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BIO: 

Karl is the founder of NoZone, now 

NoZone, Inc. - the parent company of 

Steadfast Networks, having been with 

it since its beginning as a small web 

hosting company back in 1998. While 

attending Northwestern University in 

Evanston, IL, he grew the company 

into a high quality multi-million dollar 

dedicated server and colocation com-

pany which utilizes its own network 

infrastructure and data center facili-

ties. Karl has served as the CEO of 

NoZone, Inc. since it was incorpo-

rated in October of 2000. 

 

About Steadfast Networks: 

Steadfast Networks is a Chicago 

based IT infrastructure provider that 

specializes in highly flexible cloud 

environments, dedicated servers, 

colocation and disaster recovery out 

of their fully redundant data centers in 

Chicago and New York. They have 

been providing quality service since 

1998 and pride themselves in provid-

ing customers with high quality, flexi-

ble, and exceptionally reliable ser-

vices at a very reasonable price. 

Their services are geared towards all 

business types, such as Inter-

net/network service providers and the 

financial sector. They are able ac-

commodate customers of all sizes, 

from a highly flexible cloud hosting 

account to a complex multi-gigabit 

managed colocation configuration. 

The focus is to simplify the custom-

ers’ life by handling their IT infrastruc-

ture issues and problems, allowing 

companies to focus on their business 

while making IT a true asset. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Zimmerman, would 

you tell us the vision for Steadfast 

Networks and/or the parent company 

NoZone Inc.?  

Mr. Zimmerman: The company was 

very different at first, it started out as 

a small shared web hosting company. 

It was fifteen years ago and I was only 

fourteen. It was a hobby for me. I re-

alized I liked what I was doing and I 

was good at it. Since then it has 

grown into much more, and now we 

are at thirty-five employees; have two 

data centers in the Chicago area, one 

in New York—with about thirty thou-

sand square feet of data center 

space. My services have increased to 

include doing dedicated server, colo-

cation, and disaster recovery. In gen-

eral, we do IT infrastructure and data 

center services.  

 

CEOCFO: What did you learn from 

the real early experiences that you 

still find valuable today?  

Mr. Zimmerman: I am happy I was 

able to start my company when I was 

young, and to learn from my mis-

takes. Since I was young and still liv-

ing at home, I did not have the adult 

responsibilities and worries, and I was 

able to just focus on my business and 

make it better. It was nice being able 

to make some of those mistakes at an 

early age and then learn from them. I 

would say that some of the aspects of 

business are easier than people make 

them seem, there are certainly com-

plex and difficult aspects, but the fo-

cus really is to build a good product 

and treat customers, actually every-

one you deal with, well and things will 

work out in the end. There are cer-

tainly more complicated aspects than 

that, but if you follow those simple 

rules, things seem to work out.  

 

CEOCFO: Who is using your services 

today?  

Mr. Zimmerman: We have a wide 

array of customers. We have smaller, 

almost hobby businesses, to large 

billion dollar publicly traded compa-

nies. Our biggest focus is the mid-

market business. They cannot afford 

or do not want to put in the expense 

of building up their own data centers, 

or hiring IT staff. They are heavily 

dependent on an IT infrastructure, 

and we can give them a helping hand. 
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We do this work with fifteen hundred 

customers on a regular basis—the IT 

infrastructure, the growth, the flexibil-

ity, and expanding into new technolo-

gies.  

 

CEOCFO: Are there particular indus-

tries of focus for you?  

Mr. Zimmerman: Yes. Right now our 

focus is in the professional services 

area - service companies such as new 

law firms, medical, finance, trading, 

architecture, and engineering. Types 

of firms that are often dealing with 

large amounts of data and IT de-

mands. We also have a good number 

of customers that are on the technol-

ogy side, such as software as a ser-

vice providers, who are using us for 

backend and infrastructure support, or 

web content and web service 

providers.  

 

CEOCFO: What is your re-

tention rate?  

Mr. Zimmerman: Our reten-

tion rate has been very 

good. We are around 1% 

annual attrition on a revenue basis. 

Once we get a customer, they stay 

around as our focus has been on cus-

tomer service.  

 

CEOCFO: You show pricing right on 

your site, easy and clear to find. Many 

companies are less transparent peo-

ple. Why do you present yourselves 

that way?  

Mr. Zimmerman: We want to be 

open and upfront from the beginning 

of the purchasing process and want 

our customers to know what they are 

getting into, and understand the whole 

process We also include more techni-

cal details about our products than 

our competitors. Our staff can provide 

assistance to our customers to help 

them figure out what products and 

services they need as well, but it is an 

overall sense of openness and hon-

esty from the beginning that we want 

to create. We are also proud that we 

can offer all this at 20 to 30 % less 

and show our focus is on the long-

term relationships, not on the short-

term dollars.  

 

CEOCFO: What intangibles you look 

for in your people so that they follow 

that philosophy and are able to speak 

with your clients in a way that portrays 

the caring and the customer focus of 

Steadfast?  

Mr. Zimmerman: The core thing we 

look for is someone that has a pas-

sion for what they do, IT services, 

network engineering, systems admini-

stration, customer service, etc. We 

can train employees to do their job, 

but you cannot train them to have the 

passion, to love their work. 

 

CEOCFO: How do you reach poten-

tial customers?  

Mr. Zimmerman: About a year ago, 

we were growing 20-25% through just 

referrals and inbound leads. Since 

then we have decided to build out our 

sales force, as well as marketing and 

sales initiatives, to include develop-

ment of a new website, internet mar-

keting, CRM, events and sponsor-

ships. 

 

CEOCFO: What do people still mis-

understand about handling their data?  

Mr. Zimmerman: To outsource to a 

proper data center, it is not expensive 

and they will not lose control of their 

IT infrastructure. In addition, we have 

been doing virtualization and distrib-

uted storage for about nine years, and 

while now people are calling it “Cloud” 

these aren’t new things to us. These 

services are also more affordable 

than people realize, and we can assist 

in helping them figure out a strategy 

and to assure they keep control. 

 

CEOCFO: Why should investors and 

people in the business community pay 

attention to Steadfast Networks?  

Mr. Zimmerman: It is simply that the 

services we provide are in line with 

what businesses need. We 

are not trying to be bleeding 

edge, but we are still trying 

to be leading edge. We are 

trying to take the knowledge 

that we learn from dealing 

with fifteen hundred cus-

tomers, and give that back 

to our customers. Our our customers. Our slogan is “Always 

There”; it means there 24/7, but also 

there when you need the design, 

when you need your next set of up-

grades, when you need to worry about 

migrations, or when you need to grow 

and expand. We are not a consulting 

company, but we are there to help our 

customers through the whole process, 

and we are happy to go that extra 

mile, on the phone of face-to-face. 

You are not going to see that type of 

service attitude from say Rackspace 

or from Amazon. We are able to pro-

vide those same technologies, those 

same types of services, but with peo-

ple behind it. 

 

 

 

 

 

 

“Our slogan is “Always There”; it means there 

24/7, but also there when you need the design, 

when you need your next set of upgrades, 

when you need to worry about migrations, or 

when you need to grow and expand.” 

- Karl Zimmerman 

 


