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About Instant Housecall Inc. 

Instant Housecall Inc. provides re-

mote support software to companies 

large and small around the globe. Our 

customers span more than 100 coun-

tries and range from global universi-

ties, Fortune 100 banks and telecoms, 

to Managed Services, independent 

I.T. technicians and SMB solution 

providers. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Fruitman, what is the 

concept at Instant Housecall Inc? 

Mr. Fruitman: Instant Housecall pro-

vides remote support software that 

lets IT technicians, SMB service pro-

viders and Managed Service Provid-

ers offer remote technical support to 

their customers. It lets them view and 

control any PC or Mac from any-

where.  

 

CEOCFO: What have you developed 

that is faster, better, cheaper and eas-

ier? 

Mr. Fruitman: It is actually combina-

tion of all of those. It is easier for cus-

tomers to get connected through In-

stant Housecall than it is with any 

other remote access service. Our 

pricing is very competitive in the mar-

ketplace; we are not the cheapest and 

we are not the most expensive.  But 

for what we offer, we offer a fantastic 

value to our customer. We also offer 

some innovations in our product that 

do not exist anywhere else in the 

marketplace. 

 

CEOCFO: Such as? 

Mr. Fruitman: We recently started 

working with a company called Fool-

ish IT that provides software that au-

tomatically fixes PCs. We worked 

with them to create a remote version 

of their software and integrated it into 

Instant Housecall. It is a technician 

master tool -- something that an MSP 

would use to fix their customer’s 

computer automatically. Instead of 

manually going through the long pro-

cess of doing every diagnostic and fix 

by hand, technicians can check off 

the technical fixes that they want, 

click Auto Start and the system will 

run through the checklist and perform 

automatic repairs and diagnostics. 

Where an MSP used to have their 

technician tied up doing routine things 

like clearing a Windows cache or re-

moving malware, we can now auto-

mate all of that, saving time, effort, 

and money.  

 

CEOCFO: What makes it easier to 

login? 

Mr. Fruitman: There are no keys or 

pin codes. A person who is requesting 

remote technical support simply goes 

to a link on a website. They click on 

that link, run a small piece of software 

and they automatically connect to 

their technician.  Since end-users are 

typically novice users, it is very easy 

and very user friendly. 

 

CEOCFO: How have you been able 

to simplify the process?  

Mr. Fruitman: In terms of the simplic-

ity, that is an ongoing process. We 

are constantly tweaking, changing and 

making things easier for both the cus-

tomer and the service provider.  

 

CEOCFO: Would you tell us about 

the security level? 

Mr. Fruitman: That is a very good 

example of something that we are 

mindful of. When a technician re-

motes into your computer, there is a 

small indicator that tells the customer 

specifically who they are connected 

to, how they can disconnect the ses-

sion and how they can chat with the 

technician if they choose to. The con-

nection itself is encrypted using SSL, 

the standard encryption used for 

online banking. Beyond that, we man-

age the entire session from end to 

end. A session can never be created 

without prior customer permission. 

The customer -- the person who is 

requesting technical support -- always 
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has to give the technician permission 

to access their computer. It is differ-

ent from leaving something wide 

open, such as Remote Desktop or 

some of the other traditional tools that 

people use.  

 

CEOCFO: What is your customer 

base. 

Mr. Fruitman: It varies. We have 

everything from large enterprises to 

small IT shops. Some people are not 

in IT and some people are in IT. It 

really does vary on both the size and 

focus of the company. 

 

CEOCFO: Other than a hardware is-

sue, is there anything that cannot be 

fixed using your service?  

Mr. Fruitman:  The breadth of things 

people fix using Instant Housecall 

varies from an actual technical prob-

lem to a bookkeeper helping 

their client with QuickBooks. 

As long as they have access 

to the internet, you can pretty 

much fix anything, anywhere.  

 

CEOCFO: How do you reach 

potential customers? 

Mr. Fruitman: Through a va-

riety of means. We meet 

them the same way pretty 

much everybody does- 

through advertising, word of 

mouth, tradeshows and the internet. 

Any way we can find them, we intro-

duce ourselves and hopefully we 

make a good match. 

 

CEOCFO: When a potential customer 

is looking at Instant Housecall, is 

there an “aha” moment when the typi-

cal person understands that you have 

a superior offering? 

Mr. Fruitman: It depends on what 

their needs are. There are many peo-

ple who want a simple web conferenc-

ing type of app. They see that we do 

remote viewing. They're typically not 

our target market and those people 

are better suited to another product. 

