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SSD Nodes 

Celebrates 7-year Anniversary 

As a Leader in SSD Web Hosting Services 

  

 
 

About: SSD Nodes is an SSD hosting provider that offers simple, high-performance cloud 

computing with personal support, live upgrades, and incredible speed to enable growth and 

deliver an outstanding experience. Designed for developers, startups, and small businesses 

seeking a secure and scalable hosting solution that can be deployed quickly. SSD Nodes is part of 

Strasmore, which offers hosting for larger enterprises. 

 

https://ssdnodes.com/


 

2522 Chambers Road  Suite 100 Tustin, CA 92780 
https://SSDNodes.com 

 
 

SSD Nodes Press Release 
 
TUSTIN, Calif. - May 21, 2018 -  Founded by Matt Connor, in 2011 and bootstrapped it into one 

of the fastest growing cloud hosting providers.  Regarded as an industry leader in hybrid 

computing strategies and solutions, they have established world-class data centers having 

multiple layers of physical and operational security to ensure the safety and integrity of every 

customer's data. Headquartered in Tustin, CA they have grown from a single location to multiple 

locations throughout North America servicing a global population. 

 

SSD Nodes is primarily known in the startup world for “true live scaling” from one SSD Nodes plan 

to another near-instantaneously and without a second of downtime. They also feature a single-

layer service platform that allows immediate access to the user with a high grade of service 

capability. This achieves a high degree of first contact resolution even on the most difficult of 

issues. 

 

Matt Connor has extensive experience in leadership and DevOps, having been a founder of 

several companies and holding positions at organizations like Zeeto, BrightScope, Chapman 

University, and others. Connor consistently reminds SSD Nodes stakeholders: “We believe people 

should be able to easily deploy virtual servers that are both low-cost and incredibly fast.  We 

want to make cloud computing simple and accessible. That’s why we’ve cut out the debate 

between price and speed by offering both, unlike any other provider. Our mission is to provide a 

universal cloud computing platform that businesses, developers, and students alike will use to 

create new, amazing things.”  

 

Special Offers for the 7-year anniversary sales will be limited to a 7-day promotional effort 

extending over the final days of May inclusive of Memorial Day weekend 

(https://ssdnodes.com/anniversarysale/). Connor adds about the 7-year anniversary, "We are 

providing a tremendous offer to existing customers and will be sending them details. During that 

7-day time period, we have decided to make a very similar offer to new customers. The offer will 

rival our Black Friday and Super Monday sale. We are currently adding additional server capacity 

at our Dallas facility to handle the increased traffic."  

 

 

https://ssdnodes.com/
https://www.ssdnodes.com/
file:///F:/901Actions/2018/Clients/SSDNodes2/SSD%20MAy1018/(https:/ssdnodes.com/anniversarysale/). 


 

2522 Chambers Road  Suite 100 Tustin, CA 92780 
https://SSDNodes.com 

 

Transcription of Interview with Matt Connor 

 

Note: This is a transcription of an interview. It has not gone through a professional editing 

process and may contain grammatical errors or incorrect formatting. 

  

Joe Dager: Welcome everyone! This is Joe Dager, the host of the podcast. With me today is Matt 

Connor. He is the founder of SSD Nodes and has extensive experience in leadership and DevOps, 

having been a founder of several companies and holding 

positions at organizations like Zeeto, BrightScope, 

Chapman University, and others. Matt, I want to thank you 

for joining me and big congratulations here for SSD Nodes 

celebrating its 7th anniversary. 

Matt Connor: Thank you, appreciate it. It's been a long 7 

years. But it goes by quickly, and then you look back and 

realize so much has happened. 

Joe Dager: Michael Gerber I think was the person that said, 

"You make it seven years, and the odds start favoring the 

startup." Maybe the idea is you get to drop the “startup” name after seven. Does it feel that way? 

