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BIO: 
Prior to cofounding RankAbove in 
2007, Mayer was Founder and CEO at 
ITS, a search marketing firm which he 
sold in order to shift his energies to 
filling a need in the enterprise SEO 
space. In 2003 he moved with his 
family from New York to Israel, and 
currently lives in a suburb of 
Jerusalem his wife and five children. 
 
Mayer sits on several non-profit advi-
sory boards and regularly guest 
speaks at universities and tech confe-
rences around the world. He has re-
ceived distinctive honors on behalf of 
his vision for RankAbove as well as 
the entire Israeli digital media sector. 
In October, 2012, he was nominated to 
attend the UK-Israel TeXchange dele-
gation, organized to help facilitate 

partnerships between UK corporations 
and select Israeli hi-tech companies. 
Most recently, he was one of four 
Israeli executives selected to present 
to the CEO of UKTI (UK Trade and 
Investments) his perspective on the 
Israeli hi-tech sector and the potential 
for its collaboration with UK firms. 
 
About RankAbove 
RankAbove offers enterprise-level 
businesses an automated SEO solu-
tion – a SaaS, web-based platform 
built with proprietary technology – that 
makes SEO both manageable and 
accurate. The RankAbove platform 
comprises all major SEO elements, 
from keyword research to on page 
optimization and backlink analysis. Its 
multilingual functionality, prioritization 
of tasks according to how severely the 
issue affects the website's search per-
formance, and classification of pages 
into template groups for 'bulk' optimi-
zation, among many other features, 
make the RankAbove platform the only 
comprehensive, manageable, and 
scalable SEO solution. RankAbove 
also offers select client services, like 
penalty removals and site rollovers (re-
launches or redesigns), made possible 
with the junction of its technology and 
expert team of SEO analysts. 
 

Interview conducted by: 
Lynn Fosse, Senior Editor 

CEOCFO Magazine 
 
CEOCFO: Mr. Reich, what was the 
vision when you founded RankAbove 
and where are you today? 
Mr. Reich: The vision when we 
founded the company was to automate 
search engine optimization through 
software. In my previous company, an 
interactive marketing agency, the fact 
that everything was done manually 
was a tremendous pain point. 

Therefore, we set out to build a 
platform that could help large 
organizations optimize their websites 
for search in house, through the use of 
software, rather than exhaust 
manpower and manual hours to do so. 
It's actually near impossible for a 
website comprised of thousands to 
millions of pages to be properly 
optimized manually. Today RankAbove 
is a growing business with offices in 
Tel Aviv and New York, and we 
anticipate further expanding our 
international presence in 2014. 
 
CEOCFO: How does your software 
work? 
Mr. Reich: A customer enters the 
domain name or the URL that they 
want analyzed. The platform then 
crawls through their website to find 
inconsistencies and issues that exist. 
Our capability of differentiating 
between varied types of pages – for 
example, a website's product versus 
category pages - allows the platform to 
detect the SEO issues on all relevant 
pages of a website. It then lists 
automated recommendations for what 
needs to be fixed on their website, 
a.k.a. on-page issues, and for the 
optimization of links that point back to 
their website, a.k.a. backlink analysis. 
The keyword module of the platform 
identifies, through various methods, for 
which keywords the customer should 
optimize their website. All of these 
work toward the goal of Google 
recognizing their website as a relevant 
and high-quality match for a user's 
search query. The platform also tracks 
the customer's competition - which 
keywords they rank for, who is linking 
to their site – which becomes useful 
not only for the customer's SEO but for 
their overall marketing strategy. While 
this may all seem like it's 
overwhelming, that's what also makes 
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our platform so great – it prioritizes 
tasks by the number of pages affected 
by that issue and the importance of 
those pages to the search engines. 
 
