free (or Super Cheap!)  
Advertising 
Starting a small business can 
feel expensive—websites, 
products, packaging—it all 
adds up! But social media 
lets you market your busi-
ness without breaking the 
bank. Creating an account is 
free, and you can post about 
your products or services as 
much as you want.  
 

Want to reach more people? 
You can try paid ads on 
platforms like Instagram or 
Facebook for as little as $5 a 
day. They let you target spe-
cific groups—like people in 
your town—so your money 
works smarter, not harder. 
 
You Can Show Your  
Personality 
Big brands can feel distant or 
formal, but as a small busi-
ness owner, you have a 
chance to be real. Social me-
dia is your stage to share be-
hind-the-scenes content, 
funny moments, or your pas-
sion for your product. 
For example, if you run a 
bakery, post a video of you 
icing a cake or show funny 
videos when something 
doesn’t turn out perfect. 
People love to support busi-
nesses that feel personal and 
relatable. 
 
Build Trust with Your  
Customers 
Ever bought something 
online and worried it would-
n’t show up or would be bad 
quality? Social media can 
help you fix that concern. 
When you post regularly, 
answer customer questions, 
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Social Media is a Useful Tool for the Small Business Indevtech has been 
serving Hawaii since 
2001, providing end-to-
end managed IT 
services to small- and 
medium-businesses.  
Our philosophy is very 
simple: we strive to be 
the best at what we do, 
so that you can 
succeed at what you 
do.  We have a proven 
framework that, when 
deployed with a solid 
commitment from our 
clients, provides an 
unshakable foundation 
on which our clients 
can build their 
businesses. 

Indevtech Incorporated 

Pacific Guardian Center, Mauka Tower 
737 Bishop Street, Suite 2070 
Honolulu, Hawaii 96813-3205 
 
Phone: (808) 529-4605 

 

blog.indevtech.com 
Visit us online at: 

newsletter.indevtech.com 

newsletter@indevtech.com 
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Tech Trivia 
The first known "selfie" 
was taken back in 1839 

by Robert Cornelius, 
using daguerreotype 

photography. 

twitter.indevtech.com 

facebook.indevtech.com 

Free Whitepaper: 
10 Benefits of Managed  

IT Services 
indevtech.com/10-benefits 


