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ThermaSun

Company Overview:  ThermaSun develops products to convert solar energy 
into usable heat for water and space heating.

Problem: The building industry suffers high costs from installing solar thermal 
due to highly customized non-repeatable designs 
and installations. Customization also increases 
maintenance and warranty costs. 
 
Solution: Installation costs are reduced with 
ThermaSun’s pre-assembled repeatable design, 
adaptable to most central heating systems. 
ThermaSun’s products provide up to 30 percent 
more energy conversion than available products 
due to electronic controls and heat management 
systems that reduce maintenance and warranty 
costs. 

Business Model: ThermaSun will manufac-
ture and distribute its product line in the U.S., 
capitalizing on the established market presence 
of strategic partners and targeted trade shows. 
Exploiting its existing low-cost supply and distri-
bution chain, ThermaSun is currently profitable 
with regional sales of its initial product line.

Marketing Opportunity: ThermaSun’s initial 
target market is  green home architects and 
builders. Roughly 24,000 green homes were built 
in 2007 (2 percent of homes built). The demand for 
green homes is expected to grow to 10 percent 
of homes built by 2010. The solar thermal market 
is projected to increase at an estimated annual 
growth rate of 50 to 80 percent for the next five 
years.  
 
Competitive Advantage: ThermaSun’s 
resources and capabilities are born out of more 
than 25 years of technical expertise. ThermaSun 
products provide energy efficiencies and instal-
lation simplicity unmatched in the market, with 
repeatable results, predictable costs and easy 
integration with central heating and hot water 
systems. ThermaSun has a proven track record of 
installed systems working for more than10 years 
and requiring minimal maintenance.

Management Team: Founder and CEO Larry 
Mapes,  with extensive experience in the solar 
industry, holds a seat on the Solar Thermal Tech-
nical Committee of NABCEP, and is founder/owner of Valverde Energy, a renew-
able energy installation/services company. ThermaSun’s advisory board includes 
serial entrepreneur Joel Goldblatt and real estate developer Mitch Davenport.

Funding Request:  $5 million

TransEL Corporation

Company Overview:  TransEL develops non-volatile memory solutions for mili-
tary and aerospace systems.  TransEL will initially target the space and defense 
sectors, and then expand to other high-reliability industrial applications.  TransEL 
will outsource fabrication, assembly and test of its products, and initially sell 
direct via established relationships.

Problem: In space, exposure to temperature ex-
tremes and radiation render commercial electron-
ic components impractical, unreliable, or useless.  
This demands complex and costly work-arounds, 
thus greatly stretching project schedules, bloating 
costs, and leading to premature obsolescence of 
multi-billion dollar space assets. Developers of 
these systems have been waiting more than 20 
years for a solution; pent-up demand is high.
 
Solution: TransEL’s Durabit™ memory products 
provide unprecedented levels of storage capacity, 
performance, reliability and reconfigurability in a 
single chip.  Durabit provides a 1,000 fold advan-
tage over currently available solutions by reducing 
or eliminating the need for system workarounds 
that consume valuable power, weight, volume, and 
cost budgets.  TransEL has an exclusive global 
license, the skills, and the in-house intellectual 
property to bring its products to space, defense 
and other high reliability applications.

Marketing Opportunity: The $190 billion 
global space industry is experiencing substan-
tial growth, based upon an aggressive U. S. 
agenda for manned moon and Mars missions, the 
emergence of a new international space race, 
increased budgets for intelligence and military 
communications satellites and the growing 
demand for space-based media subscription and 
communications services.  The market seg-
ment for space qualified non-volatile memory is 
expected to reach $312 million in 2012.  Interviews 
with prospective “mil-aero” customers, including 
Boeing, Northrop Grumman, Lockheed Martin, 
Honeywell, NASA / Jet Propulsion Laboratory, Los 
Alamos National Laboratory, and Sandia National 
Laboratories, among others, validate the great de-
mand for our solution.  In their enthusiasm for our 
solution, companies such as Xilinx have agreed to 
direct their military and aerospace customers to 
our products.  

Management Team: Scott Tyson, cofounder, 
chairman and CTO,  with more than 26 years 
experience in high reliability microelectronics 
product development, former advisor to the Office 
of the Secretary of Defense.  Tom Weingartner, 
cofounder and COO, more than 21 years experience in developing high reliabil-
ity products for the aerospace industry, fabless semiconductor manufacturing 
expert.  Jake Tausch, cofounder and engineering VP,  more than 38 years experi-
ence developing microelectronic solutions for space and defense.  Qualified 
candidates for CEO, sales and marketing VP, and quality and reliability VP are 
under consideration.
 
Funding Request:  $6 million

Scott Tyson

Year Founded: 2007
Employees:  3
Investors:  Founders

TransEL Corporation
10701-D Montgomery 
Boulevard NE
Albuquerque, NM 87111
505-275-0608
scott.tyson@transelcorp.
com
tom.weingartner@transel-
corp.com
janna.mintz@transelcorp.
com

In Attendance: 
Scott Tyson     
Tom Weingartner
Janna Mintz         

Revenue Forecast:
2008:	 $      0
2009:	 $      0
2010:	 $     25M
2011:	 $     75M
2012:	 $   100M

Larry Mapes

Year Founded:  2006
Employees: 2
Investors:  Self-funded

ThermaSun
214-A Camino de la 
Merced 
Taos, NM 87571 
(505) 751-0060 
lmapes@ThermaSun.com
www.ThermaSun.com 
 
In Attendance: 
Larry Mapes

Revenue Forecast:
2008:	 $      1M
2009:	 $      5M
2010:	 $    24M
2011:	 $    51M
2012:	 $   69M


