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BIO: 

A digital technology visionary and 

proven business builder, SmartDrive 

CEO Steve Mitgang is known for cre-

ating and managing products and 

companies for high growth and mar-

ket success. He has secured funding 

for and matured technology startups; 

steered mergers and acquisitions; 

conceived, launched and directed a 

multi-billion-dollar internet advertising 

platform, and driven companies to 

success by forging rewarding partner-

ships, acquiring top talent and build-

ing winning teams. Prior to Smart-

Drive, Steve was CEO of Veoh, the 

Internet television company now part 

of Qlipso, and before that he served 

as Senior Vice President of Yahoo!'s 

advertising products, platforms, and 

services. Steve holds a degree in ar-

chitecture from the University of Cali-

fornia, Berkeley. 

 

Company Profile: 

SmartDrive delivers innovative solu-

tions that make it easy to improve 

driver safety and reduce operating 

cost. SmartDrive records comprehen-

sive video-based data from the road, 

then thoroughly reviews and scores 

critical events for fleet managers to 

quickly respond and deliver sustain-

able savings - all through an easy-to-

use managed service.  The company 

has compiled the world's largest 

storehouse - more than 50 million 

events - of real-time, risky-driving 

incidents. SmartDrive Systems is 

based in San Diego, CA, and employs 

over 375 people worldwide. For more 

information, please visit 

www.smartdrive.net. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Mitgang, for people 

that do not know Smart Drive, what 

do you do? 

Mr. Mitgang: We create significant 

economic leverage for commercial 

trucking and transportation companies 

by using driving intelligence data to 

dramatically reduce collisions and fuel 

consumption. 

 

CEOCFO: Are you selling a software 

package to these companies and 

what is the procedure by which people 

get your information? 

Mr. Mitgang: Actually we provide a 

comprehensive driving performance 

solution that includes software ana-

lytics, a unique hardware platform and 

online reports and performance im-

provement tools. Together, these 

elements create outsized 15%+ fuel 

efficiency gains and a 50% reduction 

in collisions. Our solution combines 

videos – we have a video camera that 

captures events on the road and 

within the cab – along with data col-

lected from the onboard computers of 

these vehicles. The combined video 

and data is analyzed and categorized. 

Finally, we make recommendations to 

our customers on what areas to focus 

on to achieve these big gains in fuel 

efficiency and safety.  

 

CEOCFO: How do you address the 

question of drivers being uneasy be-

ing watched? 

Mr. Mitgang: In reality, we’re not 

watching drivers, we are recording 

events. We will capture or save a 

video only if an event is triggered 

such as a risky maneuver or a colli-

sion. We’ve given fleets the ability to 

see what happens on the road and 

why. With this objective data, they are 

able to recommend improvements 

where needed, to recognize good 

drivers and to exonerate drivers who 

were not at fault in a collision.  Inter-

estingly, the Federal Motor Carrier 

Safety Administration estimates that 

80% of collisions involving commer-

cial vehicles are the fault of the other 

driver, and our research and experi-

ence supports that. Our technology 

has actually saved hundreds of driv-

ers their jobs. We have one customer 

who changed their policy for terminat-

ing drivers. They had a zero tolerance 

policy for collisions -- you get in an 
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accident, you are fired. After imple-

menting SmartDrive, the company 

saw that many of the accidents that 

were happening were not the fault of 

their drivers, so they changed their 

policy because of our system. Now it 

is all focused on a personalized per-

formance program to improve driving 

ability and reward good driving per-

formance. So rather than feeling un-

easy about our service, once they 

know how it works for them, drivers in 

the SmartDrive program actually wel-

come us into the cab. 

 

CEOCFO: How are you helping with 

reducing fuel costs? 

