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Complete Cloud Data Protection Platform 
 

About Infrascale  
Infrascale provides the industry’s most complete data protection platform. Infrascale’s 
platform delivers cloud backup and archive, disaster recovery, and file sharing with 
military-grade security. This full range of data protection technologies span mobile 
devices, tablets, Macs, PCs, fileservers and application servers. Infrascale’s flexible 
platform protects data to a company’s own private cloud, a public cloud environment or 
to any one of Infrascale’s twelve data centers around the world. 
 
 Founded in 2006, Infrascale is a venture backed cloud company headquartered 
in El Segundo, California. 
 Infrascale’s platform powers over 1,000 independent cloud service companies 
and MSP’s and has protected billions of files. 
 
Infrascale offers the only complete cloud data protection platform available. 
Infrascale’s technology offers the broadest product line available anywhere, all 
managed from a single interface. 
 

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 

CEOCFO: Mr. Shaw, what is the concept at Infrascale? 
Mr. Shaw: We are using the cloud to protect data in a way that hasn’t been done before. There are two key components 
to that: One is for security and privacy, which has become a very hot topic in the context of computing, the other is in the 
context of what we mean by data protection. Traditional backup industries have been around a long time, since the dawn 
of computing. This forty year old industry has had some pretty fundamental changes in the way we can protect data – in 
the cloud – and a completely new price performance level. As a company, our technology includes backup, archive, file 
sharing and disaster recovery, all to the cloud, providing what traditionally only large enterprises have been able to do. But 
we are doing so at a price point that even small businesses can afford. We store data in the cloud in a way that only the 
customer can access that data. In the aftermath, some of the big disclosures around the NSA, Snowden and other 
security breaches, all have made security and privacy a really hot topic. 
 
CEOCFO: Everyone claims they can do it and they can do it better and safely. What is it that you have created or 
that you understand fundamentally that assures us you have the answer? 
Mr. Shaw: You are absolutely right, there is a lot of noise in the space and everybody claims security. We talk a lot about 
cloud privacy, and the approach we take is called Double-blind encryption. The concept is pretty simple. It goes back to 
safety deposit boxes at banks, where the bank manager has a key and you have a key, and you need both of those keys 
to unlock the safety deposit box. We take the same approach to data, where data is encrypted on your computer with a 
key that you have and then it is shipped to us into our cloud and encrypted with a key that we manage. Unless you have 
both of those keys, the data is useless. This adds a great layer of security on top of what most companies are doing. The 
standard approach that cloud storage companies like Box or Dropbox is that they encrypt your data and then they say, 
“trust us”. Whereas at Infrascale, we do not say “trust us,” we do not think you should trust any vendor, you should choose 
a vendor where you do not have to trust them and where there is security architecture that trust is not needed, we each 
have a key and both of need to cooperate metaphorically for that data to be unlocked. 
 
CEOCFO: Are you surprised people have accepted that “Trust us” approach? 
Mr. Shaw: Yes, I am very surprised by it, and consumers and small businesses really have accepted that approach. Your 
big enterprises have not; they have been really slow to adopt these public cloud services. I think that is prudent, 
conservative and wise, but consumers and small businesses have been incredibly quick to trust startups with very little 
track record. What we are seeing now has been a backlash in the industry with many recent security announcements 
exposed. The most recent of which left tens of thousands of companies vulnerable and wide open to attack. I think we are 
going to see a whole new array of software companies focusing on cloud privacy like us. Salesforce is a great example. 
Salesforce stores the data in a way that they have access to it. It is generally pretty critical data, such as customer lists. I 
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think we will see a Salesforce competitor that emerges, using Double-blind encryption. This approach to storing data is 
not new. It has been around in computer science theory and practice for twenty years, I just do not think the market and 
the press and analysts have shown a light on this issue until recently and now it is a hot topic of conversation. 
 
CEOCFO: Would you tell us about acquiring Eversync and the recent capital raise? What has happened and how 
has that changed Infrascale? 
Mr. Shaw: Series B brings the total invested capital in the company up to 25 million, but series B itself was 16.3 million 
and it was led by Carrick Capital Partners with DH Capital participating. The capital is really about expansion and growth 
capital. We have a healthy business, we just really like to scale it and scale it faster than we can organically. One of the 
principal uses of proceeds was the acquisition of Eversync Solutions, which was a company headquartered in Salt Lake 
City, Utah with 18 employees, all of which have joined the Infrascale team. They focused on data protection, but 
specifically appliances that had de-duplication technology, which meant they could shrink that data down in a very 
affective way. If you look at the metathesis of the acquisition between the two companies, you have Infrascale who is 
really good at clouds, scaling them, designing them and cloud storage, and Eversync is really good at on premise data 
protection. If you put those two together, you get a very powerful hybrid approach where the customer can buy a one 
terabyte backup appliance, but they can actually back up ten terabytes of data to it. That sounds impossible, but by bolting 
the cloud on to the appliance or by intelligently spilling data over between the appliance and the cloud, you end up with 
this very powerful hybrid solution. 
 
