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Data Analytics for Large Enterprises and Small Companies

CEOCFO: Mr. Knight, would you tell us about Pragmatic Works?
Mr. Knight: Pragmatic Works is a company that specializes in data analytics for both 
large enterprises and small companies. We teach our clients to look at their data 
platform differently, to think of it as an asset and show them how to get the most out of 
it. By leveraging our tools, training and services, we help our clients consume their data 
across their entire organization. 

CEOCFO: It is a popular and crowded field; what do you understand 
fundamentally about data analytics that perhaps others do not?
Mr. Knight: SQL Server training and consulting is a crowded field. We differentiate 
ourselves by leading through our training initiatives. We want to help companies and 
individuals learn the necessary tools to be successful in their roles. By expanding their 
knowledge of their own data management, big data, cloud and BI projects, they will 
operate more efficiently and won’t be tied to us for every need.

CEOCFO: What are the types of training you offer?
Mr. Knight: We have two types of training; we offer training for companies that have developers that are trying to do their 
own analytics and we have business user training where you can do the analytics yourself. For example, you may have a 
marketing manager that wants to involve IT to get every report out of her data, so the marketing manager could use the 
knowledge he gets in our classes in Excel to derive her own reports. We cover a variety of topic including Power BI, 
SSRS, SSAS, SSIS, Cloud, Performance Tuning, just to name a few. We also have a nonprofit foundation where we train 
veterans and those that are underemployed and unemployed on how to get into IT. That is a free training where we teach 
them data skills and help them find a job afterwards.

CEOCFO: Why is that important for you and the company?
Mr. Knight: We’re passionate about our nonprofit Pragmatic Works Foundation that we started back in 2008. Back then, 
the unemployment rate was at 9%. At the same time, the data space had less than 1% unemployment rate in Florida, so 
there was a glutton of people in need of jobs. We had veterans coming back who needed jobs and their skills would not 
necessarily convert to civilian jobs. We pledge a certain percent of our revenue to go back into training for our nonprofit as 
a way of giving back to the community.

CEOCFO: Are you providing systems for people or helping them work with programs they already have?
Mr. Knight: Our goal is for us to get them to use the Microsoft systems they already have because everybody has Excel 
and everybody has Microsoft database programs. Most companies are also not fully consuming their data platform. Our 
goal is to get them to avoid incurring any new licensing costs but instead utilize what they already have. 

CEOCFO: How are you able to work with a company or an individual to get the most out of the system and get 
around some of the shortcomings? 
Mr. Knight: We have about 100 employees and most of them are active speakers and writers in the community. We have 
written dozens of books as a company now as well. Through all this experience, we have developed a strategy for 
assessing, planning and optimizing client data lifecycles. We take them through our process, understand where they are 
in their framework and bring to the table all that we think is the best practice for that software that they own. 

CEOCFO: What common thread is there with the companies you help?
Mr. Knight: We are working with over 7000 companies across all verticals. The common thread is everybody has data. 
From large financial companies to manufacturing companies to small law firms and doctor groups, they all have data that 
they want to consolidate and consume. 
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CEOCFO: Do you need to keep on top of some of the regulatory issues in healthcare so that you are aware when 
you are leading someone in a direction or is that really up to the company?
Mr. Knight: It is largely up to the company to stay on top of the regulations but many of our projects are based around 
being compliant with the Affordable Care Act regulations. We help companies stay compliant by acting as the support cast 
that helps them fulfill those new requirements.

CEOCFO: You have virtual training, workshops and events. Are some of your services used more than others?
Mr. Knight: About 60% percent of our revenue is from consulting and about 40% from software. We first started the 
company about seven years ago in the downturn. It was a terrible idea to start a company back then, but we did not know 
it at the time or know how bad it was going to get. One of the ways we engaged customers and our #1 lead source today 
is through free webinars and education that we do every Tuesday and Thursday. These are free webinars that are an 
hour long and typically bring anywhere from five hundred to a thousand people to each webinar. This has allowed us to 
gain traction at about 64,000 companies and about 400,000 people that have participated in our webinars. 

CEOCFO: How are you getting so many people?
Mr. Knight: With all the new technology coming out, we learned that one of the ways you can reach people is through 
free training. Customers oftentimes would convert through that and through referrals. We also are making investments 
into inbound and outbound marketing channels to help draw more customers in.

