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2021 Q4
Looking Forward

Global All-Hands
October 14, 2021
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Agenda
Intro - Robert

Product Roadmaps - PMs
Sales - Jerod

Marketing - Julie
Q & A

Closing Words - Robert



Core Values
Kudos

Mike Chen - He has juggled many roles over the last 
few years and continues to see the big picture, 
helping to position Enconnex with major customers 
like Google, Juniper, and Pandora. 

Big Picture Thinkers

                                                                                                           
Jordan, Tyler, Brandon, Thane - The Spartans - 
trained and ran in one of the toughest physical 
competitions around. Taxing their bodies and their 
minds to meet a goal as a team.

Team Mentality

Jason, Cody, Brandon, Reniel, Shawn - Just one 
prime example of how individuals can show 

accountability is by volunteering for the tough jobs. 
Traveling on short notice to Hayward to build racks 

for Rahi and Google last month exemplifies this.  

Individual Accountability

Dave C - Always a top performer at work and also a 
top performer at play. Dave took 2nd place in his 

age group and 16th overall in the Vuelta a Honduras 
bicycle race. Congrats!

Work-Life Balance



What’s Happening at Enconnex?
News

None in September

New hires

- ISO Certified! Thanks everyone.
- Containment projects heating up
- Taking orders for urgent critical copper 

CAT6/6A - built in Reno

Notices

Jerod to report

Big Wins!

Internal Audits of all process will take place for US 
and China over the next few months. We have much 

room for improvement. The key priority is to 
maintain customer satisfaction.

Heads Up!



PM and Engineering



Power - Roadmap

AC6000 next generation (no change from September)
● New battery selected for better safety factor and supply chain
● New controller design for much more features and space for future updates
● Expandable design for AC10K and for longer run battery
● Estimated Availability - Q3 2022
● Outsourcing some portions of the design to speed up the development

TAA PDU (no change from September)
● CSA selected for UL testing
● 10 models being developed to cover the wide range of North American circuits
● General availability Q1 2022

Power Cords (UPDATE)
● Standard PVC available now
● TPE available in US now
● W-lock coming Q4 2021
● P-lock DELAYED till end-NOVEMBER (samples available in Reno now)



Real Device Testing - Roadmap

Fandoor for standard cabinets (no change from September)
● V5 to integrate the power cutoff switch into the door
● Estimated availability Q2 2022

DefenseShield 5G (no change from September)
● Covers to 40 GHz (Ka band)
● Replaces  standard design
● General availability end of Q4 2021

Metro Cart (Update)
● Shelving system to hold variety size of testing devices
● Optional fan module to help heat dissipation
● Available for sale now

Mini Shield box (Update)
● 6U available for sale now 
● 9U under design process
● 12U available end of Q4 2021



Connectivity - Roadmap

Reno manufacturing
● CAT6/CAT6A patch cords pilot production successfully completed!
● Reno now in trial production (with limited capacity)

MPO patch cord option
● Cost effective version of MTP now available

High-Speed Transceivers (no change from August)
● QSFP-DD technology supporting up to 400G
● General availability - now

Fiber-to-the-home (FTTH)
● EU customer provided feedback to our proposal, and is interested in continuing the discussion

Mimic panels
● Project closed (active device requiring power input)

Pricing adjustment for fiber cables planned to compensate import tariffs



Metal - Roadmap

Fully welded cabinet (no change from August)
● High static / dynamic loading (5000/4000 lbs)
● Seismic design to NEBS GR63, 1500 lbs
● General availability Q2 2022

Low cost cabinet for the Asia market (Update the request, to Integrated Cabinet, to cancel.)
● 4-post, w/ optional door, w/ optional side panels
● 3300 lbs load rating
● General availability Q2 2022

Accessories cleanup (no change from August)
● New standard shelves (EOL old designs)
● Universal standard cable management (EOL old designs)
● General availability Q1 2022

Containment (postponed 1 quarter  from August)
● HAC/CAC marketing launch Q4 2021
● Control box and lighting system launch Q2 2022
● Automatic door with access system launch Q3 2022



EdgeRack 3P (UPDATE)
● New GUI finally updating on Oct
● Marketing launched and Sales training end of Q3 2021
● General availability Q4 2021

Quiet EdgeRack (No UPDATE)
● Further investigation showed it is difficult to meet the target 45 dBA.
● Just hold on the quiet version.

Industrial EdgeRack (UPDATE)
● Confirmed new platform, 800mm x 42U Cabinet, 7kW all-in-one Cooling, IP54.
● Start the design on September, 3D design complete on October and plan to launch  Q2 2022.

EdgeRack - Roadmap

EdgeRack 5M  (UPDATE)
● Re-launched with new marketing collateral Q3 2021
● New replacement design for EdgeRack 5M with optimized design and better supply chain.
● Start the design on November, plan to launch  Q3 2022.



Sales



“Good.”  
-Jocko Willink



http://www.youtube.com/watch?v=IdTMDpizis8


Welcome The New Team Members!

Welcome Sue McClurg, New ISR! Welcome Prabhu Deva, RoW Sales Director!



Q1 2021 Partner Landscape



Q2 2021 Partner Additions



2021 Results so Far

● From Q1 to Q2 of 2021, 
revenue increased nearly 
73%!

● QoQ booking were flat 
from Q2 to Q3 due to large 
projects being delayed

● Currently projecting a 29% 
increase in bookings and a 
30% increase in revenue 
from Q3 to Q4

Quick Sales Figures 
Breakdown:



Dave

● 70 Racks - Nova (New 
Customer!)

