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Cloud-Based Supply Chain Data Integration Platform 
For Midsized Retailers and Suppliers 

 
About Logicbroker  
Logicbroker Inc. delivers logicbroker, a cloud-based platform for supply chain data 
integration and automation. logicbroker connects the fragmented systems your business 
relies on using industry standard protocols such as EDI and XML, and connecting robust 
platforms such as Magento, NetSuite, and QuickBooks to external trading partners. With 
logicbroker, you can reduce your cost per transaction and effortlessly exchange 
procurement information electronically with your website, ERP, suppliers, and EDI 
trading partners. For more information, visit www.logicbroker.com. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 

CEOCFO: Mr. Zamani, what is the concept at Logicbroker? 
Mr. Zamani: Logicbroker enables midsized retailers and suppliers to grow their online 
presence through automation and integration. 
 
CEOCFO: What is your approach? How are you able to help a company be 
successful? 
Mr. Zamani: Typically, our customers are midsized companies that, just like any other 
company, want to grow a business and be efficient, but they do not have time, money 
and resources. What we do is give them a platform without any installation to connect to 
their system and allow them to connect to enterprise companies such as Amazon, Best 
Buy, Walmart, and be able to send them information around supply chains 
automatically. Ultimately, they can grow their revenue and be compliant with these 
companies without adding head count and additional resources. 
 

CEOCFO: What are some of the challenges in technology that you have overcome to have an offering that is as 
easy to use? 
Mr. Zamani: By having a very talented technologist team and spending several years in R&D, we have been able to 
abstract the complexity that goes around data integration, data translation or data transformation and create a simple 
solution for our customers. We simplify integration. Our customers do not have to know what web service, XML or EDI 
means, they just know that using QuickBooks and orders will magically show up in their QuickBooks, and every time they 
update their order information in QuickBooks, that information magically goes out to the world, whether it is Amazon, 
CostCo or Walmart. 
 
CEOCFO: What would be the typical engagement? 
Mr. Zamani: Here is a hypothetical customer’s situation. Let us say you have an ABC manufacturing company and they 
have wonderful products around accessories for iPhone or Android based device. They are selling these and want to sell 
directly to companies like Best Buy, Amazon or Radio Shack, and they want to allow those large retailers to offer their 
product without purchasing that inventory and do it in a drop ship model, which is very standard in the eCommerce space. 
If I go in on those websites and buy that product and that order automatically ships from that ABC manufacturer directly to 
me, I am a happy customer. To do that, ABC manufacturing needs to have a system in place that can handle that kind of 
integration. If they want to do it themselves, they have to buy different pieces off software, put them together and have 
several people working on it to make that happen. Instead of that, the alternative is Logicbroker. We have a platform that 
does that and we have people behind it that can support you. We not only provide a cloud-based software as a service 
(SaaS) platform, we also offer you people that are technical, know that domain, help you on board much faster and to do 
that integration at a fraction of the cost of doing it yourself. 
 
CEOCFO: Why would anyone want to do it themselves these days? 
Mr. Zamani: That is one of the reasons we have been successful. Maybe ten years ago it would have been much harder, 
but now everyone is all about outsourcing certain core competence, just like ourselves. We outsource our payroll, our 
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counsel, and our tech support for internal desktop support. Companies want to do that too, retailers and suppliers that 
want to outsource their supply chain automation. If you are a large fortune 1000 company, yes, maybe it makes sense to 
do it internally, but if you are a 50 or 1000 person company and you have a few IT people that just support your basic 
system or your core competence system, you cannot really afford to go to a high risk, supply chain integration person. 
 
CEOCFO: How do you reach potential customers? 
Mr. Zamani: We have some great strategy partnerships with some of the big players in our ecosystem such as NetSuite, 
which is one of the fastest growing software as a service ERP system, or Magento, one of the largest shopping cart 
companies, that is part of eBay. These strong platforms are adding several thousand customers a year. We have a 
standard plugin to these systems so customers can use our solution easily to connect to the world. In addition to that, we 
use an industry standard called EDI (Electronic Data Interchange) to change protocol. EDI was previously used with 
enterprise customers, but now with the evolution of technology and cloud computing, it is becoming much more 
mainstream where anyone can use that protocol to talk to large companies. 
 
We do different types of marketing. We do to trade shows that are sponsored with our strong partners and we also go to 
mainstream trade shows such as Internet Retailer Conference or Shop.org; anybody who walks through those doors is a 
potential customer for us. In addition, we invest heavily in our website, our social media and we do a great deal of social 
media advertising. We have dedicated marketing resources that focus on putting out blogs and white papers that talk 
about our solution. In this way, we are naturally found. Today if you Google Magento EDI, we are the one that shows up 
naturally on the first page because we are one of the early comers to that solution and we have invested heavily on 
getting our solution out there. 