CEOCFO: How do you market your services? What is the business model? 
Mr. Shaw: Mainly through technology partners. We have about a 1000 technology partners worldwide, principally in North 
America, who then sell into small businesses and small enterprise. We work very closely with those partners. Half of the 
company is dedicated to working with that partner network to really identify opportunities in the market, jointly sell those 
opportunities, deploy the solution, manage and maintain the solution. 

 
CEOCFO: You have a number of different products and pieces to the solution. What are people interested in most 
and what are they not as interested in that they should? 
Mr. Shaw: When we talk about the Infrascale platform, it is built around four pillars. You can see it is sort of right on our 
homepage, backup, archive, file sharing and disaster recovery. One of the key benefits we deliver is that for the end-using 
business using our technology, instead of having three or four different systems to solve those three of four different 
needs, they can buy from a single vendor, a single supply relationship to manage it all. That significantly reduces both the 
cost and the complexity to operate. One of the biggest problems in data protection is that data protection is complicated 
and because it is complicated, systems are often bought and then never properly implemented. Then data is at risk. By 
simplifying and slimming down the surface area of systems that need to be managed and maintained, we can actually 
then significantly increase the level of data protection that company has. 
 

CEOCFO: When you or one of your partners is talking to a prospective customer, is there an aha moment when 
they understand the difference? What is the tipping point to move on to your platform? 
Mr. Shaw: It varies. Probably the biggest thing is the simplicity of when they use the system. If you are talking to a backup 
administrator, those people are used to dealing with really complicated systems with really long times to deploy and many 
hours go into management. Probably the number one piece of feedback we get is that it was just so simple. We have a 
single dashboard, the single pane of glass, where you can manage as many different locations or networks as you like – 
you can manage thousands of devices, but have it all boil up to just a single pane of glass that lets you see all of it. That is 
probably the biggest aha moment that we get. 
 
CEOCFO: What have you learned from your previous ventures that has been most applicable here? 
Mr. Shaw: Listen to the customer! When we as a company have made mistakes, invariably it has been because we were 
not listening to customers enough. When we succeed, it is after careful listening to the existing clients as to the types of 
customers we want to have in the future. It is not just about listening to your current clients, but also about listening to 
feedback from the types of customers you’re looking for as well. 
 

CEOCFO: What is next for the company? 
Mr. Shaw: Continued expansion within North America and internationally. We have opened a series of international sales 
offices and we will be continuing on that track. We will also continue to invest in those foreign markets and scale up our 

“Instead of having three or four different systems to solve those three of four 
different needs, [end-using businesses] can buy from a single vendor, a single 
supply relationship to manage it all. That significantly reduces both the cost and the 
complexity to operate… We have a single dashboard, the single pane of glass, where 
you can manage as many different locations or networks as you like.” - Ken Shaw Jr. 
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North American presence. Most of the capital that we raised in the series B will go to sales and marketing expansion, with 
some reserve R&D for technology. We raised a nice amount of capital that allows us to really invest in growth.  
 
CEOCFO: What is the end game for you? 
Mr. Shaw: At some point, our shareholders expect us to sell, whether that is selling to a public market or selling to a 
strategic acquirer, but there is no prescribed timeline for that. Certainly, we are focused on building the team at the 
moment, bringing talent into the company, expanding the product line and expanding our sales and marketing efforts. 
 
CEOCFO: Why take note of Infrascale? 
Mr. Shaw: Data protection is a critical part of computing that is often overlooked. We are making it dramatically simple 
and therefore accessible. We are doing so at a disruptive price point and in a way that really pioneers an approach to 
cloud security and cloud privacy that is applicable far beyond the backup category. The most important thing we are doing 
is raising awareness of problems with the way many cloud companies are securing and storing data. We provide a terrific 
solution, we help companies protect their business data – their lifeblood – and hopefully we are a one small part of an 
overall conversation about cloud security and cloud privacy that will shift the way the industry approaches the topic. 
 

 
BIO: Ken Shaw Jr. serves as CEO and CTO of Infrascale. Mr. Shaw is an experienced engineer and entrepreneur in the 
cloud storage and data protection industry. His expertise in storage oriented cloud computing and offshore software 
development has led him to be a thought leader in the data protection industry. 

For the past 12 years Mr. Shaw has founded and operated several software companies focused on building massively 
scalable data protection systems for backup, archiving, disaster recovery and collaboration. Mr. Shaw originally founded 
SOS Online Backup with two employees and has grown it into Infrascale, now with over 100 employees worldwide. 

Since its inception, Infrascale has protected millions of end-points and today has more than 1,000 integration and 
distribution partners around the world across its platform. Hundreds of thousands of businesses and companies around 
the world use Infrascale’s technology to protect, share manage and archive their data in the cloud. 

Prior to founding Infrascale and SOS Online Backup, Mr. Shaw consulted for the US Government on offshore technology 
trade policy, prior to which, he ran Safe Offsite Pty Ltd, and JNS Technology, two related businesses in Australia, that 
focused on custom private cloud backup, storage and content management solutions for SMBs. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
 
 

4 
 

 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 

  
  
  
  
  

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Infrascale 
999 N. Sepulveda Blvd. Suite 100 

El Segundo, CA 90245 
310 878 2626 or 877 896 3611 

www.infrascale.com 


