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AmirHossein Tehrani

Chief Executive Officer

• Leads strategic direction, 

owns corporate development, 

and is responsible for 

iterating on the company’s 

growth plan.

• Amir founded STI company in 

2009 and grew the business 

to a sector leader in the 

market. Prior to STI, Saman 

led a contractor company and 

experienced some of the 

inefficiencies. 

• Saman has a degree in 

Mechanical Engineering.

Hossein Samiei

Chief Operating Officer

• Leads and oversees the 

company’s operations, 

recruiting, and project 

management.

• Hossein led the operations of 

Saba Filter company, an air 

filter manufacturer in the 

middle-east for over 20 years 

prior to joining STI Canada. 

• Hossein has a degree in 

graduate Mechanical 

Engineering and is in the 

process of obtaining his DBA. 

STI Canada’s software needs will be provided by EdgeCollab, a Toronto-Based 
software development company. 
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▪ STI – Saman Tahvie Iran, has been an 

active manufacturer of proprietary 

duct and HVAC technologies serving 

high profile clients in the middle 

east.

▪ Existing clients include hospitals, 

factories and residential complexes, 

driving about $10M in net sales 

annually.

▪ STI CANADA is an evolution of the 

STI business, bringing best-in-class 

smart HVAC technologies on top of 

existing proprietary excellence in 

HVAC materials and manufacturing 

to Canada.
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▪ Existing Heating Ventilation and 

Air Conditioning (HVAC) 

technology is a blunt instrument, 

and doesn’t meet modern 

requirements for precise 

temperature, airflow, and air 

quality requirements for industrial, 

residential, and commercial 

applications.

▪ COVID has accelerated the need 

for smart technologies in this 

space, and has disrupted the 

global supply chain for traditional 

HVAC technologies.
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STI-HVAC is an integrated 
platform, combining precise 

planning, smart 

technologies for air quality 
and temperature 

management, with 
advanced predictive 

servicing.
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(1)   Full-stack (New build)

We plan, procure, and install the entire 

HVAC system including our smart units 

into a 14K-20K Sqft residential, 

commercial, or industrial space. Then 

handle ongoing maintenance for the 

entire system.

(2)   Retrofit (Existing build)

We provide individual smart units to 

meet a project requirement, often 

retrofitting an existing building, usually 

requiring one unit per 1,000 Sqft of 

space. Then handle maintenance for 

just the smart units.
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1. Full-stack: Planning, procurement of STI 

materials & smart units, procurement of 

HVAC system of customer choice, and 

integration with our online platform, at 

roughly $23/Sqft, typical for the industry. 

Target revenue per project is $346,334. 
78% of this is labour and materials, which 

is 2-4% better than industry because we 

manufacture our own materials.

2. Retrofit: Planning, installation and 

online integration of just the required 

smart units for an existing project at 
$3K/unit, 78% is labour and materials. 

Target revenue per project is $45,174.

3. Maintenance: Provided at a cost of 2.5% 

of project size per year, starting the 

following year, for a minimum of 5 years, 
renewable, 70% of this are labour and 

materials costs for us.
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▪ Smart technologies are packed into 

large smart exit vent units, with one 

used approx. every 1,000 SQFT.

▪ Independently controllable 

temperature zones paired with AI 

algorithms for maximum efficiency 

and comfort, including integrated 

SEER standards compliance.

▪ Integrated occupancy sensors for 

energy savings and automation.

▪ Integrated air quality and pressure 

sensors to reduce risk of 

contaminants.

▪ Connects wirelessly to existing WIFI 

networks, allowing for seamless 

integrated remote administration via 

our online platform.
Smart unit mock-up
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▪ Beyond measuring air quality for 

each deployment, STI CANADA can 

offer active approaches and 

technologies to improve air quality, 

including meeting WHO guidance.

▪ When air quality sensors detect a 

minimum threshold of basic 

contaminants, a service team can be 

deployed to perform maintenance.

▪ In line with COVID and other 

contamination challenges, STI can 

install a calibrated UVC system at the 

air intake layer of a building, to kill 

99.7% of bacteria and viruses, 

augmenting existing passive filters.
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▪ Maintaining a large HVAC system 

can be challenging, and expensive, 

our sensors in combination with our 

online platform, can detect where 

and when maintenance and 

cleaning are required.

