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BIO: With more than a quarter cen-

tury of industry experience, Mr. Steier 

is recognized as an innovator behind 

the adoption of advanced analytic 

technologies by financial services 

institutions. Before co-founding 

1010data, Mr. Steier was a Vice 

President and manager of research 

and technology at UBS North Amer-

ica, where he supported several trad-

ing desks and contributed significantly 

to the evolution of the firm into a 

leader in the use of advanced tech-

nologies. Previously, as Senior Vice 

President at Lehman Brothers, Mr. 

Steier led the effort to migrate mort-

gage-backed securities analytical pro-

gramming from mainframes to work-

stations. Earlier in his career, while a 

Vice President at Morgan Stanley, Mr. 

Steier was responsible for product 

development and analysis of fixed-

income securities. He pioneered the 

research and development of many 

complex financial instruments and 

designed and implemented the soft-

ware required to analyze them. 

 

About 1010data, Inc. 

1010data provides a unique, cloud-

based platform that unifies Big Data 

and analytics for data discovery. It is 

used by hundreds of the world's larg-

est retail, manufacturing, telecom, 

and financial services enterprises be-

cause of its proven ability to deliver 

actionable insight from very large 

amounts of data more quickly, easily 

and inexpensively than any other so-

lution. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Steier, would you tell 

us about 1010data? 

Mr. Steier: We are a technology 

company. The products that we offer 

are self-service analytics tools, for 

data discovery. We believe people in 

any organization should be able to get 

to whatever data they have rights to 

and as much data as possible, even 

so called “big data”. They should be 

able to analyze and explore it how-

ever they like in the most general 

possible way. We provide that service 

in a familiar “spreadsheet” like way. 

As I said, we even do this on big data, 

which is very unusual. That is be-

cause most business user friendly 

tools typically cannot deal with enor-

mous amounts of data. However, we 

can. 

CEOCFO: Big data certainly is a pop-

ular buzz word these days. What 

have you figured out on how to get it 

all to work and be useful for a com-

pany that perhaps others have not?  

Mr. Steier: I think it is our back-

ground, which perhaps we can get 

into later; the history of where the 

founders come from and the way that 

we think. However, the approach that 

we took is one where we said that the 

spreadsheet is a great model. Busi-

ness users all over the world use 

spreadsheets to do analysis. It is by 

far the most successful business data 

analysis product that has ever ex-

isted. In fact, Excel or spreadsheets 

were the reason why PCs became 

common in the world. That was the 

original “killer app”. It is used now, 

more than anything else. The problem 

with spreadsheets, of course, is that 

they cannot handle large amounts of 

data; they can only handle tiny 

amounts of data. By solving that prob-

lem [handling large amounts of data], 

which we have done, we suddenly 

make the most popular analysis para-

digm in the world applicable to even 

big data. You cannot go wrong with 

that approach because we know that 

spreadsheets work. 

 

CEOCFO: What was the hardest part, 

technologically, to put together? How 

did you solve the challenge?  

Mr. Steier: It is not an easy thing, 

technologically. The way that most 

technologies work is as follows; in 

order for them to be able to deal with 

very large amounts of data, which 

requires a certain amount of comput-

ing resources and other various tech-

niques, what people normally do, be-

cause it is a big problem, is to apply 

big complicated solutions. That is a 
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standard way of doing things. One of 

the side effects of that is that the solu-

tions are extremely limited. They are 

designed for speed, but that means 

that if they are designed for certain 

kinds of analysis, then that is the only 

kind of thing that they can do. In order 

to get the speed they have sacrificed 

flexibility. It is the idea that someone 

who is good at running a short dis-

tance run in the Olympics is not nec-

essarily the person that is going to win 

the marathon, because they train for 

the short sprints. Most systems are 

built that way. They are built for par-

ticular uses. The spreadsheet is a 

very general use case. You do not 

know what the user will do when they 

open up a spreadsheet. It is a blank 

slate. Therefore, building technology 

to support that kind of use, where the 

user may conduct ad hoc analysis 

with big data, is incredibly difficult. To 

support that kind of thing you really 

need some very powerful software. It 

is not easy to do and I think we have 

successfully solved the problem. It 

comes from spending a lot 

of time here at 1010data, 

but it also comes from our 

previous roles on Wall 

Street.      

 

CEOCFO: What do you 

bring to the table from previous ex-

periences that is most applicable here 

at 1010data?  

Mr. Steier: Both myself and my co-

founder, Joel Kaplan, were on Wall 

Street. One of the things that we dis-

covered in our particular roles was 

that we could do the business of Wall 

Street - in my case it was a corporate 

finance, banking, bond issuance type 

of role, in Joel’s case it was stock 

trading - we could do the business 

that we were supposed to do and the 

technology at the same time. The rea-

son why we were able to do that was 

because we found technologies, way 

back when; this was the 1980’s, which 

enabled us to do the business and do 

the technology, because the technol-

ogy was simplified. Just the way a 

spreadsheet simplifies technology for 

the business user, we had technolo-

gies which, conceptually were like 

spreadsheets. It allowed us to do very 

advanced types of technical things 

without spending a lot of time and 

mental energy on the technology. 