CEOCFO: What was the most difficult 
part of the technology to automate? 
Where was the challenge? 
Mr. Reich: As you can imagine, 
developing software that can crawl 
through millions of different data 
points, process them, and then 
formulate prioritized recommendations 
for the entire website, all in a matter of 
minutes, is not easy. Therefore, the 
data mining was the challenge: the 
data collection and aggregation, the 
data mining, and the development of 
the algorithms to process and make 
those recommendations on the fly. 
That is why it took us over three years 
to build the platform. 
 
CEOCFO: Is there a common 
thread among the companies that 
are using your service? 
Mr. Reich: Because of the scale of 
our software and resulting price 
points, we typically work with 
larger organizations, or companies 
transitioning into larger 
organizations. It is those 
companies whose websites consist of 
thousands, and sometimes millions, of 
pages that need to be optimized, and 
who also usually need help deciding 
on the best structure for the website. 
Therefore, our customers range from 
leading eCommerce sites to web 
publishers and media and 
entertainment sites. These are the 
main verticals that we've been focused 
on in terms of building our business. 
 
CEOCFO: Many companies are 
involved in some area of SEO. When 
you are speaking with a perspective 
customer when do they understand 
the difference? How do you show 
them or tell them how RankAbove has 
a superior approach? 
Mr. Reich: First of all, there actually 
aren't many tools on the market today 
that are end-to-end SEO solutions, 
certainly not on the enterprise level. 
There are about four in the 
marketplace, so companies have 
usually either heard of us and/or one 
of our competitors. We show potential 
customers a live demo of our product, 

and because set-up is so fast and the 
technology works in real time, they are 
usually blown away by our platform's 
capacity. The scalability due to 
capabilities like our multilingual 
functionality, the prioritized tasks, or 
the ability to track millions of keywords 
and backlinks are great differentiating 
advantages of our platform. 
 
CEOCFO: Does a customer sign up 
for a certain length of time? Do they 
sign up for a certain program? What is 
the model? 
Mr. Reich: Our typical length of 
contract is one year. As for pricing, we 
charge based on volume of keywords 
and per domain. For instance, if a 
company tracks one thousand 
keywords, one hundred thousand 
keywords or one million keywords, that 
customer pays according to a certain 
unit price per keyword. Domain is 

taken into account as well considering 
we have customers who are large 
media publishers, who track one 
hundred different domains on our 
software. So they pay accordingly per 
domain and then per keyword volume 
as well. 
 
CEOCFO: Do you find that many 
customers start small with maybe one 
of two domains or a few keywords and 
once they see what you are doing get 
more heavily into it or do not many 
people get it immediately and go for 
the whole measure? 
Mr. Reich:  Most of our customers 
begin working on their entire domain 
from the start. But customers who own 
many domains sometimes start on one 
or two, and then add additional 
domains over time. Selling into 
enterprise-sized organizations, often 
Fortune 1000 companies, can require 
a good amount of time. Therefore, we 
engage in some upselling and 
crossover opportunities within much of 
our customer base. 
 

CEOCFO: What is the geographic 
reach today? You mentioned opening 
some new offices; where do you see 
the growth? 
Mr. Reich: We have customers 
spanning eighty one countries. A big 
goal of ours is to be able to provide 
local support for our customers in 
those different countries. In terms of 
the very near future, the U.K. is a 
significant hub for us in Europe. We 
also have a strong customer base in 
Russia, and see ourselves expanding 
in that direction as well. South America 
is proving to be an increasingly strong 
market for us, too. 
 
CEOCFO: Is there much competition 
there in Russia and South America? 
Mr. Reich: In Russia and South 
America we have, as far as we know, 
no competition. 
 

CEOCFO: Was it a strategic 
decision to go into those areas? 
Was it more opportunistic? 
Mr. Reich: It was completely 
opportunistic and happenstance. 
We were approached by 
companies in those markets and 
we realized the potential there.  

Enterprise SEO is a very complex 
space, and our platform can track any 
language and any major search 
engine. These facts are in our favor, 
and therefore such markets are now 
more integral to our strategy. Our 
analysts also have extensive 
experience with international 
companies. 
 
