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Safe harbor  

/ŜǊǘŀƛƴ ǎǘŀǘŜƳŜƴǘǎ ŎƻƴǘŀƛƴŜŘ ǿƛǘƘƛƴ ǘƘƛǎ ǇǊŜǎŜƴǘŀǘƛƻƴ Ƴŀȅ ōŜ ŘŜŜƳŜŘ άŦƻǊǿŀǊŘ-ƭƻƻƪƛƴƎ ǎǘŀǘŜƳŜƴǘǎέ ǇǳǊǎǳŀƴǘ ǘƻ {ŜŎǘƛƻƴ нт! 
of the Securities Act of 1933, as amended, and Section 21E of the Securities Exchange Act of 1934, as amended (collectively, 
ǘƘŜ άtǊƛǾŀǘŜ {ŜŎǳǊƛǘƛŜǎ [ƛǘƛƎŀǘƛƻƴ wŜŦƻǊƳ !Ŏǘ ƻŦ мффрϦύΦ  !ƭƭ ǎǘŀǘŜƳŜƴǘǎ ƛƴ ǘƘƛǎ ǇǊŜǎŜƴǘŀǘƛƻƴ ƻǘƘŜǊ ǘƘŀƴ ŀ ǎǘŀǘŜƳŜƴǘ ƻŦ Ƙƛǎǘƻrical 
fact are forward-looking statements that are subject to known and unknown risks, uncertainties and other factors which could 
ŎŀǳǎŜ ŀŎǘǳŀƭ ǊŜǎǳƭǘǎ ŀƴŘ ǇŜǊŦƻǊƳŀƴŎŜ ƻŦ ǘƘŜ /ƻƳǇŀƴȅ ǘƻ ŘƛŦŦŜǊ ƳŀǘŜǊƛŀƭƭȅ ŦǊƻƳ ǎǳŎƘ ǎǘŀǘŜƳŜƴǘǎΦ  ¢ƘŜ ǿƻǊŘǎ άōŜƭƛŜǾŜΣέ 
άŜȄǇŜŎǘΣέ άŀƴǘƛŎƛǇŀǘŜΣέ άƛƴǘŜƴŘΣέ άǿƛƭƭΣέ ŀƴŘ ǎƛƳƛƭŀǊ ŜȄǇǊŜǎǎƛƻƴǎ ƛŘŜƴǘƛŦȅ ŦƻǊǿŀǊŘ-looking statements. These statements are 
ōŀǎŜŘ ǳǇƻƴ ƳŀƴŀƎŜƳŜƴǘΩǎ ŜȄǇŜŎǘŀǘƛƻƴǎ ŀǎ ƻŦ ǘƘŜ ŘŀǘŜ ƻŦ ǘƘƛǎ ǇǊŜǎŜƴǘŀǘƛƻƴΦ 9ŦŦ¢ŜŎ LƴǘŜǊƴŀǘƛƻƴŀƭ ŘƻŜǎ ƴƻǘ  ǳƴŘŜǊǘŀƪŜ ŀƴȅ 
responsibility to publicly update any forward-looking statements contained herein to reflect events or circumstances after the 
date of this presentation. Forward-looking statements contained herein relate to, among other things, 

ωǘƘŜ /ƻƳǇŀƴȅΩǎ ŀōƛƭƛǘȅ ǘƻ ŘŜǾŜƭƻǇ ƻǊ ŀŘƻǇǘ ƴŜǿ ŀƴŘ ŜȄƛǎǘƛƴƎ ǘŜŎƘƴƻƭƻƎƛŜǎΤ 

ωanticipated financial performance; 

ωgrowth through acquisition; 

ωleader in the industry; 

ωpositioned to benefit from various market opportunities; 

ωall other statements which are not statements of historical fact. 

While the Company believes the expectations reflected in such forward-looking statements are reasonable, it can give no 
assurance such expectations will prove to have been correct.  There are a variety of factors which could cause future 
outcomes to differ materially from those described in this report, including, but not limited to: 

ωgeneral economic conditions; 

ωincreased competitive pressures;  

ωthe ability to maintain and obtain required permits and approvals to conduct operations; 

ωthe ability to develop new and existing technologies in the conduct of operations; 

ωchanges in federal, state and local laws and regulations 

 



Chiller cooling  
éa pretty cool world 



Industry landscape  

COMFORT COOLING  

PROCESS COOLING 

Hospitality  
Medical  
Office complex  
Apartments  

Manufacturing  
Molding  
Pharmaceutical  
Data centers  

Market volume of 250,000+ applicable systems globally  



Market solution  

Technology is driving 

large scale usage of 

the electrical grid.      

=Rising  Costs 

EffTec addresses the single largest electrical 

consumption value of most buildings or 

facilities: The Chiller  



How it works  

CUSTOMER CHILLERS 
 
Sensor technology 
records critical data in  
15 minute intervals  

EFFTEC SERVERS 
 
Data points transferred 
by internet to secure 
servers 

CUSTOMER REPORTS 
 
EffTec generates time 
sensitive reports and 
returns to customer  



Technology curve  

Competitor tripping point 
ALGORITHIMS 

No competitor in space 
offers hardware/software 

chiller solution  
Number one market 

position expanded to 
stay ahead in space  



Competitive space  

The only provider in this space with a 

hardware/software solution generating residual 

revenue in addition to high capital sale upfront  

Taking Dead Aim  

No competition utilizing a residual revenue generating platform  



Defensibility advantage  

The largest global database of 

chiller operating data.  

 

 Over 2 million points of data 

recorded in six years . 

 

 

EffTecõs Algorithms, which are regression based, are a 

large tripping point against competition.  



Strategic alliances  

Comfort cooling  
Å CB Richard Ellis 
Å Jones Lange LaSalle  

EffTrackÊ system available to millions of real 
estate customers worldwide  

Process cooling  
 
Å R-World   

Å Philadelphia based ESCO ( Energy Service Co mpany)  

Å Coastal Services  Mid -Atlantic   

Å Plant mechanical contractor  

Å E-Corps  

Å Charlotte based ESCO ( Energy Service Co mpany)  



Leadership  

Strategic  Tactical  

Keith Johnson ð President  
Former Sr. VP of Brinks Home Security, grew to 

over $100M revs & 500K  customer base.  

Jim Simmons ð National Sales  
Proven track record of identifying & developing 

new target markets  

Derrick Shoemake  ð Director of 

Engineering, Installation and Automation  
HVAC & central utility plant subject matter expert.  

Over 25 years programming & system integration 

experience.  



Market traction  

Direct Sales  Property Management  

Utility Relationships  External Sales Representatives  

Currently have two direct sales 
employees and developing potential 
business for the pipeline from National 
Accounts.  

Potential business in the pipeline due 
to strategic alliances with CB Richard 
Ellis and Jones Lange LaSalle. In early 
discussions with two other property 
management firms.  

In development with utilities to secure 
rebates for projects that would reduce 
costs for our customers by up to 60%.  

External sales representative 
Companies responsible for local 
development  of the pipeline, with 
òfeet on the streetó to secure more 
traction.  



Market traction  

Financial  Healthcare  High tech  Universities 



Growth benchmark  

Long Term Fiscal 2013 and 2014  
Add distribution partners in Europe  

and Asia  

 

Add functionality to product line to 

monitor other critical energy usage 

devices in the plant  

Short-term Fiscal 2012  
Finalize ESCO distribution business   

model and expand across the US  

 

Integrate our Latin America                 

distribution partners  