Matt Connor: In some ways yes, in some ways no, I mean, searching for the business model we 

kind of chose one that already existed, which was the subscription model. I still think we're a 

startup in so many ways just because we're growing, we're learning, we're trying new things. It's 

never the same, so it's not like moving into a bureaucratic older business where you're just doing 

the same thing over and over. It feels like we're doing something new every day, and I think that 

still deserves the startup name. 

Joe Dager: So you keep that mindset! Do you ever feel like you've got a sustainable business? 

Matt Connor: I think so. I think that's really important to have from the beginning because if it's 

unsustainable, you don't stay in business for long, which is maybe what Gerber was talking about 

with the seven years. 

Joe Dager: Seven years! Are you doing anything special? Anything for your customers? 
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Matt Connor: We are! In a couple of weeks, we are going to be doing a 7-year anniversary sale. 

We're going to be unleashing some incredibly discounted 3-year plans. We found that if we offer 

people a large enough discount, they'll commit to a longer term in advance when it actually ends 

up being a significant discount. 

Joe Dager: Well, that sounds interesting that people would even think that a somewhat young 

company would really look at the fact that I'll go three, seven years. Does that strike you odd? 

Have you tested it that people are willing to do it? 

Matt Connor: It struck me pretty amazingly that people would go and visit the first time and 

purchase a 3-year plan. I mean, we do offer a 14-day refund, and after that, we'll give you 

prorated credit, but yeah, it does strike me as kind of amazing. But it is 90% cheaper than the 

competition, so I think when you look at the numbers and the risk you'll be spending like 3 or 4 

months at the competition that equals the same as 3 years with us. 

Joe Dager: One of the things that strikes me about SSD Nodes and yourself was that you 

bootstrapped the company. That seems not the normal way a startup works anymore. We're 

always out there pitching and looking for VC funding and everything. Can you go back seven years 

and paint that landscape for me a little bit? First of all, why did you bootstrap? Wondering if 

anyone would give you money? 

Matt Connor: I think it was mostly because it was unconventional at the time, trying something 

new. I wanted to try it without any strings attached, and once you get investor money, then you 

can't do what's right for the customer and what's right for the business. The investor has to make 

a really large return for the numbers to work out and in a very short amount of time, 10 years, 

seven years or so. They'd be looking at a return in three more years if we got VC funding. But it 

just gives us more freedom to give the customer what they want and to provide a good service. 

Also, constraints force you to get more creative versus just having a really large bank account, 

that you can spend it on whatever you want. 

Joe Dager: You bootstrapped, one of the things I always tell people when I talk to them about a 

startup, I tell them don't quit your day-job. Did you quit your day job? Did you go all in? 

Matt Connor: I did. I mean, not immediately of course, because you have to make sure all the 

numbers work, and you have to grow at a sustainable pace and all that, but yes, now I am. 

Joe Dager: I didn't mention this, to begin with, but what is SSD Nodes? What are you doing? 

https://ssdnodes.com/


 

2522 Chambers Road  Suite 100 Tustin, CA 92780 
https://SSDNodes.com 

Matt Connor: We offer cloud servers. I should have said this in the beginning, but we offer cloud 

servers to small businesses, entrepreneurs, developers, students and you get resources in a 

world-class data center, and you can do whatever you want with it. Some people have gaming 

servers, some people host blogs, some people host personal development servers, and just 

whatever you want, you can do it.  

In the beginning, we kind of focused just on larger companies and established businesses. We 

grew really slowly that way, but we were able to learn a lot from these customers, get to know 

them really well. Then there was a pivot point where we went downmarket towards people that 

weren't as established yet. We were offering something significantly cheaper than the 

competition and ended up getting some large growth there, so that was kind of the pivot point 

and the milestone right there. And then expanding with multiple locations and hiring and stuff 

like that were other milestones. 

Joe Dager: What's the difference between you and Amazon AWS or Google Drive, I mean, what's 

the difference between the two platforms? 

