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BIO: 
John “Jay” Jarrell, President and CEO, 
leads the operations of Objectivity Inc., 
determining the company’s strategic 
direction and managing growth. Jay 
has a long history with Objectivity, Inc. 
starting in 1997 as the Vice President 
of Sales, and adding the Marketing 
group to his responsibilities shortly 
thereafter as Vice President of Sales 
and Marketing. Jay was elevated to 
President and COO in 2002 and in 
2003 was named President and CEO 
of the company, while also being ap-
pointed to the Board of Directors. 
 

About Objectivity, Inc.: 
Objectivity, Inc. is the Enterprise 
NoSQL leader of Big Data database 
solutions, helping customers harness 
the power of Big Data. Our leading 
edge technologies: InfiniteGraph, The 
Distributed Graph Database™ and 
Objectivity/DB, a distributed and scal-
able object management database, 
enable organizations to discover hid-
den relationships for improved Big Da-
ta analytics and develop applications 
with significant time-to-market advan-
tages and technical cost savings, 
achieving greater return on data re-
lated investments. 
 

Interview conducted by: 
Lynn Fosse, Senior Editor 

CEOCFO Magazine 
 
CEOCFO: Mr. Jarrell, how has 
Objectivity grown under your 
leadership? 
Mr. Jarrell: Objectivity has exceptional 
technical thought leaders. We have 
excellent products that serve a large 
customer base with data intensive 
applications enabled by our database 
software. My leadership and my 
leadership team have driven the 
organization to be more customer-
centric. Everyone from customer 
support, engineering, sales and 
marketing are focused on helping our 
customers solve their complex data 
problems and add value to their 
solutions. We continually strive to offer 
relevant improvements and upgrades 
to our products based on our 
customers’ requirements. We provide 
many avenues for direct interaction 
between our customers and our 
exceptional support teams. The 
satisfaction of our customers has gone 
up dramatically as well as new adoption 
of our software. Objectivity has grown 
from being a very good product focused 

company to also being customer-
centric, which in turn makes our 
customers successful and increases 
our value and relevance to our 
customers and market. 
 
CEOCFO: Who is using your services 
today? 
Mr. Jarrell: On the commercial side, 
our software is typically embedded into 
mission critical solutions for global 
enterprise corporations such as 
Siemens Worldwide, NEC (Japan) and 
Schlumberger. We are also embedded 
in mission critical applications that 
support intelligence, surveillance and 
reconnaissance systems within the 
U.S. Federal Government, Security 
and their allies. We are proud to be an 
enabling technology inside those 
mission critical surveillance and 
intelligence applications, focused on 
connecting the dots globally to help 
keep us safe. We see Telecom as a 
growing market for Big Data Analytics, 
and we are a key differentiating 
component within Big Data Analytics 
solutions. Our existing partners and 
customers in this space, including 
Ericsson and Vodafone xone, are 
currently developing with our products 
to enable real-time, Big Data, geospatial 
solutions for ad-targeting programs, 
mobile money, analytics, fraud and 
other new revenue-generating 
services. 
 
CEOCFO: In both of your products, 
what do you understand that allows 
Objectivity to do it better, cheaper, 
faster, easier? 
Mr. Jarrell: We are the leader at 
storing and searching the relationships 
and connections in data at an enterprise 
proven level. Our products uniquely 
store the relationships and connections 
of data as first-class citizens. Hence, 
we enable true real-time relationship 
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analytics like no other company or 
product combination. Comprehension 
of data today requires an understanding 
of the relationships between things. 
For example, in a social network such 
as LinkedIn or Facebook, it is all about 
connections, your relationships, your 
patterns, likes, dislikes, influences, 
and being able to store, discover and 
identify that. The second part of our 
core competency is that we massively 
scale in this distributed world. Our 
technology is distributed, scalable and 
complimentary to existing architectures. 
This enables us to help companies 
piece together all of their separate 
silos of information to allow for 
exploration of their data as a whole.  In 
turn, it provides a complete view of all 
the connections and relationships 
within their data which improves the 
effectiveness of their analytics and 
decision support systems. We refer to 
this as being the proven “Big Data 
Connection Store”, where we offer 
a federated view of an 
organization’s data relationships.  
We store the connection and 
relationship information, and that 
allows our clients to search their 
data in a unique way to find new 
meaning, new discovery, or new 
social knowledge. With our Big 
Data Connection Store, existing 
social networks can be merged 
together to discover commonalities, 
patterns and interests that are more 
valuable to the individual user. Our 
free mobile app, GraphMyLife™, 
(available on Google Play and iTunes) 
combines Facebook, Twitter and 
LinkedIn social networks and allows 
users to search relationships and 
connections across them all, 
simultaneously and in real-time. We 
store data from personal social 
networks so our users can discover 
cool new things about their own 
networks by merging that data together 
and searching it in a new way. Our 
products offer a unique view of data 
that enables new insights and 
discoveries of connected information 
to improve business intelligence and 
ROI that no one else today does well 
in a Big Data, complex, interconnected 
environment. 
 
CEOCFO: How do you reach potential 
customers? 

Mr. Jarrell: We have a mixed sales, 
partnership and channels strategy. In 
North America, we typically sell direct 
as well as work with large consulting 
firms like Deloitte, PWC, and other 
system integrators in our commercial 
markets. In the government, we work 
with tier-one defense contractors such 
as Northrop Grumman, Lockheed, 
Boeing, Raytheon, etc. Internationally, 
we have a mixed “go-to-market” 
strategy.  We employ a mix of direct 
employees, system integrators, 
consulting partners, distributors, 
resellers and independent sales 
agents. 
 
