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CEOCFO: Mr. Fackrell, what is the vision at Domega?
Mr. Fackrell: Domega is a word derived from Domegemegrottebyte, 
which is a term for data storage. You�ve heard of a megabyte and a 
terabyte? Well the terms keep getting bigger and bigger until you get to a 
Domegemegrottebyte, which is an unfathomable amount of data. We 
thought Domegemegrottebyte was a little long for a URL, so we shortened 
it to Domega. With regard to our vision, we acquire vast amounts of raw, 
unstructured, non-normalized data that our software is able to structure, 
normalize, augment and filter, and then send it back out to our clients. 
Therefore, we create value where there was no value before with a great 
deal of non-normalized, unstructured data out there. That is what Domega 
is all about. We have all of this data and we provide it to our clients, who 
then are able to use that data and information to go out and use it in their 
businesses. Our whole purpose is to empower achievers to create 
abundance.

CEOCFO: What is the challenge in putting all of the data together? What do you understand that other do not?
Mr. Fackrell: There is a massive amount of information on the internet and we are able to make sense of it. We are able 
to do it in a way that is economical. We are able to gather massive amounts of raw, unstructured data and then we�re able 
to turn it into valuable, usable information. We have been in the �big data� vertical since before people called it �big data�, 
so we feel like we know the industry really well, we know how to get hard-to-get-data and how to structure it, and we know 
what our clients are looking for and how to enhance it to help our clients succeed.

CEOCFO: Would you give us an example of what a client is looking for, their industry and how you put 
something together for them?
Mr. Fackrell: One example would be in the real estate industry, where we work with thousands of real estate 
professionals who buy our data from us. Real Estate agents are always looking to go get more listings, because that is 
how they make their money, succeed in life and how they make a living. Therefore, we empower and enable them with 
the tools to help them do that. We identify every �For Sale By Owner� in the country, and that information is all online. It is 
actually out there in the public domain, but it is in an unstructured, non-normalized format, so it is not very useable to our 
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