From our experience, we had found 

these technologies way back when 

and used them very successfully in 

our respective careers. When we left 

Wall Street we thought that it would 

be a good idea to bring those tech-

niques and technologies to the gen-

eral market. We founded 1010data to 

do that. 

 

CEOCFO: Would you give us an ex-

ample of something that is able to be 

analyzed that people would be sur-

prised that you are able to put to-

gether?  

Mr. Steier: I will give you a couple of 

examples; one from my home, Wall 

Street. I will also give you an example 

from retail. The Wall Street example 

that I will use is in the area of mort-

gage backed securities, which I am 

not going to get into much detail 

about. I think most people have heard 

of mortgage backed securities, unfor-

tunately, these days. They are very 

complicated securities, backed by 

mortgages; loans on homes. What is 

interesting about those securities is 

that what an investor is essentially 

doing is buying into many home 

loans, potentially tens of thousands of 

them at a time. This means that there 

is a lot of data out there about all of 

the loans, for example how the bor-

rower has been paying, if they have 

been paying on time, etc. Then you 

are supposed to try to figure out if the 

homeowners will continue to pay on 

time; because if I expect a cut of what 

homeowners are paying on their 

monthly payment then I want to know 

if those monthly payments are going 

to continue or not. Therefore, you 

need a lot of data to support that type 

of analysis, to try to figure out what is 

going to happen with particular loans. 

One of the interesting things that we 

brought to the table, this goes back a 

few years now, is anonymized con-

sumer credit data. Statistically, we 

have a lot of information about a lot of 

loans and a lot of information about 

borrowers; the homeowners. We can 

basically enable our clients to match 

up these data assets without actually 

knowing who the person is.  This type 

of statistical match gives the mort-

gage back security trader and investor 

a tremendous amount of useful infor-

mation, without revealing who the 

person is or where they live. While 

retaining the privacy of the borrower, 

it is nice for the investor to know that 

the person who is paying on this mort-

gage also happens to have a bunch of 

credit cards and is maxing out on 

those credit cards, which tells you that 

potentially they may default on their 

mortgage. That is one example of 

something which I think is very so-

phisticated. It is particularly interest-

ing because it does involve some in-

teresting data and yet we protected 

the consumer, which of course is very 

important. In general, I do not believe 

that doing all of that data analysis 

would jeopardizes people’s privacy if 

it is done in the right. 

 

An example from retail is that retail-

ers, and large retailers especially, sell 

many products to many 

people in different stores. 

When someone goes into 

the store they buy a prod-

uct, plus a bunch of other 

products in the same 

shopping cart. The manu-

facturers of those products are known 

as CPG companies, or Consumer 

Packaged Goods companies. Those 

are companies like Procter and Gam-

ble, Johnson and Johnson, Pepsi, 

Coke and all of the other companies 

who actually make the product that 

the retailers sell. To someone like 

Procter and Gamble, for example, it 

would be very interesting to know how 

their products are selling within the 

retailer. Not just on an aggregate ba-

sis, but on a detailed basis. If Procter 

and Gamble makes Bounty paper 

towels the people at Procter and 

Gamble would like to know when 

someone buys a package of Bounty 

paper towels, what else they are buy-

ing. Are they buying other Procter and 

Gamble products? Are they buying a 

competitor’s product? Maybe I can 

offer some sort of coupon to get them 

to buy a Procter and Gamble product 

instead. It just tells them something 

about the consumer’s buying pattern. 

It tells them about where their prod-

ucts are sold and at what time of day. 

“By solving that problem [handling large amounts 

of data], which we have done, we suddenly make 

the most popular analysis paradigm in the world 

applicable to even big data.” 

                                                             - Sandy Steier 
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There is a tremendous amount of 

very valuable information there that 

they could use.  

 

We enable large retailers to share 

data with CPG companies (the sup-

pliers) to essentially see all of the re-

tailers’ relevant data and to derive 

tremendously valuable analysis from 

that for their own marketing and prod-

uct development campaigns. The 

ability for a company to share vast 

amounts of detailed data with another 

company is a profound idea. It is 

something that, nowadays, consum-

ers do all of the time. That is because 

you just have to put something on the 

web and Facebook and everyone else 

can see it. People are sharing data, 

but companies do not share data and 

they should. We enable that. 

 

CEOCFO: How do you reach poten-

tial customers?  

Mr. Steier: The usual ways. For most 

of the thirteen years that 1010data 

has been in existence we were oper-

ating at a sort of “stealth mode”, if you 

will. We did not really want too many 

people to know what we were doing, 

especially our competitors. The last 

few years that has changed. 

