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Electromaim utilizes hydro-power technology in the outdated water distribution systems of tall buildings to save building owners, managers, and tenants energy costs while helping building managers and engineers keep up with the ever-increasing influx of energy efficiency regulations. 
Overview



Electromaim offers tall buildings the prospect of an alternative revenue stream by installing hydroelectric generators into their water systems to harness the wasted energy traditionally dissipated into heat when distributing water to the various units of the building. Electromaim is one of the few pioneers of the new industry of truly profitable renewable energy solutions for urban buildings. Our purpose is to help eliminate the world's dependency on dirty energy through helping our customers save on energy costs.  
Problem




In addition to the everpresent hope to decrease energy costs, the influx of energy efficency regulations has sent urban building management teams scrambling for solutions to cut their energy usage. Gigawatts of energy are being wasted around the world in the water systems of tall buildings. To ensure a standard and sufficient water pressure for the highest floors, buildings pump water to extremely high pressures. However, if this same water was simply siphoned off to the units on lower floors, the water would be so strong it would flood units. For this reason, buildings install Pressure Reducing Valves (PRVs) to depressurize the water for lower floors, turning the pressure into heat and dissipating it. This process occurs 24/7 across the world. The heat that is dissipated is wasted energy, enough globally to power entire cities. How can we harness that energy? In the midst of a global pandemic housing prices have decreased tremendously (over 12% in Manhattan, NYC) causing building owners to scramble for alternative revenue streams. The pressure of pandemic-related losses compounded with the $10 Trillion of differed maintenance costs, infrastructure needing upgrades, and over 43 states with climate initiatives, pressure on building owners to find solutions has reached a breaking point.  Solution





Electromaim's solution to this problem is to install in-pipe hydro-power generators in place of or in tandem with existing PRVs. These generators exist however, they have never been widely used for this purpose. Electromaim will begin first as a project manager and developer, buying these generators from wholesale manufacturers and installing them in buildings, being the first company to pursue this niche market.
Market Overview






Hydropower solutions largely remain large-scale and outdoors, placed on government owned dams or private properties with rivers. While in-pipe hydro-generators have been implemented, many have been installed underground in water mains, where installation is very expensive due to the need of digging up entire city blocks to install them. Additionally, our niche market of in-pipe intra-building hydro-generators has been tested by others in the past decades but not expanded past the testing phases. The handful of test solutions produced profitable results but not persuasive enough to continue. Generally, there are two factors which distinguish our prospective success from the lack-thereof in test-solutions by other companies. Our engineering team’s initial profitability present adequate and promising grounds for Electromaim’s entrance into this industry. 
Business Model






Electromaim’s business model is established upon the installation and maintenance of the hydro-generators. A number of financing packages ranging from high up-front payments and lower royalties to low-up-front payments and higher royalties are available. 
Customers






The target customers of Electromaim are management teams and developers of multi-tenant commercial urban buildings. We have already conducted 50+ customer discovery interviews with managers, engineers, and developers of buildings fitting these characteristics. 
Sales and Marketing





As of yet, Electromaim’s marketing strategy has consisted mainly of customer discovery to gain an understanding of the procurement process for energy management systems. We plan on continuing the current customer discovery through cold-calls and relationship selling; online advertising; proactive public relations campaigns; attending tradeshows; hosting events, workshops, and trainings; attending trade group events; and utilizing the George Washington University Alumni network. Team





Our team consists of Dylan Kassin, CEO and Yoelle Gulko, CMO. Together we have expertise in the entrepreneurial, energy, and finance fields. Additionally, we have a strong engineering team composed of PHD students from the George Washington University Engineering School. Capital Needed





Funding from NVC in amount of at least $100,000 would act as an advance for engineers to install and retrofit hydro-generators; cover costs of some initial financing of products; pursuing regional and national licenses for New York City, Washington D.C., and Dubai; legal fees for proposals and licensing; and initial sales costs. The first year will be spent focusing on completing two initial projects and within the proposal advances will be paid for acquisition of the hydro-generators. After the completion of the first project (~ 3 months) we will have become profit-positive with sufficient profit to invest in materials for the next project.
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Revenue Year 1 Year 2 Year 3

Units and Installation S 4,000,000 | $14,250,500 | § 40,550,000
Profit-Sharing Program $ 3,500,000 | $11,470,000 | § 28,970,000
Insurance S 24000 $ 120,000 'S 504,000
Total Sales S 7.524,000 | $25,840,500 | $ 70,024,000
Expenses.

Cost of Goods sold including installation s $ 9,250,000 | § 16,595,000

Cost of Maintenance Service s $ 110000 |$ 410,000
Gross Margin $ 4514000 | $16480,500 | $ 53,019,000
Operating Expenses $ 100,000 | 1,000,000 | 3,000,000 | ‘from projections minus cost of gc
[Net Income S 4,414,000 | $15480,500 | $ 50,019,000 |
Assumptions

Projects 2 10 30
Project Price Range $1,250,000-$3,0C $250,000-810,$250,000-810,000,000
Profit-Sharing Program Annual Profits 3,500,000 11,470,000 | 28,970,000
Employees 3 7 1
Valuation Year 1 year2 year3

Cashflows $ 4,414,000 | $15480,500 | $ 50,019,000

[ sales opportunities ]

Burj Khalifa Management
Empire State Building Management
United States Government (Public In-Patient Hospitals)
Chris Hani Baragwanath Academic Hospital
Jackson Memorial Hospital
‘Shanghai Tower
Makkah Clock Tower
Pingan International
One World Trade Center




