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of Synchronoss Technologies

you founded synchronoss Technologies in 2000. what 
were you doing prior that led you to starting up 
before synchronoss? 
Before Synchronoss, I worked briefly at AT&T, where I learned a lot about the 
telecommunications industry, from there, I along with my partner, Jim McCormick 
started up a professional services firm called Vertech Corporation that serviced 
the telecommunications industry, and from there we got the idea for Synchronoss.

Can you quickly explain what synchronoss does? 
We service many of the big name telecommunications companies out there: AT&T, 
Verizon, Cablevision, Comcast, Time Warner Cable, Vodafone, Telefonica, etc. We 
provide them with software based activation and mobile content management 
solutions for connected devices around the globe.

has the vision changed at all from how you initially 
conceived it? 
The vision hasn’t changed; our goal is still to enable our customers to 
supply superior customer service to their subscribers. What has evolved is our 
solutions and technologies. From activation and provisioning to mobile content 
management, personalized cloud services and customer care, our technology 
enables a seamless connected experience regardless of channel, device or 
operating platform.

how did you put together your management team? is 
there a specific skill set you look for in potential new 
hires? 
My hiring philosophy is simple. I look for entrepreneurial, strategic thinkers who 
aren’t afraid to get into the mix, and get their hands dirty.  

you took synchronoss public in 2006, was it the first 
company you ever took public? any words of wisdom 
you’d like to share with our readers on the process? 
The process for taking a company public can be overwhelming, and requires a 
lot of time away from your daily responsibilities of running a company, which is 
why I first recommend that you have a strong management team in place. Second 
thing is realizing once that company goes public, it isn’t your company anymore. I 
know other business owners have struggled with this to varying degrees; but it’s 
a big transformation from running a company your way to essentially managing 
a public company. 

12 years later synchronoss Technologies is more 
successful than ever, can you list two to three things 
you attribute that success to? 
First, we have a tremendous team. There’s an incredible wealth of talent in NJ, and 
I’m lucky enough to get to hire people from such a pool of applicants. Second, we 
have some of the biggest customers in the world counting on us: AT&T, Verizon, 
Apple, Microsoft, etc.  Third, our financial balance sheet is in good shape—we’re 
profitable, no debt, and we’ve been able to grow our business because we make 
smart investments. 

how did you navigate your company through the 
economic downturn? what challenges did you work 
to overcome?
The emphasis and value we put on our services changed. When times are tough, 
there aren’t as many people activating new devices, so we developed our cloud 
service. We developed our technology to not only help our customers get new 
subscribers, but also give the subscribers more services.   

what do you love most about the cloud? 
I’m most excited about that fact that consumers can back up and sync their 
content, photos and contacts from any device, platform or network and 
store to the cloud. Knowing that Synchronoss provides this service is very 
rewarding. Our innovative team has created cutting edge cloud technology 
that enables our customers to provide their subscribers with a unique and 
personal cloud experience. 

was there one person or event that put you on the 
path to where you are today? 
I met my wife in college, and she’s been my number one supporter. She’s the one 
who urged me to start up Synchronoss—and told me it’s better to try and fail, 
then not to try at all. Though, I’m happy that the company is a success.  

January’s a great time to set goals–both professional 
and personal. what do you hope to see for 
synchronoss in the coming year? 
We support over 50 million handsets globally, and I’d like to see us continue to 
grow and expand, and improve on our customer experience.  n