CEOCFO: Do you engage directly? Is 
it personal engagement initially with 
most of your customers as opposed to 
online or conferences? 
Mr. Reich: We do very few 
conferences and events. We have a 
team that speaks to potential 
prospects, and we receive leads that 
arrive at our website just by word of 
mouth. Our senior SEO analysts are 
also industry gurus and experts, who 
are pretty widely recognized. 
RankAbove is known among many in 
the online marketing and SEO space 
as thought leaders. 
 
CEOCFO: What might be different for 
the company a year from now? 

“We show potential customers a live 
demo of our product, and because 
set-up is so fast and the technology 
works in real time, they are usually 
blown away by our platform's capaci-
ty.”- Mayer Reich 
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Mr. Reich: In short order we are going 
to be a profitable business, so we plan 
to grow from strength to strength on 
top of that. Our goal is to be a large 
organization that is essentially ‘self-
sufficient,’ with offices around the 
world and increasing value creations 
for our current investors. 
 
CEOCFO: Do you see the addition of 
tweaks? Are there things you might 
like to add or that you are working on? 
Mr. Reich: I think that every company 
is always working to improve itself. 
We're working on improvements and 
new features as we speak. For 
example, we recently added a mobile 
search performance feature, which 
enables our customers to see which 
devices their visitors are using when 
they search online, and how their 
website’s pages perform in the 
searches on those devices, per 
keyword. 
 
CEOCFO: Why should investors and 
people in the business community pay 
attention to RankAbove? 
Mr. Reich: I believe that there are two 
reasons that they should care. First of 
all, we help many companies that have 
been primarily US focused expand 
their businesses to effectively 
penetrate foreign markets. We are 
able to accomplish this because of our 
multilingual search capabilities, 

experience with not only Google but 
other major search engines like 
Yandex in Russia and Baidu in China, 
and the expertise of our senior 
analysts, who for almost a decade 
have assisted these customers. 
Therefore, we are a valuable resource 
for companies working to expand to 
new markets. The second reason is 
that organic search still proves to be 
the number one generator of a 
website’s traffic, and yet so many 
online businesses are underachieving 
when it comes to search. Consider a 
website like Amazon and the 
astronomical amount of traffic it is able 
to drive via search - it has been critical 
in their business growth. Websites that 
aren't properly optimized and who 
don't instate ongoing SEO tasks into 
their workflow, are likely leaving tens 
of millions of dollars, if not more, on 
the table every year. 
 
CEOCFO: Are there one or two things 
that are most common that people 
miss in their search efforts until 
RankAbove helps them? 
Mr. Reich: I'd say the biggest issue 
that many companies have when it 
comes to search is their workflow and 
priorities. It's difficult for them to 
understand to what extent certain SEO 
issues affect their site's search 
performance and ultimately profits, 
over others. That's why each customer 
of ours finds so much value in the 

platform's task prioritization. In terms 
of specific issues, I'd say a very 
common one is internal competition, 
when pages on a given website are 
competing against each other for the 
same keywords in the search engine 
result pages, due to duplicate content 
or other reasons. The platform detects 
these issues as well. This kind of issue 
often harms the SEO efforts of the 
entire website. 
 
CEOCFO: Final thoughts? 
Mr. Reich: SEO technology is a very 
complex field, chiefly because it is 
always evolving. Google's guidelines 
for webmasters and periodic algorithm 
updates present a major challenge to 
SEO specialists, let alone SEO 
technology companies. RankAbove 
follows Google and other search 
engines scrupulously in order to 
ensure that our technology reflects any 
changes, and our roster of customers 
has given us great validation. We’re 
proud to assist companies like 
GroupM, which is the largest 
advertising agency in the world, and 
Ebay, on international accounts, as 
well as Petco, 1800Flowers and 
Electronic Arts in the US. One of our 
newer customers, Ozon, is the 
Amazon.com of Russia. I am also 
extremely proud of our customer 
retention rate which is well over 90%. 
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