Matt Connor: Amazon is sort of like utility. Their billing model's completely different; they're per 

second now. Their tooling is very different from what we offer. Their offer is very different from 

whom we're targeting; we're targeting people who want a really cheap server somewhere and 

are willing to use it to build what they want. Amazon's a very different use-case. If you need to 

spin up thousands and thousands of instances within a couple seconds, that's what they're good 

for. Google Drive is a different layer. They’re more just storage and an API there; it's very different 

from what we offer. 

Joe Dager: SSD Nodes means you have SSD servers, right? 

Matt Connor: Exactly. And we were actually one of the first providers to offer SSDs at the time. 

It was back when they were just announced, in 2011. They were extremely expensive, and I think 

Amazon offered them in 2012-2013. 

Joe Dager: Over 50% of businesses fail in the first 5 years… you went ahead and created a 

business model and went against some pretty significant competition and other people that 

made something similar but offered a whole host of other services. You seem pretty streamlined 

in what you're offering. Why do you think that works? 

Matt Connor: I think because the business model is really simple. I think that's the first problem, 

people try to overcomplicate things but if you go the really simple business model—monthly, 
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annually and now three years—that simplifies things, lets you focus on what's important, which 

is getting customers and offering them services that they want to use and that they're willing to 

pay and a price they are willing to pay. I think that those are really kind of the key pictures. If 

you're focusing on trying a new business model, there's a lot of risks there, but as a really small 

company, if you use established ones, I think you'll have a better chance of success. 

Joe Dager: Everybody talks about repeat clients, in any business. I'm sure there's a core group of 

clients that support SSD Nodes. Do you think that's a significant factor, that your existing clients 

are why you're able to push out these longer plans? What're some of the things that you hear 

from your repeat clients? 

Matt Connor: One of the main things is we offer really incredible servers at such a low price, and 

I think that resonates for so many people, especially if you're an IT professional and you have a 

side project with some clients. They're paying you a fixed amount. You're going to be looking for 

something that's reliable, that is the lowest cost possible, so you can keep more of the money 

and invest it in yourself. That's why I think we retain so many people, is because we offer these 

at such a great price. You get really incredible resources, incredible support.  

Of course, there are always 

customers that come and go; 

maybe it's not the best fit for 

them. Maybe they need to spin 

up thousands and thousands of 

servers and want to get billed 

per second for those, and 

there's a solution out there 

that's for them, but for the 

customers where we are the 

solution for them, they're incredibly happy. I think that when you're working on your business, 

you find what your customers love about you, and then you work on that and make that even 

better. In our case, customers really love the low pricing. We're offering the 3-year plans at an 

incredibly significant discount. It's scary for us because we're like, “These numbers are really 

gnarly.” If you can figure that out, then that will help a lot. 
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Joe Dager: Well I think when people first that, they hear about pricing. The two things that pop 

into my mind that I'll ask you about is: Where are these servers located? I mean, are they on a 

Tibetan mountain somewhere? Where are the servers? 

Matt Connor: I mean, if they were on mountains somewhere, we'd have to charge for that, 

because that would be incredibly expensive. No, these data centers are in Dallas, Seattle, New 

York, Montreal. The Dallas is the primary location, it's the one where we got the price the lowest, 

and we buy the newest enterprise servers, stocked with the newest SSDs and the newest Intel 

processors, with incredible amounts of RAM. We stock them in our data centers and offer the 

servers out of there. Dallas is really the main one. I recommend them now because it's right in 

the middle of the US, so if you're serving US consumers, you can get ideal latency across the 

country. 

Joe Dager: There is something to do with latency, it's why people will buy a server in North 

America? 

Matt Connor: Latency is really important because your visitors want a fast experience. Now, you 

can hack around it by using Cloudflare in front of it to put your servers, your visitor traffic, closer 

to the user. I think that's a good tool to use as well, but having closer servers in most cases just 

because of the way latency works means you're going to have higher throughput from you, to 

the server and from the server to the customers, which is really really, really important.  

