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CEOCFO:Mr. Zuckerman, what was the vision when ServerLIFT Corporation 
was started and where are you today? 
Mr. Zuckerman: The vision was pretty straightforward. We identified a need in the 
marketplace. We felt we could generate a product to satisfy the need. We then 
further examined the need to build a set of specifications so we knew exactly what 
the marketplace needed, surveying hundreds of companies, and then we built a 
product to meet those specifications, with the anticipation that that product could be 
propagated throughout the country and the world. We are well on our way to doing 
that. 
 
CEOCFO: Would you tell us what you developed? 
Mr. Zuckerman: We developed a lifting solution for rack-mounted equipment in 
data centers. This is our only market. All of our products are designed for use data 
centers of varying sizes. Our machines help place the equipment into racks and also 
unrack equipment, both for new installs and for migration and moving and replacing 
equipment. 
 
CEOCFO: What are the challenges in moving the equipment? 
Mr. Zuckerman: The equipment has varying weights with racks going as high as 
seven or eight feet, so you have to get up to the top of the rack. You also have to be 
able move very, very heavy equipment. Servers and switches today are going 
upwards of 900lbs, but even relatively light equipment is difficult to install in the rack 

with a single person. It typically takes a number of people, and it is not a safe operation. ServerLIFT products are 
designed to make it safer and to use less people to do it. We start in the beginning by helping uses get equipment off of 
skids and out of crates and boxes with our auxiliary lift extension accessory. 
 
CEOCFO: What did people use before ServerLIFT? 
Mr. Zuckerman: First they used manpower. If you look at the installation instructions from a number of companies you 
will find that they say, “Get two people,” or “Get four people.” Now, we are finding that some of the larger companies are 
putting weight limits on what they will allow people to handle by hand altogether. We know at least one of the larger 
companies restricts their people from handling anything over 50lbs without a mechanically assisted device. There are 
warehouse-type lifts which have been used on occasion to assist, but these products are not designed to work within the 
data center, so they do not really meet the proper specifications. They are not rigid enough. They are designed for 
strength; they can make the stuff go up and down, but when you get it to the right location to install it, it is hard to position 
and they are far too flexible both left to right and the front to back position. They tend to sag and make it very, very difficult 
to get the equipment aligned without somebody still having to pick it up at least to a partial extent. They are dangerous; 
people drop equipment using them. People get hurt using them. Our equipment is designed to avoid those pitfalls. 
 
CEOCFO: Is ServerLIFT well known in the community? 
Mr. Zuckerman: Getting information about our company out is still our major challenge. There is still a large percentage 
of population that does not use ServerLIFT lifting equipment. Some of them are aware of the product but do not 
understand the value, and many people are not even aware of the product. We find people are still searching for us and 
find us because they are looking for a solution for their data centers. 
 
CEOCFO: How do you attract attention? 
Mr. Zuckerman: We have an extensive marketing program. We advertise in publications. We work, as most companies 
do today, on our search engine optimization. We try to set up strategic partnerships with other companies. We are going 
to exhibit at the Interop in April. We also do direct email. We try to contact the people within the corporations who are 
responsible for using and installing the equipment. 
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CEOCFO: Would this be an outright purchase for the company? 
Mr. Zuckerman: Yes. Typically it is an outright purchase. It is easier for companies today to buy something outright than 
to lease it. They can rent ServerLIFT products but generally it is more efficient to purchase. It is expensive to ship back 
and forth for rentals, although we do rent. 
 
CEOCFO: When you are talking with a company, do they understand immediately the value? Is there an "aha" 
moment when they get it? 
Mr. Zuckerman: Generally people understand in principle the value of our equipment. It tends to be a challenge to let 
them know just how good the equipment is. Almost exclusively, people who get our equipment report that it exceeds their 
expectations. 
 
CEOCFO: Are there particular types of data centers, sizes, or types of companies that use your product, or is it 
potentially across the board? 
Mr. Zuckerman: We tend to reach a fairly broad cross-section of businesses, everything from manufacturing to 
educational institutions to hospitals to government installations to financial institutions. We are finding now with greater 
concern for safety and the varying physically strength of people that smaller and smaller data centers are using the 
ServerLIFT products. Typically this shows up in the leading types of organizations like universities and hospitals which are 
more sensitive to personal injury, and then it propagates outward from there. 
 
