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Veezyon CorporationThermalCentric
Company Overview: Veezyon.com is a social learning platform. We partner 
with knowledge-based content producers, specifically universities and as-
sociations, to provide credible rich-media content to our users. We improve our 
users’ online learning experience with collaborative research and knowledge 
discovery tools. Headquartered in Santa Fe, NM, 
Veezyon generates revenue by providing digital 
content and social media services to institutional 
clients.

Problem: Social media and social networking have 
changed how we learn. Universities and associa-
tions are aware of the shift in education but most 
are unable to provide today’s innovative learning 
technologies.  

Solution:  Our digital content and social media ser-
vices enable our partners to capture, preserve and 
share institutional knowledge. Veezyon’s rich-media 
content services include web-optimization, hosting 
and distribution. Our clients and partners access 
analytics to identify learning trends, which allows 
them to rapidly respond to learner demands.

Business Model:  Veezyon currently generates 
revenue through its content and social media ser-
vices offered to institutional clients. In the near fu-
ture, we will introduce a subscription model for our 
heavy users, who would upgrade to use Veezyon’s 
premium product features.  

Sales Model:  We work with our partners to ini-
tially inform their students and member base about 
Veezyon’s capabilities. After reaching a critical mass 
of users, we market to other universities and institu-
tions within the same domain area of our partner, 
and introduce our capabilities to relevant students 
and member groups. 

Market Opportunity:  We compete in the U.S. 
market for learning technology products and servic-
es, which is growing by 5-year CAGR of 16.3 percent 
and reached $30 billion in 2008. There are 8 buyer 
segments in this market; we target associations, which has spent $6.2 billion in 
educating their members in 2008. There are 23,000 nationwide associations in 
the U.S., which could potentially integrate Veezyon’s product and services into 
their learning technology offerings. 

Competitive Advantage: Veezyon.com is a social learning platform 
focusing on credible content from universities and associations. We not only 
aggregate content from our partners but also offer customized services to solve 
their digital content and social media problems. Our proprietary algorithms rec-
ommend niche-credible, user-specific content, thereby maximizing the users’ 
learning efficiency and strategically extending our partners’ reach. 

Management Team:  Veezyon’s founding team has experience in com-
mercializing technologies, forming startups, creating curriculum for advanced 
computer science concepts. Veezyon founders are Doruk Aytulu, Joshua Thorp 
and Lale Kumral. 

Funding Request:  We are seeking to raise $750,000.

Doruk Aytulu

Investors:  Founders
Year Founded:  2005

Veezyon Corporation
www.veezyon.com
daytulu@veezyon.com

In Attendance: 
Doruk Aytulu, CEO
Joshua Thorp, VP of 
engineering
Lale Kumral, VP of 
marketing

Revenue Forecast:
2011:	 $      .075M
2012:	 $      .37M
2013:	 $      3.9M
2014:	 $     13.9M
2015:	 $     44.3M

Company Overview: ThermalCentric produces corrosion free heat ex-
changers for waste heat recovery in highly corrosive industrial environments.  
Our products utilize proprietary designs with advanced carbon materials.  Initial 
customer targets are energy producers and energy intensive industries.

Customer Problem: Energy producers and 
energy intensive industries are pressured to improve 
energy efficiency and to reduce emissions.  Reusing 
waste heat, valued at $1 trillion annually, is the most 
economical means of achieving both goals but no 
commercially viable means of capturing this energy 
exists in highly corrosive environments.

Solution: Our heat exchanger captures waste 
heat from highly corrosive waste streams, which 
can be converted into electricity.  It also condenses 
harmful greenhouse gases, thus allowing for their 
easy removal.

Business Model:  ThermalCentric designs and 
manufactures heat exchangers based on patent 
pending materials and technology.  They will be sold 
through established distributors and direct sales.  
Customer discussions are well underway with 
Detroit Edison and Dow Chemical, industry leaders 
representing our target markets.  Profitability is 
forecasted in Year 3 of commercial operations.

Market Opportunity:  Based on an independent 
study of corrosive environment heat exchangers 
and direct customer feedback, Year 5 revenues will 
be over $250 million.  Our two potential customers 
represent only 300 of 15,500 potential U.S. sites 
identified in the study.  The current U.S. market for 
corrosion-resistant heat exchangers is valued in 
excess of $7 billion.

Competitive Advantage: The competition in the 
corrosive industrial plant market is scarce due to 
material and cost inefficiencies.  Our unique carbon 
materials are over 10 times more efficient than metal 
heat exchangers and can withstand highly corrosive 
waste streams.  We have pending Oak Ridge Nation-
al Laboratory licenses and our own pending patent 
applications covering materials and technology.

Management Team:  
Dan Bariault, CEO and president, has 35 years of broad global business and 
legal experience, including 20 years of technology startups. Dr. Brian E. 
Thompson is an expert in convective heat transfer and design of ceramic heat 
exchangers and thermal management devices. Dr. Ching-Long Ong is an expert 
in material science, specifically in carbon composites. Paul Redman has signifi-
cant manufacturing experience in automation and mass production. 

Funding Request: ThermalCentric seeks $8 million to quickly establish manu-
facturing and sales operations.

Dan Bariault 

Investors:  Current 
management team
Year Founded:  2005
Employees:  4

ThermalCentric
4616 25th Ave. N.E., 
PNB 553
Seattle, WA 98105
dbariault@thermalcen-
tric.com
206-612-1197 
www.thermalcentric.com

In Attendance: 
Bruce Hamilton, CEO

Revenue Forecast:
2011:	 $       .56M
2012:	 $        4.3M
2013:	 $       49.7M
2014:	 $      146.7M
2015:	 $      254.9M