 

We are doing the things that most 

people do. We have referrals. We do 

various conferences. We do advertis-

ing. We do various kinds of public 

relations, of which this interview is an 

example. We try to reach people and 

make them aware of what we are try-

ing to do. There is a little bit of an ed-

ucation process involved, because 

what we do is unusual. People do not 

think of the spreadsheet idea as ap-

plying to big data. That has been one 

of the challenges that we have had, 

but we are overcoming that challenge. 

Certainly, the whole Big Data move-

ment and the data discovery move-

ment and all of these newer concepts 

that have emerged are helping us. 

 

CEOCFO: Are there particular indus-

tries of focus for 1010data? Is it by 

design or opportunistic? 

Mr. Steier: What we provide is not 

necessarily tailored for a particular 

industry, in a sense it can be applied 

to any industry, just as Excel could be 

applied to any industry and is in fact 

applied to probably every industry on 

the planet. However, we are a little 

more focused and are involved in tel-

ecom, gaming, healthcare and phar-

maceuticals. However, the two indus-

tries that we have had the most suc-

cess with so far and where we are 

putting the most focus is the capital 

markets part of financial services and 

retail. The reason for that is fairly sim-

ple. We are in financial services be-

cause that is my background and it is 

an obvious thing in New York. There-

fore, it just made sense for us to go 

into that business. It was a business 

that we understood, we had some 

contacts, we could just take the sub-

way down to the customer and see 

them. You do not have to do a lot of 

traveling. Therefore, that is where we 

really got started. In fact, the New 

York Stock Exchange was our first 

customer. Retail was less obvious. I 

remember that one of the people at 

1010data said that he was standing in 

line at a supermarket watching the 

products being scanned into the cash 

register and realized that that data 

must be going somewhere and 

thought that for a large retailer that 

must be a lot of data. Therefore, we 

started to pursue that and we met with 

some success. That blossomed into 

what is now a very successful seg-

ment for us. Those are the two that 

we have focused on. Those are the 

two that we are continuing to focus on 

and we have new initiatives in both 

capital markets and retail. There are 

new ways of approaching customers, 

new value propositions and so forth. 

However, we are looking at other 

segments as well. As the segments 

that we are currently focused on ma-

ture, we have plans to expand into 

additional segments. 

 

CEOCFO: What surprised you the 

most as the company has developed 

so far?  

Mr. Steier: That is an interesting 

question. I would like to say that I 

have complete confidence in every-

thing that I do, but in fact when it is 

successful I am sometimes surprised 

by it, even if I have confidence. There 

is much that can go wrong. Much has 

gone wrong. I think that must be true 

of every company. However, we have 

been successful. That is on the posi-

tive side. On the negative side, it is 

surprising to me that other people are 

not doing more of the kind of thing 

that we are doing. I think that the 

technologies and techniques that we 

employ here at 1010data are tech-

niques that I was using thirty five 

years ago on Wall Street and else-

where. It is interesting that those 

techniques have only recently begun 

to be recognized as valuable. People 

did not really think about them. Did 

they not understand them? I am not 

sure what it was, but it is surprising 

that the world changes as slowly as it 

does. Maybe this is not a nice thing to 

say, but I would like to say that ten 

years ago we were twenty years 

ahead of our time. It is not even so 

much that that is a positive statement 

about us. I am surprised at how slowly 

the world has come around to seeing 

certain things that are obviously bene-

ficial. 

 

CEOCFO: Why should 1010data 

stand out to investors and people in 

the business community? What 

makes 1010data exceptional? 

Mr. Steier: We are exceptional be-

cause we simplify things. We basi-

cally provide business users the abil-

ity to do things on their own without 

having to rely on a complex technol-

ogy infrastructure. Cloud-based tech-

nologies is something the investment 

community appreciates, probably 

more than almost any other industry. 

It is common in financial services for 

a trading desk, let’s say, or portfolio 

manager to have a lot of discretion 

over the technology that they use. If 

they think something is useful they 

can just buy it. They like things that 

they can just do on their own. This 

notion of self service is not only an 

important thing to people on Wall 

Street, but it is actually a venerable 

thing to people on Wall Street. It is 

something that they have done for 

many, many years. It is not some new 

strange thing. In other industries it 

might be. In other industries that are 

more reliant and more dependent on 

more elaborate infrastructures it is not 

so true. However, on Wall Street 

people are used to doing things them-

selves. I myself have seen people do 

unbelievable things with Excel. If they 

can do unbelievable things with Excel 

on their own, then they should be able 

to do even more unbelievable things 

with 1010data. Again, there is not a 
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lot of investment. There is not a lot of 

investment in both money and in 

terms of learning and training. People 

can get it up and running quickly and 

therefore get value out of it quickly. 

We have been around for thirteen 

years at this point, which is almost 

ancient. We became profitable in 

2005. We continue to grow. We have 

over two hundred and fifty customers, 

most of whom are household names. 

In certain areas of the capital markets 

almost all of the players use us, 

whether they are on the “buy” side or 

the “sell” side or rating agencies or 

anyone else involved. I am optimistic 

that we will continue to see that kind 

of growth in the future. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