● 3 RF Shielded 
Cabinets and 
Shelving - 
Norseman/DoD

● 40 Racks - InMotion 
Hosting (New 
Customer!)

Frank

● Schwalm Eder: 45 
small server cabinets 
24U,  10 server 
cabinets 42U,  16 
Edge Racks, 127 
network cabinets 
24U, 90 switched 
PDUs 8-port,  52 
metered PDUs 20+4, 
connectivity (copper 
+ fibre patch cords), 
locking power cords 
C13-C14

Jerod

● 2 RF Shielded 
Cabinets - Wells 
Fargo

● 14 AC-6000’s - 
Iridium Satellite

● 1 RF Shielded 
Cabinet/AC-6000 - 
Premier Technology

Notable Q3 Wins!

It’s not all about cabinets!



Hot Products



Selling Strategy
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Colo

UPS

Micro Datacenter

PDU

DefenseShield

Connectivity

Cabinets

Component S
ellin

g Solution Selling
ME Region

Innovation



Marketing



                     Marketing All Stars  

Isaac Osborne, Business 
Development Rep

Michael Gollaher, Digital 
Marketing Specialist

Andrew Sieracki, Graphic and 
Web Designer

Ian Ryan, Sr. Technical 
Writer Dave Christenson, Photographer

 Videographer

Honorary team member
Thane Moore, voice of 
Enconnex



● Build our brand. 
● Get found online. 
● Support sales with campaigns and  sales 

enablement tools
More importantly! 

● Launch new products/campaigns: EdgeRack, 
Network Cabling, Containment, Power Ready 
Pod Partner Promotion 
Most important of all!

● Drive leads. 

Q3 Objectives 



How’d we do?



EdgeRack: 5M & 3P 



EdgeRack 

http://www.youtube.com/watch?v=Lzwa_4v4jtc


Network Cabling  



Power Ready Pod 
Partner Promotion   



Containment  



New! Containment Product Line Launch   

http://www.youtube.com/watch?v=duhgoHA2u3E


Results to date  

• Leads: 154
• Opportunities: $2.1 million
• Website visits: Up 207%
• Organic search: Now 40% of our traffic

What’s working: 

Organic and paid search

Biz dev cold calls & emails



Q4: Where are we going?

• Build on the foundation we’ve put in place 
• SEO is a HUGE priority
• Invest in paid campaigns (Google Adwords, Ads) 
• Comarket with Partners
• New Campaigns: Cabinets, PDUs, DefenseShield, Power Cords
• Website: 2022 Revamp plan 



What’s Next?
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Leads

Paid MediaSEO

Content 
Optimization & 

Creation
Technical SEO Paid Search

Display 
Advertising

Analytics



SEO & College, A Metaphor
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Goal Getting an “A” is akin to being ranked #1 on Google for relevant 
keywords like “server cabinets for sale”. Leads to… more leads.

Professor & 
Student

Google’s the professor and Enconnex is the student.

Coursework
Technical SEO is the coursework. Each assignment may not make a 
big difference individually, but the sum does. Websites with lots of 
errors are like term papers with typos. 

Exams & 
Quizzes

Content is our midterms and finals. To score well on a final, you 
need a thorough understanding of the curriculum. In SEO, you need 
a thorough understanding of what our visitors (and Google) want to 
see and how they want to see it. 

More Detail:

Study groups and 
cheat sheets are our 
analytics 
infrastructure. The 
higher quality data 
we get, the more 
informed decisions 
we can make.

Our peers in the class 
are our competition in 
the marketplace.

The learnings from 
this class should be 
internalized and 
applied to future 
classes. SEO never 
stops, it evolves.



In Q3 we:

• Took inventory of website challenges and planned solutions.. 
• Content mapping. Targeted keyword rankings by page. 
• Earned good rankings for DefenseShield and our blogs.
• Started optimizing product pages (Q3 campaigns).

Our focus in Q4 is the website’s foundation. 

• Bolster product pages with new, focused content.
• Focus on technical health (pagespeed, mobile-friendliness, errors).
• Continue using blog content to attract new visitors.
• Begin integrating the catalog site into the marketing and blog sites 

for a more seamless experience and better SEO performance. 
• Analyze competitors and identify content gaps and opportunities.

And Now… The Details
“Rome wasn’t built in a day.” - A 
French Person in 1190
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Paid Search
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Paid Search:
● Example of an ad to the left.
● We pay per click so plz don’t click on our 

ads.
● Our ads are triggered when someone 

searches for a keyword we’re targeting.
● Currently running for EdgeRack and 

Connectivity.
● Cabinets, PDUs and DefenseShield 

campaigns  upcoming.



Display Ads
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Display Ads:
● We build an audience to serve visual display ads 

to across the web.
● We’re building audiences based on:

○ Users interested in competitors and 
industry terms.

○ Past site visitors.
○ Lookalike visitors.

● Currently in the works for EdgeRack.



Q & A
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Closing Words
Customer Satisfaction!



$ Contest $
● What does “Customer Satisfaction” mean to you?
● Cite an example of someone (or yourself) going above and 

beyond for customer satisfaction.
● Describe one way in which we can improve that will result in 

higher customer satisfaction.
● Submit your entries in writing / email to me directly.
● Deadline of October 31.
● Everyone can play.
● Top 3 answers awarded $1000, $500, $250 Spot Bonus!*
● Winners selected by a panel of the leadership team.**

*Spot bonus is paid on the next paycheck and is subject to applicable taxes.
** Tarun, Julie, Thane, Robert



Thank You!
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