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I’m in Control (IIC) delivers cost reductions of 15-30% with a 12-24 month payback in mid-sized commercial 
buildings, a true revolution in this mid-market. Today we accomplish that with a building management system 
(BMS) precisely tailored to these specific  requirements, augmented by proprietary AI. Tomorrow we make these 
Class B properties into modern smart buildings which rival their large counterparts.  Respected industry 
consultancies agree our product is highly differentiated. 

Managers of these mid-sized commercial buildings are searching for products to reduce energy and maintenance 
cost immediately – they want products which have the same capabilities as those already installed in the large 
buildings in their portfolios.  The problem is that existing products do not satisfy their specific needs for these 
smaller buildings – they are too expensive, too complex, or incomplete. Having worked closely with large 
knowledgeable customers, IIC is now delivering that solution. This same product provides the growth path into 
the new future of energy conservation and intelligent, responsive buildings.  In the U.S. alone that target market is 
3 million buildings, a $6 billion annual revenue opportunity. Based on proprietary AI, machine learning, IoT and big 
data technology, the IIC system monitors, analyzes and automatically controls those buildings’ energy use. We are 
now contracted for 750,000 square feet in 100 buildings at gross margin targets. To grow sales and extend 
product offerings, IIC is currently raising an interim convertible note round into a $4-5m Series A next year. 
  
Market and Competition: IIC targets buildings of 
10,000 – 100,000 square feet in significant 
commercial, government and education portfolios. 
Different from larger buildings, these buildings do 
not have BMS controls, do not have local engineers, 
and are distant from headquarters. The owners are 
identifiable and served by energy services 
companies who are our partners.  Growth capital will 
enable IIC to become the dominant technology 
provider to those partners for these mid-sized 
buildings. We do not currently sell directly to small 
owners, the difficult SMB market. 

Conversely, vendors’ focus to date has been on a 
distinctly different market segment, the 330,000 
large commercial buildings in the U.S. over 100,000 
square feet, a crowded market. It is driven by 
incumbent vendors who sell expensive equipment 
and BMSs, and newer software companies which 
rely on those BMSs being installed in customer 
buildings – all completely incompatible with the mid-
sized buildings targeted by IIC. 

IIC’s market has obvious current and future players, 
each with critical missing components to broad 
success in mid-sized buildings – creating partnering 
opportunities for IIC to provide technology to those 
very players.   

In contrast, IIC strategically designed its SaaS 
software offering to meet the specific needs of this 
customer base and become a “right-sized BMS”. As 
incumbents enter this market from above and 

below, IIC will continue to have leading 
differentiated products resulting from our aggressive 
AI product roadmap, focus on non-expert users, 
integrated sales and support backend automation, 
leverage of our massive store of building data, and 
additional vertical solutions.   

Customer Value Proposition: ▪ The IIC solution is 
inexpensive, cost-justifiable and infinitely 
upgradeable to future cutting edge capabilities. 
▪ The initial setup cost of $5-25,000 and reasonable 
SaaS payments result in shorter than 2 year payback. 
Well-known alternatives have 3-10 year paybacks. 
▪ Unique detailed electric monitoring discovers new-
found cost reductions. ▪ IIC’s automated building 
control is necessarily “set and forget” easy for 
maintenance departments with shrinking staff levels. 
▪ Mobile access to the IIC system reduces expensive 
maintenance calls to these distant buildings. 
▪  Simplified user interfaces reduce training to near 
zero and allow on-site administrators to do what 
used to require facilities technicians. ▪ Management 
plans projects with our detailed data to counter 
tightening regulatory mandates and continuous 
energy cost increases. ▪ Occupants are more 
comfortable and engaged. ▪ Lease rates and capital 
value are increased.  