CEOCFO: Are potential customers 
aware of the company and what you 
can do or is it new for each customer? 
Mr. Jarrell: It is new in some respect 
because people have used the older 
software database tools, which have 
been out there for over 30 years, such 

as Oracle or DB2, which are relational 
databases. Conversely, complimentary 
and newer database choices for real-
time analytic applications, such as 
Objectivity/DB and InfiniteGraph, are 
gaining recognition because the 
marketplace has changed. We have 
witnessed the “biggest sea” change in 
twenty-five years in the database 
business where the market has now 
realized it is not a “one-size-fits–all” 
database market anymore. Technical 
and business leaders are open to 
using the “right database tool for the 
job”. People rely on us because they 
have large, complex data challenges 
and need our technologies to augment 
the Oracle, DB2 or Microsoft database 
tools that are already in existence. The 
market opportunity is bright; it is no 
longer a “one-size-fits–all” database 
market. 
 
CEOCFO: When you work with a client, 
is it soup to nuts in implementing the 

system or do some customers 
purchase and handle the rest on their 
own? 
Mr. Jarrell: It is on a case-by-case 
basis. Most customers purchase our 
database directly. We typically act as 
the “engine” inside the application that 
they are building. Our technical services 
team, system integrators, and partners 
help install the “engine”, support and 
tune the “engine” as they deploy. We 
work with a lot of the application 
developers, consultants and technical 
thought leaders in each account, and 
offer customizable PSP’s (Professional 
Service Packages) that incorporate 
consulting, training, and deployment 
services which ensures our customers’ 
long-term success. 
 
CEOCFO: Is there anything you would 
like to add or are in the process of 
adding? 
Mr. Jarrell: This market is a lot about 

the “flash”. Users like to look at the 
visual display of the information. If 
you are an end user, you like to 
visually see a dashboard, charts, 
colors, and all the visualization 
pieces.  However, if the data you 
are viewing does not actually serve 
up the right information, it is hard to 
get correct answers from these 
mission critical, decision support 
systems. Objectivity has the 

database “plumbing” today, and we 
are looking at adding visualization 
which can move our commercial value 
up the stack. You may have heard of 
visualization companies like HP 
Autonomy, Palantir, or i2 IBM. 
Customers and end user value their 
nice Graphical User Interfaces. Their 
back end – the stuff that actually 
stores all these different silos of 
information – does not work as 
efficiently as our products in Big Data 
environments and those products have 
a hard time scaling up. Adding 
visualization is exciting and will improve 
the value we offer to our customers, 
which in turn will drive our revenues 
and adoption. 
 
CEOCFO: How is business these 
days? 
Mr. Jarrell: We had a great first 
quarter, which ended September 30th. 
It was our best first quarter since 2006, 
and we are seeing increasing adoption 

“We are the complimentary 
enterprise-proven technology that 
enables organizations to find 
answers in Big Data and turn Big 
Data into Smart Data to help drive 
new revenue opportunities, enhance 
services and improve business 
intelligence.” – John Jarrell 
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of our new product, the highly scalable 
InfiniteGraph Graph Database. In 
addition, we are increasing the visibility 
and adoption of our signature product 
due to innovative capabilities we have 
added. 
 
CEOCFO: What challenges do you 
keep on your radar screen? 
Mr. Jarrell: First, it can be extremely 
hard to hire and retain great engineers 
and great people in Silicon Valley. I 
believe it is all about people, the 
diversity of our workforce and getting 
the best team you can. Therefore, we 
make it a priority to offer outstanding 
benefits for the company, and we are 
able to maintain a remarkably low 
turnover rate. The second priority is 
being vigilant about keeping all groups 
on the same page moving forward with 
the plan. Sometimes in an organization 
like this, you purposely get high-end 
thought leaders and they have their 
own ideas. Keeping the balance 
between creativity, passion, individual 
contribution and team focus are 

essential to succeed. I feel confident 
about that piece right now because I 
have a great executive staff, managers, 
leaders and engineers in the various 
functional roles to make sure we have 
debate, transparency, excellent 
communication and an agile process 
of creative collaboration and sharing. 
Externally, as a Silicon Valley leader, 
you should also possess a healthy 
dose of “watchfulness” due to change. 
The only constant in Silicon Valley is 
change. We are always trying to keep 
ahead of the innovative curve to grow 
our value and disruptive advantage. 
 
CEOCFO: What have you learned as 
the company has grown that is helping 
you move ahead as well as with the 
challenges? 
Mr. Jarrell: Believe in your mission 
and your people. I know this is cliché, 
but be clear, demanding and trust in 
your people. People are truly the most 
valuable assets in an enterprise 
software company. On the other side, 
as I mentioned, you have a healthy 

amount of concern, due to the pressure 
caused by innovation and fierce 
competition. The other thing I have 
learned, especially in the fast-paced 
high tech software business, is that 
you had better have more than one 
strategy up your sleeve. You need to 
be patient, but be prepared to revise 
your current strategy as many of the 
premises you are operating under can 
change. 
 
CEOCFO: Why should people in the 
business and investment community 
pay attention to Objectivity? 
Mr. Jarrell: We are the complimentary 
enterprise-proven technology that 
enables organizations to find answers 
in Big Data and turn Big Data into 
Smart Data to help drive new revenue 
opportunities, enhance services and 
improve business intelligence. We are 
an established and proven company, 
offering extensive experience in the 
database markets with strong enterprise 
and government references.
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