CEOCFO: Would you tell us about the satellite office in Minneapolis?
Mr. Knight: Our headquarters is in Jacksonville, we have a sales office in Boston and now we have a new office in 
Minneapolis. That is one of our first half of the year goals to grow that office quite well. We had a number of large 
customers in that area and we’re seeing a huge amount of growth in Minneapolis. We already had a large consultant base 
and it made logical sense for us to add a sales force there as well. 

CEOCFO: What surprised you as the company has grown and developed?
Mr. Knight: That our biggest offerings have been by mistake! For example, our free training we tried as an experiment to 
see if people would do it back in 2008. People went through a one-hour session once a day for a week and we wound up 
getting 12,000 leads from that first week of training. One of our key consulting offerings is that we can deliver is an 
analytic solution in one week; we just tried it once and mentioned it to the customer. Since then, hundreds of customers 
have used that same service. You can try many things and then a few of those might work out to be one of your core 
businesses later. 

CEOCFO: How do you help a company understand what they should or should not consider?
Mr. Knight: Luckily, we have worked with hundreds of companies at this point across each vertical. When we get into 
manufacturing for example, we look at things like safety regulations and production quality. When we assign consultants 
to an engagement, we typically assign a consultant that has that vertical expertise already so they can be part of the 
conversation versus just be a passive observer. Our experience across all technologies and verticals helps us to lead our 
customers to the right solution for their data.

CEOCFO: You mention company culture on your website as “be fun, creative and a little weird.” Will you define 
what you mean by a little weird?
Mr. Knight: Back in 2009, we grew over 100% that year. We went from just a few consultants to suddenly having fifteen 
consultants to now thirty. We realized that our new people were going to affect our culture more than we were going to 
change them, so we took a timeout and focused on culture. We wanted to create something at Pragmatic Works that is 
unique. There is a lot of competition out there and we wanted our employees to be happy and to reduce our turnover. Our 
industry is a little weird anyway and being quirky helps us retain employees. We are proud of our unusual culture at 
Pragmatic Works! At conferences, we sponsor a karaoke event that brings in around 600 people. We have irreverent 
posters all over our office that are a bit unusual. We enjoy making videos and on our website you’ll find some comedic 
ones. You spend most of your day at work, so you want it to be fun and enjoyable and it helps with retention.

CEOCFO: What is the key to handling growth and to continuing with the success without being overwhelmed?
Mr. Knight: Having a great partner group that was willing to make sacrifices and take risks is what helped our company 
journey. Early on, we felt we were riding on a motorcycle with too big of an engine. To us it was all about cash flow and 

“We’re changing the way companies look at their data platform and we can bring vertical expertise to help any company 
get up and running quickly, no matter their size or industry.” - Brian Knight
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making sure we were reinvesting back into the company. I have some of the best partners out there who are humble and 
willing to make those tough decisions with me.

CEOCFO: Why might be different a year from now?
Mr. Knight: We are focusing on watching a number of key initiatives. Our goal is to add satellite offices in three cities of 
which Minneapolis is the first. We are going to keep adding cities and technology around data analytics. 

CEOCFO: Why pay attention to Pragmatic Works?
Mr. Knight: I think we would like to lead through education and make sure our clients not only end with a solution that fits 
their business, but that they also understand how to take that solution to the next level without having to spend any 
additional dollars with us or any other consultant. We’re changing the way companies look at their data platform and we 
can bring vertical expertise to help any company get up and running quickly, no matter their size or industry. We are going 
to continue to give back to the community and put our time and resources towards making a difference in people’s lives. 

CEOCFO: Final thoughts?
Mr. Knight: In December 2014, they were interviewing the Twitter CEO recently about one of the great new ways of 
marketing is through philanthropy. We took this to heart and leveraged our own marketing to help support an organization 
we hold dear called Seamark Ranch in the Jacksonville area. We made it where if you bought one of our shirts we would 
give 100% of the revenue over to Seamark Ranch. We also ran a campaign where when a customer purchased a training 
class, a percentage of the cost went to Seamark Ranch. That added up to thousands of dollars that went to support 
Seamark Ranch, which made a big difference to the children there. The Twitter CEO is right; it led to a lot of conversation 
and more sales long-term by giving back. What differentiates companies in a competitive market is how good you feel 
about one company versus the other company. I think it was spot-on as far as using that for a marketing mechanism.

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