CEOCFO: Whom would you normally talk to at an organization? 
Mr. Zuckerman: That is an interesting question. The data center industry is a relatively new industry, so job titles are not 
well-defined across the industry. Somebody who is a data center manager could be anything from a C-level executive to 
somebody managing a few people on the floor of a data center. We try to reach people in early stages who are very close 
to people who are actually doing the lifting because these are the people that see the value. Then we look toward the C-
level executives or just below C-level who are handling just one data center or multiple data centers. 

 
CEOCFO: Would you tell us about the recent distribution agreement in Russia, and is that typical for you to work 
internationally? 
Mr. Zuckerman: Yes. Very much so. We have distribution in Russia, Australia, China, Singapore, the UK, as well South 
Africa. 
 
CEOCFO: Are there geographies that understand the value of your product more, or do you find the same issues 
everywhere? 
Mr. Zuckerman: It seems to be fairly universal. We are in well over forty countries, every place from developed countries 
to Vietnam. 
 
CEOCFO: Where do you manufacture? 
Mr. Zuckerman: We manufacture in downtown Phoenix, so we are one of the inner city 100 fastest growing companies. 
 
CEOCFO: Is there competition? 
Mr. Zuckerman: There are companies that claim that they make a server lift. Most of those companies are rebranding 
warehouse lifts or light-duty lifts. There is one company that pretends to be a server lifting device, but they really do not 
get on the radar because they do not meet the specifications of what a data center really needs. 
 
CEOCFO: What are some of the differences between your different products and what situations would require 
them? 
Mr. Zuckerman: The flagship product that we have used is our SL-500X, which will handle up to 500lbs and still maintain 
a highly rigid, functional product. We have a heavier duty unit that goes up to 1,000lbs with the same specifications. Both 
of these units have motorized lifting, so it is very easy for the operator to move it to a position on the rack. They have 
microprocessor control so the positioning is easy; they can position it exactly where they need it. For companies that have 
infrequent moves, and this would be typically for smaller data centers that do not move very many servers, we have a 
hand-crank unit that handles up to 350lbs. The primary differentiator is that the utilization is for low-mobility applications. 
We have various accessories that help lift the product out of the box or an extension that allows somebody to go down to 

“As a vendor, we satisfy the needs of the data center. We reduce injury, we make the center 
more efficient, and we improve employee attitudes dramatically. I remember at one of the 
Fortune 500 companies, one of our earlier customers, the head of operations there said, 
‘ServerLIFT changed my life.’ We find time after time people are dropping us notes and 
thoughts about how ServerLIFT has exceeded their expectations.” - Ray Zuckerman 
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within a half inch of the floor. We have adapter products that help you go into height environments. For instance, many 
data centers have either hot aisle or cold aisle containment areas, so the ceiling of the unit is right up at the top of the 
rack, so the mast of the ServerLIFT products would protrude through the ceiling before you could get the server up high 
enough. For this case, we have a booster that brings the server up higher so you can get all the way to the top even in a 
cold aisle containment area. 
 
CEOCFO: Are there any possibilities you have not covered? 
Mr. Zuckerman: We have covered all the possibilities. We also have a front loading lifter which penetrates deeper into 
the rack. It is used primarily in assembly operations. There are many companies that pre-assemble servers and switches 
into the racks at a factory and then ship the entire populated rack to a data center. Those types of companies typically like 
a front-loading unit which gives them access to both sides of the server while they are doing an install. It is more of a 
production environment rather than a racking and deracking environment in a data center. Once somebody has a 
ServerLIFT, they absolutely realize that it is not complicated at all. Because our unit racks and unracks from the side and 
it is only two feet wide, it gives you plenty of space to work around the unit and very easy to position it. 
 
