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Generations of Success
U P S TAT E FA M I LY TA K E S T H E I R B U S I N E S S A C U M E N T O T H E C L O U D
BY DICK HUGHES | CONTRIBUTING

WITH THREE successful telecom businesses
behind them, the Houser family has started a
fourth using what always has worked: targeting
a market underserved by new technology that
giant competitors can’t or won’t bother with.
Having sold NuVox, the most successful of
several ventures, they launched Green Cloud
Technologies, to provide cloud-based computing for small and medium companies, a largely
untapped market.
Green Cloud is using hundreds of independent
agents to sell the new technology, borrowing on
the inventive approach family patriarch Charles
“Charlie” Houser used in his first venture, Tel/
Man in 1983, and subsequent telecom businesses
through NuVox.
“They have been successful with us before,” he
said. “Because we have had those relationships
for so many years, we can go back those who
know us, and we can generate a fairly large sales
and marketing arm very quickly.”
There is a difference in this start-up. This time,
Charlie Houser is giving the lead to sons 42-yearold Shaler, or “Shay,” and 39-year-old Charles.
They grew up in their dad’s telecom businesses,
from go-fers as teenagers to corporate officers as
adults.

Passing the Torch, Sort of
Shay is chief executive officer. He was vice
president of corporate development and strategy
at NuVox. Charles is executive vice president of
sales and marketing. He was executive director
of product marketing at NuVox. Charlie Houser
is chairman and self-described “grey beard.”
Also from NuVox are Keith Coker, executive vice president of technology, a position he
held at NuVox, and Meredith Kinsey, executive
director of marketing and corporation communications. She held a similar position at NuVox
until leaving to start Postcard from Paris with a
friend.
“I am somewhat passing the torch,” Charlie
Houser said from his home in Magnolia Springs,
Ga., where he is semi retired at age 68 and into
civic service as mayor of the small resort community. “I’ll be active, but I won’t be there every day.”
He credits Shay with the concept of providing
cloud services, developing the business plan and
bringing him, his brother Charles and Coker on
as founding partners and officers.
In interviews in offices above The Brown
Street Jazz Club in Greenville, Shay, Charles
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Green Cloud Technologies holds its
first staff meeting.

and Kinsey said Green Cloud was off to a good
start since becoming operational Jan. 3.

Border-free Market
With start-up capital of $1.6 million toward
an investment goal of $8 million in three
years, Green Cloud is selling cloud service and
maintenance through a large server to replace
company servers that provide access 24/7 by
simple computers.
With hardware and technology from the “best
of the breed” such as Cisco, Green Cloud’s server is housed at Immedion, the Greenville operator of data centers.
Initially, Green Cloud is concentrating sales
on the Upstate but can move quickly to expand.
“The wonderful thing about this technology
is that there is no geographic limitation,” said
Charles. “We can be in a new market tomorrow if we want to because we have contacts with
dealers with service in that market and can call
and say we are ready to go.”
Shay said expectations for growth are “very,
very high.” The company expects to reach
roughly $1 million in revenues by the end of this
year and build to $20 million in the next three.
From a staff of 12, Shay expects “to need 20
by the end of the year and over 40 by the end
of next year.” Most of the existing workforce is
comprised of software designers, network engineers, customer support and “one guy recruiting and training agents.”

Flanking the Giants
The response from agents, who are paid a
commission, and their potential customers has
been outstanding, said Charles.
“They know they have to sell cloud-based services because selling boxes is not the way of the
future. These guys who used to do business with
us are calling us wanting to sell cloud-based services back to their customer base. They need
this product.”
As the Housers did with the telecom businesses, Green Cloud is going where bigger companies cannot or will not go.
Following their dealers in markets of
under 200,000 populations “really limits the
competition,” said Shay. “If IBM and some of
the larger players move in, they are going to do it
in the larger markets for the larger customers.”
Conceived by Amazon to make money off excess capacity on its servers and popularized by
Google, Apple and others for storage and retrieval of email, music, videos, photos and other data,
cloud computing simply is off-site data management, “cloud” being a metaphor for contained.
What differentiates Green Cloud is its
focus on small- and medium-sized businesses
and professional offices, being served by
the independent IT agents who have direct
relationships with customers and know what
they have, what they need and how to move
them to the cloud.
With the big providers, said Shay, “there is nobody local. You have to have the technical ability
on staff to migrate to the cloud. The difference
with our service is that it has a local presence.
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Green Cloud Technologies' Chief Executive Officer
Shay Houser, left, and Executive Vice President of
Sales and Marketing Charles Houser.

We do all the migration for you. For a person
with a business who has no idea of how to get
the cloud, we do it for them.”

Saving on Energy
What’s more, unlike the big providers, Green
Cloud replicates what companies have on their
servers, eliminating the need and associated
costs of IT maintenance, software and hardware
updates and the considerable power needed to
run them.
“Once we virtualize that server, it is in our cloud,”
said Shay. “Once that happens, they eliminate all of
the cost, not just the day-to-day cost of running a
server but they are not going to have to buy a new
server in three years, and that is a big, big deal.”
He estimates Green Cloud can save a business
30 percent on their IT costs over five years and “as
important, you are not going to spend $10,000 to
$15,000 right now to get that exchange service.
You’re going to write a check for maybe $1,000 to
start and $500 or $600 every month.”
“We’re also relieving you of a lot of power and
carbon emissions,” added Kinsey, the marketing
director.
At the national average of 12 cents per kilowatt, one server eats about $45 per month, which
may not seem like a lot until “you get somebody
with five or six servers and right there is $250
per month,“ Shay added.
Charles recently called on a medical office in
Anderson with three connected buildings, the one
in the middle housing nothing but six servers.
“The IT guy said one of the doctors pulled
him aside and said, ‘Why is our power bill so
doggone high in building No. 2?’”
When the doctor got a picture of the energy
needed to run six servers and keep the room
cool, “the light went on.”
Contact Dick Hughes at dhughes@greenvillejournal.com.