Differentiated Solution: I’m in Control’s proprietary 
software platform is written specifically for these 
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buildings, with unique AI optimizations, equipment, 
and ease of use. Most important, its architecture 
enables continuous development of advanced value-
add/upsell features for intelligent integration with 
human occupants, building equipment, and the 
electric grid. Generally available wireless Internet of 
Things devices are easily installed at low upfront cost 
by partners with the system to control HVAC, 
lighting etc. IIC also monitors 100s of electric circuits 
at 30 second intervals, a key differentiation at this 
price point.  The resulting 1 million data points per 
day for each building feed IIC’s proprietary machine 
learning to understand the buildings, predict activity, 
and then optimize fully automatic control. It is 
simple to set up and use, providing equipment 
failure alerts and full remote maintenance access – 
crucial functionality for buildings that have no onsite 
engineer.  The detailed electric data enables 
identifying an additional 5-20% wasted energy, 
which was previously undiscoverable.  The billions of 
data points already gathered from installations 
provide previously unavailable real-world data on 
operation of these mid-sized buildings, creating 
increasing monetization opportunities. 

Traction: Our focus on prestigious local government 
and school accounts has resulted in over 100 
buildings and 750,000 square feet, including multiple 
buildings per account. Sales are now full price and 
profitable with recurring revenue. We consistently 
achieve 10-30% cost savings for customers each 
month. Thus, all clients are referenceable and we 
have an active pipeline of additional sales to existing 
portfolios, partner business, and new customers. 

Business Model:  Today, IIC and its partners sell 
primarily to significant real estate portfolio 
owners/managers who are knowledgeable about 
energy, have EMSs in their larger buildings and need 
comparable, right-sized and lower cost capabilities 
for their smaller buildings.  IIC’s initial sales have 
been direct and we will maintain a small major 
accounts group.   

Our channel partners are primarily energy services 
and engineering firms that have existing 
relationships with the customer base allowing for 
low customer acquisition cost (“CAC”, with recovery 
under 1 year).  These firms are attracted to IIC’s 
offering to enable them to make money on the 
upfront installation, earn recurring software license 
revenue, and extend current service offerings to 
their clients’ mid-sized buildings.   The partner owns 

the customer-facing relationship: sell the deal, install 
the system, configure and support the installation. 
IIC provides expert sales and customer support.   

Average revenue now is $12-25k for individual 
buildings and $35-75k for a campus.  Gross margins 
for current direct sales are 45-50%, increasing to 
70% when sales are primarily via partners. IIC’s 
revenue streams include: ongoing SaaS subscription; 
significant upgrades; eventual fulfillment services; 
and monetization of the tera-item data. We will 
build these integrated partner channels to over 100 
national and regional partners over five years; 
relationships are already in place with the first tier. 

Lifetime value (“LTV”) of a single building can total 
revenue of $15-30,000 over 5-10 years due to the 
“stickiness” of a physical installation like IIC’s.  In 5 
years, IIC will reach a market-leading 60,000 
buildings, saving customers $700 million, reducing 
CO2 emissions equal to a half million cars and 
deploying 5 million IoT devices. 

Team: The founder and CEO is a serial entrepreneur 
with a strong technical background and over 30 
years of partner management in Europe, Asia and 
the U.S. at companies such as Hitachi.  The original 
VP Sales cofounded companies in this exact 
commercial portfolio market.  The Chairman and 
shared CFO bring CxO experience at Edison, White 
House senior staff, and energy startups. The senior 
team all have extensive channel partner and industry 
experience. The technical team each have 10+ years 
of experience with real-time equipment control and 
communications. 

Investment Opportunity: With product/market fit, 
profitable recurring revenue, and reliable future-
oriented software,  IIC is raising additional capital to 
fund its growth into this massive market.  Seed 
investors have invested $860k in equity and 
convertible debt.  IIC is now seeking investors for a 
convertible note round to accelerate its conversion 
of the pipeline into customers, grow significant 
partner relationships and develop market-expanding 
product functionality.  IIC will raise a $4-5m Series A 
during 2019.  The company expects to reach a 
positive operating margin in 2020. In 5 years, 
revenue will be $120 million at 70% software 
margins.  

Contact:  Kirk Oatman, CEO, 
kirk.oatman@imincontrol.com or 415-601-6161. 
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