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eXcel eXecute 

eXpand eXtend Dot Hill is at an exciting juncture.  
We have built our reputation 

by designing robust, 

world-class OEM storage solutions. 

 Now we are growing our market share

 with new customers, 

innovative product lines and 

constantly advancing technology.  

We are enhancing and expanding our 

proven executive team with new leadership.  

Today, we are better positioned 

than at any other time in our history.  

Our journey to growth begins here.  

A successful expedition starts 

with a strong team, 

the right resources and a true vision.  

Dot Hill is ready,

 with a passion for results that

drives us onward.



In the business world, digital assets are more 

important than ever before.

  

The sheer volume of e-mail, compliance data, applications and 

massive video files is devouring disk space. The global market 

for external disk storage systems was $23.7 billion in 2005, 

up 10.7 percent in a single year, according to research firm IDC. 

Meanwhile, IT executives want more features, functionality and 

bandwidth from their storage investments – for the same cost.

Enter Dot Hill. We are well positioned for growth in the OEM 

market for entry-level and midrange storage solutions. Our timing 

couldn’t be better. Explosive growth promises to double demand 

in the volume storage segment over the next five years, according 

to IDC. We are expanding our software engineering capabilities 

with storage optimization features like SimulCache and EcoStor, 

and augmenting our product lines to provide customers with 

high performance at competitive prices. Additionally, our Rapid 

Evolution (R/Evolution) product architecture epitomizes product 

configuration flexibility.

“	Explosive	growth		

	 promises	to	double	

	 demand	in	the		

	 volume	storage	

	 segment	over	the

	 next	five	years.”

eXpand our capabilities



With a culture of extreme responsiveness, 

we work alongside top-tier server and storage 

companies to customize products that meet 

their exact specifications.

We involve our clients every step of the way, from joint product definition 

to engineering, production, marketing and sales. Our partners tell us we 

are a vital extension of their organizations.  

After a string of significant customer wins in 2005, we are focused on 

creating differentiated product lines for a growing roster of storage industry 

leaders. Dot Hill prides itself on staying one step ahead, anticipating our 

customers’ needs and exceeding expectations in real time. In the coming 

years, we plan to leverage our strong partnerships to ramp our sales and 

further extend our market share. 

“	Dot	Hill	prides	itself	

	 on	staying	one	step

	 ahead,	anticipating	

	 our	customers’	needs	

	 and	exceeding	

	 expectations	in	real	time.”

eXtend our relationships



At Dot Hill, operational excellence 

starts with our uniquely nimble model. 

We have streamlined our business to deliver engineering 

excellence, while outsourcing manufacturing and 

technical support to reduce costs and speed time 

to market. Our laser focus is paying off. 

A key priority for Dot Hill is enhancing our operational 

efficiencies. Last year we refined our relationship with 

our longtime contract manufacturer, relocating board 

production from Malaysia to China to provide our 

customers with even greater value. Now we can 

outsource manufacturing to China, the United States 

or Hungary depending on individual client needs. 

Our model gives us the flexibility and scale to support 

our next phase of growth.

“	Now	we	can	outsource	

	 manufacturing	to	China,	

	 the	United	States	or	

	 Hungary	depending	on	

	 individual	client	needs.”

eXcel at evolution



After investing in new products, new custom-

ers and new leadership, Dot Hill is prepared 

to execute its strategy to grow the business.  

In 2005, we invested heavily in research and development and 

in our infrastructure. We hope to see positive returns on our 

investment in late 2006 and even greater impact in 2007. With 

our expanded executive team, we are fine-tuning our organization 

to capitalize on higher margin opportunities.  

As storage hardware becomes even more commoditized, 

we are focused on creating proprietary software and firmware 

that combines high-end and midrange feature sets with 

exceptional pricing. To pursue select controller-only and 

software-only opportunities, we are building on our already 

considerable software development expertise with software 

products such as DSS Snapshot. As in years past, our innovation 

in engineering along with our flexible business model promises 

to set us apart, and lead Dot Hill on a new path to success. 

“	As	in	years	past,	

	 our	innovation	in	

	 engineering	along	

	 with	our	flexible	

	 business	model	

	 promises	to	

	 set	us	apart.”

eXecute maximum profitability



Dana Kammersgard has always been a trailblazer. In March 2006, Dot Hill’s president and co-founder 

took the lead as the company’s chief executive officer. Kammersgard replaced co-founder James Lambert, 

who retired after 22 years of dedicated service. Together, the two longtime executive partners built 

Dot Hill into an OEM storage systems leader. Dot Hill’s new CEO is high-energy, driven and hands-on. 

Here, he shares his bold vision to take the business on a journey to peak performance.

Q. Why are you the right choice to lead Dot Hill?

A. For more than two decades, I have been front and 

center with Dot Hill’s customers. While Jim was the 

company’s public face in the investment community, 

I directed our day-to-day operations. From the beginning, 

I have been dedicated to designing storage products that 

provide unparalleled results. I am a direct, forthright, 

lead-by-example manager who thrives on this business. 

These are exciting times for Dot Hill, and I am honored 

to lead the company to what I believe will be even 

greater success.  

Q. Under your direction, what will change at Dot Hill?  

A. Our vision for the future remains the same. We are 

committed to providing world-class storage solutions at 

competitive prices to top-tier OEMs. Because of my long 

history with Dot Hill, the transition should be seamless 

with our customers, partners and employees. In 2006, 

we are expanding and scaling our executive team to 

strengthen our operational efficiencies and engineering 

capabilities, adding breadth and depth to the organization 

for the journey ahead.  

