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About Infinitely Virtual: 

Infinitely Virtual offers the widest ar-

ray of products and services based on 

revolutionary hosted virtual dedicated 

server and cloud computing technolo-

gies. When you work with IV, you get 

a dedicated team of virtualization ex-

perts whose sole responsibility is to 

help you achieve your information 

technology goals with the most effi-

cient, cost-effective solution avail-

able. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

 

CEOCFO:Mr. Stern, what is Infinitely 

Virtual? 

Mr. Stern: Infinitely Virtual is a virtual 

dedicated server hosting company 

founded in 2007 to provide customers 

with cloud based infrastructure as a 

service solutions for their computing 

needs. Essentially, we give our cus-

tomers virtual machines to run their 

networking infrastructure instead of 

installing equipment at their local site. 

 

CEOCFO: What differentiates you 

from the competition? 

Mr. Stern:  We have provided for our 

customers plans preconfigured for 

what the average small or medium 

business needs. Many of our competi-

tors’ solutions still require an IT con-

sultant to implement. They are more 

oriented toward the larger enterprise. 

In our environment, we have created 

for our customers these canned pre-

created environments that allow them 

to do the things that the common 

small and medium businesses need 

to do every day. For instance, we 

have plans to enable them to share 

their applications in the cloud and we 

give them a virtual server that is al-

ready been configured to do that, and 

all they have to do is install their ap-

plications. We have simplified the 

move to the cloud by giving people 

exactly what they are looking for 

when they are seeking to put their IT 

offsite and secure. Some of the others 

things we do is include all the things 

that people need in all the plans with-

out charging additional for them so 

everyone knows that they are getting, 

including backup services with every 

plan they purchase. All their data is 

always replicated offsite and there is 

no additional fee for that. All servers 

in our environment are protected by 

intrusion detection and prevention. 

There is no additional charge for that, 

and many of our competitors do not 

even offer this as a part of their envi-

ronment, much less give it away with 

the environment. It has a very large 

value-add when people can get their 

virtual machines protected in this 

way. They are getting everything they 

need without having to worry about an 

extra charge.  

 

CEOCFO: How do you reach poten-

tial customers? 

Mr. Stern: Our customers search for 

a solution like exchange hosting or 

terminal server hosting. We come up 

high in the ratings with Google. That 

is how most customers get to us. We 

do attend some tradeshows and find 

that it makes a lot of sense.  

 

CEOCFO: What was the most chal-

lenging part in putting your offering 

together and keeping it running 

smoothly? 

Mr. Stern: I think the most challeng-

ing from the marketing side of putting 

the plans together is just being able to 

be in constant contact or to get con-

stant feedback from customers about 

your offering and keeping in on point. 

The marketplace has evolved quite a 

bit since 2007. What was an impor-

tant offering then is not necessarily an 

important offering now. I think the 

hardest thing to do is to keep the 

feedback from customers coming in 

and making sure that you stay rele-

vant. Then you will add the complex-

ity of the changing technology. When 

we started the company, Windows 

2003 was still considered the most 

common operating system placed in 
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environments. We went through the 

phase of Windows 2008 and Windows 

2013 will be the operating system 

people are going to start asking for. 

You have to stay relevant and con-

tinue to have products people want 

and offer the newest technology 

seamlessly and quickly.  

 

CEOCFO: What is the market oppor-

tunity? 

Mr. Stern: I think the field is pretty 

wide open because early adopters are 

putting some kind of cloud in the mix 

of technology. Most small and me-

dium businesses take advantage of 

the cloud in some way but it is nor-

mally in a very limited way. They 

have maybe drop-box or Salesforce 

or maybe they are using some of 

these other canned web based appli-

cations and they consider that being 

in the cloud. As they try to continue to 

take advantage of having their infra-

structure off-site, they are realizing 

that having their data with fifteen dif-

ferent providers for fifteen different 

applications may not be the most 

suitable patterns. What I think is go-

ing to happen as people between five 

and five hundred users continue vir-

tualizing their infrastructure, they will 

find a single provider that can offer 

them all the applications they need. 

They will have it all in one place and 

protected in one way and that makes 

the most sense. During that process 

as people are consolidating determin-

ing that they need to consolidate they 

off-site infrastructure, we are poised 

to take advantage of that. 

 

CEOCFO: When people come to you 

to discuss your services are they 

ready or is there an ‘aha’ moment 

when you are talking to people? 

Mr. Stern: When more than half the 

people I speak with know they want to 

be in the cloud. They know that from 

a financial standpoint it makes sense. 

They may not know what it means 

100%, but they know that is where 

they want to go. Some of the ‘aha’ 

moments are about people discover-

ing it will work. In terms of realizing 

they need to get into the cloud, I 

would say about 10% to 15% of the 

people we speak to are just kind of 

testing the water. They are not certain 

that it is really for them and some-

times their ‘aha’ moment comes after 

they purchased a plan and began that 

processing of migrating an application 

and knowing they can cancel anytime. 