But depending on what you're doing, in many cases, you don't need the absolute best latency. 

You can use something like Cloudflare to get it closer, you can get servers on multiple locations 

if you really need that, but in most cases, one in the US is absolutely fine. 

Joe Dager: Your servers, are they really for the normal layman? Do you have to have a certain 

amount of expertise and background to have your own server? 

Matt Connor: Yes and no. I mean, there are so many tutorials. There are so many different control 

panels you can use that can abstract a lot of that away to make it as easy as point-and-click to 

get a step done. Of course, if you're down on the command line, you get a lot more flexibility it 

what you can do, but there are also some pitfalls. You may forget to set a password here and 

there, and then your server may get compromised. There is a little bit of expertise; we're trying 

to figure out ways to make that easier.  
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We have a blog where we write a lot of really incredible tutorials on there, about many different 

ways to do different things. We 

have a security guide on there 

as well, which gives you a PDF 

that tells you the 6 steps to 

secure your server, which 

anybody, even people who are 

not using our services, should 

read. We regularly publish 

tutorials, and that helps a lot. 

Joe Dager: You started as a one-man band. What was it like hiring your first and second and 

others? What was it like when you started hiring people? Was there this big trust thing that you 

had? It's pretty sensitive types of information you're handling for people. 

Matt Connor: It's really scary when you're first starting out and then you're hiring because you're 

giving other people access. Of course, I think the best way to do it is to give a little bit at a time 

and build trust with these people—especially in really new roles—slowly give the keys to them, 

and see how they manage at that level, and then a little bit more, and a little bit more. And 

course-correction is needed, but it's really scary in the beginning. You realize you have a lot less 

control than you thought. So, putting together a formalized structure, I think that's really 

important. But it doesn't have to be super formal.  

Our company is arguably flat right now, and I think that gives people latitude to do the things 

they need to get their jobs done. They have an accountability structure, but outside of that we 

don't have a formalized management structure, besides me, and I think that really helps a lot 

with giving people the control and the accountability parts. You just need to make sure that 

everything is flowing smoothly.  

We have processes in place, and we have customers that are involved in that. We have feedback 

emails that go after tickets, so we can see how the customer felt that ticket was handled. I think 

stuff like that is really important, but you can easily get locked down in process. I think we keep 

the company pretty lean—adding too much process would slow us down. 

Joe Dager: You're scaling pretty quickly. I always remember that Mario Andretti said, "If you feel 

like you're in control, you're just not going fast enough," or something. You have to be on edge, 

pushing the edge a little bit. Do you feel like that at times? 
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Matt Connor: I think it's really important to have a level of control in a lot of cases. I love the 

Netflix culture deck because they say it perfectly: it's context, not control. It's giving people a 

context to do their job; you aren't telling them how to do it, you're controlling them with the way 

they're doing it. I think that's really important, and those are kind of the examples I try to set, is 

framing the problems that we're having, aligning the goals of where we need to be, where we 

are, that sort of thing. Then let people—because you hired, because you trust them—let them 

come up with the solutions, the things that are needed to get there. 

Joe Dager: Do you feel like sometimes you know the answer though, but you leave them run with 

it? I mean, how do you feel when that's happening? 

Matt Connor: It's part of the process of when we're discussing what to do. If they're saying 

something that I think we've already done, then I'll say, "Well, these are my warnings doing this 

thing," and then just to add more information to it, not saying, "This is what you need to do." 

But, this is my experience doing it, and this is the context during the time of when I did, which 

might have been a couple years ago. It may be completely not applicable to what we're doing 

now because we're in a very different space. We’d just say it then, not wait; there's no need to 

wait, just say it as part of the conversation. 

Joe Dager: I want to throw you some action here. I want you to step outside your box a little bit 

and ask, how do you think competitors think of you in the industry? That outside-in perspective, 

how is the market looking in SSD Nodes? What do you think they see? 

