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Tim Tikalsky, CPA, CSPM
Chair of RINA’s 
Consulting Group

The Company You Believe In, Believes In You.

Four Northern California Locations: Roseville > San Francisco > Oakland > Walnut Creek

Consulting services from 
RINA accountancy corporation

Create your dashboard 
for business success
Your company is taking the right steps to succeed … but could 
it do more? As part of our Strategic Performance Management 
Services, we work with you to create a business performance 
“dashboard” that provides real-time feedback. We can help you 
identify key performance indicators, improve your processes, 
and monitor your progress towards business and fi nancial 
objectives. With RINA, the road to success may be more 
direct than you think.

Let us help you grow your 
business intelligently.

Call us at 1.800.RINA.CPA or visit us online at www.rina.com
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Entrepreneur 
Profile

Big picture
How’s business: We are growing. We are talk-
ing to much larger customers these days. 
(There’s) a lot of market education involved. 
We save our clients a lot of money.
Biggest challenge for your business at the 
moment: The education. It’s not a defined 
marketplace really. It’s a new service catego-
ry. Sometimes competition is good for that.
What’s going to change at your company in 
the next year: Nothing major. Probably try 
to create some more noise about us ... so 
people understand who we are here.

Business moves
Reason for starting business: A huge prob-
lem that needed to be solved. Everybody 
that I talked to admitted they didn’t have a 
handle on their expenses. Someone needed 
to solve it.
Most difficult part of decision: Jumping off 
the cliff — jumping into the entrepreneur 
realm. I was excited.
Biggest misconception: It gives you some 
freedom, but you never put it down. You 
wake up in the night thinking about it.
Biggest business strength: We solve a real 
problem. 
Biggest business weakness: We are not a 
household name. We are convinced we can 
explode, but don’t have name recognition.
Biggest risk: An acquisition we made in 
2004: QuantumShift Communications. We 
were small and privately funded, and we 
took on a big beast. It gave us a platform to 
go national. 
Biggest mistake: A bad hire here and there. 
Hiring based on skill set rather than culture.  
Smartest move: Buying QuantumShift. 
Biggest worry: Not growing fast enough. It’s 
my nature of being impatient.
What do you wish you had known from Day 1: 

Go after a larger client. 

Work routine
Most challenging task: Regulation because 
we are in the telecom industry.
Favorite task: Finding new customers.
Least favorite task: Having to make tough 
HR decisions.
Biggest frustration: When we don’t learn 
from our mistakes. Why we fumbled, and 
how can we stop it from happening again. 
Source of support in a business crisis: My 
two business partners. 

Dreams
Key goal yet to achieve: Be a $50 million com-
pany. We can be a much larger company. 
How will you know that you’ve achieved it: 
Look at our tax return and our financials.
First move with capital windfall: Merger and 
acquisition.
Five-year plan: I would like to cross my goal 
of $50 million.
Inducement to sell: Not now. If someone 
wants to give me some crazy offer, fine.
First choice for new career or venture: 
Something to do with investing, like VC.

Personals
Most-admired entrepreneur: Steve Jobs.
Favorite pastimes: Golfing, traveling. 
Favorite book: “Good to Great” by Jim 
Collins. 
Favorite film: “The Godfather” trilogy. 
Favorite restaurant: Peter Luger Steakhouse 
in New York. 
Favorite destination: Lake Tahoe.
Automobile: Porsche Panamera. 

— Jason Shuffler ■

 What it does: Provides 
telecom expense man-
agement to multi-site 
businesses. Helps com-
panies control and man-
age their communication 
costs. 
HQ: San Ramon.
2009 revenue: $16.8 mil-
lion.
Number of employees: 45.
Year founded: 2001.
Source of start-up capi-
tal: Friends and family; 
private investments and 
self-financed.
Age: 40.
Residence: Danville.
Website: vcomsolutions.
com
Background: Graduated 
from Cal in 1992, majored 
in international business. 
CEO of Networld in San 
Francisco, a hardware 
reseller. Also worked 
for Nortel, with a back-
ground in sales. 

GARY STORM
CEO AND FOUNDER, 
VCOM SOLUTIONS INC.

Wha
tele
age
bus
pan
age
cos
HQ: 
200
lion
Num
Yea
Sou
tal: 
priv
self
Age
Res
Web
com
Bac
from
in in
CEO
Fran
rese
for N
grou

GA
CEO
VCO

S
P

E
N

C
E

R
 B

R
O

W
N

 /
 S

F
B

T 
F

IL
E

 2
0

0
5

Big picture
How’s business: We are growing. We are talking to much larger cus-
tomers these days. (There’s) a lot of market education involved. We 
save our clients a lot of money.
Biggest challenge for your business at the moment: The education. It’s 
not a defined marketplace really. It’s a new service category. Some-
times competition is good for that.
What’s going to change at your company in the next year: Nothing 
major. Probably try to create some more noise about us ... so people 
understand who we are here.

Business moves
Reason for starting business: A huge problem that needed to be 
solved. Everybody that I talked to admitted they didn’t have a 

handle on their expenses. Someone needed to solve it.
Most difficult part of decision: Jumping off the cliff — jumping into 
the entrepreneur realm. I was excited.
Biggest misconception: It gives you some freedom, but you never put 
it down. You wake up in the night thinking about it.
Biggest business strength: We solve a real problem.
Biggest business weakness: We are not a household name. We are 
convinced we can explode, but don’t have name recognition.
Biggest risk: An acquisition we made in 2004: QuantumShift Com-
munications. We were small and privately funded, and we took on a 
big beast. It gave us a platform to go national.
Biggest mistake: A bad hire here and there. Hiring based on skill set 
rather than culture.
Smartest move: Buying QuantumShift.
Biggest worry: Not growing fast enough. It’s my nature of being 
impatient.
What do you wish you had known from Day 1: Go after a larger client.

Work routine
Most challenging task: Regulation because we are in the telecom 
industry.
Favorite task: Finding new customers.
Least favorite task: Having to make tough HR decisions.
Biggest frustration: When we don’t learn from our mistakes. Why we 
fumbled, and how can we stop it from happening again.
Source of support in a business crisis: My two business partners.

Dreams
Key goal yet to achieve: Be a $50 million company. We can be a much 
larger company.
How will you know that you’ve achieved it: Look at our tax return and 
our financials.
First move with capital windfall: Merger and acquisition.
Five-year plan: I would like to cross my goal of $50 million.
Inducement to sell: Not now. If someone wants to give me some 
crazy offer, fine.
First choice for new career or venture: Something to do with investing, 
like VC.

Personals
Most-admired entrepreneur: Steve Jobs.
Favorite pastimes: Golfing, traveling.
Favorite book: “Good to Great” by Jim Collins.
Favorite film: “The Godfather” trilogy.
Favorite restaurant: Peter Luger Steakhouse in New York.
Favorite destination: Lake Tahoe.
Automobile: Porsche Panamera.

—Jason Shuffler n