Mr. Mitgang: The number-one area 

for wasted fuel is inefficient driving, 

which is all about how you are driving 

and the maneuvers you are using. For 

example, maneuvering a clover leaf 

at excessive speed burns fuel unnec-

essarily while also putting the driver at 

risk of a roll-over, and full throttle ac-

celeration is extremely wasteful, and 

completely unnecessary. Our program 

helps fleet managers and 

drivers identify these harsh 

maneuvers by objectively 

measuring abrupt accelera-

tion, hard turns, excessive 

speed and hard braking. Drivers can 

see through a combination of video 

and data analysis exactly what is 

happening and how to improve. We’re 

helping fleet managers and drivers 

engage in a conversation about how 

softer driving increases fuel economy. 

If your fleet is consuming $100 million 

a year in fuel, a 15% percent reduc-

tion in fuel use represents real 

money, $15 million. 

 

CEOCFO: Have trucking companies 

been actively looking for better ways 

to manage these issues or is it some-

thing they are happy to find out ex-

ists? 

Mr. Mitgang: There are huge expo-

sure issues both financially and from 

a public relations perspective when it 

comes to safety and fuel. Over the 

last ten years the cost of fuel has 

doubled, and fleets are eager to get 

this under control. If we can help cus-

tomers save 10-20% on one of their 

largest variable expenses, it all drops 

to the bottom line. On the safety side, 

depending on the fleet type you have, 

you are probably spending some-

where around five to six thousand 

dollars per vehicle a year on collision-

related expenses such as vehicle 

down time, physical repairs, liability 

and more. We can help a fleet reduce 

collisions by 50%, so now we’re look-

ing at cutting that $5,000 per vehicle 

average in half -- that is material sav-

ings. If you’ve got a thousand vehi-

cles in your fleet, you’re looking at 

saving $2.5 million annually in colli-

sion expenses. We are keeping driv-

ers safer, we are reducing fuel con-

sumption and emissions, and we’re 

saving lives. So our customers are 

thrilled to find out this capability ex-

ists. 

 

CEOCFO: Is there a typical customer 

for you? 

Mr. Mitgang: Our customer base is 

quite varied and includes commercial 

trucking, both local and long-haul, 

public transit, waste hauling, food and 

beverage delivery, work trucks, and 

shuttle fleets, among others. The size 

of the fleets varies also, ranging from 

200 vehicles to several thousand. Our 

addressable market in North America 

and Europe is quite large. Yet, as dif-

ferent as they are, these fleets all 

share two things in common, the de-

sire to improve safety to protect their 

drivers and the motoring public, and 

the need to lower their fuel costs 

through better fuel efficiency. 

 

CEOFO: I have seen on your website 

some names that clearly are identifi-

able. Do you work on a national level 

with companies like Brinks, Salvation 

Army, or is that more on a local level? 

Mr. Mitgang: We work with custom-

ers on both levels. We are involved 

with decision makers at the corporate 

level -- CIOs, risk managers, safety 

officers and such -- and we also work 

at the local level, assisting customers 

in the installation, implementation and 

ongoing operation of their SmartDrive 

program. So with a customer like 

Brinks or Veolia, we are involved as a 

safety and operations partner at the 

national level and we are providing 

field-level support for their regional 

and local operations, typically distribu-

tion centers or regional depots/yards 

that are spread around the country.  

 

CEOCFO: What is the competitive 

landscape for you? 

Mr. Mitgang: We are in the early 

stages of a data explosion in com-

mercial transportation. The key, 

though, is how you analyze, interpret 

and present that data to the end user. 

There is a true Greenfield opportunity 

for companies that can take driving 

performance data and provide mean-

ingful insight and answers to fleets 

that will help them improve perform-

ance. And that’s our core capability -- 

we turn data into intelligence that ul-

timately increases driving efficiency 

and enhances safety. What sets 

SmartDrive apart is that we combine 

video with proprietary data analysis to 

capture the context of the driving ex-

perience. We also have the industry’s 

only driving performance review cen-

ter, staffed by safety experts who ex-

amine and score all of the video foot-

age captured by our cameras. Their 

analysis results in recom-

mendations for improve-

ment. Video drives change 

and analyzing video drives 

intelligence that informs that 

change. I think everybody, when pre-

sented with a visual cue and the con-

text of an event, is more apt to 

change. Data alone does not let you 

personalize the learning experience; 

however, sitting down and coaching 

people through the use of real-world 

events captured on video makes eve-

rything more understandable and 

relevant. This is relatively new con-

cept; not many companies can do 

what we do. We have a couple of 

competitors that offer some of the 

things that we do, but the market for a 

combined video-data approach to per-

formance improvement is extremely 

large with ample opportunity for all. 

