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BACKGROUND 
The growing energy crisis is driving the need for improved methods to reduce energy 
consumption. Improving thermal insulation of refrigerators, refrigerated transportation, 
and buildings represents a cost-efficient means 
for saving energy. 

A VIP (Vacuum Insulation Panel) is a form of 
thermal insulation consisting of a nearly gas-tight 
enclosure surrounding a rigid core (usually glass 
fibers) from which the air has been evacuated. 

VIPs replace standard polyurethane 
insulation in various applications and provide 
two to three times better thermal 
insulation, which in turn offer direct and 
significant energy savings. 

THE TECHNOLOGY AND PRODUCT 
Thermovac has developed a variation on the VIP design that brings about a new value 
proposition for thermal insulation manufacturers. Thermovac’s VIP increases insulation 
efficiency by another factor of two and significantly increases the life span. In 
addition, the Company integrates its new VIPs with other hardware to yield high-
efficiency deep freeze refrigeration systems, either mobile (trucks) or stationary 
(freezers). Such solutions provide both energy savings and space savings due to the high 
efficiency and slimmer design of the Thermovac VIP. 

THE ADVANTAGES  
• High insulation value  
• Long lifetime and reliability  

• Allows for integration in structural products 

• Significant energy and space savings 

GO-TO-MARKET STRATEGY 
One key differentiator for Thermovac is its strategy to provide turnkey and integrated 
thermal insulation solutions. In addition to supplying the panels, the Company plans to be 
involved in the actual design, integration, and testing of the panels within the system of 
its targeted application. 

Thermovac’s initial targets are manufacturers of refrigerators and water heaters. The 
Company has already reached agreements with two multi-billion-dollar Chinese 
conglomerates to conduct pilot studies of Thermovac-insulated refrigerators and water 
heaters. If successful, these agreements could lead to sales in the order of $20 million in 
five years in these two companies alone. 

The Company also plans to team up with midsize refrigeration truck manufacturers to 
build and test a few pilot vehicles. With modest penetration rates in refrigerated 
appliances, the Company expects to achieve more than $40 million in sales five years 
after starting commercial sales.  

Once the technology is proven, Thermovac will establish a full-scale manufacturing facility 
to supply the market demand. 

FUNDING 
Thermovac seeks to raise $750,000 to fund the pilot programs with one of two key 
market manufacturers and to set up the pilot manufacturing site.  

KEY PERSONNEL 
Menahem Blonder, Chairman: 
Israeli businessman with extensive 
experience in management and 
finance 

Arnon Gat, Ph.D., General 
Manager: Experienced veteran 
entrepreneur in semiconductor 
equipment market with hands-on 
experience in founding and 
growing companies up to a Nasdaq 
IPO 

Nir Hartzman, VP Operations: 
17 years of experience in 
operations in military service and in 
industries such as medical, 
cleantech, communications, 
defense, and semiconductors 

COMPANY STATUS 
Founded: 2002 

Investors: The Trendlines Group 

INTELLECTUAL PROPERTY  
(Dr. Rami Kalfon) Patent 
applications received positive PCT 
search report; currently in National 
phase in U.S. PTO 

National phase patents filed in 
United States, Mexico, Brazil, 
Europe (including Turkey), Russia 
and Eurasia, Israel, South Africa, 
India, Korea, Singapore, Australia 

ACHIEVEMENTS 
Completed first phase of product 
development 

Product evaluated by potential 
customers; results exceeded 
expectations 

In planning to start pilots with two 
potential customers in China 

MILESTONES 
Q3 2012: Complete customers' 
tests 

Q4 2012: Conduct beta with one 
or two refrigerator manufacturers 

Q2 2013: Start volume sales  