CEOCFO: What surprised you most as the company has grown and developed? 
Mr. Zuckerman: How difficult it was to reach the marketplace. The people that we try to reach are valued employees, and 
companies tend to protect them. They do not want recruiters stealing their good people. The areas that they work in are 
highly confidential. They are dealing with very, very sensitive data and we hear all around the country about data being 
pilfered, so they tend to be in high security areas, and they are difficult to reach. 
 
CEOCFO: How do you continue with your past success? 
Mr. Zuckerman: I think it is pretty straightforward. We continue to offer new and innovative products and product 
improvements based on customer feedback, provide absolutely pristine customer service, provide a product that is 
unbelievably reliable; in the history of our company, we have one return. With every product we sold directly within the 
United States, we provide a money-back guarantee: return it within 30 days and we will take it back and pay the freight 
both ways. In the history of the company since we started production in 2005, we have had one return due to mis-
application. 
 
CEOCFO: Why pay attention to ServerLIFT Corporation? 
Mr. Zuckerman: As a vendor, we satisfy the needs of the data center. We reduce injury, we make the center more 
efficient, and we improve employee attitudes dramatically. I remember at one of the Fortune 500 companies, one of our 
earlier customers, the head of operations there said, “ServerLIFT changed my life.” We find time after time people are 
dropping us notes and thoughts about how ServerLIFT has exceeded their expectations. As near as we can tell every 
product we have ever made is still in service, including the first units that we made. The product does the job and it helps 
the people. In terms of a partner, ServerLIFT is a phenomenal partner. Our product simply works right away. It comes off 
the pallet and it is ready to use. You take it out of the box and there it is. We recommend charging it first, but it will work 
right out of the box, unlike software and hardware where there are always updates and changes, our products go out and 
work. Working with ServerLIFT allows you to connect with a company that has an absolutely pristine reputation. Those 
people who know about us have only kind words for us because we provide the highest customer service and support. In 
terms of a growing company, ServerLIFT is a company to watch. Since 2005 We have averaged 35% annual growth, and 
we are looking to expand and add new products. 
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BIO: Mr. Zuckerman is an experienced entrepreneur, US Army Veteran and business developer. Over the last 30 years 
he has, as a member of senior management, established and directed profitable and successful manufacturing 
companies and technology consulting firms. Among his accomplishments, he revamped a 300-person commercial 
injection firm from a history of failure to profitability, reducing downtime by over 90 percent; increased the size of a 
manufacturing firm by 600 percent within 10 years, enabling a profitable sale; and revamped the procedures and technical 
design of a long-distance transport system for a subsidiary of Litton Industries, Inc. such that they competed successfully 
in a market previously dominated by foreign companies. 
 
In addition Mr. Zuckerman, a multiple entrepreneur, has started up over a half dozen companies and participated in the 
start-up of others as well as having acted a corporate officer and Secretary to Mr. Hanger, Inc., a public company. 
 
In the community, he has sponsored, supported and been a director of Invest Southwest, a conference set up to help 
nurture and provide access to funding for early stage companies throughout the Southwest. As well as serving on the 
Governor’s Arizona-Mexico commission. Mr. Zuckerman has been an active coach for early stage companies by providing 
mentoring to dozens of companies in both operations and acquisition of funding. 
 
Currently Mr. Zuckerman is the Chairman and CEO of ServerLIFT Corporation, a firm focusing on product and technology 
development for the data center environment. In its ten-year operating history, he has brought the company from concept 
to over five million dollars in sales annually. 
 
Throughout his career Mr. Zuckerman has made significant contributions in many areas, holding over a dozen patents 
many fields, including Solar Power, Medical Prosthesis, Information Technology, Portable Air Conditioning, Consumer and 
Trade products. 
 
Mr. Zuckerman earned his engineering degree while working in his field, and holds a Bachelor of Engineering Degree with 
a specialty in Mechanical Engineering from CCNY. He undertook advanced studies at Rutgers University and New York 
University in their MBA programs, specializing in finance. 

 

 
 

  
  
  
  
  

  
 
 
 
 

ServerLIFT Corporation 

821 N 2nd St 
Phoenix, AZ 85004 

602-254-1557 
www.serverlift.com 


