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BIO: David Mavashev is a leading 

expert on IT infrastructure, middleware 

and messaging technologies. A suc-

cessful entrepreneur, he founded 

Nastel in 1994 where he commercial-

ized state of the art technologies into a 

successful and profitable business. His 

areas of expertise encompass imple-

menting middleware-centric applica-

tions, transaction tracking and per-

formance monitoring. A pioneer in the 

early evolution of messaging tech-

nologies, David managed the imple-

mentation of the first version of IBM’s 

WebSphere MQ product known as 

MQSeries. David provided IT consult-

ing services to some of the world's 

foremost enterprises. 

 

About Nastel Technologies: 

Nastel Technologies is the premier 

global provider of middleware-centric 

application performance management 

solutions for mission-critical applica-

tions from the datacenter to the cloud 

and is the only monitoring vendor with 

a unified platform to support all soft-

ware and appliance-based middleware 

technology requirements. Nastel is a 

privately held company headquartered 

in New York, with offices in the U.S., 

the U.K., France, Germany and Mex-

ico, and a network of partners through-

out Europe, the Middle East, Latin 

America and Asia. Nastel's AutoPilot® 

solution helps our customers identify 

the root cause of application perform-

ance or latency issues before their 

businesses are impacted. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Mavashev, would you 

tell us the vision for Nastel Technolo-

gies? 

Mr. Nastel:  

Most of our customers use messaging 

middleware as the backbone of their 

mission critical applications. I would 

compare middleware to a nervous sys-

tem of composite applications with 

messages and transactions flowing 

across them just like our nervous sys-

tems send messages to move a mus-

cle. AutoPilot can follow these mes-

sages and transactions in real-time, 

monitor their performance, detect 

faults and present a meaningful in-

context view to users. Our mission is 

to keep our customer’s critical busi-

ness services available and reliable, 

24x7. We do this by helping our cus-

tomers reduce their incident frequency 

and duration and eliminate false posi-

tives. AutoPilot is an easy to use and 

implement solution that monitors in 

real-time and provides deep visibility 

into developing situations. This lets 

our customer’s IT department immedi-

ately begin to work on resolving an 

issue before anyone else even knows 

about it. This eliminates the alterna-

tive - finger pointing and blame-

storming sessions in war rooms with 

dozens of people before even begin-

ning to start fixing the problem. Our 

vision is to be ahead of the curve. This 

can be achieved through continuous 

innovation and evolution of our solu-

tion, using modern technologies and, 

most importantly, being agile in re-

sponse to our customers’ needs.    

 

CEOCFO: Are you service or product 

oriented? 

Mr. Nastel: We are a product oriented 

company. We also offer our products 

as a service in the public or private 

clouds. The industry trend is moving 

towards software as a service in the 

cloud.  

 

CEOCFO: What is it that the vendor 

or your customers are achieving with 

your middleware? 

Mr. Nastel: We help our customers 

manage middleware. AutoPilot pro-

vides proactive performance monitor-

ing of applications that rely on mid-

dleware as a transport. The key in our 

solution is an analytical engine using 

CEP (Complex Event Processing). It 
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enables our customers to identify per-

formance trends, historical patterns 

and prevent problems from impacting 

users. As a result AutoPilot can make 

IT a hero. 

 

CEOCFO: You are providing your 

product to what type of companies? 

Mr. Nastel: We have customers in 

various industries; some are very 

large enterprises. Among them finan-

cial and healthcare institutions such as 

Citi, Barclay, Credit Suisse, WellPoint 

and United healthcare, in retail and 

manufacturing Best Buy, Safeway, 

Dell, Chrysler etc. These are just a few 

names of our customers that we sup-

port worldwide.  

 

CEOCFO: Is there a brand-

ing that is attached to your 

product? 

Mr. Nastel: Our product 

brand is AutoPilot. Basically, 

the name speaks for itself. 

Our customers can put their 

mission-critical applications 

into an AutoPilot mode, en-

joy their lives, do and focus 

on what important to their 

business. We will make sure that the 

backbone of their business services is 

highly available and they are con-

stantly aware of the situations in real 

time.   

 

CEOCFO: What sets you apart from 

the competition? 

Mr. Nastel: We have a few differenti-

ators. First is the focus on our cus-

tomers’ needs that goes beyond just 

selling and implementing the product. 

We partner with our customers vs. just 

selling them software. If a customer 

asks for certain enhancements we do 

not respond – “fourth quarter of the 

next year”. We get to it right away. 

Most importantly, we provide a single 

solution that is easy to use and im-

plement, scaled from small to large 

environments, one that can be used 

agent-free with a simple web browser. 

And we have deep expertise in the 

target area – middleware and per-

formance monitoring.  

 

CEOCFO: How do you reach the mar-

ketplace? 

Mr. Nastel: We reach our market in 

various ways. Obviously, through mar-

keting we have a web site, webinars 

ads, and email campaigns. We work 

with a PR group, attend and speak at 

various conferences, tradeshows and 

third party user groups. We have a 

direct sales force, and closely working 

with partners – resellers and integra-

tors. We are known in the marketplace 

as the best of breed and de-facto a 

standard in the message oriented 

middleware management addressing 

all the aspects and needs of middle-

ware users. Our partners in this area 

are large corporations such as HP and 

CA and some smaller ones.  

 

CEOCFO: How big is the marketplace 

and where are you positioned in that? 

Mr. Nastel: We are classified by the 

industry analysts as an APM (Applica-

tion Performance Management) play-

er. The marketplace is very large 

measured in billions of dollars and 

growing. However, APM as a classifi-

cation has become too broad and con-

tains many competitors that on the 

surface look and claim the same, but 

play in the different segments of the 

market. Our differentiation is that we 

are the best for managing message 

oriented middleware. We refer to this 

as middleware-centric APM for high 

value transactions. We believe we are 

the best and unique in this area.  

 

CEOCFO: Where will future growth 

come from? 

Mr. Nastel: We are a global company 

with offices across the world. We still 

believe the American market is the 

major one followed by Europe. There 

are some customers in Asia Pacific, 

India and South America. These are 

emerging markets and we will go there 

through our partners. We will see what 

happens in the next few years. Our 

current focus is basically the 

US and Europe. We are 

planning to go after the SMB 

market by providing software 

as a service in the cloud. 

We are also working with 

partners that can offer our 

Software as a Service to 

their customer base. Our 

product is constantly evolv-

ing and we are working on 

the future needs, which I cannot dis-

close here. 

 

CEOCFO: Why should the business 

and investment community pay atten-

tion to Nastel Technologies? 

Mr. Nastel: I see a huge potential for 

our solution. We are ahead of our 

competitors in technology and we con-

stantly innovate. We maintain entre-

preneurial spirit, can challenge any big 

competitor and take away their market 

share. We do not have any outside 

investors, growing and profitable with 

a strong balance sheet. I would wel-

come any financial partners to facili-

tate and expand our market expan-

sion. In my view with the right financial 

partner Nastel can grow exponentially.  

 

 

 

 

 

“Our customers can put their mission-critical 

applications into an AutoPilot mode, enjoy their 

lives, do and focus on what important to their 

business. We will make sure that the backbone 

of their business services is highly available 

and they are constantly aware of the situations 

in real time.” 

                                                  - David Mavashev  

 


