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Email/SMS Suppression List Man-
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add-on software applications for Cam-
paign and Brand Management. OP-
TIZMO™ has been adopted as best 
practice and the new standard by 
many of the nation's leading Fortune 

500 companies, Major Brand Advertis-
ers, and Performance Networks. 
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CEOCFO: Mr. Thayer, would you give 
us some background on OPTIZMO 
Technologies? 
Mr. Thayer: OPTIZMO is a Suppression 
List and data management company 
for online advertisers, affiliate 
networks, ad agencies and publishers. 
 
CEOCFO: What does OPTIZMO 
understand about list management 
that perhaps others do not? 
Mr. Thayer: The relational hierarchies 
in which data and corresponding 
analytics are relevant to the 
Advertisers, the campaigns the 
advertisers are running, and the 
channel partners who distribute these 
campaign offers to the public. We 
understand the relationship that the 
data has within various segments of 
the digital ecosystem. To simplify that, 
it is the relationship that the data has 
from the time that an advertiser 
creates an offer that they are going to 
send to a recipient to the time that they 
distribute online offers through one of 
their affiliate networks or channel 
partners. In addition and no less 
important, we understand the 
investments required to ensure 
security of the data, the integrity of 
brand reputation, and honoring 
consumer preferences for consumer 
protection. 
 
CEOCFO: Would you tell us about the 
different solutions you offer and who 
might be using your various services? 

Mr. Thayer: We specifically work in 
the email marketing industry with large 
brand advertisers, Ad Agencies, and 
Performance Networks that do email 
marketing. Our marquee product is our 
Suppression List Manager® and many 
of the nation’s leading brands use our 
software. Anyone from Fortune 500 
companies to well-known brands in the 
Fortune 100 sector. Any company 
engaged in email marketing is required 
to manage suppression lists per the 
Federal Trade Commission’s CAN-
SPAM act and OPTIZMO fulfills that 
need for our users. 
 
CEOCFO: What is the competitive 
landscape? 
Mr. Thayer: We have about 4 
competitors in this space with us being 
the largest and most robust. 
 
CEOCFO: Are most businesses today 
looking to have their information 
managed? 
Mr. Thayer: Over the last few years, 
more and more large advertisers and 
brands have started looking for third-
party solutions to manage information 
for them. The reason is the scope of 
work it takes to make sure the data is 
secure, transferred seamlessly and 
efficiently. Data management, 
specifically suppression list 
management, is outside of their core 
competency and they typically do not 
do an efficient job with it, even if they 
did have an in-house solution. We 
found that many of these companies 
are allocating more budget dollars to 
looking for third-party, secure data 
warehouses that can manage this data 
for them as well as provide them with 
detailed analytics on how channel 
partners and consumers interact with 
their email campaigns and associated 
data. 
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CEOCFO: How do you reach potential 
customers? 
Mr. Thayer: We have been fortunate 
enough to have about 98% of our new 
business be referral based and it has 
been since our first year in business. 
We have not had to do a lot of cold-
calling type outreach. We meet many 
of our potential customers at industry 
trade shows such as Affiliate Summit, 
Adtech and Leads Con. Many of the 
rest are inbound, and they find us 
through various search engines and 
asking other folks in our industry who 
they typically use for their Suppression 
List management and email 
compliance. 
 
CEOCFO: What is the key to 
having the list run smoothly? 
Mr. Thayer: There are 
various keys in that regard. It 
usually starts with the team 
that we employ, and making 
sure, they are all talented 
individuals who have 
experience in this space and 
are competent prior to 
getting tenure with the 
company. We also get third-
party penetration tests and security 
risk assessments. We also have our 
disaster recovery policies and various 
things like that reviewed on a regular 
basis in order to ensure that we have 
addressed any vulnerability. 
Additionally, we have invested heavily 
on infrastructure to ensure that the 
amount of data we collect, store, and 
distribute is easily and efficiently 
accessible to the end user. 
 
CEOCFO: What is your geographic 
reach and do you see it changing? 
Mr. Thayer: We have a global reach, 
with the majority of our customers 
being domestic. There are emerging 
markets with many new gaming 

companies developing out of Eastern 
Europe and they do quite a heavy 
amount of email marketing and 
outreach. They usually do not always 
realize that you need a compliance 
solution here in the U.S. if you are 
trying to reach out to U.S.-based 
customers and consumers. A big push 
and goal that we have been working 
towards is expanding our reach in 
these new, emerging markets. 
 
CEOCFO: How do you plan on 
expanding your reach? 
Mr. Thayer: By collaborating with 
other agencies that work with those 
companies. Many global agencies will 

work for these companies as their 
agencies of record that handle all the 
media. Since we predominantly focus 
on the email sector, we will collaborate 
with many of the agencies that refer us 
as their preferred vendor of choice 
when it comes to email compliance 
and Suppression List management. 
 
CEOCFO: Are there services you 
would like to add or change? 
Mr. Thayer: There are services we 
have already added, such as Creative 
Distribution Manager® which allows ad 
agencies to upload creative assets to 
our system for distribution as well as 
Suppression Lists and customer files. 
We also have an SMS Suppression 
Manager®. Mobile marketing has 

taken off lately, so we have diversified 
into that realm. If these companies 
want to market to an individual through 
SMS, they would also need our 
services to avoid FTC conflicts or 
potential risks by not honoring 
unsubscribes. 
 
CEOCFO: Is it more difficult handling 
the mobile end? 
Mr. Thayer: It is definitely more 
difficult because mobile seems to be 
where email was 5 years ago; it is kind 
of the Wild West. There are some 
guidelines and regulations but they are 
seldom adhered to. 
 

CEOCFO: Do you see 
regulations being increasing 
adhered to in the future? 
Mr. Thayer: Absolutely. The 
regulations are already there 
and it will be more strictly 
monitored as the volume of 
traffic grows in that area. 
That becomes a better 
medium for outreach to a 
consumer, and what 
coincides with that are 
various privacy issues that 

they are going to look to protect. 
 
CEOCFO: Why should investors and 
people in the business community pay 
attention to OPTIZMO Technologies? 
Mr. Thayer: We are a thought leader 
in the niche market we serve, which is 
acquisition email and performance 
marketing. We have had steady 
growth year over year since the first 
time we opened our doors and 
acquired our first client in 2009. We 
have doubled or quadrupled our 
growth year over year for the past 
couple years. We are really on an 
upswing and our industry reputation 
usually precedes us. 

 

 

 
 

“We are a thought leader in the niche market 
we serve, which is acquisition email and 
performance marketing. We have had steady 
growth year over year since the first time we 
opened our doors and acquired our first client 
in 2009. We have doubled or quadrupled our 
growth year over year for the past couple 
years. We are really on an upswing and our  
industry reputation usually precedes us.”  
                                                     – Khris Thayer 