▪ This avoids many types of costly 

maintenance-related damage, and 

maintains peak efficiency and air 

quality throughout the facility.
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▪ With years of hands-on experience, 

STI CANADA can design, plan, and 

execute on a custom efficiency, 

temperature, air quality, and 

ventilation solution using STI’s 

proprietary ducts, materials and 

smart units. 

▪ STI has developed a streamlined 

process for working with builders 

and contractors, and meeting 

effectiveness, budget and ISO 

standards.
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▪ Proprietary advanced materials, 

allowing for greater efficiency, 

flexibility, and improved 

performance.

▪ Smart algorithms, for heat/cooling 

distribution, air quality monitoring, 

and predictive servicing.

▪ Targeted solutions, for 

temperature and air quality sensitive 

industries including factories and 

hospitals. 

▪ Vertical integration, between 

materials manufacturing and control 

systems, for optimal efficiency and 

cost effectiveness.
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$14.8B*
Smart HVAC 

Controls 

Market

* USD, IBIS, 2020 HVAC Service Franchises, North America

** USD, GM Insights, 2018 Air Duct Market, at 3% over 2 years from $4.5B, global
*** USD, M&M 2020, post-COVID Smart HVAC Controls Market Size

$4.7B**
Air Duct 

Market

$1B*
HVAC Service 

Market

Targeting an integrated approach, to win commercial, industrial and larger 

residential segments of the Smart HVAC Controls Market.
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▪ We cross 3 distinct markets (materials, 

servicing, and smart control systems), but 

only truly compete in smart control systems, 

with the other two acting as a competitive 

advantage via integration.

▪ Typically, every HVAC deployment requires 

an integrator that buys off-the-shelf 

technologies and integrates them, some 

materials are custom made on-site.

▪ Industry is highly fragmented among 
materials manufacturers for HVAC, and an 

innumerable number of service contractors 

and integrators exist. 

▪ Smart control systems, however, have a small 

number of global companies, and some 
emerging software companies competing.

▪ Our primary advantage is the tight 

integration between proprietary materials, 

sensors, control surfaces, and our proprietary 

software.
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Dominant Global 

Manufacturers of Smart 

Control Systems

Key Ontario 

industrial/commercial HVAC 

integrators

$250M revenue

$30M revenue

$100M+ revenue
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▪ Setup smart unit assembly 

factory/warehouse in rural Ontario, and 

close first full-stack project and first 

retrofit project for April 2021.

▪ Build relationships with general 

contractors that typically outsource to 

HVAC integrators.

▪ Build relationships with large HVAC 

integrators, offer competitive retrofit 

options to companies like ProTherm, 

build good reputation in market, initially 

turn competitors into partners.

▪ Build product marketing team to support 

direct sales efforts, and get industry 

media coverage.

▪ Expand to other English speaking 

Canadian provinces, and explore working 

with larger contractors by year 5.
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▪ Founding team is investing $1M of 

own funds into the business.

▪ Currently building customer-facing 

software platform that ties together 

advanced sensors and features.

▪ In early talks with several Canadian 

general contractors and large HVAC 

integrators.



18

Net IncomeRevenue

-$2,000,000

 $-

 $2,000,000

 $4,000,000

 $6,000,000

 $8,000,000

 $10,000,000

 $12,000,000

 $14,000,000

 $-

 $20,000,000

 $40,000,000

 $60,000,000

 $80,000,000

 $100,000,000

 $120,000,000

 $140,000,000

FY 2021 FY 2022 FY 2023 FY 2024 FY 2025

Full-Stack New Build Revenue Single Unit Sales & Retrofits Maintenance Revenue Net Income After Taxes



19

• Targeting a 5x revenue multiple at year 

5, driving a potential valuation of 

~$138M for acquisition.

• Targets include: 

• HVAC control system manufacturers, 

especially those with a focus on 

smart technologies including 

Honeywell, Johnson Controls etc

• Large national HVAC integrators like 

HTS

• Example precedent transactions: 

• Johnson Controls’ acquisition of 

EasyIO (building automation 

including HVAC) (2019)

• GDI acquisition of ESC Automation 

(2019)



20

• Seeking introductions to HVAC 

integrators, and large construction 

firms mainly focused on factories, 
multi-unit residential, and factories

• Team may consider a small 

additional funding round from 

value-add Canadian investors, but 

additional investment should not be 

required beyond the initial team 
investment.
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