Q. What stands out most as you look back on 2005?

A. 2005 was a year of significant investment. We invested 

heavily in new products, new customers and new leadership. 

During the year, we addressed two important challenges 

for Dot Hill. One was customer concentration, and the 

second was integrating our own intellectual property. In 

2004, we bought Chaparral Network Storage, Inc., which 

provided us with our own high-performance RAID (redundant 

array of independent disks) controller technology. In 2005, 

we worked hard on delivering next-generation products 

based on the core Chaparral architecture, and we succeeded 

in winning new customers to diversify our business on the 

basis of this intellectual property enhancement.    

Q. How important was expanding your 

customer base?

A. It is absolutely critical. We needed to diversify our 

revenue concentration and broaden our customer base.  

These deals don’t happen overnight. The lead time on 

OEM opportunities is one to two years. We won a string 

of new customers in 2005, including Network Appliance, 

Alliance Systems, Maximum Throughput and most recently, 

Fujitsu Siemens Computers, which was awarded last year 

and announced in 2006. We are making great progress 

in that direction.  

Q. What makes Dot Hill an exciting story?

A. In 2006, and more importantly in 2007, we have the 

potential for solid revenue growth. It is our belief that we 

“	It’s	our	culture	to	be	more	

	 flexible,	more	responsive,	and	

	 serve	our	customers	with	a	

	 greater	passion	and	sense	of	

	 urgency	than	our	competition.”

won a disproportionate number of the opportunities 

among leading storage and server companies. As such, 

we are marking a clear path to advance our position in 

the marketplace.  

Q. What is your formula for winning deals?

A. We have very strong intellectual property. Perhaps 

more importantly, we are culturally aligned with our 

prospects and customers. We pride ourselves on our 

Rapid Evolution or R/Evolution product architecture. 

Rapid Evolution doesn’t relate just to our product, it is 

the philosophy that drives our company. It’s our culture 

to be more flexible, more responsive, and serve our 

customers with a greater passion and sense of urgency 

than our competition. We are not a big, monolithic, 

bureaucratic company. We still have a start-up mentality, 

along with the capital and the global infrastructure to 

support OEM customers of any size.  

Q. In a commoditized market for storage solutions, 

what makes Dot Hill different?

A. Time to market with differentiated products. Right 

now, new protocols and regulations have converged to 

open up market opportunity for Dot Hill. Starting July 1, 

2006, all products sold within the European Union must 

meet strict environmental standards under the key RoHS 

(Restriction of Hazardous Substances) directive. With its 

green storage systems for the enterprise, Dot Hill is one of 

the first major storage vendors to ship Fibre Channel and 

SCSI RAID storage products that are RoHS compliant. At 

the same time, the world is moving to 4 gigabit per second 

storage solutions to double bandwidth and performance. 

We are one of the first to market with products that feature 

4 gigabit per second Fibre Channel and SATA/SAS backend, 

and many of our recent wins are riding on that trend.

Q. Dot Hill is known for its engineering excellence. 

What else is there to the equation?

A. Dot Hill’s success lies in our approach to the entire 

relationship. We begin with technical sales people who 

understand the customer’s needs. We follow up with a 

global service infrastructure to support our customers 

on a 7 x 24 basis as their escalation arm. It’s about the 

scale and flexibility of our contract manufacturing, and 

the operational capability we have in Budapest, China 

and the United States. Our leadership team is implement-

ing operational efficiencies that come from understanding 

the way major technology leaders run logistical and supply 

chain management.

Q. What are your priorities for 2006?

A. 2006 is a year of execution. We will continue to pursue 

new OEM customers, drive our products to completion and 

invest in R&D, especially in software development to provide 

our customers with high-end feature sets at an entry-level 

price point. We are focusing on operational efficiencies 

which will enable us to control costs and enhance margins 

throughout all stages of product production. Our newly 

appointed chief operating officer, Patrick Collins, brings 

a wealth of procurement, supply chain and operational 

expertise from a variety of executive roles at Dell, Inc. 

and will be the driving force behind these improvements.  

Q. In the years ahead, what does success look 

like for Dot Hill?

A. As we customize products for as many as half a dozen 

new customers, our goal is to drive our revenue at 

industry-leading growth rates in the next couple of years. 

We are on a journey to significant growth, with a three-

year strategic plan that clearly defines the destination 

and the milestones that get us there. Dot Hill is ready 

for the road ahead.

Sincerely yours,

Dana W. Kammersgard

President & Chief Executive Officer

Dot Hill Systems Corp.
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Annual Meeting of Shareholders
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Investor Relations

(800) 872-2783 or (760) 931-5500

e-mail address: investors@dothill.com

This annual report contains statements about future events and results. Such statements are “forward-looking statements” within the meaning of 

the Private Securities Litigation Reform Act. Actual results and events may differ from the forward-looking statements. To learn about some of the 

risks that contribute to the uncertain nature of the forward-looking statements, please read the risk factors set forth in the forms 10-K, 8-K and 10-Q 

recently filed by Dot Hill. All forward-looking statements speak only as of the date on which they were made, and Dot Hill is not obliged to update 

statements to reflect events that occur or circumstances that exist after the date on which they were made. Product names and company names 

mentioned herein are trademarks and or registered trademarks of their respective owners.
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