We are month-to-month and we have 

a 100% money back guarantee in the 

first thirty days. It is virtually zero risk 

other than their time invested in learn-

ing how to use it. With many people 

the ‘aha’ moment comes after having 

installed an application and at that 

point it is generally full speed ahead. 

People go from zero to a hundred 

very fast. 

 

CEOCFO: How do you provide the 

type of customer service that people 

want? 

Mr. Stern: I think the most important 

aspect to cloud computing is the peo-

ple who are adopting it are not neces-

sarily technologically savvy. In order 

to make it a palatable choice for peo-

ple you have to make it accessible. 

They have to be able to get into the 

cloud and get help when things do not 

go the way they expected quickly. 

The way we do it is we make sure we 

have a team of engineers available 

24 hours a day, seven days a week 

including weekends. We train them to 

be able to help people with their com-

mon problems. It is a matter of train-

ing and a matter of the right concept 

of what customer service should be. 

Often if we call a competitor or a 

vendor in this space and you speak to 

an engineer or you speak to a cus-

tomer service person. You may be 

speaking to someone who is not 

savvy enough to solve the problems 

you are having, which is a real let-

down. You are not able to get your 

issues resolved because the person 

you are speaking with is not to handle 

the problems that you are really going 

to handle. Everybody who is on our 

technical support team is a network 

engineer capable of handling all very 

technical types of problems. Engi-

neers are going to give the type of 

support necessary to solve their prob-

lem immediately.  

 

CEOCFO: Are many of customers 

surprised at that level of support once 

they use it? 

Mr. Stern: I constantly get emails 

from people telling us we are unbe-

lievable. It is generally because of a 

support issue that comes. Everyone 

expects to get a great product at a 

great price but what people no longer 

expect is good service. The whole 

world has turned to a model where 

you have to make multiple phone 

calls, being told the wrong things mul-

tiple times from multiple people and 

waiting to speak to a knowledgeable 

person. That is the norm so it is actu-

ally a low bar. If you pick up the 

phone, listen to their problem and you 

immediately take care of the problem, 

to me is just doing the job of technical 

support. It has now become such a 

difficult thing to get. 

 

CEOCFO: Do you find word-of-mouth 

is a factor for you? 

Mr. Stern: It is absolutely! I would say 

we get 20% to 30% of all of our busi-

ness from word-of-mouth. There are 

some accounting associations where 

once we get a customer in the asso-

ciation we get an avalanche of new 

customers because of the good work 

that we do for them.  

 

CEOCFO: Are there tweaks or new 

features that you would like to add? 

Mr. Stern: We just recently began 

offering Microsoft Office 2013. We 

are moving our backup data center 

from San Diego to Boston, and in 

2013 we will have an additional pri-

mary hosting facility in Boston to ser-

vice our east coast and European 

customers. We just added Dell Re-

moteScan as a feature to our system, 

so people who need to scan to their 

terminal server can now get Dell Re-

moteScan. There are a significant 

number of additional features that we 

had on an ongoing basis. 

 

CEOCFO: What is ahead a year two 

down the line? 

Mr. Stern: As people are going to find 

the cloud for their entire business 

more palatable we will see a major 

move from the old way of doing busi-

ness which was to buy servers and 

“We have simplified the move 

to the cloud by giving people 

exactly what they are looking 

for when they are seeking to 

put their IT offsite and se-

cure.”- Adam Stern 
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put them on premises. Today about 

80% of small and medium businesses 

have a server for saving their data. 

New business is being created and as 

businesses evaluate their purchasing 

decisions, they will completely turn 

away from this model and look toward 

putting their network infrastructure in 

the cloud. I think that is going to 

change the marketplace considerably. 

Already there has been some market 

entry so I suspect there are going to 

be some new players in the space, 

and the increased competition is go-

ing to be very healthy for the con-

sumer. It is going to cause much of 

the less qualified hosting providers to 

disappear if they are not purchased. 

That will be very healthy for the con-

sumer and I think they will get a great 

amount for their money. The quality 

of the experience will increase con-

siderably at that point. 

 

CEOCFO: Why should the business 

and investment community pay atten-

tion to Infinitely Virtual? 

Mr. Stern: The paradigm of comput-

ing is changing, and only the compa-

nies that are in the right position at 

this time are going to be able to take 

advantage. Some of the larger play-

ers out there like Dell and HP have an 

offering and they will focus on enter-

prise business. Companies like ours 

are going to capture the lion’s share 

of small and medium business, which 

is the most dynamic and largest grow-

ing segment of the compute business. 

If you are looking toward an organiza-

tion that is dynamic, going to grow 

and take advantage of this new evolu-

tion of computing, Infinitely Virtual is 

poised to be that company.  
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