 

CEOCFO: When you are able to 

meet with the decision maker, do they 

“get it” immediately or do you have to 

educate them? 

Mr. Mitgang: There are many ven-

dors with new technologies calling on 

commercial fleets every day and they 

all have a data idea and a promise of 

some financial gain as a result of us-

ing their service. I think this creates a 

bit of confusion about what these of-

“We turn data into intelligence that ultimately 

increases driving efficiency and enhances 

safety.” - Steve Mitgang 
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ferings will do. It is a general issue 

that any company in the technology 

space and commercial trucking is go-

ing to be dealing with. That said, 

when you show prospects the video I 

think they “get it” very quickly that this 

is very powerful. They then have to 

think about the best way to take ad-

vantage of the opportunity. So there 

is a little education because they have 

not done it before. 

 

CEOCFO: What is involved with im-

plementation of your service? 

Mr. Mitgang: It is straightforward. For 

all the sophistication and rich data 

that we have, we actually make it 

very easy for customers to get an-

swers and focus on results very 

quickly. The real essentials are as 

follows. First, we work with the cus-

tomer to figure out which vehicles we 

are going to put the cameras into and 

then we install the equipment. We 

then will walk you through how to use 

the system and set up criteria that are 

important to you, the customer. As an 

example, one customer may be inter-

ested in reducing speed across the 

fleet, for another customer the main 

issue may be drivers not wearing their 

seatbelts. What we will do is establish 

what criteria are most important and 

then we will filter and screen videos 

and data to give you those findings 

relevant to your needs. Finally our 

review experts will conduct a driving 

performance analysis and provide 

recommendations for action. We do 

not want the customer to have to re-

view a thousand videos; we want to 

give them answers. We do all the 

heavy lifting to organize a small list of 

the most important events for you to 

follow up on. 

 

CEOCFO: How do you reach poten-

tial customers? 

Mr. Mitgang: We are a classic enter-

prise software business. There are 

very clear decision makers and influ-

encers, if you will, among our clients 

and prospects. The CFO is interested, 

the head of safety and operations are 

interested and the CEO is interested. 

Anyone who has an operations inter-

est, a safety interest or holds financial 

or general management responsibili-

ties is going to be very interested in 

our solutions. 

 

CEOCFO: How do you reach them? 

Mr. Mitgang: Our markets are very 

well defined and our prospects are 

easily identified and targeted. It all 

boils down to good salesmanship, 

everything from calling and trying to 

get a meeting to seeing somebody at 

a tradeshow, and the usual marketing 

tactics to generate leads, such as di-

rect mail pieces, webinars, internet, 

trade association speaking engage-

ments and the like. 

 

CEOCFO: How is business these 

days? 

Mr. Mitgang: Business is solid. We 

expect to more than double our reve-

nue this year. Customer retention is 

very high because they continue to 

see results well after their initial im-

plementations. We’ll soon be launch-

ing great new added value services 

on top of our existing platform and, 

meanwhile, customers are extremely 

engaged with what we are doing. But 

most importantly, they are getting in-

credible results, so business is good. 

 

CEOCFO: Why should investors and 

people in the business community pay 

attention to SmartDrive? 

Mr. Mitgang: The commercial trans-

portation business is really beginning 

to embrace data and eventually driv-

ing performance data will lead to 

transportation business intelligence 

and business optimization. There are 

many companies both small and large 

that are deploying solutions. A con-

solidation is occurring in the industry 

as these new ideas are coming to 

market. There is a multibillion-dollar 

data business waiting to be taken ad-

vantage of in the transportation sector 

and I think there are many smart 

companies, with us included, that 

folks should keep their eye on. 
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