Matt Connor: They're probably wondering how we're able to get the pricing so low. And how 

we're still in business by doing that. I think that's a valid question. That would be my guess, and I 

would just say significant engineering went into making all that work. 

Joe Dager: We talk a lot about pricing when talking about SSD Nodes, but that's not the primary 

thing that I see customers talking about. They really talk about the personal support that they 

get. I think that's what really surprised me. They don't think they're going in there and getting a 

bot. Is the bot that good? Are you really giving personal support? 

Matt Connor: Well, you know, we've been spending a lot of time working on AI… I’m just kidding. 

No, I mean, we lead on pricing, but then when people have questions, we do really well on 

support. It's not just like you're getting something low-priced and then we just don't have any 

support for it. We actually give you really fantastic support. 

https://ssdnodes.com/


 

2522 Chambers Road  Suite 100 Tustin, CA 92780 
https://SSDNodes.com 

Joe Dager: I find that the most challenging for most young companies is the amount of time 

required for personal support. I know you've taken time, that you've directly answered people 

and that's part of the support structure I think any successful startup does. I can remember at 

my kid’s football games talking and troubleshooting a control panel on some equipment or 

something, on the phone with someone. That's part of creating and running a business. Was 

there ever a time in these seven years you were just like, "I'm just going to stay in bed today"? 

Matt Connor: I think it's really important to take time to reflect and to relax and take some time 

to vacation because a lot of what happens with founders is that they are on call 24/7. They work 

on the business 24/7, and then you burn out. You're just grinding so hard on this one thing, and 

you miss out on a lot of opportunities by doing that. So, being able to take time to reflect, having 

a hobby here and there, helps a lot. I would recommend stuff like that. There hasn't really been 

a time where I was like, "Screw this, I'm out of here." Never, because I committed to this and I 

want to prove everybody wrong that I can do it. 

Joe Dager: Was there certain milestones or hurdles that changed the way you did business? 

Matt Connor: There came the point where I needed to hire. It was scary, and I just wasn't really 

sure about how to do it, about how to find the right people and that sort of thing. I just learned 

it by doing and just being really deliberate about how I was doing it. 

Joe Dager: What are the threats for SSD Nodes? Do you think it's mostly competitors? Do you 

think things will change in the future? 

Matt Connor: I expect the landscape is going to change and I think it's really important to 

embrace that. The threats are really just not being able to move quickly enough. I think when I 

was talking about the informal structure before. If you have a really formal structure, then there's 

no room to move because everybody is used to just repeating the same process over and over, 

nobody is thinking for themselves. I think the biggest threat is complacency. Remember when we 

talked about being, "Are you a startup or not?" I think that still being in that startup mindset, that 

yes, we have this business model that works, but if something comes along that completely 

changes it, we just have to do it, because one, our customers are going to be asking us to do it 

and two, we need to serve our customers. So, that's kind of the main threat. 

Joe Dager: Do you have a 7-year plan laid out there for the next seven? What's in the future for 

Matt and SSD Nodes? 
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Matt Connor: You can't have a plan written down for seven years because it will be out of date 

in a year, but you can have a general idea of where you're going, and you leave room in there for 

anything new that comes up, and that's really important. We're definitely going to be in business 

in seven more years, and seven after that, and keep running this thing forever. 

Joe Dager: What's the best way to find out more about SSD Nodes? 

Matt Connor: ssdnodes.com, also our blog, which you can find at blog.ssdnodes.com. You can 

also find us on Twitter @ssdnodes. 

 

About: Strasmore, Inc. offers hosting for enterprises, petabyte-scale backups, dedicated 

engineering support, and consulting for high-end and high-volume projects and is part of the 

rapidly expanding SSD Nodes network.  

 

About: SSD Nodes is an SSD hosting provider that offers simple, high-performance cloud 

computing with personal support, live upgrades, and incredible speed to enable growth and 

deliver an outstanding experience. Designed for developers, startups, and small businesses 

seeking a secure and scalable hosting solution that can be deployed quickly. 
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