When it comes to people who are 

looking for a hard-core support app 

that's easy to use, something that al-

lows them to actively get into their 

customer’s computer, reboot it into 

safe mode, perform a fix, take notes, 

and help their customer in a serious 

way, those are the people who are 

really attracted to our offering. 

 

CEOCFO: Your website indicates that 

you have more than 100 common 

Windows issues that can be automat-

ically fixed. Are there services, prod-

ucts and issues you would like to add 

to the mix? 

Mr. Fruitman: We are always looking 

for new ways to innovate and find bet-

ter ways to help our customers. 

 

CEOCFO: Would you give us an ex-

ample of something you might have 

added recently that you are working 

on? 

Mr. Fruitman: The most recent thing 

was Remote d7 and we have great 

stuff coming down the pipe. 

 

CEOCFO: How is business? 

Mr. Fruitman: We can always use 

more customers. 

 

CEOCFO: What is your geographic 

reach? 

Mr. Fruitman: Worldwide. 

 

CEOCFO: Are there areas that you 

would like to have a greater presence 

in or are there areas of the world that 

do not recognize Instant Housecall 

the way that others do? 

Mr. Fruitman: We offer an English-

language product. Most of our cus-

tomers are from English-speaking 

countries, though not exclusively. We 

do have quite a few customers from 

outside of the West, or at least out-

side of English-speaking countries. 

Would we expand to those markets 

one day? Sure. But for a company our 

size, the English speaking world is 

plenty for now. 

 

CEOCFO: What kind of support do 

you offer your customers? 

Mr. Fruitman: Our level of customer 

service involves a real focus on cus-

tomers, just as any business should. 

We personally respond to every re-

quest and we do not do it through fo-

rums as some tech companies do. 

We provide personalized support to 

absolutely everybody. 

 

CEOCFO: Do your customers realize 

that difference when they start with 

you? 

Mr. Fruitman: I think that they do. 

We are a smaller company, and I 

think that shows not just in customer 

service but also in innovation and the 

ability to make a product that really 

matters to the people who are using it. 

 

CEOCFO: How do you keep track of 

all of the new technology and 

potential changes? How do 

you know what to pay atten-

tion to and what is likely to go 

by the wayside? 

Mr. Fruitman: It is a lot of 

work. Quite frankly, it is a 

challenge. Having said that, I 

am a geek a heart and be-

cause of that, I think that I 

relate to my customers in a 

way that most people do not. 

It is the same with the people 

who work here. I know technology, my 

background is in technology and I am 

passionate about it. I think that brings 

about a lot of the innovation you see 

within the product itself. 

 

CEOCFO: Will there be a time when 

mobile problems can be done remote-

ly? 

Mr. Fruitman: I would very much ex-

pect that that will be coming down the 

pipe. 

 

CEOCFO: On your website, there is a 

whole list of features such as screen 

recording and calling cards. What is 

one of the most uncommon or unusu-

al features that you provide? 

Mr. Fruitman: An interesting one that 

is top of mind, mostly because of 

where it came from, is screen blank-

ing. It turns out that a lot of the people 

who use our software have found oth-

er uses for it than what we originally 

“It is easier for customers to get connected 

through Instant Housecall than it is with any 

other remote access service. Our pricing is 

very competitive in the marketplace; we are 

not the cheapest and we are not the most 

expensive.  But for what we offer, we offer a 

fantastic value to our customer. We also of-

fer some innovations in our product that do 

not exist anywhere else in the market-

place.”– Corey Fruitman 
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intended. One of the features you'll 

see on the website is the ability to 

blank their customers screen while 

the technician continues to work on it. 

That one came from a law enforce-

ment agency that needed to blank the 

screens of the people they were con-

necting to in order to prevent them 

from seeing what was being moni-

tored.  

 

CEOCFO: On the business side, what 

have you drawn on from past experi-

ences that has been helpful for you? 

Mr. Fruitman: I have been on the 

entrepreneurial side for a long time 

and a running joke with a lot of my 

friends is, “Corey has another brilliant 

business idea.” I have literally been 

doing it since I was a kid, so it was a 

very natural progression for me, hav-

ing a technology background and 

wanting to run a business, to make 

that transition and bring the two to-

gether.  

 

CEOCFO: Why should people in the 

business and investment community 

pay attention to Instant Housecall? 

Mr. Fruitman: Because we are very 

innovative, we are growing, and we 

are taking away a lot of the customers 

from the people they have already 

invested in. 
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