 
CEOCFO: What has changed since you developed the solution? Have you learned from feedback? 
Mr. Zamani: We do a great deal of surveys after we sign up a customer and they go live. In addition, we have a resource 
that heads up our product management. Therefore, that gentleman conducts periodic interviews with our existing 
customers. One thing we pride ourselves in is we never forget about our existing customers. We make sure we stay in 
contact with them because those are the heavy users of our product. Getting feedback from them helps us constantly 
enhance our product and offering to our new customers. 
 
CEOCFO: How is business these days? 
Mr. Zamani: It is good! It is challenging. The biggest challenge we have is no decision. We have many customers that 
love our solution but they will say “Well give me one more month.” Our biggest competitor is no decision. 
 
CEOCFO: Do people understand the difference when you talk with them? Is there an aha moment where they 
realize what you are able to do that perhaps other systems are not? 
Mr. Zamani: There is definitely an aha moment when prospects engage with us. As they see our solution in action and 
see a demo, they are like “Oh wow! I did not realize you guys do that.” That is important because when they read about 
our solution, anyone can say “Hey I am an EDI provider. Oh yeah I do a total automation.” The potential clients or 
prospects are intimidated and think maybe it does not work or it sounds like too much technology for them. When they see 
it in action, they are like “Wait a minute! These are the tools that I use. This is the way it works. This is NetSuite,” and 
“Wow! The data is actually coming in automatically. I do not have to import and export.” There is definitely a great deal of 
wow factor. After they sign up with us and after a couple of months when they are heavily using our system and the 
automation is in place, that is where we get a true wow factor when they are actually leveraging the solution. 
 
CEOCFO: What is the plan for the next year or so? 
Mr. Zamani: A year from now, we will probably have a difference set of challenges. Right now we are in customer 
acquisition mode, so it is much easier when you have a couple of hundred customers who acquire more customers. Once 
you get many more, then your challenges become customer and employee retention. That would probably grow in a 
different scale for us a year from now as a challenge. 
 
CEOCFO: What is your geographic reach today? 
Mr. Zamani: Right now, we are solely focused on national reach, so we focus on the US. We do have a couple customers 
in Europe, and we definitely want to take on international, at least Europe, Canada and Central America, probably at least 
in two years if not next year. 

“We simplify integration. Our customers do not have to know what web service, XML or EDI 
means, they just know that using QuickBooks and orders will magically show up in their 
QuickBooks, and every time they update their order information in QuickBooks, that 
information magically goes out to the world, whether it is Amazon, CostCo or Walmart.”  

                                               - Peyman Zamani 
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CEOCFO: Put it all together for our readers. Why does Logicbroker stand out? 
Mr. Zamani: Logicbroker stands out because, to our prospects and our customers, we provide much more value than our 
competitors do, with not only product features but also people behind it. In addition to our product offering, customers 
always get a dedicated client delivery analyst (CDA), who are based right here in Shelton, Connecticut, and customers 
know them by name, know their cell phone and know they can always reach out to them if they have a question. Because 
we believe in our product and we know we can get you up and running much faster than our competitor does, we make 
sure you have a dedicated person. We know if a CDA is called, it is because you are impressed with our solution and 
offering. 
 

 
BIO: As chief executive officer at Logicbroker, Mr. Zamani is responsible for creating, leading, and executing the 
company’s strategy and vision. 
 
He has over 20 years of experience delivering ecommerce, technology and Software-as-a-Service (SaaS) products and 
solutions to small businesses and Fortune 500 companies. Throughout his experience, he has held various executive 
roles on the business and technical sides for companies such as Pitney Bowes, U.S. Web, and Office Depot. Prior to 
running Logicbroker, he was the Senior Director of Sales, Support and Operations at Office Depot and was acting COO of 
the technology selling division overseeing eCommerce, IT, product management, marketing, pricing, supply chain, call 
center and presales support. 
 
Mr. Zamani holds a B.S. in Computer Science and an MBA with the highest academic degree from the University of 
Connecticut. He also carries various technical certifications on Microsoft platforms and is on the board of advisory of 
University Of Connecticut Computer Science & Engineering. 
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Logicbroker 
1000 Bridgeport Ave. 

Shelton, CT 06484 
203-929-7633 

www.logicbroker.com 


